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ge been proved time and again: fools 
stay sharp longer with Texaco Cutting 
Coolants! This means cleaner cuts and better 
finish, less downtime for tool changes... 
a higher output of top quality work. 
Texaco Cutting, Soluble and Grinding Oils 
can help you machine faster and better, at 
lower cost, no matter what the tool or the 


metal. They cool as they lubricate, prevent 


icXACO STAR THEATRE presents the NEW EDDIE BRACKEN SHOW every Sunday night. Metropolitan Opera broadcasts every Saturday afternoon. 


* In hobbing, for example, 
users of Texaco Cutting Cool- 
ants have reported increases 
in tool life ranging from 
30% to as much as 300%! 


chip welding, wheel loading, assure you 
more cuts per tool grind,with fewer rejects. 

Enjoy these benefits on all your ma- 
chining jobs. Get Texaco Products and 
Lubrication Engineering Service from the 
nearest of the more than 2300 Texaco 
distributing plants in the 48 States, or write 
The Texas Company, 135 East 42nd Street, 
New York 17, N. Y. 


CUTTING, SOLUBLE AND 
GRINDING OILS wreats! 
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Two 30 horsepower Century motors at 3600 
RPM supply the power to produce precision 
work at high speed. 





Century motors’ remarkable freedom from 
vibration helps to get all the precision this 
machine was designed to give. 
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Century totally enclosed fan cooled motors 
for installations where protection is needed 
against dripping water, chips, atmosphere 
charged with abnormal quantities of grit, 
metal or destructive dusts. 
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_CENTURY MOTOR 7 


There is a standard Century motor to meet your 
requirement, whatever the load characteristics or 
protective housing needed. 


Whether high torque, low torque, normal torque 
—single speed, multi speed—open rated, splash 
proof, totally enclosed fan cooled, explosion proof 
—vertical, horizontal or flange mounting—alter- 
nating or direct current, there is a Century motor 
correctly engineered to meet the requirements of 
your job. 


Because Century motors are built to precision 
standards they will operate your equipment at top 
performance. Rigid construction and accurate ma- 
chining plus good electrical and mechanical bal- 
ance help to maintain smooth performance through- 
out a long motor life 


Century motors are built in a wide range of 
types in sizes from 1, 6 to 400 horsepower to pro- 
vide top performance to meet every electric power 
application. 


CENTURY ELECTRIC COMPANY 
_ 1806 Pine St., St. Louis 3, Mo. 


Offices and Stock Points in Principal Cities 
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PURCHASING, a monthly by Conover-Mast Magazines, Inc., Publication Office, Orange, Conn. Editorial and Executive Offices 205 East 42nd St., New York 17, 


Entered as second-class matter August 8, 1942, at the Post Office in Orange, Conn., under the act of March 3, 1879 
Subscription, $3 for one year, $5 for two years in the U. S. A. Canada and Foreign $4.00. Volume 22, No, 3. 











. Hard, close-woven, rubber-impreg- 
nated duck plies—full width, with- 
out seam—offer peak load-carrying 
and fastener-holding strength, with 
maximum flexibility. 


2 Rubber skim between plies affords 

* added flexibility, heat elimination. 

Friction surfaces on both outer plies 

* permit operation of belt from either 

side with same high pulley traction. 

4 Edges cemented and sealed against 
* moisture, fumes, etc. 


RIGHT CONSTRUCTIONS . 


BEST MATERIALS - - 
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Three-ply, heavy, rubberized 
fabric envelope applied on 





- bias—to protect load-pulling 
cord members. 


. Resilient rubber skim coat. 


2 
3 Plies of high tensile, paral- 
* lel cords, individually im- 
bedded in fatigue-resisting | 
rubber, number dependent 
upon load conditions. | 
















BELTING 


EPUBLIC technologists, exclusively devoted to 
making rubber serve industry, build superior service into 
Republic Transmission Belting. Shown here are construction 


drawings of three popular types in Republic’s extensive line 


a completely diversified line that offers a specially adapted 


construction for each class of service conditions. With this 
assurance of quality and specialized serviceability, the remain- 
ing step toward peak operating economy and _ efficiency is 


proper belt selection for the job. Years ago Republic began 


# consistent program of technical aM) TT Na Cot Mae) Ma Og 


training for its nationwide net 


work of industrial distributors 






to supplement their own prac- 





aeemeeeres REPUBLIC RUBBER 
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YOUNGSTOWN 





Distributor is eminently qualified 
to aid in determining the right 


belting for your needs. 
NDUSTRIAL PROD 


YOUNGSTOWN O 
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Republic TRANSMISSION 
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* —transmits loads to the heavy 


. High tension section 


Elastic envelope takes the wear 


cord section — protects carcass. 


Insulating gum. 


Heavy cord load-carrying section 
in neutral plane. 


Compression section. 














DELUXE TIRES AND TUBES 
CONSHOHOCKEN. PA 
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skilled springmakers.. 
AND practical, 
experienced engineers, 


SPECIALISTS 


in spring design 
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It takes people to make 

springs. Ours are specialized, 
highly trained, long-experienced 
people—well qualified to give you 

the finest in spring craftsmanship. 

G Our engineers too, are an important reason 
why you'll like Accurate Spring Service. They’re old hands at 
spring-making...they’ve developed manufacturing systems and 
procedures that enable us to handle your jobs with the greatest 
speed and efficiency. These Accurate engineers are at your 
service on spring design problems. You will benefit 
from their practical assistance in designing 


Send for your ey * a the 

ne ccurate n 
exactly the right spring for your application. Hendbook. tt sfullofdata 

nd formulae whic 
Q Why not try Accurate on your next job. a tind seatul. No oblie 
gation of course. 
ACCURATE SPRING MFG. CO. 
3825 W. Lake Street Chicago 24, Illinois 
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OKOLOY-COATED 
COPPER CONDUCTOR 


LONG-LIVED OKOLITE 


INSULATION PROTECTIVE COVERING 


OF OKOPRENE 


Question: What type of electrical cable for all-around 
service is being widely used in metal-producing and 
other industries? 

Answer: Okolite-Okoprene* cables, both single conduc- 
tor and multi-conductor. 

Question: What kind of performance can be expected 
of Okolite-Okoprene cables? 

Answer: Millions of feet have been installed over the 
past 20 years and have proved long-lived. 

Question: Where may Okolite-Okoprene cables be in- 
stalled? 

Answer: In ducts, or buried directly in the ground, or 
exposed to the elements. 

Question: Is additional protection needed? 

Answer: No. 

Question: What are some of the advantages contributed 
by the design of Okolite-Okoprene cables? 

Answer: Absence of tapes, braids or metallic coverings 
that rot or corrode. Perfectly-centered conductors. 
Uniform thickness of insulation and of covering. 
Uniform vulcanization throughout entire cable 
length. 

Question: What are some of the electrical operating ad- 
vantages of Okolite insulation? 
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TOUGH AND DURABLE 
OKOPRENE SHEATH 


HEADQUARTERS FOR 
ANSWERS: 


OKONITE 


Vi fy 
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QUESTION BOX 
ON 
OKOLITE-OKOPRENE 
CABLE 


Answer: High dielectric strength and moisture resistance. 
Stable characteristics. Low Specific inductive capa- 
city. High current carrying capacity. (75°C. cop- 
per temperature.) 

Question: What electrical characteristics are contributed 
by Okoprene, an Okonite-developed neoprene com- 
pound? 

Answer: Additional dielectric strength. Additional ozone 
resistance. High surface resistance which eliminates 
charging current drainage from cable surface. 

Question: What physical properties of Okoprene provide 
operating advantages? 

Answer: Lasting weather-resistance. Resistance to oil and 
solvents. Resistance to acids, alkalies and corrosive 
chemicals. Non-flammability. 

Question: How about installation? 

Answer: Okolite-Okoprene cables are simple to handle, 
splice and terminate. They require no potheads. They 
resist abrasion, are flexible at low temperatures. 

Question: Where can I find out more about Okolite- 
Okoprene cable and its relation to my problems of 
electrical distribution? 

Answer: By talking things over with a representative of 
The Okonite Company, Passaic, New Jersey or writ- 
ing for Bulletin OK-2009. 


PROTECTIVE COVERING Be 
OF OKOPRENE OKOLOY-COATED ~ 


COPPER CONDUCTOR 


LONG-LIVED OKOLITE 
INSULATION 


mcs insulated wires and cables 
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Removing carbon and other resi- 
due from motor after testing 
special lubricants. 


Photographs courtesy of the Lubrizol Corporation 


All laboratory equipment must be free from all foreign materials. 
Osborn brushes keep them clean. 


Bettee 0Oits _ FROM BRUSHES! 


HO ever heard of brushes making 

oil better? Lubrizol Corporation, 
which develops addition agents that im- 
prove petroleum products uses Osborn 
brushes in their Wickliffe laboratories 
for motor cleaning jobs where the con- 
dition of gears and other moving parts 
must be precision-exact, so that prop- 
erties of specially-treated lubricants can 
be observed. In the chemical labora- 
tories, Osborn Monitor wheels have 
proven the fastest and most efficient 
method for removing corrosion from 


copper and brass laboratory equipment. 


And so on through the plant. 


No matter what you make—oils or 
engines; teapots or telephones— mod- 
ern brushing techniques as developed 
by Osborn, can help you turn out your 
product faster, cheaper and better! 

This has been proved true in industry 
after industry. Let us prove it to you—with- 
out obligation, of course. Dictate that 


note or write that card to Osborn—today! 


THE Os80RN MANUFACTURING COMPANY 


5401 Hamilton Ave. Cleveland, Obio 











WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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Prefabrication Means Known Performance 


With BullDog 
BUStribution DUCT 


THERE are two ways to install electrical systems. 


One way—the old way—is to have the system fabri- 
cated on the job site. Until the installation is complete, 
such vital operating characteristics as voltage drop and 
temperature rise will be deep, dark mysteries. 


Voltage drop can plague your plant by cutting the 
power and efficiency of motors . . . dragging the output 
of lighting fixtures down below par. And excessively 
high operating temperatures are bound to take their 
toll by impairing performance and shortening the life 
of the electrical systems. 


No Other Systems Offer So Much 


The new way is the BullDog way, where prefabrica- 
tion means known performance. BullDog Plug-In Type 
and BullDog Lo-X Feeder Type BUStribution DUCT 
are both built in standardized, prefabricated sections, 
laboratory-tested to provide accurate performance data 
in advance of installation. 


No other system can offer this cost-saving feature, so 
call your nearby BullDog field engineer and learn more 
about the many advantages of BullDog BUStribution. 
He'll show you a successful installation near your own 
plant ... and he'll be on the job to help when the time 
comes to design your system. 













BULLDOG 


ELECTRIC PRODUCTS COMPANY ee gn 


Detroit 32, Michigan. Field Offices in All Principal Cities. In Canada: BullDog Electric Products of Canada, Ltd., Toronto cranes, hoists. 





TEMPERATURE RISE CURVES 
THREE PHASE and THREE PHASE, FOUR WIRE 


Ventilated LO-X FEEDER DUCT— FLATWISE Ws os 


CURRENT IN AMPERES PER LEG 











“ be ao 70° no 9 100 
* rnin? 36° “ 4 “ 2° nn ‘oe 1" tee ry ‘80 
MAXIMUM RISE ABOVE AMBIENT TEMPERATURE 





Chart shown is typical of the data on voltage drop and tempera- 
ture rise available in advance of installation for all types of 
BullDog BUStribution DUCT. BullDog field engineers have this 
information at hand to help you in planning your electrica! 
distribution system. Call the one nearest you todav 








BullDog manufactures Vocu-Break 
Safety Switches—SafToFuse Panel- 
boards—Superba and Rocker Type 
Lighting Panels—Switchboards—Cir- 
cuit Master Breakers—’’Lo-X”’ Feeder 
BUStribution DUCT—‘Plug-in’”’ Type 





E-Duct for flexible lighting—Indus- 
trial Trol-E-Duct for portable tools, 




















Marcu, 1947 9 









Whether you need a pound 
or a ton of Steel 


...call us for prompt, courteous service 





No matter what your steel requirements may 
be ... Stainless, High Strength, or Alloy Steels 
..- Hot Rolled or Cold Finished Bars, Struc- 
tural Shapes, Plates, Sheets, Machinery, etc.,— 
our facilities are at your disposal to give you 
the kind of service you have the right to expect. 


Call, write or wire our warehouse nearest you. 


Symbol of Service 


FOR STEEL USERS 








UNITED STATES STEEL SUPPLY COMPANY 


CHICAGO (90) 1319 Wabansia Ave., BRUnswick 2000 NEWARK (1), N. J. Foot of Bessemer St., Bigelow 3-5920 
P.O. Box MM P. O. Box 479 REctor 2-6560, 

BALTIMORE (3) Bush & Wicomico Sts., Gilmor 3100 BErgen 3-1614 
P. O. Box 2036 

BOSTON 176 Lincoln St., (Allston 34), STAdium 9400 PITTSBURGH (12) 1281 Reedsdale Street, N. S. CEdar 7780 
P. O. Box 42 ST. LOUIS (3) 21st & Gratiot St., P.O. Box 27 MAin 5235 

CLEVELAND (14) 1394 East 39th St. HEnderson 5750 

MILWAUKEE (1) 4027 West Scott St., Mitchell 7500 TWIN CITY 2545 University Ave., NEstor 7311 
P. O. Box 2045 St. Paul (4), Minn. 


SNIiLT EW BSBIiALTES STEEL 
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WHEN YOU LOWER THE COST 
OF USING FASTENERS ...THAT’S 














Since the time and labor costs of assembling a nut on a bolt 
usually exceed the cost of the fasteners, it’s True Fastener 
Economy to buy the brand that gives maximum speed and 
convenience in assembly. 


RB & W Nuts Save Assembly Time 


The care which RB & W takes to produce nuts with utmost 
accuracy and uniformity . . . pays off in terms of lower assembly 
cost. Careful selection of material; cold-punching that insures 
toughness, freedom from splitting, uniformity of size; repunch- 
ing that guarantees concentricity of hole; burnishing that as- 
sures smoothness of all surfaces; tapping on machines of special 
design that provide accurate, clean threads . . . result in nuts 
that run on quickly and take severe wrenching in their stride. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


FOZ yeas make y 1Ong Che things 


av . 
thal make clmertca str ng 


RB&W bolts, nuts, screws, rivets 


and allied fastening products are 
manufactured in a broad range of 
atyles, sizes and finishes. 

. . o 
Plants at Port Chester, N. io 
Coraopolis, Pa., Rock Falls, Ill., Los 
Angeles, Calif Additional sales 


offices at Philadelp| a, Detroit, 
Chicago, Chattanooga, Portland, 
Seattle. Distributors from coast to 
coast. By ordering through your dis- 
tributor, you can get prompt ser- 
vice from his stocks for your normal 
needs. Also-—the industry’s most 
complete, easiest-to-use catalog. 








You Get T. F. E. When You 


1. Reduce assembly time to a minimum by savings through 
use of accurate and uniform fasteners 

2. Make your men happier by giving them fasteners that make 
their work easier 

3. Reduce need for thorough plant inspection, due to confi- 
dence in supplier's quality control 

4. Reduce the number and size of fasteners by proper design 
>». Purchase maximum holding power per dollar of initial cost, 
by specifying correct type and size of fasteners 

6. Simplify inventories by standardizing on fewer types and 
sizes of fasteners 

7. Save purchasing time by buying larger quantities from one 
supplier's complete line 

5. Contribute to sales value of final product by using fasteners 
with a reputation for dependability and finish 
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Twenty years—nearly the industrial 
lifetime of Stainless Steel — have 
taught us a lot about the fabrication 
of Stainless Steel Fastenings — the | 
fastenings which, literally, hold to- 
gether the Stainless Steel industry. 
Our experience and our facilities are 
at your service. Our stockroom is 
full of standard items in the most 
frequently required analyses, ready 
for shipment. Our skilled workmen 
have the right machines to fill your } 
order for non-standard items to 
your specifications, from our large 
raw material stockpile. Nuts, bolts, 
screws, cotter pins, rivets, washers, 
welded and seamless pipe,—over 100 
items, over 7,000 sizes. 

Write for our catalog and stock list 
— address Anti-Corrosive Metal 
Products Co., Inc., 66 River Road, 
Castleton-on-Hudson, N. Y. 
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NEW YORK 
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NATURE HAS Sharper TEETH 


A manufacturer of metal equipment in the Midwest was 


desperate. Rust and corrosion, like a horde of rats, 
were gnawing away at a hundred-thousand dollars worth 


of hand tools in his machine shop. 


This company's chemists experimented 
with one precautionary measure after 
another—yet nothing stopped nature's 
rampage 

When one of our lubrication engi- 


neers was consulted, he informed the 


CITIES SERVICE OIL COMPANY 


SIXTY WALL TOWER, NEW YORK 5, N. Y., ROOM 32 


i would like a free demonstration of your rust-preventive and 
rust-removal products, at no obligation. 


NAME 


TITLE 


FIRM 


ADDRESS 


ciTY 


(This offer available only in Cities Service marketing territories East of the Rockies.) 


company that the Cities Service re- 
search laboratories had recently per- 
fected, after years of development, a 
remarkably effective rust preventive 
called Anti-Corrode). It was given 


exhaustive tests at once and the chemists 


STATE 


soon reported rust and corrosion were 
stopped dead. From that point on, 
everything down to and including 
pliers and screw drivers was coated 
with Anti-Corrode. 

Cities Service serves a// industries 
with hundreds of quality products 
from our refineries and research labo- 
ratories. And, like our good friends 
above, the many, many companies 
which we serve have found that... 


Cities Service 
means 


Great Service 
—AlL THE WAY CITIES 


FROM THE REFINERY 
70 YOUR PLANT SERVICE 











Marcu, 1947 13 
Sf 


CUT AWAY EXGESS METAL / é 
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PNEUMATIC GRINDERS 
AND SANDERS 


rm, 


Plenty of power and speed—teamed with 
smooth, dependable operation—gets more 
work done in less time—with greater accu- 
racy. Rugged Thor Grinders and Sanders 
handle all types of metal removal with 
maximum economy... available in sizes 
and models from tiny mounted points for 
fine, close work in tool and die shops to 8” 
diameter wheels for heavy duty production 
grinding—in a speed range from 3,000 to 
20,000 r.p.m. Positive air control provides 
— instant starting and steady power. Thor’s 
Thor 000 Air Grinder ; 3 ¥ 
14,000 r.p.m. quick-acting aulomalic governor controls 
rotor speed under all loads. 

Prove these features to your own satisfaction 


...call your Thor branch for a demonstration. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 6, Illinois 

Birmingham Boston Buffalo Cincinnati Cleveland Denver Detroit Houston LosAngeles Milwaykee New York 

Philadelphia Pittsburgh St.Louis St.Paul Salt lake City San Francisco Toronto, Canada London, England 


PORTABLE POWER 


PNEUMATIC TOOLS * UNIVERSAL.AND HIGH FREQUENCY ELECTRIC TOOLS* MINING AND CONTRACTORS TOQIS 





nizers ‘which produce microscopically 

e powders” are described in new bul- 
etin just released by the Pulverizing Ma 
inery Co. The Mikro-Pulverizers are 
for both wet and dry grinding 


six basic sizes. Materials to which 
Mikros§ are ipplicable are listed, and 
I roximate i i 


13. STEAM & LIQUID CONTROL -Cata 


log No. 47, Steam and Liquid Control 

Ke, 48 jes 3 iby O. C. Keck 
n v isi 

re regulations, relief and float; tem 

rature regulators, self-cleaning strainers 

It s jin ing tables and 

yauces, gauge cocks; air separators, 


‘ 


| 14, DUPLICATOR Bond 


icket sa VUuplicator bona 1S 





eN 1w is P 

1 y 1ae Ss 1 V to 
e r ink I 
selatin and Liquid ma 


} 1.H 


AND CLEANSER f Light } 7. FLEXIBLE COUPLINGS Flexib] 


ind ervice 1 oF 15. RESISTORS ille 
i and detailed ir t No. 8 f resistor line 
S nd i eased 
: : _ 
2. VOLTAGE CONTROL Equipment - 8. HYDRAULIC OILS I 


3. PALLET EXCHANGE klet d and typical installations are illustrated. strength with minimum weight, a: 


] 9. FORGED STEEL FITTINGS 


tur 


4. CRUSHERS, GRINDERS, Mixers, etc. ine > ta re ented . a \ sk iy¢ rs, users 


|} 10. CLUTCHES 
ne lpg tas 18. MAGNETIC V-BLOCK 
ribes magnetic V-B K whl 
5. MAINTENANCE - CONSTRUCTION 
Materials New f ft Hort 


ind admix- 19. LABEL PASTE, Ice-water proof 
' A { ll. PUMPS ! t lor ick but free-flowing liquid iste ¢ 


6. AUTOMATIC CLAMPING 


| 20. STAMPINGS 
12, PULVERIZER-ATOMIZER tamping Manufacturer 





ASK “PURCH” FOR THIS FREE, UP-TO-DATE LITERATURE 
Four Pages — 14- 16-19-20 | 21. ELECTRODES 7 ——_— 
Use convenient prepaid postcards on pages 19 & 20 ing Electrodes” is the title of 40-page } 
(Continued on page 16) 


ok 
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Yes, the Nicholson or Black Diamond 
Lead Float File actually ‘“‘shaves’’ thin 
slices from such extra-soft metals as lead 
and babbitt. Its coarse, short-angle teeth 
or ‘‘blades’’ cut away stock rapidly under 
normal pressure. Yet the same file— 
used with a lighter touch—produces a 
smooth finish. 

Lead Float files are made in both Flat 
(rectangular cross-section) and Half 
Round shapes. In the above illustra- 
tion, the Half Round back of a Lead 
Float file is being used to smooth up 


NICHOLSON FILE CO. « 28 ACORN STREET, PROVIDENCE 1, R. I. 


in Canada, Port Hope, Ont.) 


is Eine ee 





A “SMOOTH SHAVE’ 
for soft metals 











A Flat side 
HALF ROUND 


LEAD FLOAT 
W H.R. side 





















the concave edge of a babbitted bearing. 
This shape is also useful in reaming lead- 
pipe fittings and finishing off solder joints. 

Nicholson or Black Diamond Lead 
Float Files—both Flat and Half Round 
—are widely used by industrial plants 
and machine shops on soft bearings and 
moulded parts; and by shipbuilders, 
plumbers and plumbing manufacturers. 

For these—and other special-purpose 
files—consult your industrial distribu- 
tor. For special technical information, 
write to us. 








having various wear resistant properties. 
Standard compositions and application 
methods are described. Wall Colmonoy 


Corp. 


HELE [] 35. CABLE INSTALLATION EQUIP. 

MENT—New catc ripe covers “Cope” under- 
jyround and aerial cable installation equip- 
INFORM All VE L | TE R ~ TU RE teed ——  Pgeasct por hyip 
ries, and new items, are illustrated and 
jescribed. T. J. Cope Inc 


[] 36. SILENT CHECK VALVE -~ Flanged 
silent check valve for use in public utilities, 
refineries, chemical and food piants, paper 
mills, ships, pump lines of all kinds, etc., 
is detailed in new 4page bulletin issued 
by The Williams Gauge Co. Valves are 
s f catalog i icquaint th I I furnished in variety of metals, and made 
with the mpONy ectrodes and to poin in all sizes from 1 inch to 20 inches. They 














t the weld met t A lif- [ J] 2%. CARBON as ALARM ire built for all pressures up to 6000 lbs., 
fer so widely f1 rdinary carbon steel Bulletin describes M. S.A. bon Monoxide ind for any temperature. 
Alarm, industrial type for use where CO 
() 22. CUTTING TOOL MATERIALS —That = 7/0" Njives prompt w ee angerous. [J 37. CONTROLLED AIR POWER Units — 
is title ‘ : ve nead by the lL ne | jives I r warning when 


Ss f bi iI 1 in i n PMS Ge ees kei eo ~ Foto Facts File sheets present case _his- 
Allegheny Ludlum Steel Corp. which an pibstcoprwnaiewe nig ong yy dee tories of application of Bellows Senacon 
alyzes impartially tl irative fields See vi) eee i a itl Company's “Controlled-Air’’ Powered units 
of usefulness of high eed ste« sas in numerous operations, including milling 
all ys md carbides a itting tools. Its + 29. FIRE EXTINGUISHER GUIDE | machine operat sone, . tube bending, ream- 
objective is t rrelat mprenensively — ing, riveting, broaching, trimming, etc. 


. Tt ‘al —_— ing WI Pi 
mpact, rigid Data-Guide availat from 





a gp et Scag oa cc rug eRe 2 portant facts about the suit a mainte (J 38. CASTINGS SEALANT Bulletin de 











ials ilness mee ; £28. p84 , 
y YY ‘ ry mce SOC = ~~j} ne ‘ min ~ -in Yo . 
specific rea iated. nan bs 1a pe mance a _ ACI 1, scribes use of L amin 1 resin 1s 1 sealant 
zm, Pump Tank, Dry Powder, Loaded for porous metal castings which must be 
Stre Yarbon Tetrachloride and Carbon pressure tight. Methods of impregnating 
Dioxide fir juishers. It is termed a 1stings are described in detail and 1s 
1id to safe nt and Purchas trated by s 1tic drawings. Amer n 
y directors >yanamid C istics Divn. 








able types, and the portable Stevedor Jr. sscribes the Lyon Raymond Hydraulic Pai ‘J 38. PROTECTIVE COATING -— U 








: iin cmc tackina nerry ars ~~ Sg r ct ing + - 3 
r loading, unloading and stacking; perm ne ii ae “Se ‘ PE reas protective 1ting severe rrosive I 
l- . ble . 
. f eer } a 
Nel i ; na A ; tr > meat | “ ‘ 
e€ oe ‘ lapt i ri 




















al ul i rous 8=58=ineentacs! Tikesta le WAS I 
a av n ree lilis ¥ i I ‘ iv 

types f i . nts four ; r leaflet civ 
tailed 3 N pnanbhon j na . a 

“wig a a ictl i . 1g J 40. SeCROr ELD STORAGE Storage 
I ti : i j . 1] é | a 7 i1uaes Pu j cro fi] om ; St eet ilt lms » a 1d Prin i 
tr K ix y Kodak Sales Servic 1 
: T 1 r Fe t pr t is intended ; guide to those de 

jucts in porcelain enamelin ire ais sire to store safety film base and paper 

25. SPRINGS riana x I lecnni rit i haca materiale anly mn ttecet To Pe ake 
cal Data on Spring: 36-pages, third edi vered. Pampl liscuss¢ protection 
tion, is announced by the Accurate Spring [] 32. UNIT Pues Bulletin N 8 ssification 11 storage, preparation 
Mia. It gives clear ncise data on jescribes National Type D-21 Unit Pu , r storage, fire protection, temperature, ete. 
agesign tormuiation 1a deliection and tne whicn is Dull tor heavy pumping require 
proper methods o! specifying springs. ments. The National Supry 


41. MATERIAL HANDLING Circular 
Oo 26. REFRACTORIES Serr} , _— 33. PIPE BRACING ne ee . 1 istrates Weld 1-Bilt portable elev 1tors, four- 








‘ , aire heel trucks, ‘order picker’ truck, die 
Refractories for H ity Service are the Grinne Pre-Engineered a eae anil lie if 1 eckid 
: ible truck, hydraulic lift trucks and skids 

liscussed in | k r rctories is su ies a two-way force whict ] ‘ , ’ Wr oa 

2 : : Pp} lollies, etc., made by the West Bend 
sued by The Carborundur , Metractories pposes movement o! vibration o! piping Ceansimemants (% 

7 . : Sos ee Equipment Corr 

Division. Subjects vered are Silicon Car with an instant-acting counterforce to bring 
bide, Fused Aluminun xide Refractories the pipe back to normal position in the 
Mullite Refractories, Aluminum Silicate Rs plane of control, yet no forces are exerted [] 42. FASTENING SUGGESTIONS Bul 
ractories, and various rt material. n the piping system. The Grinnell Com letin No. 8 issued by Shakeproof, Inc 


ffers test kit of Shakeproof lock washers 


C 27. DRILL CHUCK SELECTOR Slide ai ind includes number of diagrams showing 


| 


tule” type selector which makes it easy t [] 34. HARD-FACING ALLOYS -~ Bulletin how Shakeproof units can be used t 
select exactly the right drill chuck for any No. 76 describes Colmonoy Hard-Facing Al Pa ite many so called wouble spots. 

str tight shank drill, is available from loys. Colmonoy is the trade name of a Standard types ina several ohakeprool 
Scully-Jones & Co. By simple setting of series of hard-facing all sy welding rods specials are illustrated. 





[) 43. WIRE GAUGE COMPARER. This is 
ASK “PURCH” FOR THIS FREE, UP-TO-DATE LITERATURE Parse, Sirs yg alga ge Scape 


shows Brown & Sharpe and Stubs or 
Four Pages — 14- 16-19-20 Birmingham diameter of wire in inches for 


Use convenient prepaid postcards on pages 19 & 20 gauges 0000 to 40. The reverse side car 
(Continued on page 19) 
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—for Progress in Industry 


In 1903, pipe-fed air 
drills like these 
weighed from 300 to 
1500 pounds and 
struck from 250 to 


400 blows a minute. 


Today modern hose- 
fed jack hammers 
weigh only 30 to 72 
pounds and strike 
1800 blows per 


nnn 


HINK of the time saved by mobility of THE THERMOID LINE INCLUDES: Industrial Brake Linings 

equipment afforded by flexible, tough, 
abrasion-resistant Thermoid air hose over 
clumsy, slowly moved metal pipes. 


and Friction Products * Transmission Belting « F.H.P. and 
Multiple V-Belts and Drives * Conveyor Belting * Elevator 


Belting * Wrapped and Molded Hose. 
What better picture can we give you of how 


Thermoid research and industrial rubber 
knowledge have contributed to ‘Progress 
in Industry.” 


Whether you operate a quarry, mine, cream- 
ery or brewery ...are in agriculture, con- 

struction, oil or any manufacturing industry, nN ermol 
consult your local Thermoid Jobber or direct ) 
factory representative on all problems relat- 

ing to hose, belting or friction materials. 

When you do, you’ll find—‘“It’s Good Busi- 

ness to do Business with Thermoid.”’ 





Contributor to Industrial Aduancement Since 1850 
















When you use the correct wire rope, both 
the rope and your equipment last longer, 
cost less to operate. Macwhyte consulting 
engineers will check your equipment and 
recommend the wire rope specifically en- 
gineered for your job. Ask your Macwhyte 


distributor, or write Macwhyte Company. 


MACWHYTE WIRE ROPE 


Manufactured by Macwhyte Company 
2918 Fourteenth Ave., Kenosha, Wis. 
Mill Depots: New York - Pittsburgh - Chicago 
Minneapolis - Fort Worth - Portland - Seattle 


San Francisco + LosAngeles * Distributors 
throughout the U.S. A. and other countries 


A qua ont 
MACWHYTE 
WIRE ROPES | 


..-all job-proved...assure you the correct rope for your equipment 


Make 
MACWHYTE | 


your headquarters for 


MACWHYTE PREFORMED AND NON-PREFORMED 
INTERNALLY LUBRICATED WIRE ROPES .. MONARCH 
WHYTE STRAND Wire Rope...Special Traction Elevator Rope 
... Stainless Steel Wire Rope... Monel Metal Wire Rope. ..Galvanized 
Wire Rope. . . . Atlas Braided Wire Rope Slings, Hi-Fatigue Aircraft 
Cables, Assemblies and Tie-Rods. Catalogs on request. 


PURCHASING 











“ 


~ 





























































(Continued jJrom page 16) 


elting point indicator for tin-lead 
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44, WOCOWOREING MACHINES—Bul- 
tins 1001 ar 004 describe woodworking 
i tn y the Walke et-Turner Co., 
ng radial saw for rip- 
raping, tenontnns. dadoing, 
This saw is said to make 
redu od handling costs, and material 

tion in waste. 





Fe Ider 


45. PETROLEUM PRODUCTS 


st important Sun 





oducts for ind nef agen 
; Rate ds . 
working oils, ¢ 

sessing oils, motor products, and misce 


] 46. PLAQUES, NAME PLATES 


issur by the Pan American 
é illus trates bronze signs, 
nor rc laques and name plates 


47, COOLER-PROOF GLUE — Bulletin 
j No. describes Paisley improved Cooler- 

{ Gl which is said to provide ideal 
all labeled glass packed 
are subjected to wet stor- 
midity and water immersion. 
tough and elastic, and is 
scopi non-corrosive, and non- 
le. Paisley Products, Inc. 





' “8. CUTTING STAINLESS & ALLOYS— 
Lite é ibes Oxyare process for 

t tainless and stainless 
alloy steel, aluminum, bronzes and 

, cast iron, Monel, Inconel and 
kel. Process can be used wherever 


1c or d-c welder and bottled oxygen 
tilable. Arcos Corporation. 


cular issued by 
and de- 
k. It consists of 

latter being ad- 
C concentricity. Two 
izes of collets are available, the smaller 
.00S” to .025”; the larger 
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Purchasing 











er Lie 689, 


MCL 


ann 
‘ ) 


40". Chuck is de 


signed for use with Micro precision twist 


ind watchmakers’ (flat) drills, also 
ribed in the circular. 


50. INFRARED LAMPS—lllustrated fold- 
contains descriptions, photo- 
hs and technical data on all the in 
] | manufactured by the 
Company. It enumerates 


numerous advantages of infrared lamps 


ndustrial heating, drying and baking 
purposes. It describes the four main 
es of lamps used in employing infrared 


) 51. CONDUIT pa oe nal -Ric-Wil con- 
| 


iit system for un round and over- 
ad steam, oi r h a water lines are 
‘ribed in detail in Catalog No. 44. 


ibject matter includes pre-fabricated in- 
ulated pipe units, prefabricated expan- 
sion loops, tile and cast iron conduit, oi 
process liquid piping. The Rick-Wil Co. 


[] 52. UNDERWATER CUTTING, WELD- 

ING—Murex Type C-T electrodes for un- 
lerwater cutting and for open air cutting 
‘ast iron and high alloy steels, and 

electrodes for underwater welding 
scribed in bulletin issued by Metal 
nit Corporation. 


53. SYNTHETIC RUBBER Insulations - 
Third Report t Industry” n Simplex 
Synthetic Rubber Insulcations, is available 





from the Simplex Wire & Cable Co. Prin- 
ipal types are discussed accomy i by 





water absorption. 


54. rowss TRUCKS, CRANES—E)well 
Parker Electric Co., makers of industrial 
trucks and cranes has issued new catalog 
of basic models for 1947. 31 models are 

istrated with principal pecifications. 

high-li I trucks include die 
rs which have capacities up to 

00 pounds. 





Q 


c 


55. PALLET BOXES——Bin-type container 
for use with any fork-lift truck that moves 
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bulk or carton-packed products weighing 
up to 4,000 pounds, consisting of pallet 
and wirebound Generalift box, which can 
be safely tiered no matter how heavy the 
load, is described in recent issue of “The 
General Box” along with other containers. 
General Box Company. 


[] 56. TEST INSTRUMENTS-——Radio, elec- 
trical and electronic test instruments are 
illustrated and detailed in Catalog 129 
issued by Radio City Products Company. 


Parlon, 
the Her- 


[] 57. CHLORINATED RUBBER - 
hlorinated rubber product of 
ules Powder Company, is described in 

new technical book, which presents new 

formulations and results of long time ex- 


posure tests of Parlon finishes. Finishes 
discussed are alkyd enamels, finishes 





for alkaline surfaces, paints resistant to 
chemicals, traffic paints, varnishes, marine 
finishes and emulsion paints. Use of 
Parlon in inks, adhesives, textile finishes 
and paper coatings, is also discussed. 


[] 58 JACKS—Blackhawk Hydraulic Jacks 
catalog describes hand jacks up to 100 
tons capacity, gauge-equipped jacks, 
wheeled jacks, etc. Blackhawk Mfg. Co 


[] 58. METAL CUTTING BAND SAW —The 
Kalamazoo metal cutting band saw is de- 
scribed in detail in Bulletin No. 8 issued 
by “Botwinik Brothers of Mass., Inc. Other 
1achine tools described include the Brad- 
ford geared head lathes, buffers and podl- 
ishers, and grinders. 


[] 60. SYNTHETIC RUBBER DATA-—-Raw 
materials comprising synthetic. rubbers; 
charts depicting manufacture of Buna N. 
Buna S, Neoprene & Butyl; photographs 
and explanatory captions on molded items, 
extruded shapes, lathe-cut washers’ and 

1eets and roll goods; tabular studies of 
numerous compounds of synthetic rubber, 
etc., are dealt with in booklet by Acadia 
Synthetic Products, division of Western 
Felt Works. 





61. OIL INDUSTRY GAUGES—Folder 


is. P. Marsh Corp. lists available 
jes for oil industry’ uses. Gauges 


trated and described include the Mas- 
; calibrator, Mud Pump, Reid 
Vapor Test, Oil Country Boiler, Christmas 
I and Hydraulic gauges. Case style, 
lial sizes and pressure ranges listed for 
each, 





62. LATHES, TURRETS, ETC.—Twelve 
ige catalog 46-1 by Crozier Machine 
| Co. describes and illustrates features 
id operation of time-saving tools in- 
iding various models of vacuum-grip 
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y cl or collet, tool post tur 
rets equipped with cutting-off tool and 
rface plates. 


tine I 1 Shay 1 parts that cannot 





7] 63. FUP GOVERNORS Engineering, 

maintenance data on pump 
iprocating, tur- 
bine and motor driven pumps are given 
in 16-page illustrated Bulletin 463 by 
Leslie C Yonstant pressure and excess 
ors are featured and 
tails for each class of 
1 governor are shown in 
1al color views. Includes ca 
s, specifications, sizing infor- 
tographic installation and op- 
structions, and recommended 
for dismantling, cleaning and 


nors for control of 











ass emabline. 


[) 64, POLISHING MACHINERY—Catalog 
55, by mond Machine Builders Inc 

‘onsists of 20 pages including photographs 
and standard specifications tables dealing 
with Polishing and Buffing Lathes, 2 to 20 
hp single spindle, two spindle, single 
peed, variable speed, straight front and 
overhanging base models; abrasive belt 
































grinder-polishers nd backstands; and 
automatic and cylindrical finishing ma- 
chines. 


65. ROTARY DRILLING MACHINE 
Sectional views, blue prints, explosion 
iphs and comp lete specifications 
Ideal SHS-20% Rotary machine, 
which has established outstand hon drilling 
records in actual field performance, are 
siven in Bulletin 340 issued by the Na- 

ynal Supply Company. Features of ma 
hine are the os piral gears which pro- 
vide smoother and quieter running, heavy 
duty ball type main and hold-down pre- 
cision bearings, and the fact that machine 
is completely sealed against mud and 


photogr: 


of the 


66. SCREW PUMPS—18-page catalog 
by Sier-Bath Gear Co., Inc., Pump Division 
describes and illustrates with photographs, 
charts and line drawings uses and appli 
cations of Sier-Bath Screw Pumps. It also 





inc 
| 3 


various perfor 


of internal 
frame a-c 
tion data; 


[] 67. RADIUS DRESSER—Universal Vise 


& Tool Co. 
1] trotac 
11us ies 


Radius Dr ress 
radius dres 
by simplified 


n> 
VU 





[] 68. LIQUID CARBURIZING—Reprinted 
“Liquid Carburizing” by R. S. 
srs all phases of liquid 


article on 
Komarnit 


pany. 


= 1 


lace chor 


theoretical h.p. table; and vis- 
cosity comparisons and classifications. 


4-page folder describes and 
the “Uni cen Precision 


time by faster setting and 
peration. Tolerances as : 
are easily maintained. 


SK‘ 
arburizing, 
the economics, 


types of cx irizing. 











Association, which includes many de- 
veloped under war procedure and now 

approved for peacetime use, is available 
without charge. Standards represent agree- 
ment on the part of maker, seller, user 


ind regulatory groups as to the best 
ossible practice, 


[ } 73. CUTTING FLUIDS = COOLANTS 

hnical Bullet Ne ) ited b 
page symposium on cutting fluids as pre- 
sented at American Society of Tool En 


gineers New Era Exposition. Includes four 
technical papers by authorities in the 

































in 





for selection of pump for cutting fluid field. D. A. Stuart Oil Co., Ltd. 
mances, dimensional charts } 


and external gear standard 5) 74, TEMPERATURE REGULATORS & 


specifications; installa- § CONTROLLERS—Bulletin No. 464, 24-page 
ooklet entitled “Engineering, Operating 
and Maintenance data on Temperature 
Regulators and Controllers’’ by Leslie Co. 
Yonstruction details of each class or type 
f regulator or controller shown in cross- 
section color illustrations. Includes self 
‘ontained regulators and external--pilot } 
perated controllers. Sizing and capacity 
ibles; installing, operating, dismantling, 
leaning and assembling illustrated in 
structions and operational data are given. 


} 


cuts qrindine wheels 


} 


[] 75. PROTECTIVE CLOTHING —Ten-page 


technical aspects and soklet by B. F. Goodrich describes and 


as compared with other illustrates industrial work coats, general ) 
Ajax Electric Com- purpose work coats, Koroseal industrial 


rain coats, fire coats, police coats, work 
suits, electrician and linemen’s coats, 


[] 698. OVERLOAD PITMAN FOR PRESSES plastic coated acid-proof apron, industrial 


Bulletin 


scribes and 


speciticatio 
stallait 


cation of 


[] 70. VALVES 


examples 


ypes and 


Anderson 


Saad and 
letin. These inclu 


ing valves, 


valves, pilot 
water strainer 


gle per ped standard altitude 





amine lanced railroad 
standpipe valves and water columns. 


ayton Rogers Mig. Co. de- ind laboratory aprons, weather hats, 
liagramatically illustrates plastic coated protective sleeves and 


operational data and in- worker's leggings. 


pertaining to appli 


Sedundiie oe Pitman to 76. FLAME CUTTING— ‘Ryerson Flam 
punch presses. fa 

broken cranksh 
and broken 


Use at bent r wn 
Use eliminates nt OF itting’”’ is title of bulletin describing faci 

f+ . r = r on » ‘ 

ft, broken press frame itie of | ph T. Ryerson & Son, Inc., fo! j 





producing plain and intricate shapes from 
teel plates. A number of typical flame cut 


Seven types. of valves : sections are shown along with information 
than 1500 standard regarding the use of irregular shaped steel 

— by : 
made the Golden plates in both production and maintenance. 


Valv re Specialty Co., are de- 






rated in four-page bul- 
le water pressure reduc- 


77. CENTRIFUGAL PUMPS Saddle 

vertically split centrifugal pumps, 

pe HR and HB single and tv 

r boiler circulation and heater 

1in service, aze described in Bulletin 

341-Bll issued by Worthington Pump & 
LA 





>siage 





ater float valves, 


0 71. WATER DEGASIFICATION — The Machinery Corp. 





gasifica 


Water is title of Pub- 


licat sation 4076 issued by Cochrane Corpora- 78. PORTABLE Lighting-Power Units 


tion. Subjects covered are: Removal of Booklet describes Da-V-Lite portable light- 
Ammonia; Removal of Carbon Dioxide; ing and power units announced by the 
Removal of Hydrogen Sulphide; Removal Davey Compressor Co. It contains com 
of Oxygen; for process and boiler feed. lete information of Floodlight, Searchlight, 





Sombination and Beacon models. The units 


[] 72. APPROVED STANDARDS—A list of an be employed to supplement existing 


864 standa 


tds approved for national use ower facilities or to provide power for 


of industry by the American Standards electric tools. 
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WHAT ARE Your QUESTIONS 


About Electrical Insulating Materials? 


In the purchase of electrical insulating materials and parts, it is your 
responsibility to secure those products that best meet your engineers’ 
specifications. Where non-metallics are now used, or are indicated 
for the improvement of your products, it is important to know which 
materials possess the properties you require. 

To give you such information, Continental-Diamond technicians 
have put together, in the new GF-46 Bulletin, valuable engineering 
data on the 38 grades of the 6 C-D non-metallics. It tells you what 
you need to know in order to select the insulating material or parts 
that will do the job you want done. Send for it today. 
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C-D NON-METALLIC 





Bulletin GF-46 PRODUCTS 
Gives You Such Basic Information as: DILECTO—Thermosetting Laminated Plastics. 
j ; CELORON—A Molded Ph lic Plastic. 
@ Physical Properties @ Recommended Uses olded Phenolic Plastic 
: . DILECTENE—A Pure Resin Plastic Especially Suited to 
@ Electrical Properties @ Grades, Types and Sizes U-H-F Insulation. 
s Composition of Material @ Fabrication Information HAVEG—Plastic Chemical Equipment, Pipe, Valves 


and Fittings. 
If your need for help on insulation problems is urgent, phone or 


‘ : mie h DIAMOND Vulcanized FIBRE. 
wire our nearest office and a C-D technician will be around to see 


. kl VULCOID—-Resin Impregnated Vulcanized Fibre. 
ou uic ° 
y q y MICABOND—Built-up Mica Electrical Insulation. 
STANDARD & SPECIAL FORMS 
Available in Standard Sheets, Rods and Tubes; and 
Parts Fabricated, Formed or Molded to Specifications. 
DESCRIPTIVE LITERATURE 
Bulletin GF gives Comprehensive Data on all C-D 
DP-1-47 Products. Catalogs are also available. 





BRANCH OFFICES: NEW YORK 17 e¢ CLEVELAND 14 e CHICAGO 11 ¢ SPARTANBURG, S.C. e¢ SALES OFFICES IN PRINCIPAL CITIES 
WEST COAST REPRESENTATIVES: MARWOOD LTD., SAN FRANCISCO 3 « IN CANADA: DIAMOND STATE FIBRE CO. OF CANADA, LTD., TORONTO 8 


Y 
Siteonsal = Wimaonel FIBRE COMPANY 


Established 1895.. Manufacturers of Laminated Plastics since IPII—MNEWARK 41 -DELAWARE 
LS SSS STS 
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Cold-Headed Specialties 


SPECIAL NAILS-RIVETS: SCREWS 


> 
Si 
o 
OO 
~“ 
o 
— 
eS 
r 
bead 
wo 
4 
<r 
= 
a 
= 
a) 
ow) 
a 
~ 


) 


SMIYIS-SLIAIY-STIVN WI03dS 





MANUFACTURERS OF COLD-FORGED SPECIALTIES—ESTABLISHED 1850 
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At the Service 
of All Industry 


THE MOST COMPLETE LINE OF 
MECHANICAL POWER TRANSMISSION MACHINERY 











Permits infinite variation of speed 
while machine is running; holds set 
speed indefinitely, without slip or 
creep. All metal, wholly enclosed. 1/2 
to 15 h.p. vertical, horizontal, plain, 
motorized or with extra reduction 
gears, Book 1874 tells all! 


Herringbone Gear Speed Reducer 


For low and medium speeds, heavy- 
duty applications where large reduc- 
tions and shock loads are encountered. 
Single, double and triple reductions. 
Complete details in Data Book 1519-A. 


Worm Gear Speed Reducer 


Suited to high ratio reductions, with verti- 
cal or horizontal output shafts. Quiet, 
smooth operation, compact, simple and 
flexible, adaptable to many applications. 
Details in Book 1824. 


Motorized Helical Gear 
Speed Reducer 


Simple, compact, self-contained 
power units for medium speed appli- 
cations from 1 to 75 h.p. Details and 
application data in Book 1515-A. 


Fan Cooled Worm Gear Speed Reducer 


Delivers equivalent horsepower of a much 
larger unit, because cooled by internal 
fan. Permits more compact design and 
assures lower cost per transmitted horse- 
power. Send for details. 


Electrofluid Drive 


Combined standard induction 
motor with hydraulic coupling, 
for smooth starting-—protecting 
motor and driven machine against 
shock load. Size of motor is based 
on running h.p., not on starting 
requirements. 1 to 20 h.p. Send 
for Book 2085. 


A Link-Belt power transmission engineer has 
no one’s ax to grind—except his customer’s. 
Not confined by a limited line—he can rec- 
ommend the type of speed reducer—the type 
of bearing—the type of chain drive—the 
exact power transmission units best suited 
to his customer’s needs. Link-Belt engineer- 
ing advice on your power transmission prob- 
lems is completely unbiased. There is no 
reason for it to be otherwise. 





P.I.V. Gear Speed Changer silent Chain Drive 


Gives positive, flexible transmis- 
sion without slip at high speeds. 
Runs slack on short centers. Usu- 
ally lowest cost installation; always 
lowest yearly cost. Unaffected by 
climatic conditions or periodic idle- 
ness. Ask for Data Book 125. 


Roller Chain Drive 


For transmitting power at high or low 
speeds, coordinating rotation of nu- 
merous shafts, in either direction; for 
short or long centers; runs slack and 
is unaffected by temperature or mois- 
ture. Details in Book 1957. Single or 
multiple widths. 


Steel, Promal and 
Malleable Chain Drives 


For slow and medium speeds or 


where extraordinary strength is 
needed, L-B Steel, Promal and 
Malleable Iron chains are the 


standard by which performance is 
gauged. Standard types have been 
developed to meet various services. 
Data Book 1994, 


Ball Bearing Mounted Units 


Light and medium duty series, pil- 
low blocks with solid or split hous- 
ings, and flanged, cartridge or 
take-up units, self-aligning and 
fixed or floating types. Full details 
in Book 2094. 


Roller Bearing Mounted Units 


For heavy-duty service, made in 
split housing pillow blocks. Self- 
aligning, for fixed or floating shafts, 
and press fit or adapter type. Full 
data in Book 2095. 


Unmounted Ball 
and Roller Bearings 


Provide self-alignment for radial, thrust, or 
combinations of radial-thrust loads for all 
degrees of misalignment. Offer great econo- 
my of application. Details in Books 2094 
and 2095. 


Babbitted Bearings 


In a complete line including the 
widest selection of types of solid 
and split housings, grease lubricated 
or self-oiling, for light and heavy 
service. Popular types and sizes in 
stock. Data in Book 1997. 
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LINK-BELT COMPANY 


The Leading Manufacturer of Conveying and Mechanical Power Transmission Machinery 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8. Offices, Factory Branch Stores and Distributors in Principal Cities. 


10,552 
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ON JOBS LIKE THESE? 


.. drilling Magnesium, Brass and other Non-Ferrous Metals 


... Plastics, Slate, etc. 


HERE ARE SPECIAL-PURPOSE MORSE TWIST DRILLS 





TO CUT YOUR JOB-TIME AND YOUR COSTS 


HEN it comes to drilling Brass, die-cast 
Wren and other non-ferrous metals or 
plastics and slate, Morse special-purpose drills 
prove their worth. They give faster produc- 


tion and last longer. 


For like a// Morse cutting tools... Morse 
drills, standard or special, are designed to do 
specific jobs better. They are made to exact 
specifications ... length, diameter and twist- 


cut...to perform best when used for their 


specific applications, under proper conditions. 


So no matter what your drill problems, look 
to Morse for the drill that will give you maxi- 
mum performance at lowest drill-cost. Re- 
member too, that Morse Engineering — 
backed by over 80 years of drill making and 
drill-use experience — can help you increase 
production and make substantial savings. 
Your Industrial Supply Distributor will co- 


Operate in securing a Morse specification. 
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Morse Bakelite Drills (1361) Morse Quick-Twist Drills (1363) Morse Brass Drills (1344) Morse Coftter-Pin Drills (1386} 
...for bakelite, ebonite, as- ... High-speed steel for deep- ... specially designed for brass ... for copper, brass castings, 
bestos, fibre, brass, hard rub- hole drilling in aluminum, work. Made with wide flutes aluminum and magnesium. 
ber, various molded plastics. magnesium, die-cast metals; to clear chips easily. Slow Especially good for skin:metal 
Withstands strong abrasive for slate and certain plastics. helix angle prevents drill drilling of non-ferrous metals 
action. Especially suited for use in from hogging into material. used in aircraft and other types 
screw machine work. of manufacturing. Also u 


in portable electric drills. 













Accuracy, Quality, Uniformity: the MORSE Code of Cutting-Tool Manufacture 


“=. TWIST DRILL. 
4 

= & MACHINE 
J COMPANY 


The Original Manufacturer of Twist Drills 








= 








NEW BEDFORD, MASSACHUSETTS | 


NEW YORK STORE: 130 LAFAYETTE ST. @ CHICAGO STORE: 570 WEST RANDOLPH ST. @ SAN FRANCISCO STORE: 1180 FOLSOM ST, 
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WE MAKE WIRE BEHAVE 
He way you wail tb, 


"Tome. wire is called upon to perform in 
innumerable ways. Developing it and con- 
trolling its behavior has become an exacting 
science at Worcester Wire Works. For here we 
have only one specialty, and that’s it... the 
scientific development and production of fine 
wire, to meet new, unusual or tough require- 
ments with precisely correct behavior. 


For example, Worcester Wire Works engi- 
neers have painstakingly developed high carbon 
brush wire for removing rust, scale and metallic 
burrs, and for other severe industrial uses. Its 
carefully engineered combination of high ten- 
sile, hardness, maximum resistance to abrasion 
and good cutting qualities make it an exceptional 
performer in high fatigue operations. At the 
other extreme, brush wire for polishing and 


, 


PAS oN ge 


buffing has been engineered for soft finish, but 
again with peak wear-resistance. 


In contrast, safety pin wire must not only take 
the severe punishment of fabrication—fast 180° 
bends without signs of cracking—but must have 
precisely the right hardness to form properly 
and still have the required rigidity. 


Yes, we make wire behave the way you want 
it to—from safety pins and bob pins to piano 
wire and delicate springs. It may be a wire with 
distinctly new characteristics. It may be one 
that has already been developed during our 
many years of fine wire specialization. 

In any case, Worcester Wire Works engineer- 
ing service is always available to you—right 
now if you wish—ready to tackle and lick any 
wire problem you may have. 
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der-Readings 



































































Here’s a Quick “Brief’’ of How It’s Done in 






One Great Precision Plant: 


At the start of a machine-run, pick one 
finished piece and check it backwards and 
forwards. Then decide how often the ma- 
chine should be “patrolled” by the inspector 
(depending on tolerances, rate of tool wear, 
and other factors). 


Now attach this OK’d part to the Opera- 
tion Inspection Tag on the machine. This 
tag has a column of 6 blank lines, headed 
““Veeder-Readings.”’ And in this column, on 
each patrol, the inspector writes the date, 
time, and number of pieces completed up to 
that time . . . reading directly from the Veeder- 
Root Counter installed on the machine. If the 
last pieces don’t match the first sample, he 
knows exactly how many pieces must be 
inspected 100%. Then as the run goes on, 
if dimensions start “walking out’ again, he 
knows how many pieces to inspect since the 
last OK’d inspection. And at all times he has 
an accurate running record of pieces pro- 
duced. Time and material are saved... 
output kept up. 


This is just one instance of Veeder-Root 
Countrol. Find out how you, in your own way, 
can Count to your greater profit. Write. 


VEEDER-ROOT INC. 


Hartford 2, Connecticut 


In Canada: Veeder-Root of Canada, Ltd., Montreal. In England: 
Veeder-Root Lrd., Dickinson Works, 20 Purley Way, Croydon, 
Surrey. 
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its EASY TO DISPLAY 


Flour Sells Faster when... 





and HANDY TO USE 





PACK YOUR BRANDS IN 
Bemis 


DELTASEAL 
BAGS 











DELTASEAL BAGS now 
available in 25-lb., as well as 10-lb. 
and 5-lb. sizes. Also in smaller sizes 
down to 2-lbs. 


Deltaseal, the modern package with 
square, flat faces and bright brand 
printing, is a “natural” for sales- 
building displays, so it wins a favor- 
ed place in the store. 

And once the housewife buys, she 
finds the siftproof package cleaner to 
handle, easy to open. She likes the 
“easy-pour”’ spout which closes again 
to keep out dust and dirt. 

Give your brands this added sales 
punch ... pack in Deltaseal. 


BEMIS BRO. BAG CO. 
y=) 


Baltimore « Boise « Boston « Brooklyn « Buffalo « Charlorte 

Chicago « Denver « Detroit « East Pepperell « Houston « Memphis 

Indianapolis « Kansas City « Los Angeles « Louisville « Minneapolis 

NY Colello th ae Ol als til meen Ch ame ele Os A (la ie) | ee @ lal lili le) 

Oklahoma City « Omaha « Peoria « Pittsburgh « St. Helens, Ore 

St. Louis « Salina « Sale Lake City « San Francisco « Seattle 
Wichita « Wilmingwn, California 
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ARMSTRONG’S RAG FELT 
PAPERS 


2 types. Dry or impregnated. 
Can be die-cut to specifications. 
Also available in sheets, rolls, 


strips, laminations. 










SAVE MONEY ON GASKETS 


Specify standardized materials 


DON'T take it for granted that you have 
to buy expensive, made-to-order com- 
pounds to fill your gasket needs. 

Rely 


gasketing materials. Five basic types, 


on Armstrong’s standardized 


available in 71 different formulations, 
provide a wide range of properties that 
can satisfy almost any gasketing speci- 
fication. These performance-proved ma 
terials can help you save money, speed 


production, minimize purchasing time. 


Consult an Armstrong representative 
for unbiased recommendations based on 
our 35 years of gasketing research and 
experience. Or write today to Armstrong 
Cork Company, Gaskets and 
Packings Department, 7203 Arch 


Street, Lancaster, Pennsylvania. 





ARMSTRONG’S 


> 


ARMSTRONG’S CORK-AND- 
SYNTHETIC RUBBERS 


19 compositions, offering true 
compressibility, extra resilience, 
high tensile strength, impervi- 
ousness to liquids and gases. 


ARMSTRONG’S FIBER 
SHEET PACKINGS 

3 types. No. 841, tough, resil- 

ient fibrated leather. No. 143, 

non-corrosive. No. 1242, low- 

cost, general-purpose. 








ARMSTRONG’S CORK 
COMPOSITIONS 


28 low-cost materials, afford- 
ing a broad choice of densities, 
degrees of compressibility, ten- 
sile strengths, and other prop- 
erties. 


ARMSTRONG’S SYNTHETIC 
RUBBERS 


~S 

N 

\N 19 precisely compounded ma- 

\ terials. Available molded, die- 

S cut, in sheets and extruded 
rings. 

\ 


GASKETS © PACKINGS @ SEALS 
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YOUR EMERSON ELECTRIC 
ENGINEERS 


ENGINEERS 


r than one. And 


ineering heads are bette 
erform 


No getting around it, two eng 
that goes double in designing motor-driven appliances to out-p 
and out-sell the many products soon to reach the market. 
¢ Today, of course, Emerson-Electric is booked solid on motor orders. 
But, this 57-year-old firm has never been “longer” on engineering brains, 
these price- 


ideas, experience and skill. And never more willing to share 
i ng and designing money-saving power appli- 


less advantages 1" suggest 

cations for your future appliances or motor-driven equipment. 
s and new pr 

deferred to post post-war 

aborate in “Twin- 

improved appliance 

so necessary tO 


new 


hose blue-print oduct ideas 
have been 
s and ours coll 
petition of 
hat advantage 


ing out ¢ 
h no fault of yours, 
your engineering brain 
gineering” so when the really tough com 
design gets under way, you'll enjoy ¢ 
profitable merchandising. 
You'll find Emerson-Electric engineers cage tO add their experience and 
skill to yours to provide every possible manufacturing short-cut and save 
costly engineering back-tracking.- 
THE EMERSON ELECTRIC MANUFACTURING co.,$ 
New York ¢ Chicago * © Detroit « bos An 


Now is the time to br 


which, throug 
planning. Let 











T. LOUIS 21, MO. 
Branches: ncinnati ¢ geles ° Davenport 


<a FA De 
EMERSON £25 ELECTRIC 


M 
APPLIANC 
ES 
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To ream valve tappet guide holes in cylinder 
blocks, an automotive manufacturer used a 
multiple tool set-up of six H.S.S. reamers. 
Kight hours running time was the maximum 
production rate possible before reamers be- 
came dull and required resharpening. 

At the recommendation of Staples Tool 
Engineers, the six H.S.S. reamers were re- 
placed with special Staples Carboloy-tipped 
Reamers. As a result, tool resharpenings were 
reduced from five times a week to once a 
week! Prior to this changeover, the manu- 
facturer had accepted the high tool cost as a 
production necessity on jobs of this type. 





31 





By replacing H.S.S.tools with Staples Car- 
boloy-tipped Tools on routine as weil as 
complex hole cutting operations. many manu- 
facturers have reduced tool costs, improved 
tool performance and have eliminated fre- 
quent down time. Your production may also 
benefit. Call in a Staples Tool Engineer for 
an on-the-job demonstration. There is no 
obligation. 


THE STAPLES TOOL COMPANY 
CINCINNATI 25 
Distributors in Major Cities 


OHIO 


Staples CARBOLOY-TIPPED CIRCULAR CUTTING TOOLS 





REAMERS +« CORE DRILLS * SPOT FACERS + COUNTERBORES ¢ END MILLS « 
SHELL END MILLS « ALSO A COMPLETE LINE OF CIRCULAR SPECIAL TOOLS 
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Here are two ways Lyon's modern sheet steel fabricating SEGERTRRREREREREREEES 

facilities and ample skilled manpower have helped many C 0 N T R A SEGSERREREE! 
companies and can help you if you have steel on C T Pp H 0 D U c 

hand, or available. OF SHEET STEEL TI0 N 


1. To complete your plant expansion OF conversion | T E M S 
program, we will accept your sheet steel (12 to 24 gauge (GAUG 

and certain sizes of band steel) and supply you pound ES FROM 8 TO3 

for pound with any selection of “Lyon Standard Products” 0) 

currently 1m production, 4 few of which are: Steel Shelv- 
ing, Lockers, Gravity Conveyors, Shop Equipment, 
Kitchen Cabinets, and Filing Cabinets. 

2. We will manufacture to your specilic tions: Assem- 
blies, Sub -Assemblies or Parts, 1m gauges No. 8 and 
lighter up to No. 30; in Lyon production run quantities. 

Get in touch with your Lyon dealer— or closest Lyon 
District Office 


LYON METAL PRODUCTS. INCORPORATED 
General offices 333 Monroe Avenue, Aurora, illinois 
Branches and Dealers in all Principal Cities 









co = 
NTROL UNITS 





ORAGE 


SPECIAL PARTS 





OFFICE 
EQUIPMENT STANDS TESTING CABINETS 


WATER COOLER 
CONTAINERS 
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THE RUBBER “MUSCLE” 


THAT POWERS A 2-TON HAMMER 
Another problem solved by 13 W Hi 


A New England contractor needed a 
new steam hose on his pile driver . . . 
a “muscle” to swing the rig’s 2-ton 
hammer. He wanted a top-quality hose 
that could take the severe operating 
conditions . . . hammer shocks, pulsa- 
tions caused by varying high pressures, 
and the deteriorating effect of hot 
oil shot through the hose to lubricate 
the hammer. When he called on BWH 
for help, our engineers recommended 
Bull Dog Pile Driver Hose. 


This tough hose has a tube made with 


a special compound, highly resistant to 
hot oils. An open-weave fabric anchors 
the tube to the carcass. 

The secret of the hose’s strength lies in 
this carcass. It's made of specially-woven 
duck, applied at an angle to absorb 
pressure stresses and shock loads. And 
because so many plies of duck are used, 
this sturdy BWH hose far outwears 
other “under-plied” hose. 

The rubber cover is also heat-resisting 
. . . besides offering protection from 


abrasion and moisture. 


This hose performed perfectly on the 
job... it’s still going strong. 

Bull Dog Pile Driver Hose is just one 
of the many quality products manufac- 
tured by BWH. Whatever your need for 
industrial rubber goods, look to BWH 
for dependable ruggedness . . . BWH 
distributors for dependable service. 


HAVE YOU A JOB WHERE STAMINA COUNTS ? 


Bring us your toughest problems . . . we're 
specialists in solving them. Consult your 
nearby BWH distributor, or write to us direct. 


Boston Woven Hlost & RUBBER COMPANY 


Distributors in All Principal Cities 


WORKS: CAMBRIDGE, MASS., U. S.A. * 





P.O. BOX 1071, 


BOSTON 3, MASS. 
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Buss Fusetrons 


Keep Circuits Operating 
Prevent Costly Shutdowns 














Reduce Heating 


In Panelboards and Switches 








Ww 
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Cooler Operation of Switches and Panels with 
Fusetrons Reduces Needless Blowing of Fuses 


117.3% 


greater 


GEE Fusetron 
apm tuse 


Switches and panelboards stay cooler with Fusetrons—because 
Fusetrons have very much less resistance than ordinary fuses. Since 
heat produced by the flow of current is proportional to resistance— sine 
Fusetrons generate very much less heat than ordinary fuses. — 

This cooler operation means the elimination of needless blows and 
useless shutdowns that are the result of heating in fuses. 


Cooler operation also adds to the life of switches and panelboards. 


LOOK at the Resistance of Fusetrons _ 
compared to the Lowest Resistance Fuse 


Chart shows resistance at full load in ohms. 

Notice that fuses have 55 to 140% greater resistance than Fuse- 
trons. That is why Fusetrons reduce heating—keep circuits in 
operation—prevent costly shutdowns. 


103.5% 


greater 









65.5% 


greater 





62.0% 
54.7% greater 
greater 






FUSETRON 





FUSETRON 





FUSETRON 


100A 


WA 60A 


Chart shows 250 volt sizes. 600 volt sizes show 
similar results. 


Give Many Other Kinds of Protection Heretofore Not Ayailable 


Fusetrons do everything fuses do, as is confirmed by 
the Underwriters’ Laboratories’ Label, and in addition 


Fusetrons 


* Provide simplest way to stop burnouts from 
single phasing. » Entirely wipe out needless 
blows caused by motor starting currents or 
other harmless overloads. » Give thermal pro- 
tection to panel boards and switches. »% Prevent 
needless blows caused by heating in panels and 
switches. » Protect motors against burnout. 
* Give double burnout protection to large 
motors. » Make burnout protection of small 
motors simple and inexpensive. » Permit use 
of larger motor or adding more motors on 
circuit without installing larger switch or panel. 
» On new installations, proper size switches 
and panels can be used instead of oversize. 
* Protect coils, transformers and solenoids 
against burnout. 


Get All The Facts * Get Better Protection 


Send the Coupon Vow 


One needless shutdown—one destroyed 
switch or panel—one burned out motor may 
cost you far more than replacing every fuse 
with a FUSETRON. 

Don’t risk such losses—protect your pro- 
duction schedules by changing over your entire 
electrical system to FUSETRONS. 





What 7s the Pusetron 7? 


The Fusetron is a dual element device—a fuse to 
which is added a thermal cutout. 

The result is a fuse with tremendous time-lag and 
much less electrical resistance. 

Fusetrons have the same degree of Underwriters’ 
Laboratory approval for both motor-running and circuit 
protection as the most expensive devices made. 

Made to the same dimensions as ordinary fuses, Fuse- 
trons fit all standard fuse holders. 

Obtainable in all sizes from 1/10 to 600 ampere in 
both 250 and 600 volt types. Also in tamper-resisting 
type (Fustats) for 125 volt circuits. 


Their cost is surprisingly low. 
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Whatever the job .. . husking corn... . puddling 
steel .. . sinking oil shafts . .. wherever skillec 
hands are at work .. . they demand the best 


in protection. 


And that’s where Riegel’s WAGON BRAND 
Work Gloves come in. For Riegel makes only 
the best in value. Each pair is designed for 
wear... with plenty of ease and comfort... 


strength and protection to spare. 





WAGON BRAND Work Gloves are the product 
of one of America’s largest textile mills. They 
are Riegel-controlled —in one plant — from 
raw cotton to finished gloves. That's the kind 
of close supervision of detail that means 


unbeatable quality, durability and economy. 


RIEGEL TEXTILE CORPORATION 
342 Madison Avenue, New York 17, N. Y. 


WORK GLOVES 


































* IN PLASTICS 











* RESEARCH 
++. @ continuous transfor- 
mation of possibilities into 
practical ideas in plastics. 





* PRODUCTION 

.-+ Complete machine shop 
facilities for manufacturing 
our own dies, molds, tools. 


’ 





* LAMINATING 

--- Sheets, rods, tubes. 
Standard NEMA grades; 
over 100 special grades. 


How will it be used? Which INSUROK 

grade? Which type... molded, laminated, 

rubber or combinations of each? Why? 

These men are Richardson Plasticians who specialize 


in asking... and answering ...questions of this kind. 





They’re designers who scrutinize virtually every 


plastics order entering our door. Over drawing boards and under * MOLDING 
T-squares, they visualize and create. The impractical is sifted; .++Rubber and bitumi- 
; ; ; ; nous plastics; and synthetic 
the practical is found. And satisfaction results for all concerned. resin plastics... Beetle, 


Bakelite, Durez, etc. 
This is efficiency the way we like to serve it up. This 


is Richardson versatility. ..whereby our customers 
receive all they expect—and more! It’s a policy 


we've believed in and practiced for many years. 


INSUROK 2recision Plastics 
* FABRICATING 
..« Complete equipment for 
drilling, punching, saw- 
She RICHARDSON COMPANY __ zectie 





Sales Headquarters: MELROSE PARK, ILL. FOUNDED 1858 LOCKLAND, CINCINNATI 15, OHIO 
NEW YORK 6, 75 WEST STREET ROCHESTER 4, N. Y., 1031 SIBLEY TOWERS BLDG. 
PHILADELPHIA 40, PA., 3728 NO. BROAD STREET Sales Offices MILWAUKEE 3, WIS., 743 NO. FOURTH STREET 


CLEVELAND 15, OHIO, 326-7 PLYMOUTH BLDG. + DETROIT 2, MICH., 6-252G.M.BLDG. + ST. LOUIS 12, MO., 5579 PERSHING AVENUE 
Factories: MELROSE PARK, ILL. * NEW BRUNSWICK,N.J- ~ INDIANAPOLIS, IND. 
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Let Gibson clear your desk of troublesome spring details. Here's specialized 


skill in every phase of springmaking that helps avoid pitfalls and saves 
time, trouble and expense. Ask a member of Gibson's engineer- 
ing staff to examine your specifications. If you need 
samples; experimental tests, production runs, or just 


a small lot, you'll get the same good service. 





The WILLIAM D. GIBSON CO., 1800 Clybourn Ave., Chicago 14 


DIVISION OF ASSOCIATED SPRING CORPORATION 


Ses = 


SON-SPRINGS | 


Clips « Clamps « Small Stampings « Wire Forms 
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TOIT Me ra PREVENTION... 


er : PARTS HARD FACED BEFORE USE HAVE 
s aia UP TO 500% GREATER SERVICE LIFE 













USE AMSCO HARD-SURFACING 
WELDING RODS 


...hard surface one part and let it do the 
work of two, four, or more — in farm imple- 
ments, construction equipment, or any other 
machinery where parts are subject to impact 
and abrasion. A hard-surfaced plow share 
turns over 165 acres of sandy soil — unsur- 
faced in the same soil; only 12 acres. 





41%+ ...Corn planter plows 
gave 41% more service when 
hard-faced with Amsco No. 


. 


Look at these examples of savings made 
possible by hard-facing new parts with 
Amsco rods or electrodes. Send for bulletin 
941-W — it describes Amsco’s complete line 
of conservation welding products. 





a 






400% + ... Shovel at left sur- 
faced with Amsco 217 shown 
ofter plowing 500 acres. Un- 
surfaced shovel at right after 
100 acres. 








100%+. . . Pugmill knives 
gave better than 6 davs’ serv- 
ice when hardfaced with Ams- 
co Economy Hardface — gave 
only 3 days’ service when sur- 
faced with other rod. 








$00% . Cast iron brick 
machine part gave over one 
yeor’s service after hardfac- 
ing—ordinary service 2 








months 
Cullet pulverizer hammers protected when new by 
thin coat of Amsco No. 459 — polishes in service, 
retords wear. 
_ i hi di 
> lg a ee = ‘ 199% +. . . Cultivator spades 
ring gave 4 times more serv ‘ 
ice when hardsurfaced with Corn-cob crusher rolls protected with Amsco No. 459 give cultivated 185 acres after 
No. 459 Amsco Rod. better service with less repair than when coated with hard-facing with Amsco 459 
higher priced hard-surfacing rod. — unsurfaced, only 62 acres. 





Brake Shoe 





AMERICAN MANGANESE STEEL DIVISION 


OMPANY CHICAGO HEIGHTS, ILL. 


Foundries at Chicago Heights, Hl, New Castle, Del., Denver, Colo, Oakland, Calif, Los Angeles, Calil., St. Louis, Mo. 
Offices in principal cities. Made and sold in Canada by Canadian Ramapo Iron Works, Inc., Niagara Falls, Ont. 
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the last item. But that’s just one way the trul 
piping jobs. 


At every step of the installation—from desig 
to erection to maintenance—standardizing o 


assured by this 3-way advantage— 


ONE SOURCE OF SUPPLY gives you the world’s 
most complete selection of valves, fittings, 
pipe, accessories and fabricated piping for 
all power, process, and general service ap- 
plications. 

ONE RESPONSIBILITY for piping materials helps 
you to get the best installation and to avoid 
needless delays on jobs. 


OUTSTANDING QUALITY in every item assures 
uniformly high performance in every part of 
piping systems. 


Crane Co., 836 S. Michigan Ave., Chicago 5, 
Illinois. Branches and Wholesalers Serving 
All Industrial Areas. 


On She 
Wo NS 


x @. 
Z OB 


— 
BY 


a 


Deaerator type 
heat reclaim system 





EVERYTHING FROM... 





VALVES « FITTINGS 
PIPE «+ PLUMBING 
AND HEATING 


All piping equipment for every need 


Yes, sir!... one order gets you everything for 
the job... good, dependable material down to 


complete Crane line helps to simplify all your 


For example, take this heat reclaim system. 


Crane equipment pays big dividends. They’re 







CRANE 
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eee On one order to CRANE 

















y SOURCE OF SUPPLY 
RESPONSIBILITY 


STANDARD OF QUALITY 
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(Right) YOUR CHOICE OF 
CHECK VALVES of every type 
—brass, iron, steel—in the 
complete Crane line. For se- 
vere services—steam, water, 
oil, or gas — up to 200 lb. at 450° F. and 400 lb. 
cold, use No. 35 Brass Regrinding Swing Check 
shown here. Easily reground in the line. Listed 
in your Crane Catalog, page 57. 





FOR EVERY P/IP/NG SYSTEM 
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For Unusual Results on Unusual Jobs 





These records emphasize that the impres- 
sive cutting ability of Atkins “Silver Steel” 
Blades is not limited by types and shapes 
» of metal. They are typical of scores of 
\. similar reports showing comparable or 
even more spectacular performance. 





ith Atkins 
i wilar Results With 
aim etal Cutting Bands 


th 
ATKINS METAL BAND SAWS ore wor y 


us Atkins fom! 
members of the a ae and keen cut 


They prove that simply changing 
blades can effectively change cutting 
time for the better. This is highly signifi- 


f 








metal cutting eau specially tempered | cant to you. For it opens the door to 
on . ° ° 
ting—T¥g9es or able in a full fo99° | higher production at lower costs, with 


—they are o 


acings- 
of sizes, temper ooth sp 


s and t less downtime — decreased tool costs— 





E. c. ATK IN S 


Branch Offices: Atlanta « 


Chicago 


See Your Industrial Supply Distributor or Write to: 


Home Office and Factory: 402 South Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon 
Memphis 


real savings in the face of today’s many 
unreal conditions. 


Let an Atkins Engineer show you—on 
the material and the work you choose— 
that Atkins Blades assure unusual results 
on any cutting job. Write for details today. 





IMPORTANT TO USERS 
Atkins ‘Silver Steel’ Hacksaw Blades will per- 
form with complete satisfaction, when used with 
any tensioning device now being marketed. 








A N D Cc OM PAN Y 


e New Orleans * New York ¢ San Francisco 


“A % 
ATKINS BLADES TAKE THE WACK out OF HACKSAWING 
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A-O improved No. 301A Duralite Goggles provide 


comfortable eye protection for workers exposed to the 





hazard of flying particles coming from any direction. 


Individual eyecups are anatomically molded to fit the 


contour of the right and left eye. Smooth, round 


edges of the cups fit snugly against the face, protect 
the eyes from objects striking from the sides, top 


or bottom. Serrations in the edge of cups, ventilated 


retaining rings, plus extra side perforations, provide 


greatly increased ventilation, produce a natural draft 
behind the lenses reducing the possibility of fogging. 


Available with 6 Curve Super Armorplate lenses, 


clear or Calobar. 


GIVE WORKERS MAXIMUM PROTECTION & COMFORT 


meee 


\ 





—_ A Correct Type of Goggles 
for Every Industrial Need 





Send to American Optical Company, Box H, Southbridge, 
Mass., for a copy of this booklet. It describes in detail the 
complete line of A-O Cup Goggles for use by chemical 
workers, chippers, welders, foundry men and workers 


exposed to general dust conditions. 





American @ Optical 


COMPANY 


SOUTHBRIDGE, MASSACHUSETTS 
BRANCHES IN PRINCIPAL CITIES 





Division 
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Grinds 
Any Metal 


Wire Brushes 


and 
Burnishes 


Buffs and 
Polishes 





To Save Time on Many Surfacing Jobs! 


Powerful Van Dorn Portable Electric Grinders save _ tools: 1. 


Grind any metal; prepare surfaces for 
countless hours of slow, laborious hand filing, sand- 


welding and smooth welds; snag and grind castings; 
cut off cld rivets, studs and bolts; do spark testing. 
carried to the work —in production, maintenance, 2. Remove rust, scale, old paint; clean tanks and 
structural metal. 3. Buff and polish frames, cabinets 


and other assemblies. 


ing, chipping or rubbing where the tool must be 


repair and construction. 


With their various attachments, these versatile 


FOR POWER SPECIFY 


Ask your nearby Van Dorn Distributor for 
full information on these cost-cutting tools. 
Send for our free catalog for complete de- 
tails on Portable Grinders and over 100 
ther Portable Electric Tools. Write to: 
The Van Dorn Electric Tool Co., 764 Joppa 
Road, Towson 4, Maryland. 





(DIV. OF BLACK & DECKER MFG. CO.) 


PORTABLE ELECTRIC TOOLS 
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Permanent wave is reason why the Rubberset Nylon 
Brush picks up more paint than finest hog bristle 
brushes. This exclusive Rubberset development places 
a series of waves scientifically in Rubberset Nylon 
filament, providing more open spaces for picking up 
paint than best hog bristles... much more than 
ordinary nylon! 


— 


Covers a greater area! Rubberset Nvlon Brushes 
paint more surface per dip than best hog bristle 
brushes—9.5‘ ;> more! Scientific tests. conducted by 
independent laboratory, show that dip for dip 

this great new brush paints a greater area .. . saving 
you more time and effort! 


a 








Smoothest pick-up and delivery! Not only does the 
Rubberset Nylon Brush pick up more paint—it 
delivers it more smoothly, with less brush marks! 
Because Rubberset’s exclusive auto-grind process 
tapers filament to a soft, fine tip, resulting in a 
smoother, more uniform film. 


Costs less! It’s true—Rubberset Nylon, the brush that’s 
so many ways better, costs less than hog bristle brushes. 
And that’s only half of it. Rubberset Nylon costs less 
when you buy it, much less when you consider all the 
time and money it will save you through the 

vears you use it! 
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Needs no breaking in! Thanks to Rubberset’s 
“chisel tip”, this remarkable brush comes to you 
already broken in with the chisel tip that ordinary 
brushes acquire only after weeks of tedious effort. 





L-o-n-g on wear! The great new Rubberset Nylon Brush 
wears 514 times longer than finest hog bristle brushes, as 
shown in bristle wear tests. After 1 million strokes, hog 
— bristles wore 11/16 of an inch . . . Rubberset Nylon 

only 2/16 of an inch. That’s 5% times less wear... 

5% times more service! 


~” Russerset 


NYLON BRUSH 


The brush* with the permanent wave 


QVTAN 1395998808 


*Patent Applied For 


Rubberset Company—56 Ferry Street, Newark 5, New Jersey—Established 1873 


Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada. Branches: Los Angeles, California, St. Louis, Missouri. 


Famous for hog bristle brushes, too. Not only nylon brushes, but world-renowned hog bristle brushes, are produced 
by the Rubberset Company. Since 1873, in fact, our famous trade mark name Rubberset has meant “The finest in brushes” 













U-S:S STAINLESS AND HEA 
to ossure high resistance t 
and to reduce weight 


‘S*S CARILLOY STEELS—Alloy 


Pheric corrosion, to 
adding weight or to 
reduced weight 

‘S-S COPPER STEEL to 
atmospheric corrosion 


U-S-S ELECTRICAL SHEET 
steel at litle additional cost 
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he scen that. in 7 ( fot ten, steel ments of you ipplication : that ¢ " 
will do ob better. No only better. but vou to build your product hb cl 
cheaper and quick I ind quicker, Ouy experts \ 

Bette because of its Perior streneth tO help vou with any steel proble 
hardne SS, TOollghness Che ipel because ot 
steels low cost and because teel can be fab CARNEGIE-thesnons 
ricated « on standard equipment found $ TE EL CORPORATION 
Im most n nhulacturing establishmenrs 


Pittshureh and Chicago 
Quicker it can he drawn, formed. Columbia Stee! ( 
forged, ¢ 









ompany, San Franci«c, 
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Have you explored the possibilities of these special purpose U-S-5 Steels ? 


U-S-S ABRASION-RESISTING STEEL to combat 
wear and friction 

U-S-S HOT-ROLLED AND COLD-ROLLED STEELS 
to provide the basic advantages of 

special jobs of industry maximum economy in each job. 

‘S-S HIGH STRENGTH STEELS to resist atmos- U-S-S PAINTBOND—A galvanized Bonderized 
sheet that Permits immediate Painting and 
holds paint tighter. 

U'S°S VITRENAMEL Sheets designed especially 


for porcelain enameling. 





T-RESISTING STEELS 


2 COrrosion and heat, 







steels for the steel, plus 
increase strength without 
Maintain Strength with 


give at least twice the 
resistance of regular 


S for motors, genera- 
tors and transformers. 
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Can You Always Believe 


Your Eyes? 








r 


N 


A. If circle N were completed, 
would it meet K, L, or M? 











B. Are the heavier lines above 
really straight, or curved? 





{ 


C. What size is this Socket 
Screw? 

















v 
 - thines arent alwavs what they seem to be — 
even to experienc d eves. The size and thread piten of the 
socket screw above bast example were cuessed wrong by 
many of the shop men questioned in a recent test. Ou the 


job, that means they must take time out to find out. 


Vere eut-any question... 
| WHEN ITS SIZE MAKKED 





Any assembly worker can spot the right size without 
effort 


errors. The correct size is clearly marked on the head. 


no need to waste time — no need to guess and risk 


At the tool-erib. left-over. mixed-up screws are quickly 
sorted and put back in the proper bins, without slow 
“miking or gauging. 

{ valuable sales feature. too. Ask any maintenance 
man who service your produet after it's sold. Hell appre- 
ciate P-K Size-\Marked Screws beeause he ean easily tell 


which ones vo where when reassembling. 


Vs - GEAR GRIP* 


Gear Grip makes Size-Marked Screws slip-proof, even 
when fingers are oily. Only Parker-Kalon offers Socket 
Head Cap Serews with both features. Write for samples, 
today. Parker-Kalon Corporation, 200 Varick Street, New 
York 14, New York. 

ANSWERS 


A. N and M are arcs of the same circle. 
B. The lines are curved. 
Cc. When it’s P-K Size-Marked, there’s no question! 
#U. S. PAT. No. 126.409 
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ANOTHER P-K eipsy 


GROUND THREAD 


Socket Se; Screws 
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P-K SOCKET SCREWS 
ARE AVAILABLE FOR 
PROMPT DELIVERY: 
Send for Stock List Now 









SOLD ONLY THROUGH ACCREDITED DISTRIBUTORS 


PARKER-WALOW 22 jor SOCKET SCREWS 
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Man ufacturers 


of Electric Motors find Johnson 


Bronze a dependable source 
of supply for all their Sleeve 
Type Bearings. We help them 
make the correct choice 

we deliver their requirements 


strictly to specifications. Our 






advice is available without 


obligation. 





Look at the BEARINGS 


Electric Motors grow Jazy too! Long hours of 
steady operation plus frequent overloads lower 
efficiency . . . increase power consumption. 
Before you blame the motor take a look at the 
bearings. 


The bearing is one of the most vital parts of a 
motor. Only when the bearings are correct in 
design, properly installed, and adequately lubri- 
cated, do you get top efficiency. When replace- 
ment is necessary specify Johnson E M (Electric 
Motor) Bearings. From our list of over 250 
stock sizes it is easy to secure your needs. 
Every bearing is correct in design, alloy, and 
tolerance. Our new catalogue describes this 
complete service in detail. Why not write for a 
copy today? Johnson Bronze Company, 450 
South Mill Street, New Castle, Pennsylvania. 
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These BAY STATE abrasive 
products, manufactured with 
large pore spaces are espe- 
cially suitable for SURFACING 
and TOOL and CUTTER jobs 
that require extra coolness of 
cut and heavy, fast removal 
of metal. 

Our sales and distributor repre- 
sentation is located in nearly 
every principal city. Let them, 
and us, solve your grinding 
problems. 


dy 
& 


BAY STATE ABRASIVE PRODUCTS CO. * WESTBORO, MASSACHUSETTS, U.S.A. 















They've got to see clearly 





to work safely. . 

















@ A complete eye safety program must include protection 
ind correction. Protecti fr flying icles, d 
nad correci1o0n. orection trom fying particies, Gust, and 


fumes, of course. But industrial studies show that at least 





Se | 3 c | } : ~ T 
gt lf of all workers need eyesight correction. No worker 
| 0h tem, 
Yrs ‘ { 2 a 
who cann see clearly can work safely (or efficiently). 
Industrial eyewear, incorporating correction profession- 
ycescribed to the requiremenis of every job, will improve your safety record 





| increase productivity. Your Bausch & Lomb distributor offers prescrip- 


tion service on industrial eyewear rotection and correction for your workers. 


SAFETY 


ABOVE Ortho-Rater 
Visual Standards 








BELOW Ortho-Rater 
Visual Standards 


ACCIDENT-PRONE WORKERS are identified by the Bausch & Lomb Industrial Vision 


, , ’ 
Service with ft 0 0-Ra From medical records in one plant, 42 
, , , } 
workers with h accident-frequency records were selected for study. Of the 42 workers, 
! > } , = } } sa aadita 

only 11 met Ort Kater vistal performane tandards; 31 failed to meet the standards; a 

~ basis was t / ine accident-free workers for hazardous jobs. The BEL Industrial 
ys Vision Servi also contributes to increased production, improved quality, reduced labor 


turnover 


Qwie 











BAUSCH 6 LOMB 


F saastadussakesenngsnte 


OPTICAL COMPANY ROCHESTER 2, N.Y. 














Plumb quality has become a tradition among purchasing agents. One 





generation has told the next generation, ‘‘“A Plumb hand tool is made 
for permanence. The scientifically tempered head is built for years 
and years of service. The second growth hickory handle is shaped for 
comfort and tested for strength.’ 

For almost a century master craftsmen have been combining these 
exclusive Plumb features into perfectly balanced tools. That’s why you 
can be certain it’s built to last because it’s a Plumb. 

Fayette R. Plumb, Inc., Philadelphia 37, Pa. 
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Quality Comes FIRS] 


PLUMB 
is FIRST in Quality| 


ee 


°. - BUYING GUIDE FOR ABRASIVES 


POINT No. 2 


INFORMATIVE LITERATURE 


Being so closely identified with 
the development and progress of 
abrasives, it is natural that The 
Carborundum Company should be 
the source of so much authorita- 
tive literature on their application, 
care, and handling. Certain highly 
successful concerns regard the 
helpful service of technical and en- 
gineering literature supplied by 
The Carborundum Company as a 
significant point in their preference 
for abrasives by CARBORUNDUM. 
Ask your Carborundum representa- 
tive for literature and bulletins re- 
lated to your own grinding and fin- 
ishing operations. The Carborundum 
Company, Niagara Falls, New York. 


CARBORUNDUM 


TRADE MARK 


BONDED ABRASIVES 
COATED ABRASIVES 


ABRASIVE GRAINS AND 
FINISHING COMPOUNDS 
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Material sold by Mound City Erection Co., St. Louis, 
Mo,, approved K & M distributors in this crea. 











BUILT TO LAST 


Here is a roofing and siding 
that defies time and wear 


a6 a” 
This interesting St. Louis plant follows a modern trend in K & M 
industrial building construction. The exterior of the build- 


ng, lnvebring 1 ttl ara of 200000 ovure inn incom. 6 ASBESTOS CORRUGATED 


pletely clad with one of the toughest and most durable of 








all sheathing materials... K&ML “Century” Asbestos 


Corrugated roofing and siding. 


| Whether your building plans call for new construction, remodeling or repairs, 
it will pay you to investigate the many distinctive features of K&M 
“Century” Asbestos Corrugated and Flat Lumber. 


TOUGH ... made of asbestos and portland cement com- LONG LASTING... will not rust, corrode, rot... proof 
bined under tremendous hydraulic pressure. against weather, rodents, termites. 
ADAPTABLE... for all types of industrial buildings—new FIRE RESISTANT... thus earning low insurance rates. 


construction, remodeling, repairs. 


TIME SAVING . . . comes in 19 different lengths and 
ATTRACTIVE ... has neutral gray color, practical finish, one standard width. . . easy to handle. . . 
never needs protective paint. goes up fast. 


Build to last. and save time and money the “Century” 


. . , ro C P, 
way. Bring your problems to your authorized K&M Nature made bsbestos 


eA mu 


Distributor. He is well equipped to meet your ma- .. + Keasbey & Mattison 
terial and installation requirements for “Century” has been making it serve 
Asbestos Corrugated and Flat Lumber. mankind since 1873. 


bE cage. 


KEASBEY & MATTISON 


COMPANY - AMBLER - PENNSYLVANIA 












IMPORTANT NE 


DEVELOPMENT 





UNIFORM GRAIN STRUCTURE—The finer, more uni- 
formly compact metal structure of Ladish Seamless Welding 
Fittings substantially increases their dynamic strength and 
toughness while rigid control of melting processes gives 
added protection against brittleness at low temperatures and 
provides increased resistance to distortion at high tempera- 
tures. The dense. homogeneous grain structure also provides 


measurably greater resistance to corrosion and erosion. 


HEAT CODE IDENTIFICATION—The heat code symbol, 
a permanent identification on Ladish Seamless Welding Fit- 
tings. 1s your assurance of complete metallurgical integrity and 
responsibility. Through this exclusive feature, Ladish’s cus- 
tomers can obtain upon request, certified metallurgical reports 
giving complete chemical composition and physical properties 
of the particular steel from which any Ladish Fitting ts made. 
LONGER SERVICE LIFE—Ladish advanced processes 


assure greater strength by accurately controlhng the distribu- 


tion of metal in accordance with the requirements of each 


type of htting. The wall thickness of Ladish Elbows and 


“rr 


ad a 


WELDING FITTINGS 


SEAMLESS 





These Outstanding Ladish Features Increase Piping Efficiency and Assure Greater Reliability 


in Ladish Tees, wall 
thicknesses are scientifically proportioned to yield uniform 


Return Bends is uniform throughout . . . 


stresses at all points. 

REDUCED PRESSURE LOSS—Easy sweeping curves, 
smooth inner surfaces, true circularity, and full effective 
radii reduce friction and pressure losses to a minimum. 


PERFECT ALIGNMENT— Uniform wall thickness, full cir- 
cularity, and accurately machined ends insure quick, accurate 
alignment. 

ASSURED WELDABILIT Y—Close metallurgical control 
protects against harmful impurities in metal, thus assuring 
sound homogeneous welds. Full length outlets on Tees 
provide greater welding accessibility. 


SIMPLIFIED PIPING MAKE-UP — Ladish Fittings are 
geometrically true in all planes. Their accuracy of dimensions 
and included angles facilitates economical fabrication and 
insures truer, neater piping assemblies with greater flow 


eMciency 
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Carrying on the tradition of Controlled 
Quality... Ladish now introduces a 
complete new line of Seamless Welding Fittings 
that feature the same metallurgical integrity, 
heat code identification and rigid control of 
physical dimensions which have long combined 
to make Ladish Forged Steel Fittings and 
Ladish Forged Steel Flanges standards of com- 
parison for ease of installation, long life and 
trouble-free operation. 


Products of years of intensive research and 
development in one of industry’s most com- 
pletely equipped metallurgical and engineering 
laboratories . .. Ladish Se ,amless Welding Fit. 
tings employ significant advancements in de- 
sign and forging procedure to achieve the 
maximum physical properties inherent in each 
grade of steel and alloy tubing from which 
httings are formed. 


(0 ontotted Quality — an | 
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CUDAHY, WISCONSIN cone 
MILWAUKEE SUBURB 


DISTRICT OFFICES: . 


New York © Bulfalo © Pittsburgh © Cleveland © Chicago © St Louis © Houston © New Orleans © Los Angeles 
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All Recessed Head screws have definite advantages over the older, slotted 
head type but ONLY REED & PRINCE Recessed Heads can be driv- 
en in any size — from the smallest to the largest — with ONE driver! 


eZ REED & PRINCE 


3: 
eS MANUFACTURING COMPANY 
WORCESTER, MASS. CHICAGO, “ea 


“ 


v 
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DO YOU SEE WHY? 











you do, you're a miracle man. For both are made oi: 
identically the same rubber formula, and from similar 
molds. There is one difference, however. 


One is 1/000 of an inch larger than specification. The 
other exactly right! Small difference? Not if your product 
really requires precise tolerances in its rubber com- 
ponents! 


And H. O. Canfield is now set up to give you the kind 
of precision that was never heretofore possible. How? 
By new molding, cutting, manufacturing techniques and 
procedures. And by adding and training men to new 
standards of skillful performance! 


It all adds up to this: if your product requires a rubber 
part — big or small, simple or intricate; made to wide 
or close tolerances — get it from H. O. Canfield! 








57 Years Before 
Chilkoot Pass* 
Made History .. . 
CHASE was manufacturing 
Better Bags 


e During the famous Klondike Gold 


Rush, many fortunes were founded. 


Actual! 


Wasim 


v. 100 million dollars in gold 


ed by more than 200,000 men 


Eee ; j 
Chase Bags played an active an 


impor t part during this brave, col- 
orful period—and for many prior 
ee In fact. we have had 100 7 
vears. In fact, we have had |UU years 
experies 1 manufacturing bags of 


all types —jor every need. 


Naturally, we feel that this experi 


ence can be of value in helping solve 
your packing problems. You will find 


your Chase Salesman glad to work 


with y and for you. Why not talk 


with him today? 


COTTON BAGS-TOP MILL BURLAP BAGS 
SAXOLIN OPEN MESH BAGS - PRO- 
TEX BAGS - MULTIWALL AND OTHER 
PAPER BAGS - PROTECTIVE PAPERS 


a One Hundred Years f Experience 
} in Making Better Bags for 


iA 7I uiture. 


ASE BaG Co. 


GENERAL SALES OFFICES 
307 WEST JACKSON BLVD., CHICAGO 6, ILL 
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..and wherever wire rope 
orks over sheaves—and 


» drums—there are also 
vding stresses. He avy 


loads,too,add their burden. 











‘ou can depend on “Hercules” (Red-Strand 

Wire Rope to meei all of these severe conditions, 
because it is the right combination and balance 
of sirengih, toughness and durability. As it is 
made in Round Strand and Flattened Strand 
consiruction: both Preformed and Non-Pre- 
formed — there is a correct type for every heavy 
duty purpose. When you adopt theRed-Strand 
as your wire rope guide, you are assured of 


faster and more economical production. 


Ask your Engineering De 
pariment to recommend the 
type and construction best 


suited to your needs. 








MADE ONL 


Y 
Oo 
ESTABLISHED 1857 
5909 KENNERLY AVENUE @ ST. LOUIS 12, MISSOURI 
e CHICAGO © DENVER © SAN FRANCISCO © PORTLAND © SEATTLE 


Y 
LESCHEN & S NS ROPE CO. 
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Gas 
Cutting 
Machines 





f@ THE No. 10 RADIAGRAPH 


for cutting straight lines, circles. 
arcs, and beveled edges 


@ THE No. 10 PLANOGRAPH 


for cutting irregular shapes, 
rectangles, straight lines, 
arcs, and circles 


Here are two inexpensive Airco machines which 
bring the speed and economy of machine gas cutting 
within the means of practically any shop engaged in 
preparing steel plates for welded fabrication. 


range of 24 x 72’ for single torch operation ... 12” 
x 72” each for double torch. Maximum diameters of 
circles: 24” with a single torch... 12" each for double 
torch operation. Machine can be furnished with man- 


HEADQUARTERS FOR OXYGEN, ACETYLENE AND OTHER GASES . 





AIRCO No. 10 RADIAGRAPH — A sturdy, portable gas 
cutting machine with speed range from 4” to 50” per 
minute. It will cut straight lines of any desired length 
... bevels up to 45° angle... arcs up to 4212 inch 
radius ... circles from 3 to 85 inches in diameter. 

AIRCO No. 10 PLANOGRAPH — A rugged, reasonably- 
priced cutting machine of the pantograph type adapt- 
able for single or double torch operation with speed 
range from 2” to 28” per minute. With work table it 
occupies an area of only 5’ 3” x 10’ 9”. Has a cutting 


. . CARBIDE . 


ual or magnetic tracing devices for reproducing 
desired contour from drawings, cams, or templates. 
° * . 
For further details on the No. 10 Radiagraph ask for 
Booklet ADC-614C; on the No. 10 Planograph, Book- 
let ADC-623B. Write your nearest Airco office, or to 
Dept. PR, Air Reduction, General Offices; 60 E. 42nd 
St., New York 17, N. Y.; in Texas: Magnolia Airco 
Gas Products Co., General Offices, Houston 1, Texas. 
Represented Internationally by Airco Export Corp. 


Air REDUCTION 


Offices in All Principal Cities 


... ARC WELDERS, ELECTRODES AND ACCESSORIES 


. . GAS WELDING AND CUTTING APPARATUS AND SUPPLIES 





= TS eer ee 
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Photograph Courtesy 
Lincoln Pork Industries, Inc. 
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MANY MANUFACTURERS have asked us 
whether it is possible to make a part in another 
metal temporarily, and still use the fabricating 


and stamping tools, when the time comes, for 
the preferred metal. 


It's not only frequently possible... Colgate is 
doing it. By designing and employing double 
purpose dies that can be used, during the 
interim period with a second-choice material, 


VOLUME STAMPING -« 


FORMING 


DRAWING 


and later converted, Colgate is breaking the 
bottleneck of the metal shortage. 


This is an outstanding example of Colgate’s 


applied experience in sheet metal fabricating 
and stamping of light metals. 


If your product is ordinarily made of steel 
(let’s say), perhaps some other material can 
be used. Then, when steel becomes available, 
in many cases the tools can be converted, at 
reasonable cost. Write for more information. 


WELDING « FINISHING 


ASSEMBLING 
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@ GABRIEL AEROTYPE SHOCK ABSORBERS 
require two concentric tapped holes in die-cast alum#um 
pistons. Originally, these were tapped individually—a 9-second 
operation for each hole—18 seconds per piece. 

In co-operation with the engineers of The Cleveland Tapping 
Machine Co., the Gabriel Co. developed a unique arrangement 
in which the smaller tap fits into the bored-out center of the 
larger tap. Two holes are now tapped simultaneously in 9 
seconds—a saving of 50% in tapping time. 

In such operations, Besly Taps contribute top accuracy and 
production economies. Leading American industries depend 
on them for clean-cut, low-cost threading. 

“Special” or stock design, there is a Besly Tap to meet 
your need. Ask your distributor about Besly Taps and Besly 
Tap engineering service. 


BESLY TAPS e BESLY TITAN ABRASIVE WHEELS 
BESLY GRINDERS AND ACCESSORIES 





CHAS. H. BESLY & COMPANY, 118-124 N. Clinton St., Chicago 6, Illinois - Factory: Beloit, Wis. 
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Rust-Oleum is unequalled as an 
effective rust preventive. Covers 
metal with a tough, pliable, endur- 
ing film that defies rain, snow, 
dampness, fumes, heat and other 
destructive elements that cause 
rust and deterioration. Indoors or 
out—there are unlimited uses for 
Rust-Oleum in every industrial 
plant. 

For less than one cent per 
square foot material cost, you can 
add years of useful life to buildings, 











equipment and other properties. 
Rust-Oleum positively stops and 
prevents rust! NO SANDBLASTING 
OR CHEMICAL CLEANERS ARE 
NECESSARY. Wirebrushing is all 
that is required to effectively re- 
move scale, blisters, dirt. Rust- 
Oleum penetrates deeply every 
pore of the metal surface and 
merges the remaining rust into the 
protective film—a water-tight, air- 
proof, rust-resistant coating that 
does not crack, blister or peel. 












































Name_ ” 


Firm 


Address_ 


ee ee ee es ee 


MAIL THIS 
Pers ss ese Se eee eee 


Rust-Oleum Corporation, 2439 Oakton St. Evanston, IIl. 


Gentlemen: Please send us a free copy of the new 
Rust-Oleum Catalog showing color selection and 
recommeded uses. 


i es <= 


= ee ee ee ee ee ee ee eee ee ee ee ee ee eel, 


te 


It Cuts Maintenance Costs 
3 WAYS! 


1. Protection Lasts Longer 
Rust-Oleum LASTS two to ten times 
longer than ordinary materials on 
most jobs. This means maximum sav- 
ings on every application. 


2. Preparation is Simplified! 


It takes far less preparation time. Wire 
brushing is all that is required. 


3. Rust-Oleum Goes On Faster! 


It saves 25% of the time usually re- 
quired for application and covers 30% 
more area than ordinary material. 


4 U ST-= © a UM CORPORATION 


139 Oakton Street, Evanston, Illinois 


COUPON — TODAY! 











| ) sect ROUTE TO | 
ACCURACY 


FINISH 


oN SPECT PON 
SBXPERIENCE 
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MOLDING SATISFACTION 
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DETROIT: Phone Madison 214 
BUFFALO: Phone Grant 8567 





You Can SEE That 


It's ONLY the SIDE of a V-Belt 


That Grips the Pulley and 
Gets the Wear! 





Look at a V-Belt in its sheave and you see at once that the 
sides of the belt do all the gripping on the pulley and get all the 
wear against the sheave-groove wall. 





Notice, too—it’s the sides that pick up all the power delivered 
by the driver pulley. The sides transmit that power to the 
belt as a whole. And then, once more, its the sides—and the 
sides alone—that grip the driven pulley and deliver the power 
to it 


That is why you have 
ordinary V-Belt is the 


always noticed that the sidewall of the 
part that wears out first. 


—and Here Is How the 


CONCAVE SIDE 


*REDUCES Sidewall WEAR 
and Lengthens Belt Life! 


Clearl, since the 


idewall is the part that wears out first, any- 


thing that prolongs the life of the sidewall will lengthen the 
life of the bel 

Th pl on the right show exactly why the ordi- 
nary, straight-sided V-Belt gets excessive wear along the mid- 
dle of the They show also why the Patented Concave 
Side greatly reduces sidewall wear in Gates Vulco Ropes. That 
is the simple reason why your ete Vulco Ropes are giving 
you so much longer service than any straight-sided V-Belts can 
possibly give. 


* More Important NOW That STRONGER 
Tension Members are Used 


t Gat Sp ized Research has resulted in V-Belts mi aving much 
embers—tension members of Rayon Cords and Flexible 

ong others—the sidewall of the belt is often c: led upon to 

nuch heavier loads. Natura ly, with heavie loadin ng 

on t sidewall the ‘-prolonging Concave Side i is more important today 


than ever | 


THE GATES RUBBER COMPANY Denver, U.S. A. 
“World's Largest Maker of V-Belts" 


TE | a os bate mI} RIi' 





Engineering Offices 
and Jobber Stocks 





IN ALL | INDUSTRIAL CENTERS 





of the U.S. and 
71 Foreign Countries 
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Straight Sided 
V-Belt 





How Straight Sided 
V-Belt Bulges 


When Bending Around 
Its Pulley 
You can actually feel the bulging of a 


straight-sided V-Belt by holding the sides 
between your finger and thumb and then 
bending the belt. Naturally, this bulging 
produces excessive wear along the middle of 
the sidewall as indicated by arrows. 


Gates V-Belt with 
Patented Concave 
Sidewall 


Showing How Concave 
Side of Gates V-Belt 
Straightens to Make Per- 
fect Fit in Sheave Groove 


When Belt Is Bending 


Over Pulley —— rene 


No Bulging against the sides of the sheave 
groove means that Sidewall wear is evenly 
distributed over the full width of the side- 
wall—and that means much longer life for 
the belt! 


VES 
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with tlowers 


Note the unusually tight return bends in 
this heating coil unit. The tubes are tough, 
corrosion resistant stainless steel, yet the in 
side bend is only 115” mean radius—on a 


114” 0.D. x 16 ga. tube! 


It wasn't done without difficulty. The 
tube is bent on an automatic machine with 
ball-type mandrel. Trouble was, the ball. 
after only a few bends, picked up a heavy 
burr. Then, on a tight return, the tubes 
would invariably chatter, sometimes break 
Worse yet, constant redressing of the ball 
reduced its size—on larger bends, the extra 
clearance made tubes wrinkle. 

Production was at a standstill, until 
Frasse engineer noticed that the mandrel 
lubricant was being forced out by the ex- 


treme pressure. From a nearby drugstore, 


he took ‘‘flowers”’ of sulphur, mixed it with 


they bend 


stainless tube 


auto grease in proportion, and thinned the 


mixture* down with machine oil to the con 
sistency of soft butter. This was rubbed well 
into the mandrel surface, then applied as a 
heavy coating. Tubes were bent to all radi 
without further trouble. 

Frasse, with its wide range of shapes, 
grades and sizes, is an excellent source for 
your stainless steel. More than that, Frasse 
knows how to help you in stainless applica- 
tions. Call us. Peter A. Frasse and Co.., Inc., 

7 Grand Street, New York 13, N. Y. 
(Walker 5-2200) * 3911 Wissahickon 
Avenue, Philadelphia 29, Pa. (Radcliff 

7100) * 50 Exchanee Street. Buffalo 3, 
N.Y. (Wass ington 2000) * 157 Richmond 
Avenue. Syracuse -B , tae 2 (Syracuse 
6-2103) Jersey City + Hartford * 
Rochester * Bal 





FRASSE 





l de tail ) }O} 11x mn ‘ this lubricant fur- 


nished on request. Write us. 









hars 
Sheets 
plates 
strip 
angles 
tube 
pipe 
fittings 
wire 
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i-B- BRONZE PARTS 
BETTER BRONZE PARTS... 


NG 


Brake Shoe NATIONAL BEARING DIVISION 


ST.LOUIS > NEW YORK 


PLANTS IN: ST. LOUIS, MO. * PITTSBURGH, PA. * MEADVILLE, PA. * JERSEY CITY, N. J. * PORTSMOUTH, VA. © ST. PAUL, MINN. * CHICAGO, ILL. 
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fe Purchasing 





OUTLOOK IS FOR STAGGERED ADJUSTMENTS IN SUPPLY . 
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PRICE ADJUSTMENTS WILL FOLLOW SUPPLY PATTERN 


Supply and price speculation continue to dominate the 
thinking of Government economists. 

On the supply side, certain facts emerge that 
clarify the thinking. Demand for basic industrial mate- 
rials continues strong. Simultaneously, the rate of in- 
ventory accumulation has been at one billion dollars a 
month for some time. It is estimated that even after the 
inventory accumulation process levels out, requirements for 
a large group of materials will exceed supply. 

At the same time, there will be a sharp adjustment in 
the supply and demand relationship in other materials. On 
the basis of this supply outlook, it appears that adjust- 
ments will be staggered. 

While conditions will vary with each material, the con- 
ditions as they will develop can be traced in the specific 
outlook for such materials as copper and lumber. Copper 
is searce and is due to remain scarce, with domestic sup- 
plies plus imports estimated at much less than the re- 
quirements for the balance of this year. 

There has been no substantial accumulation of inventory 
in copper at any stage of processing, and in many instances 
normal working inventory is lacking. Even though some 
of the accumulation of components and finished products 
may incorporate copper or copper products, and the demand 
for these products may slacken, thus easing the require- 
ments for copper, the basic demand will exceed supply. 

Lumber, on the other hand, presents a different picture. 
There has been a lumber shortage throughout the war years 
and the postwar period. Production has been increased, 
and the lumber industry forecasts that supply now is be- 
ginning to meet demand. 

Accumulation of inventory will be a slow process, and 
it will be some time before seasoned lumber becomes a stock 
item. Nevertheless the lumber industry sees an end to the 
fabulous sellers' market that has existed, and is be- 
ginning to adjust its sights to the competition offered 
by brick, clay, gypsum, steel, paper, etc. 

Demand for copper products and lumber products will be 
created simultaneously in the large-scale construction 
program projected for this year. This will present a con- 
trast in supply that points up conditions which will be 
multiplied in industry many times. 





These conditions will reflect in the price outlook. 
Price adjustments cannot begin to take place until the sup- 
ply begins to balance demand. 

This means that just as supply adjustments will be stag- 
gered insofar as time is concerned, a similar variant 
will be manifest in price adjustments. 








The upward trend of prices has left the iron and steel 
and non-ferrous metal prices below the long term rela- 
tionship between their price structures and the general 
price level. The outlook is for prices of the metals 

to creep upward, reflecting higher wage costs. 

In the process of adjustment, there will be spec- 
tacular swings in prices in the agricultural group that 
will catch the public attention. These price breaks will 
be sporadic, but not particularly significant. 








PRICE MOVEMENTS REPORTED BY COMMERCE DEPARTMENT... 








In reporting the movement of prices during the last 
part of 1946——the period when upward price movements 
were sharpest——the Department of Commerce reports the 
wide dispersion in price movements as follows: 

Twenty-four commodities, during the last portion of 
1946, actually declined in price, including yellow 
corn, mercury, menthol, and certain grades of toluene; 
the average price of the 24 items dropped by almost 
15% . « e« 136 commodities showed no change in prices; 
this group included many iron and steel products, such 
as bar iron, structural steel, steel rails, etc. ... 
369 commodities recorded price increases of from 0 to 50%, 
having an average rise of almost 20%... . 54 items 
increased from 50% to 100%, having an average rise of 
75% « « e« finally such commodities as cured han, 
edible tallow, seedless raisins and certain soap pow- 
ders increased by more than 100%. 

There is every indication that commodities most re- 
Ssponsive to upward pressure will be the most susceptible 
to pressures downward. 


HISTORICAL PRICE RELATIONSHIP OUT OF LINE... 





MORE ON PRICES... 





If, as observers maintain, the price correction 
process will tend to bend prices into proper relation- 
Ships, rather than to break the general level of prices, 
the developments ahead can be charted. 

Louis J. Paradiso, Chief of the Business Structure 
Division, Department of Commerce, points to certain price 
discrepancies in relation to the general levels: 

"The prices of the following groups of commodities 
are at the present time apparently high when considered 
in perspective with the long-term relation existing be- 
tween the movement of these prices and the general level 
of all prices. Meats and dairy products, approxi- 
mately 25% above the relationship; cotton goods, 10% 
above; paint and paint materials and lumber, 25% above; 
brick and tile and cement, 10% above; leather and shoes, 
15% above; drugs and pharmaceuticals and fats and oils, 
20% above." 


Over the longer range, price developments will be 
shaped by a number of other factors—with mass pur- 
chasing power looming large as a determinant. Obviously, 
price lines are established to meet the prevailing 
levels of purchasing power. 

Directly affecting costs, and ultimately price, is 
the modernization of plant, process and equipment. 

There has been a vast expenditure in plant modernization 
and new equipment during the last 18 months, and this 
trend continues. This mechanization and modernization 
will result in lower costs and prices. 

Another factor that can make possible lower costs is 
the stabilization of the labor force. The rate of 
turnover of labor has reached very high levels. This 
turnover is a costly factor in production. 

The combination of modern equipment and a stable labor 
force will create the long range factors that will 
reduce the general price level. 
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LIGHTEST, FA 


Acme’s New No. 3 
Steelstrapper 
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* Here’s the newest strapping tool on the market SP aa et ne eee ' 
: ' 
. . - Acme’s new No. 3 Steelstrapper. ' ACME STEEL COMPANY, Dept. P-37 ! 
‘ i 

, ‘ RCHER AVENUE 
e Lightest ... weighs only 634 pounds. ; as ‘ 
6 8 y 6% P ! CHICAGO 8, ILLINOIS 
e Fastest . . . it tensions, seals, and cuts the strap | Send me a data sheet on the new No.3 | 
in one operation. Magazine holds 100 seals. | Steelstrapper. ; 
1 1 
* Small base . . . takes up less strapping surface | NAME... siesaiecel 
than any other tool—only 5 inches. 
: ee! YS) ee / 
* Tested and proved in the field, it is now ready to 1 ' 
° ‘ I ‘ 
work for you. Write for complete details and ' Jy ity a svscecceseconee eeeseseen seseeensesersosenscscosensonscooncseooooasens ces seee ' 
data sheet. ' ary _STATE 7 : 
1 1 


ACME STEEL COMPANY CHICAS 


NEW YORK 7 ATLANTA 





CHICAGO 8 LOS ANGELES 13 








PURCHASING 


| So much more.fort so Ullle more 
AMERICA’S SUPER FINE BALL BEARING 


im 
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= . 
30%, More Load - 30% Longer Life 


Silent Operation 
Extreme Precision 
Supreme Performance 
Each Bearing Radio Tested 
| wae in America’s Finest Machines 
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HOOVER BALL AND BEARING COMPANY, ANN ARBOR. MICHIGAN 
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Seduce METALS DIVISION 
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Ii you cast non-ferrous metals 


look: for This Name—here’s why 


Federated Metals is first with a complete line of metals for the non-ferrous foundry . . . 

tin bronzes; red and yellow brass; manganese, aluminum, and silicon bronzes; nickel silvers; 
aluminum, magnesium and zinc base alloys. » Federated is first in the non-ferrous field with 
its chemical and metallurgical facilities. When you buy Federated products, you 

have access to all this technical help. » Federated is first with its nation-wide 

network cf eleven manufacturing plants. You have more sources of supply, 

more opportunities for better service, all with the protection of Federated’s quality 

control. » Federated is first in convenience, too; there are twenty- 

five Federated sales offices to serve you ftom coast to coast. For the office 

nearest you, consult your phone book or write Federated Metals Division, 

American Smelting and Refining Company, 120 Broadway, 


New York 5, New York. 








AMERICAN SMELTING AND REFINING COMPANY 
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PURCHASING 


Hex or Multiple-Spline socket — each is 
best for certain applications 


In the field of socket screw applications, BRISTOL can 
supply the right screw because only BRISTOL makes both 
hex and multiple-spline sockets .. . each unexcelled for its 
rey-Va alent r-tame-tele)blerctalesel-e 

BRISTOL HEX socket... for superior service in ordinary 
socket screw applications. Carefully designed for top perform- 
ance, the Bristol Hex is protected in production by a thorough 
system of raw material control. After production, Bristol's 
inspection methods employ tests for hardness and ultimate 
strength, gauging for lead and pitch and a final visual inspec- 
tion before packing. Result: socket screws that feature max- 
FeelebeeM@-leu—ol-h deme: (oelbte-lentar-tolemmetellielseellaa 

BRISTO MULTIPLE-SPLINE socket... designed for 
severe service requirements... where vibration is a problem 
... frequent disassembly a necessity... or where small size 
presents a breakage hazard. Made from the same materials 
... by the same processes as the BRISTOL HEX, the design 
re) Mn 401-2 \/ OP Om WO 32 Os Oe.) 2 0B OME Toel 4 a se eelie Meer delcoelielaerts 
beyond the point where any hex socket would strip or burst. 

Select the right socket screw for your application from the 
famous BRISTOL “B-LINE”" sockets . . . made by a 
manufacturer with 33 years’ experience. Order from your 
abt Sealeleices a 





ldddddas 
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*““MULTIPLE- 


- SPLINE” 
i SET SCREWS 
NO. 4 TO 4” 


“MULTIPLE- “HEX” 


SPLINE” CAP SCREWS 
CAP SCREWS NO. 4 TO 1” 
NOS. 4 TO 10 


**MULTIPLE.- - 
SPLINE” 


and 
“HEX” KEYS 











ann 
“HEX” 


SET SCREWS 
NO. 4 TO 1” 


Only the “B-Line” has the right - 
socket screw for every application 


Which Should | Use... 
Hex or Multiple-Spline? 


The answer depends on the applica- 
tion. The Bristol’s Hex Socket Screw is 
best employed in those industrial appli-. 
cations which present no peculiar re- 
quirements, but which demand a strong, 
tough screw for good results. Set screws 
for smooth-running shafts .. . screws 
for product and machine assembly 
where dismantling is infrequent, are 
representative cases. For these types of 
applications, the Bristol Hex will give 
superior service. 

Where extremely adverse conditions 
must be overcome, the Bristo Multiple- 
Spline Screw is the answer. The multiple- 
spline design has long been recognized 
by engineers as one of the best possible 

© 
methods of transmitting rotary power. 
It is used extensively on automobile 
drive shafts and aircraft propeller hubs 
as well as in numerous industrial appli- 
cations. Because its design directs all 
the wrench’s tightening force into 
rotary motion, the Multiple-Spline 
Socket Screw can be pulled up much 
tighter than any hex-type screw with- 
out rounding out or bursting. There- 
fore, the Multiple-Spline is best for 
resisting severe vibration without loosen- 
ing. For the same reasons, the Multiple- 
Spline Socket Screw should be used in 
machines or products subject to frequent 
disassembly .. . especially at those 
points that are hard to reach. In addi- 
tion, the Multiple-Spline is the ideal 
design for small size screws because its 
inherent strength minimizes breakage. 

The Bristol Company makes both Hex 
and Multiple-Spline socket screws and 
is therefore in a position to make un- 
biased recommendations. We will be 
glad to evaluate your requirements 


without obligation. 


132 Bristol Road, Waterbury 91, Conn. 








O RIGINALLY, this motor, driving a 48” rock 

emery mill, was mounted upright because it 
was running on sleeve bearings. So there had to be 
a jackshaft, belted to the emery mill. Every six 
months a new belt was needed at $75 a belt. The 
jackshaft had to be oiled daily and 225 r.p.m. was 
the best possible speed. 

All it took to mount this motor vertically, kick out 
the jackshaft and belt the motor direct to the emery 
mill was a pair of Fafnir Ball Bearing Cartridges and 
$18 worth of machining. These Fafnir Units have 
ample thrust as well as radial load capacity. Belts 
last years instead of months. Production is stepped 
up by increasing speed to 300 r. p.m. and stepped up 
quality of product, by running emery mill tighter. 


SMALL CHANGE...BIG RETURN 








You can get so big a return on so small a change 
because these motor cartridges, like other Fafnir 
Ball Bearing Transmission Units, have that exclu- 
sive Fafnir feature, the wide inner ring with self- 
locking collar. The inch-dimension bearing slips 
onto standard shafts without shouldering or other 
machining. A twist of the collar engages the eccen- 
tric cam on the extended inner ring and a turn of 
the set-screw locks the bearing securely to the 
shaft. Ideal for money-saving replacements and 
for inexpensive new conveyor systems and other 
in-plant designed power transmission set-ups. You 
can get the help you need from your nearby Fafnir 
distributor. The Fafnir Bearing Co., New Britain, 
Connecticut. 


“HASING 
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Full-color illustrations and detailed technical 
information on basic abrasives and the 
grinding wheels into which they are formed, 
make our new Grinding Wheel Manual the 
most talked-of catalog in industry! May we send 
you one? It's yours for the asking. 


GRINDING WHEELS 


STRONG! + SAFE! + EFFICIENT! 





g pt 








bh PURCHASING 


~ 


Complete unit. 
Slip it on, line it up 
and tighten while 


The simplest, sighting. 


surest mechanism ever 


devised for holding 
wheels to shafts. 


_ Holds fast to 


TAPER'LOCK..... “==. 


A New Cost-Saving Taper Bore Sheave shrunk-on fit. 








Disengages 
with less effort than 
any other sheave. 


Easy on. Easy off. 






Complete SS 
of Mishawaka, Ind. 


range of sizes in 


For details about cost-saving developments in power 


Dual Duty (A and B); transmission equipment, call the Transmissioneer — 
your local Dodge distributor. He’s factory-trained, 
B, Cc and D grooves. qualified to suggest ways to improve machine per- 
formance and increase production. Look for his 


name under ‘‘Power Transmission Equipment” in your 
. classified telephone directory. 


DODGE MANUFACTURING CORP., MISHAWAKA, INDIANA 


Copyright, 1947, Dedge Mfg. Corp. 


G 








ATES -) FOR YOUR NAME PLATE REQUIREMENTS, WRITE OUR SUBSIDIARY, 
ee ETCHING COMPANY OF AMERICA, 1520 MONTANA STREET, CHICAGO 14, ILLINOIS 
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For HEAVIER FEEDS at HIGHER SPEEDS 


CLE*FORGE “:37., DRILLS 


TRADE MARK REG. U.S. PAT. OFF 


Drilling a single hole in a forged 
brake lever, as shown in the photo, 
is not a difficult operation. Yet even 
in this case, cost per hole has been the 
| | determining factor in selecting the 
proper drill for the job. <> On this 
basis you will find that CLE-FORGE 
High Speed Drills give you maxi- 
mum results at minimum cost. Be- 
cause these drills consistently take 
heavier feeds at higher speeds, they 
produce holes at lower cost. 


Le" 


~ 


_Tepon your LY PL. 


| a. 


“CLEVELAND 


DISTRIBUTORS EVERYWHERE 
\ are READY TO SERVE YOU 
Pied 


PN 
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pow to PROTECT YOUR 
PLANT AGAINST TROUBLE- 
M E K E R S N Anchor Chain Link Fence 


to shut out trespassers, snoopers, agitators, all kinds of trou 
ble-makers. What’s more, it will also protect outdoor stor- 
age of materials and control traffic in and out of the plant. 


Just check the exclusive features shown in these photo- 
graphs of the Anchor installation at The Bastian-Blessing 
Company’s Chicago plant. You can get the same advantages 

\ for your plant. Look in your phone book 
now and call a trained Anchor Fence engi- 
neer. Or write for our big, illustrated Indus- 
trial Fence Catalog to: ANCHOR POST 
FENCE DIV., Anchor Post Products, 
Inc., 6615 Eastern Ave., Baltimore 24, Md. 


A nchor Fence 


Nation-wide Sales and Erecting Service 
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ONE OF THE BEST-LOOKING PLANTS 
in its area, The Bastian-Blessing 
Company in Chicago also ranks 
high in protection because of its 
Anchor Chain Link Fence. 


i 






; 

i 
HELD ERECT AND IN LINE by exclusive Deep-Driven An- 
chors, buried deep in the sub-soil, this Anchor Fence gives 
maximum protection regardless of soil or weather conditions. 


And Anchor Fence U-Bar Line Posts are self-draining, 
rust-free and rigid. 





FREEDOM FROM WARPING AND SAGGING is the big advan- 


tage of Anchor Square Frame Gates, shown in this 
Bastian-Blessing photo. And the Square Terminal Posts 
provide greater strength than round posts of the same size. 
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Specially designed trucks? 


get the advantage of both with 


W More and more truck buyers are matching trucks 
to specific jobs and at the same time getting the bene- 
fits of standard equipment by using Fairbanks Trucks. 
This is possible because of the unusually large variety 
in truck designs offered in the standard Fairbanks 
line. For example, there are over 40 different types 
of two-wheel hand trucks alone that are standard in 
the Fairbanks line of trucks. Each is designed from 


foirbaniie 


on-the-job experience to put the maximum possible 
speed and ease into specific load-handling assign- 
ments. Write for illustrated catalog 50 which shows 
the complete line of over 200 types of trucks. The 
Fairbanks Company, 393 Lafayette St., New York 3, 
N. Y.; 520 Atlantic Ave., Boston 10, Massachusetts; 
15 Ferry St., Pittsburgh 22, Pennsylvania; 748 M&M 
Bldg., Houston 2, Texas. 








American industry 
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¢ Whatever your lighting requirements, Graybar can 
impartially recommend the exact lighting equipment 
for your particular needs from the most complete selec- 
tion of lamps and lighting units available from any one 
source. 


For general or local illumination — indoors or outdoors 
— Graybar can provide you or your electrical contractor 
with the latest, most suitable lighting units, matching G-E 
lamps, wiring, transformers, and ballasts. Near you there’s 
a Graybar Lighting Specialist who can facilitate their 
selection and application to solve any illumination prob- 


(Krom Graybar you can get all your other electrical 
dx as well — wiring supplies, power apparatus, outside- 
faction materials, ventilating equipment, tools, com- 
ee on units, Call our nearest office or write Graybar 

i¢ Company, Graybar Building, New York 17, N.Y. 


4695 





IN OVER 90 PRINCIPAL CITIES 
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Wire rope is subjected to hard service on most 
equipment. Sometimes it is abused. More often 
it is not of the correct construction for the job. 
In either case both replacement cost and trouble 
are factors important to you. 
The ideal wire rope for any of your equipment 
is TRU-LAY Preformed Improved Plow Steel. It 
gives better and longer service. It represents the / 
proper combination of strength and toughness for 4 
the most grueling jobs. With this combination go 

long experienced engineering and thorough step- 
by-step inspections. And TRU-LAY Preformed comes 

in all constructions . . . all lays. . . all centers. 

If you are buying wire rope get the help of 
an experienced American Cable engineer. 
Every salesman of American Cable wire 
rope has the exact specification (construc- 
tion and grade) for every wire rope ap- 
plication. He can save you time and 
money. Write for him today. 
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EXIT THE ESCALATOR 


gy CONOMIC stability and escalator clauses are utterly incompatible. How- 

ever plausibly this pricing device may have been rationalized as a neces- 

sary hedge against rising costs of materials and production, it has for many 
months been obvious that this handy means of retreat from the price line was 
the surest and most effective way of giving aid to the common enemy, inflation. 
For in practice, the escalator operates in only one direction, and that direction 


is up. 


Increasing resistance by purchasing men against the acceptance of escalator 
clauses in contracts began to make itself felt in the closing months of 1946. 
At the turn of the year, several leading manufacturers of industrial equipment 
announced a return to the firm price policy. The escalator stalled perceptibly. 
Now the trend of industrial practice is running strongly toward the complete 


elimination of this pricing system. 


One of the great handicaps in combatting this practice has been the fact that 
while the purchasing agent was doing his best to avoid contracts having esca- 
lator clauses, his own sales department across the corridor was doing its best 


to retain these clauses in its own agreements with customers. 


As more and more companies are committed to selling at firm prices, these 
sales departments are now enlisted on the same side with their purchasing men 
and are vigorously directing their sales ability toward a complete return to 
firm pricing, especially on the part of their suppliers. For this is the only 


way in which their own policy can be maintained. 


There is no useful purpose now in analyzing motives. Perhaps it is smart 
competitive salesmanship: perhaps the graceful acceptance of the inevitable: 
perhaps, in the words of one announcement, it is putting “the atomic force of 
chain reaction to constructive purposes” in arresting inflation. Whatever the 
motive, it is of course the only effective way to wipe out the practice, by 


coming into the market with clean hands. 


Prices may still advance, but the escalator clause is doomed: and that is a 


long step toward stabilization. 
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real interest in any phase of your company’s business which 
involves caustic soda, here is a book you will want. Its 72 pages 


—844"x 11"- 


-are full of information on the best procedures 
for unloading, handling and storing caustic soda. 


This is a 


comprehensive book for technical and operating men, engineers, 


purchasing agents and managing executives. 


We shall be glad to 


send you a copy if you will write us on your company letterhead. 


COLUMBIA CHEMICALS 


PITTSBURGH PLATE GLASS COMPANY 
COLUMBIA CHEMICAL DIVISION 


FIFTH AVENUE at BELLEFIELD, PITTSBURGH 13, PENNSYLVANIA ~- Chicago - Boston - St. Louis 


Pittsburgh * New York « Cincinnati - Cleveland « Philadelphia - Minneapolis - Charlotte - San Francisco 





COLUMB ESSENTIAI 
INDUSTRIA CHEMICAL 
Soda Ash - Caustic Soda: Liquid 
Chlorine - Sodium Bicarbonate 
: Pittchlor (Calcium Hypo- 
chlorite) - Silene EF (Hydrated 
Calcium Silicate) Calcium 
Chloride Soda _ Briquettes 
(Iron Desulphurizer) + Modified 
Sodas - Caustic Ash - Phosflake 
(Bottle Washer)-CalceneT (Pre- 
cipitated Calcium Carbonate) 
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A brief summary of outstanding features 


of timely interest and importance in this 


issue, to conserve the time of busy readers 


Starting in this issue, PURCHASING re 
ports current Delivery Information on a 
variety of industrial materials and prod 
ducts, showing manufacturers’ promises 
or estimates of the time required for ful 
fillment of orders on both standard and 
special items, with significant comment 
n supply conditions in the several fields. Delivery 1s 
ill a major problem on many items, and will con 
nue to be a problem for some months to come, until 

ore stable balance is achieved between demand and 
supply. Approximately 200 manufacturers have co- 
perated in providing the information which is tabu 
ted on page 121 for your information and conven 

\Vatch for this feature in succeeding issues. 





the past several months, PURCHASING’s editor has 
ought to Association meetings a vital message on the 
listinction between Efficiency and Proficiency in pur 
ing. At the request of many purchasing men, the ad 
lress is now presented in written form, for reference, 
tudy, and training purposes. Here is a new approach 
}an old problem, indicating where the real values of 
uurchasing lie, and pointing the way to more effective 
nd profitable performance. Turn to page 97. 


\nother fresh contribution to the solu- 
on of this problem of evaluating the _ 
erformance of a purchasing department 3 
ippears in the article on page 105, in (1) es 
vhich the standards of performance are o& \\a me 
related to the Time Factor required to do a [4 ai 
ompetent purchasing job. The system 
lescribed has been successfully in use for more than 
vear. It has been of great value to the Director of 
Purchases by indicating the points where greatest em 
phasis should be placed to correct and improve the con- 
litions under which purchasing is done. It also has 
the enthusiastic acceptance and endorsement of the 
company’s management executives. 





Prompted by an editorial in the September issue, one 
of our readers, a prominent and experienced purchas 
ng executive, comments on the buyer's Relationship with 
Engineers. His article, on page 104, will remind many 
buvers of similar experiences. On the constructive 
side, it points the way toward greater cooperation and 
t more effective materials program. 
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This month’s Guest Editorial (page 89) is contributed 
by the Vice President of District No. 2, N.A.P.A. It 
deals with the service of the industrial distributor, a 
factor of interest and importance to every purchasing 
man. Mr. Jared’s buying experience in the oil industry 
has given him keen insight and appreciation of the part 
the distributor can play in a purchasing program. 


\mong the many items that purchasing 
men are called upon to buy, a special 
mystery seems to surround the apparently 
simple matter of Springs. What is the ba- 
sis for satisfactory performance, proper 
design specification, and economical cost ? 
In a comprehensive and readable article 
on page 90, the cost engineer of a spring manufacturing 
company discusses the factors to be considered in the 
purchase of all sorts of springs, for best results and 
economical cost. A check list covering the details of 
specification is included. 





\What are the differences in policies and problems when 
purchasing for a Jobbing Shop, as compared with a 
mass production operation? Donald Frederick analyzes 
these conditions on page 119, outlining both the pit- 
falls to be avoided and the procedures to be followed. 


Army and Navy purchasing officers have learned a great 
deal from working with civilian experts during the war 
emergency. Legislation has been introduced in the new 
Congress to permit industrial buying technique to be 
applied to peacetime purchases. Our Washington edi- 
tor analyses the pending bill on page 114. 


Other timely articles in this issue describe two simple 
but effective purchasing department systems, the latest 
word on surplus disposal, legal phases of purchasing, 
the postwar uses of reciprocity, work simplification in 
the purchasing department, an audit of purchasing poli- 
cies, and new uses of the metallizing process. 


\re you making full use of these monthly departmental 
features compiled especially to keep you informed on 
recent industrial developments? A selected list of new 
Trade Bulletins and Catalogs that are yours for the ask- 
ing (page 14) and the illustrated summary of New 
Products & Ideas now available for the industrial buyer 
(page 146) will help you to keep up-to-date on these 
matters. 
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Ryerson Steel-Service plants now stand in twelve 
great cities—key points covering the nation’s prin- 
cipal steel markets. Cooperating fully, the twelve- 
plant Ryerson system means broader facilities, 
shorter shipping distances, and the assurance of 
prompt delivery of all products in stock. 

The plant near you employs the best of modern 
handling and cutting methods, from order desk to 
shipping department. It is planned and operated 
to meet your steel needs accurately and deliver 
them in a hurry. 

Under present conditions we are often unable to 
fill all your requirements— much as we would like 
to. Because of great demand and frequent work 
stoppages many products may not be in stock 
when you call. But if your order includes an item 
not readily available, our steel-service men are 
well qualified to assist you in the search for a 
practical alternate. And Ryerson continues as 
your best source for a wide variety of steels. 


CHICAGO 


RYERSON STEEL 


BUFFALO 


DETROIT SS ai 


p 
-° . 
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Whether you need a single piece of steel or 
several tons, your order receives thorough, per- 
sonal attention. So, phone or write or wire your 
nearest Ryerson plant whenever you need steel. 

Joseph T. Ryerson & Son, Inc, Steel Service 
Plants: New York, Boston, Philadelphia, Detroit, 
Cincinnati, Cleveland, Pittsburgh, Buffalo, 
Chicago, Milwaukee, St. Louis, Los Angeles. 
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PRINCIPAL PRODUCTS 


Bars — Strip Steel Tool Steel 
hot and cold Mechanical Wire, Chain 
rolled Tubing Bolts, Rive's 
alloy steel Boiler Tubes and Babbitt 
reinforcing Fittings Salter 
Structurals Allegheny Stain- ‘ : 
Pletes— Sate Wire Fabric 


Inland 4-Way Sheets, plates, Metal Working 
Floor Plate shapes, bars, Tools and Ma- 
Sheets tubing, etc. chinery, etc. 
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T HE purchasing agent who early 
in his career recognizes the 
importance of distributor coopera- 
tion and distributor stocks will have 
laid a firm foundation for success- 
ful purchasing. It is not necessary 
to closely define the word, as the 
irpose and practice varies in both 
industries and localities. By distrib- 
utor we refer principally to a firm 
tocking standard items which it 
ells to local industries. 

In the oil industry the distributor 
s so closely linked with the produ- 
er that the standard wooden- 
amed box-front supply store is a 
component part of every oil field. 
rhe artist says it is indigenous to 
he scene. The home office says it 
is a convenience. The field man says 
it is a necessity. The supply man 
says it is a nuisance. Always, it is 
there. Usually, there are several. 

This close bond of friendship be- 
tween oil producer and oil field 
supply man is both economic and 
social, but it is not a case of Damon 
and Pythias at work. The supply 
companies fight each other as ag- 
gressive competitors, and usually 
they are well supported by their 
powerful manufacturers acting as 
interested seconds. The big produ- 
cing companies look on supply com- 
panies as open game and. crowd 
them for all they can get. The sup- 
ply man, being a two-pistol west- 


(Please turn to page 342) 
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Distributor Cooperation — 


AN IMPORTANT AID 





® By Ira C. Jared 


Ira C. Jared, Purchasing Agent for the Texas Division of the Sun Oil Com- 
pany, at Dallas, is currently serving on the Executive Committee of the National 
Association of Purchasing Agents as Vice President for District No. 2. A veteran 
in oil country purchasing circles, his qualities of leadership have long been 
recognized and used in Association work. Just twenty years ago, in 1927, he 
was serving as President of the Dallas Association, which he helped to organize 
as a charter member in 1921. His enthusiastic interest in Association activities 
has never lagged; today, in addition to his high office in the national organiza- 
tion, his name is found on the roster as Treasurer of the Dallas group. 

Mr. Jared started his career in buying as Assistant Purchasing Agent of the 
Sun Oil Company in 1918, at the time of the Old Ranger Texas boom, and 
became Purchasing Agent nine years later. The operations of the division for 
which he supervises the buying now cover the fields in West Texas, East Texas, 
New Mexico, and parts of Louisiana, Mississippi, and Florida. 


District No. 2, N.A.P.A., comprise’ the Dallas, Fort Worth, Houston, 
Oklahoma City, Tampico, Texas 
Panhandle, Tulsa and Wichita 


The Wichita group 
is one of the newest members 
of the N.A.P.A. family, having been 
admitted _ this 
Jared’s administration. 


Associations. 


year, during Mr. 
The oil in- 
dustry has been a leading factor in 
the development of this area and 
still ranks as its primary industrial 
interest though a broad diversifica- 
taken recent 


tion has place in 


years. Mr. Jared’s article, while 
applicable to all purchasing, strong 


ly reflects his experience in the 





dominant industry of his District. 
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BUYING THE RIGHT SPRINGS RIGHT 


Motor and Flat Coil Springs 


The best way to take the mystery out of spring 
requirements is to marshal all the facts about 
dimension, application, load, and conditions of 
service before thinking about placing the order 


© By Ronald Frederic Pond 


Cost Engineer 


Reliable Spring & Wire Forms Company, Cleveland 


Eo many purchasing agents and 
( 


lesign engineers, the spring in- 
dustry is a land of mystery, peopled 
by madmen. Time after time a pur 
chasing department will send out 
price inquiries, complete with beau 
tifully drawn blueprints and receive 
back eventually a range of prices 
running, to cite a specific case, from 
$8.85 per M to $76.30 per M for a 
given quantity of a certain spring. 
The spring buyers stares at the list. 
Somewhere in that gamut of figures 
is the right price. A few of the com- 
panies, he notices, have added notes 
to their quotations demanding fur- 
ther information about such enig- 
matic things as initial tension, spring 
rate, and corrected fiber stress. 
Finally the buyer will grab the 
phone, and begin a hoarse conver- 
sation with his engineering depart- 
ment. 


It should not be a tough thing {for 
spring buyer and manager to get to 
gether. The will is there, by reason 
of economic law; the buyer and/or 
spring designer knows what he wants 
the spring to do; the spring manu 
facturer has no desire to be obtuse 
in his quest for needed facts, and he 
has a thoroughgoing dislike of being 
thought crazy by reason of prices 
quoted. 


Getting Together on Facts 


The spring buyer, though by 
rights an innocent bystander in this 
matter of defining what is wanted, 
is actually squarely in the middle of 
any controversies which arise be- 
tween spring designer and spring 
manufacturer. He’s the guy who 
placed the order—so when springs 
fail in their duty, fixing up the mess 
is his baby. It is largely his time 
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Extension Springs 


that has to be spent in arranging a 
meeting of minds between designer 
and manufacturer. 

The buyer has a valuable ally, 
or liaison man if you wish, in 
the spring company’s salesman, who 
should be used more fully than he is. 
Sut salesmen are not always engi- 
neers, and besides the various other 
stiff qualifications of their calling, 
in this day and age have to be cho- 
sen partially because of their abliity 
to obtain hotel rooms and transpor- 
tation. The men in the buyer’s 
engineering department are usually 
mechanical engineers, electrical en- 
gineers, hydraulic engineers, etc.- 
men with sure and vast knowledge 
of their chosen fields, but purely in 
cidental knowledge of spring engi- 


neering. 
Specific Data Required 


So with no oracle on affairs of 
the spring world usually available, 
the spring buyer must rely largely 
on his own judgment. Therefore it 
is to his selfish interest that he know 
as much about the physical aspects 
of springs as possible. Well ground- 
ed in the fundamentals, he can be in 
a position to judge if a given requisi- 
tion on his desk tells the story it 
should, and if the springs called for 
are likely to be dear or cheap. 

The primary method of approach 
to a meeting of minds between the 
buyer-designer team and the spring 
manufacturer is basically a simple 
one. It involves furnishing explicit 
information about the three funda- 
mentals which apply to the design of 
all springs, whether they be helical, 
flat, or of the wire form variety: 
Space, load, and deflection. 

These are simple terms, covering 
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critical facts, yet it is safe to say that 
among all the blueprints and spécifi- 
cations currently flowing from buy- 
ers to spring companies, less than 
20% of them cover concisely this 
basic triangle of facts. 

Of this triangle, the most ne- 
glected side is space, yet the de- 
signer usually knows the facts of 
space more surely than any other 
element of his spring problem. He 
neglects the space factor most fre- 
quently because, in his spring calcu- 
lations, he has to determine for his 
own purposes the size of the spring, 
and once having hit on a size it be- 
comes in his mind a static thing, 
allowing of no deviation, and synon 
omous with space. 

What’s wrong with that ? Suppose 
we pick up the phone conversation 
started at the end of the first para- 
graph. The buyer has just told his 
designer that such and such a spring 
company doesn’t think the specifi 
cations are complete enough, and 
wants to know what space the 
spring will have to work in. The de- 
signer, perhaps fancying himself crit- 
icized, begins to get angry. “What's 
the matter with those so-and-sos? 
I gave ’em a free length, I gave ‘em 
a maximum O.D., and I gave ’em a 
minimum I.D. Can't the fools read ?” 
The buyer paws over the papers on 
his desk. ““They say,” he reads, “‘that 
‘the stated diameter limits do not 
allow for a practical manufacturing 
tolerance.’ The engineer mutters, 
sends his girl after another blue- 
print. then paws over his assembly 
drawing. “Aw, give ’em five thous- 
andths more on the O.D.” 

The engineer, irritated by the in- 
terruption, orders his girl to put 






Flat Springs 


away the prints, without allowing 
himself time to realize that had he 
passed along the word that the 
spring would work in a_ seven- 
eighths hole, the spring company 
might have found it possible to util- 
ize the additional space by using a 
larger size of a cheaper spring ma- 
terial, and thereby save his firm 
some thousands of dollars. 

In the purchasing department, the 
buyer scowls over the possibility 
that such and such a spring company 
may not be capable of working to 
close tolerances, but finally has an 
order typed, and spends more of 
his limited time dictating a letter to 
be enclosed therewith. 

The supplying of space informa- 
tion is a simple matter. It*is equally 
simple to send samples, and though 
samples are not the exact equivalent 
of space information, they constitute 
a practical shortcut to right prices, 
when it has been definitely estab- 
lished that the samples represent the 
ultimate in economy and _= spring 
characteristics for the job in ques- 
tion. Best of all is the practice of 
sending out with samples the adja- 
cent or mating parts with which the 
springs will be used. 

Time after time, after production 
of an order has been started, and af- 
ter both parties have suffered head- 
aches and loss of time over some bug 
in the job, the mating parts are fin- 
ally put in the mail. Rarely does this 
happen without some important im- 
provement in the spring. If you 
can, send the spring maker your 
gadget, or sub-assembly, when you 
ask for his prices, and then, if his 
springs ultimately fail in their job, 
you've really got the goods on him! 
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Compression Springs 


There is still another method of 
furnishing space information, and 
one so important and at the same 
time so little used that it should be 
the subject of a crusade: Show, on 
a detailed spring drawing the spring 
itself in solid lines, and the mating 
parts or surfaces, preferably in as- 
sembled position, in dotted lines. 
The adding of a few extra lines and 
dimensions would mean little extra 
work for the draughtsman, since 
usually he would need to do no more 
than trace in the details from other 
drawings. But whatever the time 
expenditure, it would pay dividends. 
Yes, if there is footloose in the 
world today some spiritual descend- 
ant of Appleseed Johnny, here is a 
job for him: to travel the manufac- 
turing highways and byways of the 
land, introducing this idea to all 
spring draughtsmen. 


Deflection and Load 


Load and deflection, the other two 
sides of our basic triangle of funda- 
mental facts, are to be considered 
together, and should invariably be 
stated together in spring specifica- 
tions. Consider the definition of the 
term Joad as a force built up by de- 
flecting a spring, and state your re- 
quirements accordingly. And state 
your loads, preferably in pounds, or 
decimal parts thereof, at certain de- 
flected lengths or positions, not as a 
force occuring after a certain amount 
of deflection. 

Load and deflection are the Siam- 
ese twins of spring design, yet day 
after day the spring manufacturer’s 
mail produces such specifications as: 
“Compression spring, 3” free length, 
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4” O.D., squared ends, spring to 
stand deflection to a height of 144”. 
Perhaps the buyer wants his springs 
quick and cheap, and figures he’d 
better give the manufacturer some 
rope. Well, he sure does, for in the 
above cited case the spring manu- 
facturer could comply with all stated 
requirements by furnishing any one 
of a number of springs having loads 
at the 144” height ranging from 1 
oz. to 30 pounds! The converse is 
equally true as to loads minus deflec- 
tion information. In most cases, the 
first thing a buyer gets in response 
to such an inquiry is a letter from 
the spring man, and delay. 

Supplementing the above basic 
data on his needs, the buyer who is 
fussy about what he gets will need 
to provide specifications as to ma- 
terials, finishes, tolerances, and ac- 
tivity of the spring. 


Specifying the Material 


Whenever the buyer - designer 
team has determined beyond doubt 
the size and kind of material re- 
quired, it should not hesitate to fur- 
nish this information, as it will speed 
up the process of quoting, and get 
the springs made more quickly. But 
if you are not sure about the mate- 
rial, and have given explicit informa- 
tion as to the triangle of space, load 
and deflection, specify the material 
size as approximate, and the kind of 
material as spring steel, spring brass, 
spring temper stainless, etc., depend- 
ing on the job the spring must do in 
the climate you plan to send it into. 
And if your corporation insists on 
all material being specified accord- 
ing to its own private specifications, 
send the spring maker a copy of 
same with your first inquiry. 
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Wire Forms 


Fortunately for the spring manu- 
facturer, the buyer is generally in a 
position to furnish information as to 
the size of material. Unfortunately 
for both parties, he frequently does 
this without reference to the stan- 
dard gauge chart. On the other 
hand, when materials are specified 
to gauges, there is often no reference 
made to the kind of gauge used. 
The correct procedure, concerning 
which there should be framed in- 
structions on the wall of every engi- 
neering department, is to specify 
gauge number, followed by gauge 
name, and, in addition, the size in 
decimals. Lastly, the gauge chosen 
should fit the material: Use the Mu- 
sic Wire Gauge for Music Wire, the 
Washburn & Moen (Steel Wire 
Gauge) for other carbon steel wires, 
the Birmingham & Stubbs Gauge 
for carbon strip, and the Brown & 
Sharpe Gauge for all copper base 
alloys and aluminum, in both round 
wire and flats. 

In specifying finishes, state the 
kind of plating, and give the mini- 
mum thickness in ten-thousandths. 
In many instances, the interests of 
economy will be served best by us- 
ing pre-coated wires, such as tinned, 
galvanized, cadmium, and copper- 
coated. But look on claims that such 
coatings are real rust-preventatives 
with a jaundiced eye, as did a spring 
buyer recently who had been told 
that liquor finish wire derived its 
coating by being drawn through 
whiskey mash! 

If your wire forms or helical 
springs are of such proportions as to 
tangle or nest severely, it may not 
be possible to plate them by the 
economical barrel-plating method. 
In such cases you most quickly get 
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END FINISHES ON COMPRESSION AND EXTENSION SPRINGS 
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SPECIFICATION SHEET 


THE RELIABLE SPRING & WIRE FORMS CO. 


3167 FULTON ROAD ME.ross 2600 CLEVELAND 9, OHIO 


REPRESENTATIVE S COPY 





CusTomer’s NAME 


QUANTITY TO BE QUOTED 





ADORESS 


City ano STATE 


KIND OF SPRING 
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the bottom prices for your parts by 
asking the spring manufacturer to 
quote on either plated steel, or cor- 
rosion-resistant materials such as 
stainless steel, or phosphor bronze, 
whichever is cheaper. But if this is 
done, give the spring manufacturer 
as wide a choice in material size as 
possible. State the size and material 
of your first choice, and instruct him 
to match its physical characteristics 
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in his substitute. 

Tolerances, as used by a spring de- 
signer, are a tool with which he can, 
in effect, control both the dimen- 
sional and functional quality of the 
springs. Like any other tool, toler- 
ances can be sadly misused. Used 
rightly, they will guarantee dimen- 
sionally the kind of working fit he 
planned on, and functionally the 
range of loads which will insure 


for purchasing and to 
protect against errors. 


smooth and effective operation of 
his device. 

Used wrongly, tolerances have a 
neat way of back-firing in the face 
of him who set them. Tolerances 
which, without due cause, are set so 
close as to be nearly impossible for 
either man or machine, generally re- 
sult in fancy prices, many times 
higher than the spring should cost. 
They are very often the reason for 
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startling ranges in spring prices, 
such as that mentioned in the first 
paragraph, ranging from the low 
price quoted by some unfortunate 
soul who in a bad moment failed to 
take in the significance of the dimen 
sional limits, to the extravagant fig 
ure quoted by some party who has 
chosen to say in digits: “Brother, 
either vou pay through the nose for 
this, or we don’t want your damn 
job!" 

Do not set close tolerances indis 
criminately, with the idea that that 
is the way to get the spring maker 
to do a “good job.” You will have 
to pay dearly for the luxury of a 
tight rein. When a really tough 
spring problem comes along, con- 
sider this method, now being used 
by many buyers when they find a 
“toughy” in their laps: say to a 
spring source you know to be 
reputable, “Look, we've got a so- 
and-so of a job here. It’s got to 
fit in such and such a space, and 
we want the loads held thus and 
so.” Let the fellow on the other 
end of the line relieve himself of 
his opinions, then say: “Tell you 
what, you make us up some samples 
holding them just as close as you 
figure they can be held in produc 


tion. We'll give ‘em the works, 
and if they fill the bill we'll make 


our blueprints fit the springs. Ii 


1There are any number of reasons for 
a wide disparity in spring prices. Per- 
haps the most common appear in cases 
where a spring company does not have 
the most suitable equipment available for 
a job, at a given time. Though he knows 
his price may be high in relation to other 
bids, he sometimes elects to quote ‘on 
any basis he can, rather than refuse to 
quote a price. 
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Automatic Spring Coiling Machine 








they don’t, we'll come back and 
tell you to try again.”” No foolin’, 
this method really works! Both 
parties know the score, and a work- 
ing partnership for the produc- 
tion of your “hot one’’ is joined. 


Divulge the Use 


And while you are giving the 
spring manufacturer the lowdown 
on your spring requirement, don’t 
forget the question of spring ac- 
tivity. A precision spring, made for 
a job such as that required of an 
automobile valve spring, could serve 
admirably in a toilet paper holder, 
but there is no earthly reason for 
you to pay a precision spring price 
for such an application. Therefore, 
when you can not furnish a_ sub- 
assembly, inform the spring man 
of the function of the spring, or of 
the number of deflections required 
within a given time, etc. 

This is a smart buying pratice too 
seldom used. In the majority of 
cases, the spring manufacturer gets 
his ideas of the function of individ 
ual springs from what he can de- 
duce from blueprint titles, and even 
from your firm’s letterhead. By in 
forming him of function and/or 
activity, you place on his shoulders 
a responsibility for satisfactry serv- 
ice which could be given to him in 
no other way. 


The foregoing facts which every 
spring maker should be told apply 
generally to all kinds of springs. 
Yet to be considered are facts perti- 
nent only to certain types of springs. 
and what might be called “Bills for 
Particulars” for each type. 


Automatic Spring Winding Machine 











1. Compression Springs 
1. SPACE. 

a. Free length of spring (un- 
der no load). 

b. Diameter of hole in which 
spring is placed and/or diameter of 
rod over which spring works. 

c. O.D. and/or I.D. (In the 
case of tapered compression springs, 
it is necessary to state the O.D. of 
any end fitting inside of a receptacle, 
and the I.D. of any end fitting over 
a mating part). 

2. LOAD AND DEFLECTION. 

a. Load or loads at specific de- 
flected heights. (Though many de- 
sign engineers like to state load 
tolerances in the form of dimen- 
sional tolerances on the deflected 
heights, it is better practice to base 
tolerances on the loads themselves. 
Designers concerned about the cost 
angle should try to fix load toler- 
ances at or close to plus or minus 
10%. Smaller tolerances tend to 
place springs in categories requiring 
slower coiling speeds, testing opera- 
tions and high prices). 

3. MATERIALS 

a. Diameter of 
mals. 

b. Kind of material. 

4. NUMBER OF COILS 

a. State either the number of 
active, or the number of total coils. 
Unless the spring must have more 
than one closed coil on each end, it 


wire in deci- 
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is unnecessary to specify both active 
and total coils. While it is possible 
to denote the number of cotls by 
stating the pitch, or the number of 
coils per inch, it is inadvisable to 
use this method, because misunder- 
standings sometimes result. 

5. ENDS 

a. Describe the ends of your 
compression springs as either plain, 
plain ground, squared only, or 
square and ground. These four 
terms are correct for all compres- 
sion springs, with the exception of 
those requiring reduced ends, or 
ends bent across center, etc., which 
should be shown carefully on the 
blueprint. And see to it that the 
above terms appear on all blueprints, 
whether or not your draughtsman 
furnishes a picture of the spring. 

Cost Saving Tip: Always watch 
for chances to use springs without 
the end grind. Grinding is an ad- 
ditional operation which sometimes 
doubles the cost of compression 
springs. 

6. MINIMUM DEFLECTED 

HEIGHT 

a. If spring is to be deflected to 
its solid height, be sure to so state. 

b. In any cases where a spring 
is deflected below the lowest load 
height, but not to solid, give the 
lowest height to which the spring 
will be deflected at any time. 

This point has a positive bearing 
on spring cost. The reason is as 
follows: Because of space limita- 
tions and/or cost factors, a great 
many compression springs are de- 
signed with fewer coils and smaller 
wire sizes than they should have 
to be “safe.” When such springs 
are compressed below their critical 
height, they become overstressed, 
and are said to “take set.’ That is, 
they lose their ability to return com- 
pletely to their original free length, 
and consequently they cease to carry 
the same load at a given height. 
Within limits, the spring manufac- 
turer can overcome this condition 
by using a wire with higher tensile 
strength, which will cost more, or 
by adding an operation to remove 
this “set,” which will cost still more. 
Therefore, if you fail to state the 
minimum deflect height, which 
might possibly be above the critical 
height of the spring, but the spring 
manufacturer thinks you will com- 
press the spring to its solfd height, 
he will use a higher priced wire 
and/or add a setting operation, and 


give you a better spring than you - 


need, at a price several dollars 
higher than you should pay. 

7. FINISH 

8. HAND (DIRECTION) OF 
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COILING. (This must _ be 
specified whenever a spring works 
over or inside of another spring, or 
over a screw thread). 





Hl. Extension Springs 
1. SPACE 

a. Free length of spring, pref- 
erably measured inside hooks. 

b. Coil length, if space limita- 
tion makes this measurement im- 
portant. 

c. O. D. of spring. 


The most common fault in speci- 
fying extension spring dimensions is 
to state coil length only. This gives 
the spring company no clue what- 
ever as to the size of end hooks or 
loops which you require. 

2. LOAD AND DEFLECTION 


a. Load or loads, at specific 
extended lengths. 

b. Initial tension. (Initial ten- 
sion can be coiled into all close 
wound extension springs, giving 
such springs the ability to resist any 
extension whatever until a _ load 
equal to the initial tension has been 
applied. For instance, if an exten- 
sion spring 4” long inside hooks has 
a load rate of 54 per inch, and has 
no initial tension, it will be 5” long 
under a 5+ load, and 6” long a 
10# load. If this identical spring 
is coiled with initial tension of 3#, 
it will carry 3# without perceptible 
extension, and it will be 5” long 
under an 8# load, and 6” long 
under a 13# load. As a general 
rule, the amount of initial tension 
should be equal to 15% to 20% of 
the total safe capacity of the spring. 
It is obvious, therefore, that every 
set of extension spring specifica- 
tions should carry a reference to 
initial tension). 

3. MATERIALS 

a. Diameter of wire. 

b. Kind of material. 

4. NUMBER OF COILS (Nat 
including end loops or hooks). 
5. ENDS 

a. Describe carefully the kind 
of ends you need, using terminol- 
ogy found in any spring manufac- 
turer's catalogue. 

b. State, or show clearly in your 
blueprint, any required angular re- 
lationship between ends, with any 
tolerances required, in degrees. 


c. State clearly any specific 
hook lengths which may be required 
because of parts adjacent to the 
spring. 

d. State hook openings. 

A fully dimensioned drawing is 
often a requirement in specifying 
extension springs, but do not rely 
too much on it. State what you want 
in words and figures. 

Another Cost-Saving Tip: and a 
hot one!; Avoid “fancy” ends like 
the plague ; design ends to use hooks 
and loops having the same diameter 
as the coiled section whenever pos- 
sible; and give the spring manufac- 
turer all possible tolerances on both 
hook openings and hook alignment. 
Extra operations shoot the prices 
up fast on fussy end jobs. 

6. MAXIMUM EXTENDED 

LENGTH 

a Always state this length, 
whether it be the maximum load 
length, or longer. Few do, yet no 
spring manufacturer can be respon- 
sible for satisfactory performance in 
extension springs, if he is not given 
this fact before quoting. 

7. FINISH 





lll. Spring Coilings 


1. SPACE 
a. Free length. 
b. O. D. or I. D. 
2. MATERIAL 
3 HAND (DIRECTION) OF 
COILING (This information 
is almost always important, since 
coilings are often assembled to other 
parts by being screwed into or over 
threaded parts, yet this information 
is often missing) 
4. INITIAL TENSION (This 
is often required to increase the rig- 
idity of a length of coiling). 





IV. Torsion Springs, Round or 
Square Wire 


1. SPACE 


a. Free length under no load. 
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Automatic Spring Forming Machine 


(This dimension increases as the 
arms are turned). 

b. Diameter of shaft over 
which spring works. 

c. I.D. which has been deter- 
mined. 

d. Working space available for 
spring arms. 


2. LOAD AND DEFLECTION 

a. State load or loads in terms 

of inch pounds at specific numbers 

of turns or degrees of arm move- 
ment. 

b. Show clearly on the blue- 
print the point of load application on 
the active arm. 

Tolerances on torsion spring 
loads should be plus or minus 20% 
whenever possible, since it is gen- 
erally difficult to control tension in 
torsion springs within closer limits. 
And due to the difficulty of testing 
such springs, load testing by the 
spring manufacturer should be ruled 
out, unless price is of no conse- 
quence. 


3. MATERIAL 
4. NUMBER OF COILS (Re- 


member in calculating coil length 
that, in effect, the number of coils 
increases, and the diameter de- 
creases as a spring is deflected or 
wound up). 


5. ENDS 
a. Show ends on your blueprint 
in solid lines for free position, and 
dotted lines for deflected positions 
of the active arm. Keep ’em simple. 
Time and money spent in simplify- 
ing ends will be repaid in lower 

spring costs. 


6. MAXIMUM ARM MOVE- 
MENT. 
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V. Motor and Flat Coil Springs 
1. SPACE 
a. Diameter of spring shaft. 
b. I.D. of housing, if any. 
c. Maximum permissible O.D. 
of spring. 
d. Width available. 
2. LOAD AND DEFLECTION 
a. Load or loads in terms of 
inch pounds, at a specific number of 
turns, or degrees of arm movement. 
b. Distance from axis of spring 
(shaft center) to point of load on 
outside end must be given for all 
flat coil springs. 
3. MATERIAL 
4. NUMBER OF COILS 





VI. Flat Springs 


Due to the complexity of flat 
spring applications, and the conse- 
quent infinite variety of shapes, no 
outline of flat spring specifications 
is feasible in this article. Designers 
should be careful to avoid bend radii 
as small as the stock thickness, and 
especially combinations of sharp 
bends and small radii in conjunc- 
tion with long or wide flat sections. 


Such combinations make heat treat- 
ment difficult, and springs expen- 
sive. 

Money can always be saved by 
designing flat springs so that they 
can be cut from material ordered in 
the same width as the part, rather 
than requiring that the springs be 
blanked out of wider widths of 
material. Holes punched in flat 
springs preferably should not be 
smaller than three times the stock 
thickness, and should not be so 
large, in relation to the width of the 
part, as to invite breakage. 





Vil. Wire Forms 


This type of part, which is some- 
times a spring and more often a 
structural member, also admits of 
slight classification. Again, if the 
buyer-designer team will keep ‘em 
simple, avoid small radii, and give 
the spring manufacturer samples, 
adjacent parts, or the whole gadget 
to play with, they will soon find that 
their spring source is pitching on 
their own side in the ball game. 
SUPPLEMENTARY 
SPECIFICATIONS: 


Under this heading come specifi- 
cations too numerous to be listed. 
Covered largely by the terms activ- 
ity and working conditions, they 
would include working temperature 
ranges, exposure to acid fumes, or 
to liquids. The number and fre- 
quency of deflections may on occa- 
sion be an extremely important item 
in specifications, also such items as 
magnetic qualities, electrical resist- 
ance, etc. 

Springs are a complicated subject. 
In an article such as this, it is com- 
pletely impossible to cover every 
angle, and answer every question 
which might arise in the mind of a 
buyer as he glances over a requisi- 
tion for springs. The purpose of 
this article will be fulfilled if it gives 


-the buyer a brief outline of the criti- 


cal and necessary facts which his 
spring price inquiries should cover, 
and if he chooses to send these pages 
on to his engineering department, 
the article may present a common 
ground on which both members of 
the buyer-designer team can work 
—to the end that the right springs 
are obtained, and at the right prices. 
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EFFICIENCY OR PROFICIENCY 


OR the past fifteen years or 

mere, one of the really hot topics 
of discussion whenever purchasing 
men got togefher has been the meas- 
urement of purchasing efficiency. 
For all this time we have been trv- 
ing to find, or to develop, some way 
of rating the performance of a pur- 
chasing department, to balance the 
cost of this operation against its val- 
ue to the company. And what 
seemed at first to be a relatively 
simple mathematical calculation has 
proved to be a very sticky prob- 
lem. The National Association of 
Purchasing Agents joined with the 
Cost Accountants’ organization in a 
contest of national scope, offering 
substantial prizes in an effort to find 
the answer somewhere among these 
two great representative groups ; but 
though the replies were carefully 
analyzed and duly published, and 
the prizes were awarded, the answer 
was not found. More recently, it has 
been made the special assignment of 
a standing committee of N.A.P.A., 
and as a result of these studies more 
answers have been propounded, but 
not the answer. Only a few months 
ago, one whole session of an excel- 
lent District Conference of purchas- 
ing men was devoted to the subject, 
and it was the considered judgment 
of that group that about the best we 
could hope for is a series of check 
points on policy and _ procedure 
which might form the basis for an 
intelligent opinion as to whether the 
purchasing department was func- 
tioning with reasonable efficiency. 


A Perennial Problem 


So literally scores of answers have 
been proposed and rejected. Yet all 
that time and thought has not been 
wasted. With each new approach 
we have learned a little more about 
the problem and its possible solu- 
tion, even though the results have 
not been entirely satisfactory or 
capable of general application. And 
whenever we are at the point of 
giving up the whole project as im- 
practicable, someone always comes 
up with a new idea, and we are 
off again on the search, 

The insistence of this problem 
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IN PURCHASING 


What is the proper basis for 
measuring the performance of a 
purchasing department and its 
value to the company operation? 


A significant commentary on job 
evaluation 


By Stuart F. Heinritz 


and the continuing urge to find a 
solution indicate that it is one of 
fundamental importance. Mere curi- 
osity, or an academic interest in one 
of the more abstract phases of pur- 
chasing work, would not sustain so 
long and earnest a quest, and they 
do not provide a sufficient explana- 
tion. As a matter of fact, the real 
reason is not hard to find. Satisfac- 
tion in the accomplishment of a use- 
ful function and practical rewards 
commensurate with that accomplish- 
ment are the two basic motives for 
business endeavor, and measurable, 
known performance is the tangible 
foundation for both. 

The salesman has an obvious 
yardstick in his volume of sales. 
Production employees have a meas- 
ure of their accomplishment and 
value in productivity—and this 
measure will prevail in the long run 
despite any efforts to promote a 
different philosophy. Even top man- 
agement has its logical yardstick in 
the measure of profits. Not so with 
purchasing. Competent performance 
in this field often depends on what 
is not done, and accounting pro- 
cedure has not yet devised any 
plausible means of making that 
comparison. Purchasing is so taken 
for granted that even among pur- 
chasing men the proposed ratings 
have frequently taken the form of 
a demerit system, which is scarcely 
a constructive approach. 





Management Is Interested 


All of this suggests that the mo- 
tive in seeking to measure purchas- 
ing performance is essentially a 
selfish one, but the problem is just 
as important to management as it is 
to the purchasing man. To arrive 
at the answer, we must first estab- 


lish a standard for the function, and 
secondly see how the individual pur- 
chasing practitioner measures up to 
the standard and potential of his 
job. Surely this is something that 
management, even more than the 
individual, ought to know. It has 
even been suggested that purchasing 
men would do well to forget the 
whole matter, since many of them 
might be found to fall far short of 
realizing the potential of their re- 
sponsibilities and opportunities. The 
suggestion is an unworthy one. For 
even if such a result might ensue 
in some cases, the whole future of 
purchasing—whether it be consid- 
ered a profession, a science, an art, 
or just a job—and the whole scope 
of individual opportunity in this 
field will depend upon an under- 
standing and acceptance on the part 
of management of what really com- 
petent purchasing performance can 
and should accomplish. 

The current keen revival of in- 
terest in the subject is particularly 
significant because management it- 
self has raised the question. This 
should be regarded as a most en- 
couraging sign. Management today 
is exceedingly cost conscious, and 
it is eager to put its house in order 
for the new competitive era that is 
even now getting under way. It may 
be that management is a little ap- 
prehensive of the conditions that lie 
ahead. It is certain that management 
recognizes a new business and eco- 
nomic environment by _ broad 
changes in social and political and 
economic philosophies, and it is cer- 
tain that management, like purchas- 
ing, has learned a lot and has re- 
vised its thinking because of recent 
wartime experience. Sound organi- 
zation policies are needed to meet 
these conditions, Purchasing does 
not stand alone under management’s 
scrutiny, but it occupies a very stra- 
tegic position in this inquiry. This 
is partly because of the nature of 
the function and its vital relation to 
the overall cost of doing business. It 
is also partly due to the very fact 
that purchasing standards have been 
rather indefinite up to this time. 

Management has every right to 
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“How can I keep these files straight if you keep taking things 
out and putting things in?” 


raise the question, and to look to 
purchasing men for an answer. We 
may be very sure that if purchasing 
men do not provide an answer, man- 
agement will find one of its own. 
That answer may not be entirely 
to our liking; it may be greatly to 
our disadvantage. 


Job Evaluation 


The approach that management 
now proposes is scientific job analy- 
sis and evaluation. This is essen- 
tially a matter of compiling a defini- 
tion, in terms of the minimum re- 
quirements of functional perform- 
ance and personal qualifications to 
do the job. Of course the process 
goes on from that point to see how 
actual performance and qualifica- 
tions measure up to the job as de- 
fined. At both of these stages, the 
results of the study are ranged 
alongside a scientific but necessarily 
arbitrary scale of salary brackets. It 
is a simple, direct, and workable 
method. It is adaptable to all grades 
of personnel, including special posi- 
tions. It is calibrated to measure the 
job in dollar values. As a tool of 
personnel administration, it has a 
great deal to commend its use. 

Unfortunately, it also has a num- 
ber of the basic shortcomings and 
errors that have been the trouble- 
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some hurdles in previous efforts to 
solve this problem as it relates to 
purchasing. Three of these should 
be noted at once: 

The intangibles which make up 
such a large part of the purchasing 
function are just as elusive as ever. 

It still attempts to measure the 
larger factor in terms of the lesser 
one—to measure the great responsi- 
bility of the wise expenditure of the 
millions of dollars represented by 
material purchases, in terms of the 
relatively insignificant function and 
cost of departmental administration. 

Most important of all, by casting 
this functional responsibility into the 
pattern of a definition, the minimum 
requirements expressed in that defi- 
nition tend to become the maximum 
opportunities permitted to that func- 
tion. That is bad for the company, 
and for the individual engaged in 
purchasing. It is a very serious con- 
sideration indeed for anyone who is 
deeply interested in the progress 
and improvement of purchasing. 

Job analyses are usually made 
from the standpoint of personnel 
administration, often by outside con- 
sultants in this field. A good deal 
of importance is sometimes attached 
to this outside, objective viewpoint 
and overall perspective. It is one of 
the curious factors in this situation 





that a Director of Purchases who is 
quite competent of accurately judg- 
ing the performance and worth of 
those who serve with him in his de- 
partment, is completely at a loss to 
give a similarly well founded judg-' 
ment as to the performance and 
worth of the department as a whole, 
including his own position. Yet in 
the whole broad field of industry, 
there is no group to which manage- 
ment should more logically be able 
to turn for such information than 
a professional group of purchasing 
executives who understand the full 
demands, implications and the full 
potential of good purchasing, and 
whose daily chore is the critical 
analysis of costs and values. 


A Question of Value 


From .the very nature of the pur- 
chasing job, we know the basic prin- 
ciples of expenditure in exchange 
for values. 

We know, for example, that we 
must pay for what we get. This 1s 
a far different thing than saying 
that you get what you pay for, which 
does not always follow. 

We know that there are many 
things we pay for whether we get 
them or not. We pay for them, not 
directly, but in terms of waste, 
lower efficiency, higher costs of pro- 
duction, inferior end products. We 
can probably get along with exist- 
ing plant equipment, for example, 
even though improved and more ef- 
ficient equipment may now be avail- 
able. By avoiding this expenditure, 
we may effect apparent savings, yet 
in terms of faster and more eco- 
nomical production, less spoilage, 
lower maintenance cost, and greater 
output, the new equipment would 
literally pay for itself within a short 
time, so that the net result is merely 
that we have denied ourselves the 
convenience and satisfaction of hav- 
ing it. Perhaps we have weakened 
our competitive position in the in- 
dustry by so doing, and certainly 
plant value is far less at the end 
of the period. So we really pay for 
the better equipment in any case. 
This also holds true for many types 
of facilities and quality materials. 

We know that it is frequently 
necessary to spend money in order 
to save money. We undertake re- 
search in materials, markets, and 
sources of supply, spend money on 
testing and inspection—expenses 
that are not always capable of be- 
ing allocated to a particular pur- 
chase, and that often give negative 
results. In so doing, we are procur- 
ing information, a very intangible 
quantity. What is that information 


PuRCHASING 








: 


>, 


uer ram, 


i Py 


worth to our company? Over the 
scope of a complete purchasing pro- 
gram, it is returned many times 
over in the form of fewer rejects, 
more reliable sources, more suitable 
materials, less expediting, less wait- 
ing time, lower inventories, better 
end products— in a word, greater 
value for the money we do spend 
in direct purchases. 

We know that first cost is less im- 
portant than ultimate cost, that the 
lower invoice cost of a material is 
often outweighed by the costs of 
slower production, added operations 
in the plant, hidden defects that be- 
come apparent only after we have 
put a lot of work on the material, 
and inferior end products. 

We know that it is easily pos- 
sible to buy materials that are too 
good for the intended purpose, in 
which the added cost represents 
just so much waste. 

We know that there are many 
non-productive materials that do 
not show up in the actual product 
that are essential to its production 
and make up a big percentage of 
production cost. 


The Broader Application 

All of these principles we have 
applied in our daily work, in re- 
spect to the materials we buy, and 
on occasion we have argued stren- 
uously for them. But on _ the 
broader level of purchasing per- 
formance that is vital to our com- 
panies and to ourselves, we have 
too often been inarticulate, al- 
though an exact parallel exists. Let 
us put ourselves in the position of 
management, which is buying our 
purchasing performance, and apply 
the same reasoning in respect to 
the value management receives, or 
should receive, for this expendi- 
ture. If our job as buyers is to 
get maximum value for the com- 
pany’s dollar, it is equally our 
responsibility to see that our com- 
pany gets maximum value in com- 
petent purchasing. 

As to the first point, it costs 
money to maintain and operate a 
purchasing department. To per- 
form this operation at all, we must 
pay for the service of purchasing. 
Sales cost is a recognized factor, 
and often a large one. Procure- 
ment expense is just as legitimate 
a cost of business operation, not 
merely a necessary evil. 

Further, if there is any merit 
whatever in the principle of cen- 
tralized purchasing, our company 
must realize that it is paying for 
the very best possible purchasing 
department, whether we have such 
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a department or not. Our man- 
agement may not be willing to 
make the expenditure for a first 
rate department. Nevertheless, it 
is paying for the best—in the form 
of higher prices, inadequate plan- 
ning, unreliable sources, excessive 
costs of transportation and ex- 
pediting, inventory and production 
losses, and in the divided effort of 
those who ought to be giving their 
full time and attention to their 
primary duties of engineering, 
production or other phases of the 
business instead of dabbing in 
dealings with salesmen and ven- 
dors and materials. 

For a good job of purchasing, 
we must spend money to save 
money. We must provide quali- 
fied personnel in adequate num- 
bers, facilities for the basic records 
and procedure, and for research, 
travel money, subscriptions to 
trade papers and economic serv- 
ices, association memberships, and 
similar expense account items. 

\We must maintain a sense of 
balance, so that we do not spend 
too much in the form of over- 
elaborate records and organization 
where such procedures are not 
warranted, and that it may not 
cost more to buy the materials 
than the materials themselves are 
worth. Just as we look at the 
ultimate or end cost of product as 
the vital factor in our buying, we 
must look at the end cost of the 
purchasing operation in relation to 
what it contributes to the com- 
pany’s benefit. 


Non-Productive Functions 


Purchasing belongs to that 
group of business functions cor- 
responding to the indirect mate- 
rials that go into the production 
cost of a product. It is a part of 
the general organization, and has 
a particular, essential function to 
perform. Management divides all 
functions into two broad categor- 
ies—those which are “productive” 
and those which are “non-produc- 
tive.” Purchasing falls into the 
latter class in this analysis. The 
accountants have a still less flat- 
tering phrase; they list the Pur- 
chasing Agent and his department 
as a part of the company “burden.” 
This is commonly accepted usage, 
but it is a fallacy in reasoning from 
at least three angles: 

(1) Like the more 
piece of plant equipment that pays 
for itseli—even in the cost ac- 
counting records — an_ excellent 
case could be developed to show 
that a properly functioning pur- 


efficient . 


chasing department more than 
saves it own cost, and therefore 
constitutes no burden of expense. 


(2) Cost accounting procedures, 
almost without exception, start 
their calculations with the cost of . 
materials—after the purchase thas 
been consummated and the invoice 
paid—so that the efficiency or lack 
of efficiency of purchasing per- 
formance up to that point doesn’t 
get into the records although it is 
inherent in the materials and their 
real value. 


(3) Materials themselves are 
not a burden but a direct expense, 
and these are the buyer’s respon- 
sibility, the tangible evidence of his 
accomplishment and performance, 
often representing 50% or more of 
the total manufacturing dollar. 
Add the buyer’s salary to the cost 
of materials if you will, but at least 
he should be rated on a level of 
dignity with the materials*he buys. 


Efficiency or Proficiency 


Now that the parallel has been 
drawn, what has this to do with 
job evaluation? If you will review 
these several items, point by point, 
it becomes increasingly evident that 
they all have one underlying prin- 
ciple in common. In dealing with 
purchasing performance, we are 
actually not seeking efficiency, 
which is a very common and ob- 
vious attribute, but proficiency, 
which is a vastly different, far 
rarer, and infinitely more valuable 
quality in its contribution to prof- 
itable company operation. ‘There 
are many highly efficient depart- 
ments that, for lack of proficiency 
in buying, fall far short of their 
potential, or even fall short of 
reasonable competence. And _ by 
ordinary standards of measure- 
ment, the purchasing man or de- 
partment that looks beyond the 
requisition and the invoice to do 
a really proficient job for his com- 
pany may show to disadvantage 
when rated on an arbitrary scale. 


Within certain limitations, there 
are some areas of purchasing per- 
formance that can be mathematical- 
ly measured. Product cost bud- 
gets, and comparison with care- 
fully and realistically calculated 
standard costs, can be developed 
with considerable accuracy. To this 
extent the National Association of 
Purchasing Agents was on the 
right track when it joined forces 
with the National Association ~ of 
Cost Accounting to probe these 
possibilities. But with today’s 
greater experience and insight, we 
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“If you ask me, 


See clearly what we sensed at that 
time, that this is far from the com- 
plete answer to the value of a pur- 
chasing department. It deals with 
only one aspect of the purchasing 


responsibility, and then only in 
terms of the minimum require- 
ments, the things that manage- 


ment not only expects, but takes 
for granted. It is basic, but it 
may really be only the starting 
point where the plus values of 
purchasing proficiency start. 


Scope of Purchasing 


In the newer technique of job 
analysis and evaluation, we must 
be very sure that the definition of 
the purchasing function is not re- 
stricted to the function of a buyer 
or order placer. To be sure, there 
must be buyers on every purchasing 
department staff, and most Pur- 
chasing Agents, among their other 
activities, act in the capacity of 
buyer. But when the job is com- 
mitted to the stark and permanent 
pattern of a definition, that defini- 
tion should be sufficiently broad 
and inclusive to embrace the full 
scope of a complete and progres- 
sive purchasing program. Specif- 


ically it should take into consider- 
ation the buyer’s interest in the 
many incidental functions that af- 
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fect the materials program and in- 
fluence purchasing performance. 
Among these functions are speci- 
fications, inventory policy, quality 
control, materials and production 
planning, stores control, and oth- 
ers, which may or may not come 
within the purchasing responsibil- 
ity, but nevertheless have a large 
part in determining the effective- 
ness and the opportunities of pur- 
chasing. 

This does not imply that pur- 
chasing should claim the whole 
company operation as its own field, 
or that it should step on the prerog- 
atives of other departments that 
also have an interest in these vari- 
ous activities. But in defining the 
scope of all departments, purchas- 
ing included, it is essential to rec- 
ognize that all of these phases of 
the company’s materials problem 
are matters for cooperative decis- 
ion, and that no decision is proper- 
ly made in the company’s interest 
until the purchasing viewpoint has 
been given full consideration and 
weight. It would be hard to over- 
emphasize the importance of this 
point. Hundreds of purchasing 
departments are handicapped in 
their operations, and are prevented 
from the exercise of real profi- 
ciency, because these functions that 


are so closely related to procure- 
ment planning have been segregat- 
ed and assigned to another sector 
of the organization. The result of 
such a situation is duplication and 
friction and working at cross pur- 
poses instead of coordination in 
the purchasing program. This is 
neither efficient nor proficient. 


Organization Charts 


This is not so much of a prob- 
lem in the small company, where 
people work closely together and 
the individual generally has the 
opportunity to take as much re- 
sponsibility as he is willing and 
capable of handling. But in the 
company which is large enough, 
say, to have an organization chart, 
it becomes a real problem. Organi- 
zation charts are a useful adminis- 
trative device in detailing and plac- 
ing responsibilitity. They are close- 
ly related to the technique of job 
definition. But they tend to break 
down an operation into little sepa- 
rate parts, which are not always 
where they belong in the larger 
picture. It is important to bring 
them together in their proper rela- 
tionship, particularly at the top of 
the chart where departmental func- 
tion is defined, so that they don’t 
get into the wrong category. 

The organization chart should 
also be constructive, and not mere- 
ly analytical, in providing a logical 
pattern of advancement toward the 
top, so that the scope for individual 
accomplishment and opportunity is 
not limited. That is reflected, too, 
in the opportunities that are open 
for the department or function as 
a whole. Proficiency is encouraged 
when there's a future in sight. 


The Functional Approach 


And what are the personal quali- 
fications that belong in a definition 
for proficient purchasing? 

(1) The purchasing man must 
have the resourcefulness and in- 
sight to maintain a functional ap- 
proach to his job. The purchasing 
responsibility does not begin with 
a requisition for specified materials, 
but with the need for a certain re- 
sult to be achieved. A mid-west- 
ern manufacturer of metal goods 
made plans early in 1946 to triple 
production. As far as the raw 
materials for his product were 
concerned, and as to production 
capacity, the company was in a 
good position. But the product is 
one that requires careful packag- 
ing, and to triple the purchases of 
corrugated paper in present mar- 
kets presented a bottleneck that 
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production officials had not fore- 
seen, and that threatened the en- 
tire program. The Purchasing 
Agent was quick to see this and 
call it to the attention of his col- 
leagues. He did succeed in getting 
70% more corrugated for 1946 
than in the previous year, which 
is something of a major achieve- 
ment, but this still. brought him 
only a little more than half way 
toward the goal. But this purchas- 
ing man attacked the problem in 
the general terms of a “packaging 
materials” requirement rather than 
seeking corrugated paper alone. 
Other methods of packing were in- 
vestigated and tested; many were 
discarded as inadequate or im- 
practical, but those that showed 
reasonable possibilities of satisfy- 
ing the requirement were studied 
further. In due course, a solution 
was found, involving different 
materials and a different packaging 
method, satisfactory as to cost and 
performance, and acceptable to de- 
sign and sales executives. The com- 
pany reached its production goal in 
the last quarter of the year. Effi- 
ciency alone would have fallen far 
short of the desired objective. 

It should be noted that this could 
not have been accomplished if pur- 
chasing had not been consulted in 
the earliest stages of company 
planning, nor if purchasing re- 
search had been constricted by 
specifications in which the pur- 
chasing department had no voice. 
Purchasing on the basis of use or 
need is a primary factor in any 
proficient operation, and puts the 
purchasing department in a posi- 
tion to contribute much to com- 
pany plans and policies and profits. 


Knowledge of Materials 


(2) The purchasing man must 
know materials, what they will do 
and how they are used in his plant. 
He must know the facilities and 
operations and basic requirements 
of his company. Sitting around 
the table after an Association meet- 
ing, one buyer remarked that he 
had just had a stroke of luck. He 
was in the market for a quantity of 
rather scarce soft steel strip. At 
11 o’clock that morning, a nearby 
steel warehouse telephoned that 
they had 90,000 pounds, not in the 
exact sizes that he had ordered, but 
available if he could use it. From 
his intimate knowledge of the 
plant, he knew that the material 
could be rolled and edged in his 
own shop to meet the need at little 
extra cost, and he placed the order 
forthwith. 
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Another buyer at the table seem- 
ed crestfallen.. “So that’s what 
happened to the stuff,”- he said. 
He, too, had received the offer that 
morning, and had referred it to a 
plant man who couldn’t be located 
at the moment. Subsequently the 
plant man went out to lunch, so 
that it was 2 o'clock before he 
could give an answer. The off- 
size strip would have served his 
company, too, and they were eager 
to get it. The second buyer, 
thoroughly efficient, immediately 
called the warehouse on the tele- 
phone, but by that time it had been 
sold to his better informed, and 
more proficient, colleague. 


Knowledge of Production 


(3) The purchasing man must 
know materials and the production 
methods of his suppliers. The re- 
cital of wartime experiences is con- 
vincing evidence that Purchasing 
Agents more than any other group 
in industry, mot excepting the 
foundrymen themselves, are famil- 
iar with the foundry practice and 
facilities in this country. They 
had to be, and they lived with the 
foundries to get the information. I 
have talked with at least a dozen 
purchasing men who claim to have 
been inside every non-ferrous foun- 
dry on the Atlantic seaboard in 
lining up their wartime sources of 
supply. One of them stayed with 
a job on the foundry floor for six- 
teen hours at one stretch to get the 
“bugs” out of a particular casting. 

One of these men had a require- 
ment that called for two thousand 
castings a week of one design. He 
couldn’t get any one foundry to 
guarantee more then 10% of that 
quantity, and most of the promises 
were for much less output. When 
he went out into the field to find 
out why, he learned that a relative- 
ly simple change in pattern equip- 
ment would so simplify production 
and speed output that the bottle- 
neck was quickly broken, and a 
substantial cost saving was effected 
in the bargain. Similiar instances 
could be recalled in respect to 
many other types of product. 


(4) The purchasing man must 
know where to buy. An Ohio 
Purchasing Agent was called to a 
new job early in 1946. When he 
went to see about the new position, 
he didn’t know the situation that 
called for a new man at the pur- 
chasing desk, but he soon found 
out. For on that desk to greet him 
was an accumulation of requisi- 
tions, some of them three months 





old, on which no definite action had‘ 
been taken because his predecessor 
simply didn’t know where the 
orders for these critical materials 
could be placed with any hope of 
reasonable delivery, when his nor-" 
mal established sources proved un~ 
qual to the load, and production was 
naturally in a jam as a result. Pro- 
ficiency is partly a matter of ex- 
perience. These requirements were 
all on the tough side, but he sorted 
out the toughest and most urgent 
ones and went to work. Within a 
relatively short time, he had the 
wheels of that plant turning again. 
Management in that particular 
case, at least, has a healthy respect 
for the procurement record in the 
hundreds of plants that went 
through the long emergency period 
without any production delays due 
to lack of material. 

In contrast to this situation is 
the example afforded by the regu- 
lar monthly reports required by 
the Director of Purchases for a 
large eastern manufacturer from 
each of his branch plant purchas- 
ing agents. This report shows the 
number and proportion of requisi- 
tions received during the month, 
on which purchase orders were is- 
sued the same day as received, 
within 48 hours, 72 hours, etc., up 
to 10 days. After that period, if 
the order is still unplaced, the 
requisition is referred to the cen- 
tral purchasing office for action. 


A typical report shows consist- 
ently prompt action, with 75% of 
all orders placed within five days 
and less than 4% still unplaced 
when the 10-day deadline expired. 
This is not a completely represen- 
tative example, for in this branch 
plant purchasing operation a large 
proportion of the orders are auto- 
matically placed against blanket 
contracts. It might also be argued 


. that such a record could well indi- 


cate efficiency attained at the ex- 
pense of proficiency, since it takes 
time to do a thorough job of buy- 
ing and under present conditions 
it is frequently impossible to secure 
estimates or bids within 10 days. 
But it does illustrate the fact that 
prompt procurement is - possible 
when the purchasing man knows 
where to buy and when that knowl- 
edge is supported by the essential 
tools of purchasing: good records, 
sound vendor relationships, fore- 
sight and planning, and provision 
for reasonable lead time in report- 
ing purchase requirements. 

(5) The purchasing man must 
know costs. This means more than 
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having access to price lists, for any- 
one can compile a catalog library 
or send out requests for quota- 
tions. It means that he must know 
what goods ought to cost—the 
basic costs of materials and opera- 
tions that go to make up a sup- 
plier’s price, and the cost of opera- 
tion is frequently the larger factor 
of the two, certainly the more vari- 
able. He must have this informa- 
tion to satisfy himself that the 
prices he pays are reasonable, to 
keep his company in a sound com- 
petive position. He must have it 
as a basis of comparison, to assure 
the best value to his company in 
meeting a stated need. He must 
have it to assist his own cost, en- 
gineering, production and sales de- 
partments in making estimates and 
to aid management executives in 
their policies and planning. 

Acquiring that information is a 
process calling for lively and in- 
telligent inquisitiveness, implement- 
ed by constant research and analy- 
sis. To the extent that the buyer 
exercise the initiative in this di- 
rection, he is operating in a buyer’s 
market, regardless of external 
economic conditions; and _ that’s 
one of the marks of the proficient 
purchasing man. Without that 
quality, he may be efficient to the 
nth degree, but he would still be 
the party of the second part in a 
sellers’ market at the depth of a 
depression. 


Management Policies 


(6) The purchasing man must 
command the respect and con- 
fidence of other departments, and 
work with them. He must con- 
cern himself actively with company 
policy on such matters as reciproc- 
ity, make or buy, and forward 
purchasing. Every purchasing 
man knows the easy answer to all 
these questions — that these are 
matters for top management deci- 
sion. Of course that is true, 
exactly to the same extent — no 
imore and no less — than any other 
decision affecting company policy 
and operations. If he is to serve 
his company well, he must have a 
a sound conviction on all these 
policies that affect the materials 
program, procurement, and cost, 
and he must see to it that this pur- 
chasing viewpoint is given due con- 
sideration even though it may not 
prevail. The efficient Purchasing 
Agent may be content to have the 
extra cost of a reciprocal purchase 
charged to sales expense, or the 
extra cost of  self-manufacture 
charged to production; but if he is 
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satisfied with that, he is worth to his 
company exactly as much, or as 
little as the salesman who constantly 
wins arguments with the customer 
but loses the sale. 

All of these considerations point 
up to the fact that just as in the 
individual purchase we think in 
terms of the end cost of our prod- 
uct, so in the broader responsi- 
bility of carrying out a purchasing 
program we must think in terms 
of the ultimate objective of profit- 
able company operation. And when 
we deal with the responsibility for 
profits we are dealing with an 
executive responsibility rather than 
a purely functional one. And the 
two cannot be measured on the same 
scale of values and rewards. 


A Proper Definition 

Proficiency in purchasing is not 
an excessively rare phenomenon, 
though there are many cases where 
a company denies itself the benefits 
and the profit advantages that 
might be derived from this quality 
in its purchasing men. The greatest 
danger in any process of job evalu- 
ation is that the measuring stick 
will concern itself with the minor 
aspects of efficiency — with invoice 
prices and with the buyer's admim- 
istrative ability as an office mana- 
ger — while the larger factors of 
proficiency in adminstering a ma- 
terials program are neglected. Let's 
go back in our thinking to the 
fundamental reasons why a com- 
pany maintains a centralized pur- 
chasing department to carry on this 
important and highly specialized 
function of procurement. This is 
not to belittle the value of efficient 
operation in any field. But for 
every dollar saved in efficiency, 
there are a hundred dollars, or a 
thousand, to be made by profi- 
ciency in procurement. 

Purchasing men are writing the 





definition of their office every day, 
in terms of their performance. Our 
great concern with job evaluation 
—and it is of equal concern to 
management — is to be sure that 
the definition that gets into the 
records is a worthy one, truly 
representative of the values that 
are inherent in the buying job. 

Purchasing is frequently de- 
scribed as a service function. If 
this is interpreted merely as serv- 
ice to production, we fall far short 
of realizing the full potential value 
of the purchasing responsibility. 
Purchasing can be, and should be, 
viewed in the light of its service to 
the company as a whole, as a con- 
tributing factor to profitable opera- 
tion. We must think in terms of 
proficiency, and not efficiency 
alone. For that is where the big- 
gest values lie. 

It may be true, regrettably, that 
some men in purchasing would fear 
the results of measurement accord- 
ing to these standards. These cases 
are not representative; they are 
not truly purchasing men. But 
were it true a thousand times over, 
we should still press the point as a 
basic principle of industrial organi- 
zation and management. [or pur- 
chasing has a_ responsibility to 
management to get, and to give, 
maximum value for the purchasing 
dollar. Knowledge of values is our 
stock in trade. We must never be 
content with the lower standards 
of routine operation, nor consent 
to be rated on that scale. Rather, 
let us prove, in the words of 
Donald V. Fraser, who served his 
business apprenticeship as Pur- 
chasing Agent for the M-K-T Rail- 
road and carried the vivid recollec- 
tion of that experience into his office 
as President of that great organiza- 
tion, “There is no limit to the value 
of a purchasing officer to his 
management.” 
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NOTIFY THE LOSER 


Recently one of our smaller suppliers declined to 
give us a quotation and delivery promise on rather 
a nice piece of business. The boss came over in per- 
son to tell me why. 

It wasn’t because the shop was too busy, or that 
he wasn’t interested in the inquiry. Quite the con- 
trary. But he had so many quotations and promises 
outstanding that if any considerable portion of them 
should suddenly ripen into orders, his little shop 
would be swamped and he couldn’t make good on 
deliveriés. He valued his reputation too highly to 
take that risk. 

One of his commitments, | happened to know, was 
on order that | had placed with another supplier a 
week or more before. By failing to notify this man 
| nearly lost him as a source of supply on an order 
that | really wanted to give him and when | needed 
his service. | have no doubt that several of the 
other deals he had “on the fire” were just as cold. 

We owe it to the fellow who quotes and gives us 
a promise, to release him from that promise when an 
order is placed elsewhere. Winner and loser alike 

should be notified. It’s a matter of courtesy, and 
also a matter of good business. It makes for better 
business relations even when the answer is No. He 
doesn’t expect to land the order every time. He 
knows there is probably a good reason for your 
decision. If he comes in to talk it over it may 
help to make him a better supplier on future bids. 
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THE RIGHT MATERIAL 


The other evening my radio was tuned in on a 
program sponsored by one of the nationally known 
manufacturers of plastics. The company’s sales mana- 
ger gave the commercial. Of course he was in- 
terested in selling his product, but he was much 
more concerned with selling it right. 

He pointed out that the term ‘‘plastics’ covers a 
wide and diverse field of materials, varying widely 
in their properties. They can be compounded so as 
to give almost any desired characteristics. There 
is practically no limit to their application. But 
over against the record of spectacular success in 
many instances, there are many unfortunate ex- 
periences in which a plastic has been found too 
brittle, or too soft, or has failed when exposed to 
heat, electricity or certain chemicals. That has caused 
some prospective users to go sour, and the industry 
is worried about the future. 

Nine out of ten of these failures, he said, are 
due to picking the wrong plastic, because the buyer 
didn’t inform the manufacturer what was expected 
of the product or. how it was to be used. 

So his advice was: Go slow. All plastics are not 
adapted to all uses. Se sure you pick the one 
with the right qualities. His company would rather 
steer an order to a competitor who had the right 
plastic for the job, than risk failure and disap- 
pointment for the user. That’s sound long-range 
selling policy. It’s good purchasing policy too. 
























































































































































































































R. R. O. KEEFER, in the 

September issue of PuRCHAsS- 
ING, quotes an engineer as saying, 
“We engineers are O.K. but we 
don’t know everything about every- 
thing.” I am inclined to agree that 
even engineers could do better. Of 
course, the dig contained in that 
statement need not be taken too seri- 
ously, but if granted a little immu- 
nity I could be induced to recount 
some of the things that engineers 
have done to me that I, as a pur- 
chasing agent, didn’t think were so 
‘O.K.’ 

I might concede to begin with— 
and I have publicly stated my opinion 
—that other qualifications being ad- 
equate, an engineer makes a mighty 
fine purchasing agent. That is not 
to deprecate other types of profes- 
sional preparation such as law or 
business. It is just that we think of 
an engineer as having a positively 
analytical mind, a critical approach 
to most problems and a somewhat 
superior knowledge of materials. 

3ut the engineers whom I know 
are too prone to fail to realize that 
we live primarily in a world of peo- 
ple and not of slide rules. A part 
of my case against engineers is that 
they tend to have too objective an 
approach to their work when their 
work brings them into contact with, 
shall I say, ordinary people. Or, if 
their approach is subjective, they 
are too likely to over-value their 
own impressions, failing to allow for 
legitimate differences in taste and 
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The author of this commentary on 


many years ago, he, like Mr. 





the purchase-engineering relationship has 
requested the privilege of anonymity, that he may express himself the more frankly 
on a subject of interest and importance to all buyers. After all, he still has to 
work with his engineers. He is a purchasing agent of experience, successful in 
the conduct of his office, and of unquestioned standing in his chosen field. Not 
Keefer, served as the chosen repre- 


sentative of his District, as Vice President of N.A.P.A. 








judgment, for the opinions and 
evaluations of others. Maybe I’ve 
been seeing too much of the wrong 
kind of engineers. 

Too many of my engineer friends 
worship a god on whose ensign is 
blazoned the precept: “Two plus 
two always make four and this is 
the way to build a bridge.” 

One of the necessary ingredients 
of a pleasant and profitable relation- 
ship between the engineer and the 
purchasing agent is an adequate an- 
ticipation of needs, adequate enough 
to permit normal purchasing pro- 
cedure. The very term engineering 
ought to connote proper timing as a 
necessary part of planning. 

Why is it, then, that engineers, 
so conscious of the need for ample 
foresight on the part of their clients 
and their bosses, are so lacking in 
a consciousness of the necessity for 
an ample lead time in presenting 
their own purchasing needs to the 
procurement department? 





Why are engineers so supercilious 
on occasions when their wants are 
not provided instanter by the pur- 
chasing department ? 

Why are they so disdainful when 
the purchasing agent suggests that 
purchasing also is a science involv- 
ing certain procedures for proper 
functioning? Their attitude often 
seems to say, “Any average engineer 
could lick an ordinary job such as 
purchasing with one hand tied be- 
hind his back.” Did I hear some 
engineer say, “Well?” 

My experience has been that in 
the matter of unauthorized pur- 
chases, no one is more often guilty 
than the engineer. He seems to feel 
that he is above the general rule. 
During the emergency period there 
has been a very great temptation on 
my part to overlook the misdemean- 
or because anyone who can find any- 
thing to buy in these times, if he 
will only provide the purchasing de- 

(Please turn to page 338) 
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_ primary purpose of measur- 
ing the performance and efh- 
ciency of a purchasing department 
is to improve that performance. 
Whatever standards are adopted for 
such measurement must reflect the 
particular responsibilities that pur- 
chasing is expected to meet in any 
given company, and the external 
conditions affecting the work of the 
purchasing department (such as 
time factors, cooperation of other 
departments for which purchasing is 
done, performance of vendors, etc.) 
as well as the more obvious factors 
of the volume of purchases and the 
operating and administrative costs. 
These standards will vary with diff- 
erent size companies, and different 
types of organization, so_ that 
general application of a formula or 
any numerical standard is probably 
out of the question; yet it is quite 
possible to find standards to fit a 
particular case. 

Proceeding on this assumption, 
one large manufacturing company 
has developed a form of report and 
analysis that is proving highly suc- 
cessful in showing both the “what” 
and the “why” of purchase opera- 
tions in the conduct of its business. 
It is more than an explanation or 
measurement of performance; it 
clearly indicates the points at which 
improvement should be made, so 
that constructive action may be 
taken toward that objective. This 
particular company has its head- 
quarters and central purchasing 
office in the east, but carried on 
branch plant operations and branch 
plant purchasing in the south and 
middle west as well. The system has 
been equally effective. in evaluating 
purchasing performance at those 
various points. In a year and a 
half of operation, it has been of dis- 
tinct value to the Director of Pur- 
chases and to the individual pur- 
chasing officers, both in respect to 
their own operations and in their 
relations to top management and 
other departments. It has won the 
enthusiastic endorsement of the 
company management. Incidentally, 
this general method has been 
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THE TIME FACTOR IN PURCHASING | 


Here is a system for analyzing and gauging 
the performance of a purchasing department 
based on the principle that reasonable time 
is requisite for a competent job of buying 





as to delivery date. 





WHAT IS A RUSH ORDER? 


Efficient purchasing can not be accomplished if an undue per- 
centage of the requirements making up the purchasing program 
must be procured on a “rush” basis. Time is of the essence for 
competent procurement as well as for satisfactory delivery. 


To define a “rush” order for the purposes of this analysis, the 
purchasing department first sets a reasonable time standard for 
the performance of its function, and informs those responsible for 
presenting the schedule of purchase requirements. 


Requisitions are classified as “rush” if specified delivery allows 
less than the stated purchase time, or if subsequent requests to 
speed delivery curtail allowable time to less than the standard, or 
if special purchase requirements are shown to be unreasonable 


A “rush” requisition does not relieve the purchasing department 
of its responsibility to get materials as and when needed, but the 
effect of this practice on purchasing cost and efficiency is noted. 








applied not only to purchasing, but 
to many other phases of operation, 
such as power production for the 
various divisions, by selecting ap- 
propriate performance factors for 
measurement. 

No arbitrary standards have been 
set, at least up to this time. But 
as a cumulative record of per- 
formance is compiled from month- 
to-month experience over a period 
of time, a pattern of normal condi- 
tions is being established, showing 
trends of performance and variations 
from the normal condition. For the 
present, this is adequate for the 
purpose, since no mathematical 
rating is contemplated, but it is pos- 
sible that at some later date a 
standard or goal may be set for the 
several factors entering into this 
record. 

In this particular company, the in- 
ventory policy does not provide for 
a minimum reserve supply of items 
carried in stores. The purchasing 
program is set up on the principle 


of buying strictly for current re- 
quirements, so that in theory the 
new supply of an item would be re- 
ceived just as the last unit of the 
previous purchase is being used up. 
‘This does not preclude the pur- 
chasing department from recom- 
mending forward purchases under 
conditions where such 4 policy is 
deemed desirable, and this is done 
on occasion, but the general policy 
is as outlined above. ) 

Obviously, under these circum- 
stances, competent performance in 
materials control and getting de- 
liveries within the prescribed time 
is much more important than in the 
case of a company which operates 
on the policy of maintaining a 
month’s supply of materials in stock 
at all times as a reserve. The fact 
that this system works successfully 
under such exacting requirements of 
performance indicates that it would 
be equally adaptable under the less 
exacting conditions of a more liberal 
inventory policy. It is not presented 
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PERCENT OF CASH DISCOUNT 
PERCENT OF ORDERS LESS THAN 5,00 
PERCENT OF RUSH ORDERS 
PERCENT OF OVERDUE ORCERS 





T ime 
NUMBER OF NOTIFICATIONS HELO 
NUMBER OF PEOPLE IN DEPT. 
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PURCHASING DEPARTMENT 


The data is entered on a simple form for month-to-month comparison. When sufficient 
experience has been accumulated, a standard will be set for each factor and entered in 
the left hand column, giving a more positive rating of current performance, The form 
is suitable for rating almost any phase of company operation by proper selection of the 


in support of the close inventory 
policy, but it worth noting at this 
point that good purchasing per- 
formance which is facilitated by this 
system makes possible substantial 
savings in the cost of carrying in- 
ventory — an inventory investment 
that is hable to considerable depre- 
ciation losses in a falling market 
such as may develop this year. 


Purchase Time Factor 


Inventory control to achieve this 
objective places an extreme re- 
sponsibility on the purchasing de- 
partment. In this system, at each 
plant, the purchasing department 
furnishes the stores department with 
a “Purchase Time” on every item 
carried in’ stores. This purchase 
time is an exclusive figure, embrac- 
ing the total necessary time for (1) 
the requisition to reach the purchas- 
ing department from stores, (2) ap- 
proval of the requisition, (3) han- 
dling the requisition, (4) writing 
and issuing the purchase order, and 
(5) delivery of goods. 

The Balance of Stores system, 
which governs the requisitioning of 
stock materials, then sets the order- 
ing point for each item, using the 
formula: 

Consumption (plus or minus the 
margin of safety) X Purchase 
Time = Order Point. 

The margin of safety mentioned 
in this formula is included merely 
for the purpose of averaging varia- 
tions in consumption due to sales 
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significant factors to be measured. 


programs and other causes; it does 
not represent a stock reserve. 

Thus, if an item is used at the 
rate of ten units per month year in 
and year out, so that there is no mar- 
gin of safety to be considered, and 
the purchase time on that item is one 
month, the order point would be 
ten. In other words, the company 
would be using up ten units while 
the purchasing department replaces 
this quantity, and the new supply 
should be arriving just in time for 
the need. This has been a definite 
burden on the purchasing depart- 
ment during the past few years, 
since it has been very difficult to 
furnish the Balance of Stores with 
an accurate and adequate purchase 
time on many items. This situation 
is clearing up somewhat now, and 
when deliveries are once more 
normal, the formula will still work 
normally and accurately. However, 
it has been the aim of both depart- 
ments to make their calculations 
just as realistically as possible, even 
in the difficult period. If, in an 
effort to avoid production losses 
through late deliveries, the purchas- 
ing department sets too liberal a 
purchase time, or Balance of Stores 
figures on the high side and includes 
a little safety figure beyond the con- 
templated margin for variations in 
consumption, the inventory is natur- 
ally affected, contrary to the stated 
company policy, 

The emphasis in this purchasing 





system, therefore, is largely di- 
rected to the time factor, which is a 
very important element in purchas- 
ing performance as every buyer 
knows, but is frequently not given 
its proper weight in evaluating the 
efficiency of purchasing. The appli- 
cation of this principle in the report 
analysis of purchases will be appar- 
ent. 

Obviously, to make the system 
workable and effective, purchase 
time on the various items is sub- 
ject to review and adjustment in 
accordance with changing condi- 
tions. 


Status of Purchasing 


3efore considering the actual re- 
port form, it should also be noted 
that this purchasing department en- 
joys the full confidence and coopera- 
tion of the company management. 
The “checking points” proposed in 
Donald G. Clark’s outline for the 
audit of a purchasing department 
(January issue of PURCHASING, 
pp. 120-122) have all been given 
due consideration, and the depart- 
ment would rate high on this scale, 
for the recommended steps have 
been taken. A great deal of em- 
phasis has been placed on the selec- 
tion of proper personnel, and the 
company management—recognizing 
the responsibility imposed on pur- 
chasing by this inventory system — 
has been liberal in providing the 
necessary personnel, adequate in 
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numbers and in qualifications, to 
carry on the purchasing program 
under the best of conditions. 

Definite policies for purchasing 
have been established, and the pur- 
chasing department participates in 
the formulation of these policies. 
Procedures are also clearly written, 
leaving no doubt as to where re- 
sponsibility and authority is lodged. 

In this company, the purchasing 
department has final judgment and 
authority as to price paid. All 
transactions, regardless of size or 
nature of the purchase, must go 
through the purchasing department. 
This is a distinct advantage, for even 
though a considerable number of 
relatively small purchases are in- 
volved, this is recognized as one of 
the conditions of the operation, and 
shows up clearly in the analysis. 
Contracts are not negotiated, nor 
any other purchase. activity per- 
formed, for that matter, outside 
of the puchasing department. 

In other words, the status of this 
purchasing department as to its own 
responsibility and authority for 
carrying out its own operations, is 
just about all that any purchasing 
department could desire. This is 
emphasized because the effort to 
measure purchasing efficiency or 
performance is predicated on the as- 
sumption that, given the proper per- 
sonnel, correct policies, and effi- 
ciency procedures, the function it- 
self should be accomplished eff- 
ciently. The big question is: What 
does operating efficiency mean? 


Report and Analysis 


To arrive at this answer, a report 
form has been devised for tabulating 
the pertinent information for each 
purchasing division, on a monthly 
and annual basis. In the left hand 
column, under the heading ‘“Partic- 
ulars”, are listed the various fac- 
tors or data to be considered. Next 
to this is a column headed 
“Standard”, indicating the unit of 
measurement, whether in numbers, 
dollars, or percentage; this is self- 
explanatory. 

The figures making up the record 
itself are entered in thirteen parallel 
columns, consecutively numbered, 
corresponding to the thirteen four- 
week operating and accounting 
periods into which the year is 
divided. For a company operating 
on a calendar month basis, only 
twelve columns would be used. At 
the right hand side of the sheet are 
two columns for entering the cumu- 
lative total for the year, and the 
average one thirteenth (or one 
twelfth) of the total. 
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The first seven items reported in- 
dicate the magnitude of the purchas- 
ing operation, and are common to 
many purchasing department re- 
ports. They are: 

Number of orders placed 

Number of invoices passed 

Value of invoices passed 

Cost per purchase order 

Value of cash discount earned 

Percent of cash discount against 
total value of invoices 


Percent of orders amounting to 
less than $5.00 

These figures are all self-explana- 
tory. The number of purchase 
orders and invoices handled pro- 
vides a reliable index to the actual 
work load on the department, both 
in buying and clerical operations. 
The month-to-month — variations 
show trends in purchasing activity, 
but perhaps even more important is 
the indication of the basic load and 
the maximum load (running from 
35% to 50% above the lowest figure 
in some periods) which the depart- 
ment must be prepared to handle. 
The value of invoices passed does 
not bear a direct correlation to the 
number of invoices, but for some 
purposes of analysis in respect to 
overall company operations this may 
be the more significant figure; it 
dramatically reflects the magnitude 
of the purchasing department’s re- 
sponsibility and accomplishment. 
The number of small orders is re- 
ported because this factor tends to 
modify the averages cited in the 
general summary. Furthermore, it is 
a factor that is susceptible to some 
control, and any substantial volume 
of orders of this size, or particularly 
a rise in the number of small orders, 
calls for special attention and 
correction. As a matter of fact, the 
general situation is improving in this 
respect, presumably with an im- 
provement in the efficiency of pur- 
chasing. 

The only one of these figures with 
a direct bearing on the cost and 
efficiency of the department is the 
cost per purchase order issued. 
This is derived by dividing the total 
cost of operating the department by 
the number of orders placed during 
the period. For this calculation, 
the total cost of operating the de- 
partment includes all _ salaries, 
travelling expense, telephone ex- 
pense, supplies, and miscellanous 
charges including legal, magazines 
and periodicals, association dues, 
etc. Repairs to furniture and office 
machines, and charges on furniture 
and fixtures are included. 

The next four items will be sep- 





arately considered in detail below. 
The final entry reports the number 
ef people employed in the depart- 
ment for each period, classified as 
buyers, clerical, and stenographic. 
The number of personnel should of 
course bear a reasonable relationship 
to the volume of transactions han- 
dled, as reported above, and in a 
general way these can be correlated 
by inspection to justify any varia- 
tions from month to month. These 
variations are not frequent. Actual 
payroll cost is of course reflected 
in the cost per order. 


The Time Element 


The significant part of this re- 
port, which constitutes the unique 
approach embodied in this system, 
and in which it goes beyond the con- 
ventional department record to pro- 
vide a key to the evaluation of pur- 
chasing performance or efficiency, is 
contained in four items of entry that 
concern the time element in purchas- 
ing. They are closely related to the 


“purchase time” calculation ex- 
plained above. These four items 
are: 


Percent of rush orders 

Percent of overdue orders 

Number of changes in purchasing 
time 


Number of notifications held 


Before explaining each of these in 
detail, a general statement of the 
philosophy of this purchasing de- 
partment as to the time factor and 
as to the meaning of efficiency 
should be given. If it were pos- 
sible for a buyer to handle just one 
order at a time, and to handle it 
completely in one operation, such 
transactions might be considered as 
a 100% job in the sense that the 
buyer would (1) make sure that the 
requisitioner had specified, beyond 
any matter of doubt, exactly the item 
that was needed, (2) certainly find 
out where such an item existed, (3) 
negotiate for its purchase, (4) is- 
sue the purchase order, and (5) 
check promptly to see everything 
was in line for a satisfactory de- 
livery. But in a mass purchasing 
program it is obvious that this ideal 
situation is impracticable, and that it 
is too expensive. It is cited here as 
a means of placing a proper value on 
the time element in purchasing. This 
purchasing department believes that 
the time element is a very important 
contributing factor in rating effi- 
ciency of performance, and that the 
time element is capable of measure- 
ment. 

The basis for this measurement, 
or the standard for normal perform- 
ance, has already been defined as the 
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reasonable and realistic “purchase 
time” set up for each item. Pur- 
chasing efficiency is not measured in 
terms of reducing that time, since 
the need is adequately met if the 
normal schedule is maintained. It 
is assumed in this purchasing de- 
partment, and by management 
generally, that purchasing will ful- 
fill its responsibility of procuring the 
needed materials on time, and within 
the purchase time allotted. The 
test of efficiency in procurement 
lies in the variations from that 
standard schedule — whether these 
variations are occasioned by failure 
to meet the schedule, whether that 
failure is due to conditions be- 
yond the control of the department, 
or whether the demand on purchas- 
ing has not allowed sufficient time 
for normal performance. 

In every purchasing department, 
it is pointed out, there are many 
operations or transactions that con- 
sume time, and these operations are 
taken into consideration in setting 
the standard purchase time for an 
item, as explained above. If every 
transaction were handled correctly 
and completely once, that would 
consume less time, but unfortunately 
there are many _ complications. 
Orders have to be followed, invoices 
are late in coming in, partial ship- 
ments of operations in which time 
is consumed without any cor- 
responding benefit in the way of 
more efficient purchasing perform- 
ance. The time that is spent on 
these operations may properly be 
characterized as  non-productive 
time, and the burden imposed by 
these extra operations is largely 
what determines the efficiency of the 
department. 

Consequently, this analysis seeks 
to gauge non-productive time in its 
purchasing operations. The volume 
of such situations is a good indica- 
tion of whether the department is 
functioning at maximum efficiency, 
or whether an undue amount of its 
activity is in the category of non- 
productive operations. More im- 
portant, it seeks to find out why this. 
condition exists, so that in each of 
the several purchasing divisions, the 
responsible purchasing agent may 
know where to put the emphasis in 
correcting the difficulty and thereby 
improve efficiency of operation. 


Defining the Terms 


To provide a standard and uni- 
form basis for reporting these fac- 
tors in the various divisions, and to 
facilitate analysis and interpretation 
of the conditions, these four items of 
entry are defined as follows: 


108 


Percent of Rush Orders. A rush 
order on a classified (standard 
stock) item is considered to be one 
on which delivery specified in the 
requisition is less than the “purchase 
time” stated by the purchasing de- 
partment to be essential. For un- 
classified items, the buyer is to use 
his judgment as to whether the re- 
quested delivery is reasonable. If 
not, he will tabulate that order as a 
rush order, stating his reasons on a 
separate sheet accompanying the re- 
port. 
When a mill requests that de- 
livery of an order be speeded so as 
to get delivery sooner than the date 
originally specified, and if the re- 
quested delivery reduces the allow- 
able time to less than the stated pur- 
chase time, such orders become rush 
orders for the purpose of the report. 

Percent of Overdue Orders. An 
overdue order is reported as over- 
due only once. As the purchase 
tickler is brought out of the files the 
clerk — after checking against the 
purchase order — will count those 
orders that are overdue, only the 
first time. Subsequent follow-ups 
of the same order will not be in- 
cluded in this figure. 

Number of Changes in Purchase 
Time. This is a simple numerical 
count, without distinction as to 
whether the change calls for a longer 
or shorter purchase time. It is an 
indication of changing market con- 
ditions, and also is evidence that the 
purchasing department is con- 
scientiously aware of these condi- 
tions and is adjusting its own 
standards of performance and keep- 
ing the Balance of Stores records 
adjusted to current conditions as a 
means toward effectuating the mini- 
mum inventory policy. In relation 
to the total number items on record, 
the number of changes is not large, 
but it rose sharply in the last quarter 
of 1946, reflecting the general im- 
provement in deliveries in this 
period. In one representative di- 
vision, for example, where the 
number of changes had averaged 11 
per month over the entire year, the 
figure nearly doubled with the be- 
ginning of the last quarter and 
jumped to 59 changes in the final 
month. 

Number of Notifications Held. 
At the end of each period, purchas- 
ing receives a list of “Notifications 
of Received” slips being held wait- 
ing for invoices that are over ten 
days old. This list of slips-is counted 
and is the figure inserted in the re- 
port. 

As the figures are accumulated 
from month to month, and tabulated 
in parallel columns for each divi- 





sion, a pattern emerges that shows 
clearly what the prevailing condi- 
tion is. It is not expected that rush 
orders will be entirely eliminated, 
for example, but it is apparent to 
what extent the purchasing depart- 
ment must expect to contend with 
that condition, what the trend is and 
whether a special effort should be 
made to improve the condition, and 
any excessively high percentage in 
any one period is instantly detected. 
For example, in one division the 
percent of rush orders in ten of the 
thirteen periods was 5% or less, but 
jumped to 9% in one _ period. 
Obviously this calls for a prompt 
investigation, and it explains in part 
why the cost per purchase order in 
that period was up to $2.17, the 
highest figure recorded for the year, 
as against a yearly average of $1.77. 


Conditions are not necessarily 
uniform in the various divisions. 
In another division, for example, the 
percent of rush orders was 1.5% or 
less in ten of the thirteen periods, 
and the average cost per order was 
$1.28. This illustrates the fact that 
no one numerical index of efficiency 
is generally applicable, even within 
the operations of a single company. 
But over a period of time it will be 
possible to set a standard or norm 
for each division, which will have 
real significance for purposes of 
evaluation. The localization of this 
information, applied to a particular 
division and a particular set of cir- 
cumstances, is obviously more use- 
ful than a broader generalization. 
Meanwhile, any marked deviation 
from the average immediately stands 
out and cries for attention. It is 
significant that in the second in- 
stance, the one month in which the 
percent of rush orders went far 
above the average for the year, the 
cost per order was also the highest, 
and by a substantial margin. 

It is not contended that this is 
the only factor contributing to a 
higher cost of purchasing, but it is 
clear that a correlation does exist 
between these two items, and it is 
therefore a condition worth watch- 
ing in the interest of more efficient 
purchasing. Incidentally, the Di- 
rector of Purchases considers that 
the number of rush orders which his 
department has to contend with is 
eminently reasonable on the whole, 
a fact which he attributes to the ex- 
cellent cooperation between manage- 
ment and purchasing in his com- 
pany. In other words, the system 
of predetermined purchase time and 
Balance of Stores control is a 

(Please turn to page 334) 
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WORK SIMPLIFICATION 





IN THE PURCHASING DEPARTMENT 


C. Stuart Brown 
Director, Work Simplification 


American Viscose Corporation 


His complete title is Director of 
Work Simplification, Program & 
Methods Improvement Section of In- 
dustrial Engineering Department. The 
Work Simplification Program was first 
organized in AVC in 1943 at the 
Marcus Hook Plant on a trial basis. 
A year later it was expanded to include 
all seven plants and two main offices 
of the corporation. In addition to 
directing this program, Mr. Brown is 
assisting in the organization and de- 
velopment of an overall Industrial 

Engineering Program. 
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Finding better procedure and methods is more 


effective than a speed-up program in getting 


things accomplished, especially when you cut 


out the gremlins of error, delay, and cost 


Wek simplification in the Pur- 
chasing Department, looking 
to the elimination of clerical bottle- 
necks that are basis of delays, with 
attendant inefficiency and high cost, 
was the theme of interesting 
Purchasing Department procedure 
analysis by C. Stuart Brown, Di- 
rector of Work Simplification, 
American Viscose Corporation, 
Wilmington, Del., at the January 
meeting of the Purchasing Agents 
Association of New York. 

Defining “Work Simplification” 
as the organized application of 
common sense to finding better and 
easier ways of doing every job, he 
declared that the greatest obstacle to 
methods improvement and reduc- 
tion of costs “is not the problem 
of mechanical engineering, but that 
of human engineering in a cooper- 
ative effort to utilize the thinking of 
everyone to eliminate waste in time 
and materials.” It does not involve 
a speed-up program, he explained. 
Just the reverse, the goal is job 
simplification, benefiting employee 
and employer alike. 


President to Foreman 


“With today’s situation of rising 
prices, demands for higher wages 
and the consequent rise in costs of 
living, it is important that your 
group concern itself with the is- 
sues,’ Mr. Brown stated. “In your 
function as buyers, you are, of 
course, aware of the problems but 
your concerted attention can do 
much to assist in finding a solution. 

“In our program of Work Sim- 
plification, we are training every 
member of our management team 
—from president to first-line fore- 
man—in the principles and philos- 
ophy of methods improvement. 
In groups of about twelve, they 
participate in a minimum of ten 


two-hour sessions. A fundamental 
objective in these meetings is to 
have everyone understand why 
methods improvement is essential 
to the continued success of the 
company and what human prob- 
lems are involved in the installation 
of better methods. 

“It is pointed out without secrecy 
and without subterfuge that the 
basic reasoning is selfish. For the 
company we are looking for lower 
costs; for the employee, the benefit 
is self-recognition and possibly an 
award; for both company and em- 
ployee we have the mutual aim of 
security. 

“The simpler part of the pro- 
gram is a five-step plan which we 
use in analyzing a problem. This 
plan follows the same scientific, 
sensible routine of any problem- 
solving technique. 


The Five Phases 


“First, we observe and determine 
what our problem is. Second, we 
collect the facts pertaining to it. 
Third, we study this information. 
Fourth, we come to certain con- 
clusions. And, Fifth, we put the 
conclusions into use. 

“Step No. 1 may involve (a) a 
bottleneck job that hinders pro- 
duction; (b) a job that requires a 
lot of running around to complete ; 
(c) a job that requires the collec- 
tion of data or materials from many 
sources before it can be begun. 

“In Step No. 2 we break down 
the job in every detail. To do this 
we utilize a process chart—(illus- 
trated). This is nothing more than 
a systematic listing of every detail 
in connection with the job. In do- 
ing this, we first decide whether 
our problem concerns the employee 
doing the job or what is happen- 
ing to the materials involved. Every 
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TO SIMPLIFY WORK 





| ey ~ WHERE should it be dieiie> 


©” WHEN should it be done? : = Schedule! 

lager “WHO should do it? pth gh Change Sequence! 
|. HOW should it be done? WHY? — Si mplify! ss \ 
kg $= INSTALL the new method. SELL i it to assistants, supervisors. Sal 
ie _. operators. USE it until o better Emeeed deonnat GIVE ee 
tages _shere due: Re 

single detail of activity is recorded consider the overall operation of 


on the chart. 

“We identify each of the details 
by one of four symbols. Every 
type of work can be classified either 
as an Operation, a transportation, a 
storage or an inspection. By re- 
quiring the analyst to indicate the 
proper symbol for each detail, we 
assist him in breaking the job down 
nto individual elements. 

“In step No. 3 we question each 
detail. The first question is, ‘What 
is the Purpose?—Why?’ This is 
the most important of our questions, 
for if we cannot justify the exis- 
tence of the detail it should be elim- 
inated. 


Must Be Factual 


“In this questioning, care must 
be exercised to obtain Facts and not 
(pinions — Reasons and not Ex- 
Furthermore, we must be 
that we are working on actual 
of trouble and not effects 
resulting from some obscure cause.”’ 


cCuses. 
sure 


causes 


ask 
does my or- 


“As business executives, 
vourselves: How well 
ganization function? Do my sub- 
ordinates have authority equal to 
the responsibility assigned them? 
These questions, of course, are 
fundamental parts of your tasks, 
but how long has it been since you 
considered them ? 

‘Are your buying policies def 
initely established? Does every 
one in your department know e.- 
actly your buying policies? Have 
you or has anyone in your depart- 
ment ever taken the time to write 
hese policies out ? 

“How do you utilize your own 
time? Do you have opportun- 
ity during the day to sit back and 
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your department? Or are 
continually buried in details? Are 
you too busy to be efticient? Have 
you ever in the past year settled 
down quietly by yourself and looked 
at your job objectively to decide 
whether you are running your job 
or your job is running you? How 
many things are you now doing 
which really ought to be done by an 
assistant ? 


you 


“Continuing the question in 
3, once we have justified the exist- 
ence of the detail, we then ask: 

“WHERE should it be done? 

“WHEN should it be done? And 

“WHO should do it? 

“We are interested in 
When or Who should do it, 
than where, 
doing it. 
“HOW 


“How 


Step 


Where, 
rather 
when or who is now 
Our final question is, 
should it be done? 
long does it take 
issue a purchase order ? 
“Another 


into 


you to 


question: If you walk 
office tomorrow morn- 
ing and ask your secretary to find 
a specific invoice or requisition for 
you, giving her only the serial 


your 


number, how long do you think tt 
would take to find it? 

“Do you know what it costs your 
organization to issue a purchase 
order and process the papers in 
connection with it, including the 
resultant invoice and check in pay- 
ment? 

“Do you know exactly what ef- 
fort is required on each job in your 
department ?” 

At this point 
scribed various 


Mr. Brown de- 
clerical operations 
incident to the typing of a pur- 
chase order as portrayed in a 
motion picture film shown in the 
course of his talk. “This typing 
section,” he said, “was a_ bottle- 
neck. Six months ago, to keep 
typing on schedule, the five opera- 
tors even worked overtime regu- 
larly. 

“After filming the old method”, 
he explained, (see process chart 11- 
lustration) “the motion pictures 
were studied carefully by all the 
operators in the section. 

“As a result of their cooperation, 
various changes were developed in 
the methods of operation which 
resulted in a decidedly improved 
system. The double checking on 
typing accuracy was eliminated. 
This formerly was made by one op- 
erator reading the requisition to an- 
other who checked the type-written 
order. It was a boring and tire- 
some task. The typists were pleased 
with this change and, of importance, 
it made each one responsible for the 
accuracy of her own work. 

“Also, desk area was studied to 
utilize the factor of motion economy. 
Desk drawers which formerly were 
empty and unused now are used as 
temporary storage areas for various 
carbon copies made in the six-copy 
form. Blank order forms have been 
pre-positioned over the typewriter 
carriage so that they may be in- 
serted in the machine with a mini- 
mum of effort. 


THE PROCESS CHART 


illustrated on the 


opposite page is used 


in the American Viscose 


Corporation’ s “Work Simplification Program” to find the “best possi- 


ble way” to process a job. 


Every detail of activity is recorded. 


This chart delineates the actual (left) and proposed (right) methods 
of processing a purchase order. It starts with the approved requisition 
in the IN basket and records all steps through typing, checking, sort- 


ing of copies, 
mail pickup in the OUT basket. 


signature and inserting in window envelope ready for 


Your attention is directed to the SUMMARY at top of the chart, 


comparing the two methods. 
eliminated 13 handlings, 
per order. 


The proposed method, it will be noted, 
25 feet of travel, 


and three man-minutes 


As a result of this process analysis, employing motion picture studies 
and consultations with the employees, individual production increased 


about 30 per cent. 
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WORK SIMPLIFICATION PROGRAM — AMERICAN VISCOSE CORPORATION 
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When parts become 
worn and_ replace- 
ments can’t be bought, 
some purchasing 
agents remark to the 
foreman, “Let us spray” 


By Benjamin Melnitsky 


BTAINING new equipment is 

in itself a difficult procurement 
problem during these days of short- 
ages and strikes; however, obtain- 
ing repair parts tor worn equip 
ment is considerably more difficult. 
Under present conditions, with siz- 
able backlogs of orders on most 
companies’ books, the natural ten- 
dency is for equipment manufactur- 
ers to concentrate most of their 
efforts in producing new equipment 
and to give less attention to the pro- 
duction of replacement and repair 
parts. Manufacturers are interested 
in satisfying long-delayed demands 
for consumer and industrial goods; 
therefore, it is only logical for them 
to utilize scarce materials, equip 
ment, and manpower for production 
of new units. The fmevitable result 
is that the purchasing agent has 
great difficulty in obtaining needed 
repair parts. 

If one of the machines in the shop 
breaks down, the faulty part must be 
repaired or replaced as rapidly as 
possible. As indicated above, stock 
of replacement parts may be low. 
The local mill supply house or dis 
tributor may not have the part. 
If an order is to be placed with 
the machine manufacturer, days or 
weeks may pass before the delivery 
can be made. Rather than wait, 
many plants will duplicate the faulty 
part in their machine shop or tool 
room. Duplicating a part without 
having blue prints or without de 
tailed process sheets is a difficult and 
time-consuming task. Many plants 
are equipped to do this but the cost 
of manpower and the time involved 
would be prohibitive except in cases 
of extreme emergency. In many in- 
stances the tool room or shop is so 
loaded with regular work that there 
is no time for fabricating repair 


112 


Figure 1. The upright shaft here 
shown in operating position has 
become worn to the point where 
repair or replacement is required. 








Figure 2. Shaft is placed in lathe 
and worn section rough turned for 
metallizing treatment; keyways are 
protected by carbon plugs. 














































parts. Another solution is to repair 
the faulty part. If the part is worn 
or undersized, repairing may seem to 
be an impossible task; yet, in many 
instances, facilities for making such 
repairs are available but are not be- 
ing utilized for such purposes. 

The task of repairing an under; 
sized or worn part entails adding 
metal to the worn area till the area 
is oversize. Then the part is placed 
on a lathe or miller or some other 
machine tool, and the part is turned, 
or shaped, or milled to correct di- 
mensions. If the part is cracked, 
gouged, etc., the damaged area is 
turned down on a lathe or some 
other method is used to remove the 
damaged area before the application 
of new metal. Finally, it is turned 
down to the desired size. 

One way of applying metal to a 
shaft or other part is by metal spray- 
ing. This is a process wherein mol- 
ten metal in the form of a mist is 
sprayed by means of compressed air 
onto a metal, wood, plastic, or other 
type of surface. 

There are three types of metal 


METALLIZING MAY BE 


spraying equipment. The most wide- 
ly used method is the metal spray 
gun into which wire of a uniform di- 
ameter is automatically fed from a 
spool, reel, or drum. The wire is 
melted in the nozzle of the gun by a 
flame maintained by means of oxy- 
gen and some combustible gas such 
as acetylene, propane, butane, coal 
gas, or natural gas. As fast as the 
metal is melted by the flame, it is 
atomized by means of compressed 
air and carried forward to the work, 
a distance of three to six inches 
away. 

Another type of metal spray gun 
utilizes metal in powder form. Oper- 
ating principles are the same as for 
the wire fed gun except that the 
metal in powder form is fed into 
the gun from a reservoir by injector 
principles. 

The third type uses molten metal 
which is contained in a heated res- 
ervoir attached to the gun itself. 
This type can be used only for 
metals with a low melting point, 
whereas the other two types can use 
almost all the common metals that 
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Figure 3. Metal spraying operation is performed Figure 4. Before and after. Worn 
on the lathe by attaching spray gun to the tool post. section has been built up oversize 

© and turned down to dimension. 
(Photographs by courtesy of the Metallizing Company of America) Note clean edges of the keyway. 
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THE ANSWER TO TOUGH 
PROCUREMENT PROBLEMS 


are available in powder or wire form. 
Since more metals are available in 
wire form than in powder form, the 
wire-fed gun has greater flexibility. 
Some of the metals which can be 
sprayed by this method are: alum- 
inum, bearing metals, brass, bronze, 
copper, gold, high carbon steel, lead, 
low carbon steels, molybdenum, mo- 
nel, nichrome, nickel, nickel alloys, 
tantalum, tin, silver, stainless steel, 
zinc, and many others. 

Therefore, if a part made from 
bronze, nickel, or any other metal 
type wears down or becomes under- 
sized, or must be repaired for some 
other reason, the worn metal can be 
replaced with new metal which is 
sprayed onto the part. An example 
of how this operates can be seen 
from the following illustrated ex- 
ample: 

An upright drive shaft (shown in 
operating position in Figure 1) 
was worn and had to be replaced. 
Because of the high cost of the new 
part and because of the long order- 
ing period, it was decided to repair 
the shaft in the plant with a metal 
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spraying unit. The shaft was re- 
moved and placed on a lathe where 
the worn portion was turned down 
to a uniform diameter and rough 
turned. (Parts to be sprayed must 
have a rough surface so that the par- 
ticles of metal will adhere properly 
to the part. The rough surface is of- 
en obtained by sand blasting). To 
prevent the accumulation of sprayed 
metal in the keyways of the shaft, 
dummy carbon keys were inserted 
as shown in Figure 2. The shaft 
was then sprayed with a metal 
spraying unit attached to the tool 
post of the lathe as shown in Figure 
3. 

The spray was directed on the 
shaft till the new diameter was 
above the desired dimension. The 
dummy keys were then broken and 
removed from the keyways. The en- 
tire shaft was then machined till the 
desired dimensions were attained. 
When finish machined, the shaft was 
as good as new and was returned 
promptly to service. In addition to 
solving a difficult procurement prob- 
lem, the company saved $176.40. 


The cost of a replacement shaft 
would have been $190.00; the cost 
of labor, gas, wire, preparation, and 
spraying was only $13.60. 

In addition to such extra-curricu- 
lar work as doing repair jobs, the 
metal spraying equipment can be 
used in increasing resistance of ma- 
terials to rust, corrosion, or scaling ; 
in bonding metal to non-metallic ma- 
terials ; for the application of decora- 
tive finishes on metallic and non- 
metallic parts; for repairing defec- 
tive castings; and for other produc- 
tion tasks. 

In many instances where a di- 
ficult procurement problem exists, 
metal spraying can supply a con- 
venient and useful “out”. An inves- 
tigation will often reveal that spray- 
ing equipment is available in the 
plant. If such is the case, the 


procurement department should not 
overlook the existence of these facil- 
ities as a possible answer to many of 
their problems—and a very benefi- 
cial asset to the company if properly 
utilized. 
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Lieutenant General 
LeRoy Lutes 
Director of Service. 
Supply and Procurement 
War Department General 
Staff 





Colonel Phillips W. Smith 
Chief, Current 
Procurement Branch 
War Department General 


INDUSTRIAL 


PURCHASING 


Pending legislation endorsed by the 
procurement agencies of armed forces 
would perpetuate the benefits learned 


Staff from skilled civilian purchasers, as 
standard practice for Army and Navy 


Responsibility for national defense involves a big 


supply problem 


oS 2-2 ewe 


bout the time of the Civil War, 
y Congress established the basic 
law under which the military serv- 
ices were to procure their supplies. 
This was a step forward, aimed at 
the evils of personal favoritism in 
the placing of Government con- 
tracts. 

The thinking behind the protec- 
tive clauses and the rigid controls 
over Government purchases _rec- 
ognized that the public has a special 
interest in such purchases. In effect, 
it is an expenditure of their funds. 





Gov.rnment purchases then were 


simple, representing the needs of 
a horse-drawn era. The inherent 
safety in adhering to the cautions 
of such horse-and-buggy purchasing 
methods continued the process~ in 
force for roughly three-quarters of 
a century. 

Then there developed needs for 
materials in a quantity and of a type 
that were unprecedented. Procure- 
ment during the late war represent- 
ed a quick period of evolution from 
cannon balls to guided missiles. 


An important part of the procurement program, such as 
radar and other electronic equipment, is of a _ highly 
confidential nature. 





The Army and Navy procure- 
ment officials realized the inad- 
equacies of their prewar methods. 
The heart of the Office of Produc- 
tion Management was the Pur- 
chase Division—and the prominence 
of this function was later more 
fully recognized when the Army 
and Navy began drawing on the 
personnel of this division to build 
up their own procurement organi- 
zations. 


Spotlight on Purchasing 


The Director of the Purchases 
Division became the head of the 
OPM, and rode through the suc- 
ceeding storms—from the develop- 
ment of the OPM into SPAB (Sup- 
plies, Priorities and Allocations 
Board) and the WPB. 

The line-up in purchasing was 
interesting. Frank Folsom was 
drawn from OPA into the Navy. 
Al Browning was called into the 
Army. Donald Nelson remained 
with the civilian agency. 

Significantly, the top supply of- 
ficer of the Army—General Brehon 
Somervell — attained a prominence 
in the public eye equalling that of 
the more colorful air and ground 
force generals, who had the public- 
ity advantage of dramatic combat 
assignments. 

Of greater importance, however, 
was the impact of the civilian pur- 
chasing agents on the Army and 
Navy procurement practices. There 
was certainly no time to go through 
the advertised bid procedure on the 
countless items of supply required 
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ARMY-NAVY BUYING 


By A. N. Wecksler 


for defense and victory. The prob- 
lem was to develop procedures that 
would protect the public interest, 
insofar as both thrift and quality 
were concerned—but the paramount 
consideration was in obtaining quan- 
tity deliveries. 

As regards the routine items of 
supply, the switch away from ad- 
vertised bids was purely an emer- 
gency measure. [he experience dur- 
ing the war in procurement of 
specialized equipment, however, left 
a more permanent aftermath. 


Procurement Back in Uniform 

Now the civilian advisers have 
gone back to industry, each to his 
own niche. Vincent de P. Goubeau 
and Frank Folsom, each of whom 
served as chief of Navy procure- 
ment, are with RCA. Al Brown- 
ing is with Ford. Harold Man- 
derson, who advised the purchases 
division in the Navy, is with White 
Motor Corporation. Aljian, Dexter, 
Gushee and others who moved into 
the Pentagon and Navy Building 
to help set up efficient buying 
practice, are back in their own 
offices now. Allen, Berry, Ernst, 
Price, Sawyer and others who 
served in uniform and did an out- 
standing job in the Services of 
Supply, are back in civvies. 

The Army and Navy brass has 
taken over again, but the brass has 
something new, and they feel it’s 
better. They have rubbed elbows 
with procurement specialists from 
industry, and realize that just as 
purchasing has been revolution- 
ized in industry since the middle 
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Rear Admiral M. L. Ring 
Deputy Chief, 
Procurement Policy 
Branch 









Vice Admiral 
Edward L. Cochrane 
Chief, Material Division 
U. S. Navy Department 


U. S. Navy Department 


Effectiveness of our Navy depends largely on 


of the nineteenth century, so chang- 
es must be made in military pro- 
curements. 

The Army and Navy brass have 
adopted the techniques and philos- 
ophy of the private buyer. Cus- 
tomer relations have been studious- 
ly developed. The services court 
the seller, want to know him better 

and they roll out the welcome 
mat to make him feel at home. 

From the standpoint of buying 
techniques, the military services 
want to presery e some of the prerog- 
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atives to exercise the abilities and 
initiative which they acquired dur- 
ing the war years. They want to 
climb out of the Civil War cocoon, 
and do as civilian purchasing agents 
do. 


Three-Purpose Legislation 


Their interpretation of how they 
should be permitted to modernize 
has been incorporated into a bill 
which has been introduced in Con- 
It is a bill which will get 
close scrutiny. 


ene aes 
gress. 






Procurement of instruments involves indefinable factors 
of quality and performance that call for discretion in 
selecting supply sources. 








chase Division, presided. 





NAVY PURCHASING CONFERENCE 


Officers in charge of all the Navy's centralized purchas- 
ing offices in the United States and Hawaii met in Wash- 
ington during the week of January 20-24. The meeting, 
which was called by Rear Admiral W. A. Buck, Chief of the 
Bureau of Supplies and Accounts, indicates the keen inter- 
est in current procurement policies and problems and the 
basic importance of this function as a part of Navy oper- 
ations. Commander E. F. Metzger, in charge of the Pur- 


Topics covered at the conference included legal aspects 
of buying, joint procurement with the War Department, 
transportation factors, purchase policies, market condi- 
tions, vendor relations, and pending legislation affecting 
postwar procurement. One of the sessions was held joint- 
ly with Washington representatives of several major sup- 
plying industries, for the discussion of mutual problems. 

Among the speakers were Assistant Secretary of the 
Navy W. John Kenney; Clifton E. Mack, Director of the 
Bureau of Federal Supply, Treasury Department; and E. 
Willard Jensen, representing the Navy Industrial Association. 
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Specifically, the measure has 
three principal purposes, the first 
is to by-pass the legislative fumbling 
that occurred during the early days 
of the war emergency just passed. 
It is generally accepted that there 
will not be a great deal of time for 
legislative niceties, if another war 
comes, 

It took 31 months from 1939 to 
the passage of the First War 
Powers Act after Pearl Harbor. 
Still, it should be remembered that 
the advertising method of procure- 
ment, which is the keystone of 
peacetime Government purchasing, 
was quickly proved to be so 
thoroughly unsatisfactory as a war- 
time method that its use was pro- 
hibited, except on special authoriza- 
tion by the War Production Board. 

Now the Army and Navy want 
to give the President the legal right 
to put the military services on a war 
procurement basis as soon as an 
emergency arises. 

The second purpose of the bill 
concerns the peacetime procurement 
practices. The advertising method 
would be retained as the principal 
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method of procurement, but in ad- 
dition, the legislation would permit 
the services to negotiate contracts 
in certain instances. 

Still a third purpose of the legis- 
lation is to establish uniform statu- 
tory authority to regulate both the 
Army and the Navy. 


Major Provisions 


A brief summary of the major 
provisions of the bill follows: 

All purchases and contracts for 
supplies or services are to be made 
by advertising, except that in 
certain limited areas, and during a 
period of national emergency, such 
purchases may be negotiated with- 
out advertising. The contracts 
falling into such limited areas 
would generally be those where ad- 
vertising is impractical or undesira- 
ble, because of reasons of economy 
or national security. 

The authority to place contracts 
with certain firms or persons be- 
cause of considerations of national 
security is not to be delegated to 
contracting officers, but is to be re- 
tained at a high level within each 
Department. 


Small Business . . . When not of 
manifest disadvantage to the 
Government, supplies and services 
are to be procured in reasonably 
small lots in order that a fair pro- 
portion of purchases may be placed 
with small business concerns. 


Types of contracts . . . The bill 
authorizes the War and Navy De- 
partments to enter into any type of 
contract which in the opinion of the 
agency will promote the best inter- 
ests of the Government; however, 
ceilings are placed on fixed fees in 
cost-plus-fixed-fee contracts, and 
cost - plus-a-percentage-of-cost con- 
tracts continue to be prohibited. 

Other provisions . . . Advance 
payments are authorized, upon 
adequate security, where the agency 
head finds they are in the interests 
of national defense and are neces- 
sary in order to procure required 
supplies or services. 


The Comptroller General is 
authorized to remit liquidated 
damages accrued against a con- 
tractor, upon recommendation of the 
War or Navy Departments. 


Need for Flexibility 


The authority of an agency head 
to determine the duration, scope and 
form of advertisements for bids and 
also to determine the lowest re- 
sponsible bidder is clarified, and his 
determinations are made final. 


The bill concludes with a provi- 
sion repealing, insofar as they apply 
to the procurement of supplies or 
services by the War or Navy De- 
partments, various statutes which 
are in conflict with the provisions of 
the bill or would be unnecessary if 
the bill be enacted. 

In justifying their need for 
greater latitude in placing some pro- 
curements, the military services 
emphasize that in some cases, it is 
necessary to maintain the purpose 
and function of the end product as 
a secret. The example of proximity 
fuses is cited as the type of weapon 
that was a top secret — so guarded 
that it was not permitted to fire the 
fuse over enemy-held territory until 
the “Battle of the Bulge” for fear 
that an unexploded fuse might be 
discovered by the enemy, and the 
existence of the weapon become 
known in this manner. 


Getting the Right Quality 


Another case cited to illlustrate 
the need for elasticity in purchas- 
ing is that of the purchase of wrist 
watches during the war for issue to 
flight personnel. The watches were 
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purchased from three of the oldest 
and most reliable companies in the 
country, and it was thought that in 
this instance, advertised bid pro- 
cedure could be followed. 

The performance of _ these 
watches, however, where they had 
to stand the rigors of tremendous 
altitudes, meteric dives of thousands 
of feet, complicated maneuvers, cold, 
heat, water, salt air, and rough 
treatment, was greatly varied. 

One watch proved to run accur- 
ately for a few weeks and then sim- 
ply go bad under the strain for no 
apparent reason. One of the others 
ran perfectly under all conditions 
except that it was so delicate that 
a slight bump or jar sent it off and 
it became unreliable. The third 
watch proved itself capable of with- 
standing all rigors in performance. 


Set of Specifications 


The procurement officials at- 
tempted to analyze these differences 
and devise a set of specifications 
which would cover these conditions. 
Any contractor getting the award, 
then, would be subject to default 
proceedings if his watch did not 
perform properly, or, if upon in- 
spection for work and life factors 
the watches were found deficient, 
the product would simply be re- 
jected. 

Difficulties soon became apparent. 
Under all tests the watches per- 
formed well; measurements, preci- 
sion, timing were all perfect. The 
differences between them defied de- 
scription or inspection. Two of the 
watches just could not “stand the 
gaff’: the third could “take it’. 


Buying With Discretion 


Here, then, was a quality ele- 
ment which could not be written 
into the specifications and could not 
be found faulty by mere inspection 
or test. If it can be said that a 
life-expectancy specification should 
have been inserted making a watch 
function accurately for a minimum 
of, for instance, 60 days, this still 
did not satisfy the need in the case 
of the watch which ran excellently 
until it was bumped or jarred. There 
was no way that an adequate shock 
test could be devised which was 
foolproof and subject to consistent 
test. 

Negotiation with the company 
whose product had proven its 
ability to stand up under all pos- 
sible conditions was decided to be 
the only way to assure that unit 
prices would remain at a reason- 
able level. 
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Another example is furnished in 
the manufacture and use of gyro 
pilots. Under Government  spe- 
cifications there were three com- 
panies capable of producing identi- 
cal items in every important physi- 
cal detail. The instruments of two 
of the companies worked fine. 
That-of the third simply could 
not perform properly. A sample of 
each company’s product was put “on 
the block” in airfield shops where 
each component part was measured, 
weighed, tested for tensile strength, 
composition of material, workman- 
ship, and every other fine detail. 
To all intents and purposes no 
significant differences were detected. 
Yet the product of the third com- 
pany, in actual performance, was un- 
able to function properly or safely. 
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It was erratic and unstable; some 
would work, others would not. 

Again a hidden quality existed in 
two products which apparently did 
not exist in the third product; yet 
such quality defied description. 

In final analysis, the legislation 
supported by the military appears 
to be an effort to write the exercise 
of discretion into law — to permit 
military purchasing agents to follow 
standard procedure of civilian pur- 
chasing agents. 


The possibility that someone 


might go astray in the exercise of 
such discretion does exist; but in 
a competitive economy, with con- 
tinued scrutiny by a number of 
other Government agencies, the pos- 
sibility is generally considered re- 
mote. 








IN THE SENATE OF THE UNITED STATES 
January 15,1947 


Mr. Gurney introduced the following bill; which was read twice and referred 
to the Committee on Armed Services 
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8 without advertising if— 


the President; 





A BILL 


To facilitate procurement of supplies and services by certain 


agencies of the United States, and for other purposes. 
1 Be it enacted by the Senate and House of Representa- 
2 tives of the United States of America in Congress assembled, 
3 That all purchases and contracts for supplies or services made 
4 by the War Department and the Department of the Navy 
5 (each being hereinafter called the agency) shall be made by 
advertising, as provided in section 3, except that such pur- 


chases and contracts may be negotiated by the agency head 


(i) determined to be necessary in the public interest 


during the period of a national emergency declared by 















One of the first items on the agenda of the new Congress 

(January 15) was the introduction of Senator Gurney’s 

bill “to facilitate procurement of supplies and services” 
by the War and Navy Departments. 
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THE FABLE OF THE SALESMAN 
WHO SAW THE WRONG PEOPLE 


Q NE fine morning an ambitious 
young salesman named John 
Seller sat at his desk taking stock 
of himself. This analytical project 
had been prompted by a memo from 
the Sales Manager, to which was 
attached a marked copy of a sales 
journal opened to an article entitled 
“Do Your Traveling Salesmen Sell 
or Merely Travel?’ On the back of 
one of The Invulnerable Valve Com- 
panys handsome engraved letter- 
heads, Seller wrote a heading: ‘“As- 
sets and Liabilities of J. Seller as a 
salesman, listed in an effort to dis- 
cover why he is such a phenomenal 
flop.” 

In the Assets column Seller wrote 
fluently : 

“1. I know all the rules. I have 
read How to Win Friends and In- 
fluence People. 1 have also read the 
one about the soda jerk who began 
his rise to the top executive desk in 
a big drugstore chain by simply ask- 
ing customers whether they wanted 
one egg or two in their malted milk 
People like me, that being the only 
reason Invulnerable Valves hasn’t 
fired me yet, and I do get a lot of 
promises. 

“2. I have a good product. I 
know all about it, too; or almost all. 
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[ can talk fluently about swing 
check valves and gate valves and 
globe valves and hydraulic opera- 
ting valves. I can also talk about 
leakage and corrosion and pressures 
and proper installation. Though 
fluent, I also make sense. 

“3. My personal habits are good. 
[ am persistent, but not obnoxiously 
so. My trousers are always pressed. 
I carry my liquor like a gentleman 
and a salesman. I do not waste the 
customer’s time telling him my golf 
score or what I ate for lunch.” 

But Seller could think of nothing 
to write in the Liabilities column 
except “My right ear is slightly 
higher than my left.” 

Much as he pondered, however, 
he could not think of a liability that 
he could correct. For clearly it 
would not help very much to bring 
his ears into line. 

“Nevertheless, there must be 
something,” said Seller to himself. 
“Otherwise I would be making as 
much money as W. Starr, who sells 
for Independent Valves, and ‘is such 
a delight to the Bureau of Internal 
Revenue. As it is, I don’t even pay 
enough income tax to make good 
conversation. In fact, the eight-ball 
looms larger and larger.” 









Getting no results from his brood- 
ing, he decided to go out and call 
on the All American Heating 
Equipment Corporation. He also 
decided that if he didn’t click with 
them, he was going to get a job 
digging ditches, much as he felt he 
had been meant for higher things. 
Then, if worst came to worst, he 
might later jump into one of the 
ditches. So he put his hat on his 
head and some good cigars into his 
pocket, and went to see the Chief 
Engineer at AAHE. 

“Those look like fine valves,” 
said the Chief Engineer, impressed 
both with the valves and the cigars. 
“Leave me some literature when 
you go.” 

Seller departed, walking on air. 

But another week passed. Two 
weeks. Three. And still no orders 
came from AAHE. The wolf who 
camped on Seller’s front porch be- 
gan to leer so confidently that Seller 
took to going into his house by the 
servants entrance. Which was all 
right because by now he couldn't 
even afford a cleaning woman for 
his wife, or a baby-sitter. 

Once more Seller put cigars into 
his pocket and went to call again on 
the Chief Engineer at AAHE. The 
latter was exceedingly glad to see 
him, and through the pleasant haze 
of one of the good cigars assured 
his friend that he had already put 
through several requisitions for In- 

(Please turn to page 340) 
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J OBBING shops are often thought 
of as small, individual enter- 
prises, where system is sacrificed in 
the interests of expediency and ser- 
vice. This is a misconception for a 
type of manufacturing that com- 
prises a very considerable segment 
of both light and heavy industry. 
Much naval ordnance and the bulk 
of electrical machinery are produced 
in shops which, by strict definition 
are jobbing factories; both the rail- 
way equipment and railway supply 
industries operate with job shop 
techniques due to the lack of 
standardization which has grown up 
over the years. 

Today, as never before, the job 
shop must take over some of the 
techniques used in the mass-produc- 
tion industries. Among the most 
important of these techniques is 
that of purchasing. Supplies will 
continue tight for many months and 
this may easily run into years as 
production mounts and as _ recon- 
version nears its end to put more 
and more manufacturers in line for 
normal output. 

There are no established practices 
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In a jobbing shop these machines may be working on many different types of 
materials and products, and the whole schedule may be changed tomorrow. 



























A JOBBING 


for purchasing in the jobbing in- 
dustries; in spite of all that is 
known about the business of proc- 
urement, the bulk of all items are 
still being obtained on a catch-as- 
catch-can basis. While the purchas- 
ing departments of large mass- 
production industries may turn over 
astronomical volumes, the same de- 
partments in the jobbing industries 
are often required to exert astro- 
nomical effort to accomplish much 
less—dollar-wise. 

Mass production requires com- 
plete preparation before operations 
begin, but when production and as- 
sembly lines are functioning smooth- 
ly, relatively little supervision and 
paper work are required for success- 
ful continuous operation. The pur- 
chasing department in such _in- 
stances is permitted to lay its plans 
along with those of the production 
planners; time is available to line 
up suppliers, and needs over a long 
range are reasonably well-known. 

Job shop operations reverse this 
emphasis. Preparation is much less 
complete, but supervision in opera- 
tion must be continuous and the 





There isn’t much op- 
portunity to plan 
ahead for job oper- 
ations, and inven- 
tory risks are much 
greater; a policy of 
close cooperation 
with plant men and 
suppliers is essential 





SHOP 


® By Donald Frederick 


production system is complicated by 
the large number of unrelated jobs 
in the same work area. Practically 
no planning may be done by the 
purchasing department because the 
very inter-organizations with which 
it must work cannot plan for them- 
selves and therefore do not offer the 
purchasing department any opnor- 
tunity to do so. 

This situation in normal times 
can be handled, but even then it is 
difficult; during the present period 
the problems are many times multi- 
plied. Conditions in the market 
change daily; promises cannot be 
kept, and fast footwork is often 
necessary to keep the wheels rolling. 

In order to maintain uninter- 
rupted production in a jobbing shop 
during the present period the pur- 
chasing department should keep 
other departments fully aware of 
market conditions. One of the first 
steps is to review inventory in co- 
operation with the production per- 
sonnel. While it may be next to im- 
possible to estimate specific needs, 
every effort should be made to an- 
ticipate the essential needs of im- 
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portant materials. 

Company officials, for many 
months to come, will be averse to 
heavy inventories even though the 
supply is tight. Those who are re- 
sponsible for the profitable conduct 
of a jobbing shop business are fully 
aware of what may happen with 
present market conditions. Follow- 
ing World War I many businesses 
suffered heavy losses when they 
were caught with heavy inventories 
and a falling price situation. The 
jobbing shop is vulnerable and the 
margin between profit and loss is 
narrow in a changing market. 

Many companies act as suppliers 
of equipment which is not standard- 
ized, and quite often the equipment 
fluctuates widely with respect to 
demand. Most of these companies 
operate on a job-shop basis and re- 
peat orders may be few and far be- 
tween. An example of this kind of 
operation is a company building 
road construction equipment. The 


field is quite competitive. State, 
Federal and Municipal Govern- 
ments are big purchasers, along 


with the principal contractors. Re- 
cently there was a drastic curtail- 
ment of public works and in such 
instances many job-shops are hit; 
when operations are again resumed 
material prices may have radically 
changed and a heavy inventory may 
be definitely undesirable. 

In addition to knowing exactly 
what is required in principal items, 


it still is good policy to know what 
substitute materials may be used. 
During the war many substitutes, 
such as the NE steels, were found 
to be entirely satisfactory for many 
uses in which a variety of alloys had 
been previously used. Many com- 
panies are retaining these substi- 
tutes either because processing tech- 
niques have been well developed or 
because it has been found that some 
of the substitutes are now lower in 
cost while. still giving a good 
finished product, and in some in- 
stances because the substitute ma- 
terials are now in better supply due 
to the fact that mass-production in- 
dustries have adopted many of the 
substitutes as standard for certain 
parts. 

Both production and engineering 
people should be kept fully advised 
of the supply situation at all times. 
One company makes it a policy to 
have the purchasing department in- 
form other departments regularly as 
to expected changes in the supply 
situation. 

In a jobbing shop it is advisable 
for the purchasing department to 
work closely with engineering so 
that designs can allow for alternate 
materials in case of short supply. 
One of the common practices for a 
jobbing shop is to manufacture 
parts, normally purchased, when 
supplies are unobtainable for a spe- 
cific job. The purchasing depart- 
ment should discourage this prac- 


The well filled stock bin may be a joy to the mass production plant, but it is 
likely to be a headache in buying for jobbing operations. 
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tice whenever possible because it is 
almost always a costly operation, 
and quite frequently men and ma- 
chines are occupied in doing work 
that they are not fitted for, and that 
means high cost production. To a 
certain extent the purchasing de- 
partment must share responsibility 
for such a condition. 


The purchasing department must 
keep in mind that prices are subject 
to fluctuations as long as supply re- 
mains short, and these fluctuations 
must of necessity be ever present 
until production is normal. For 
some time to come production will 
not be normal. While reports state 
that reconversion is complete, in the 
stricter sense it cannot be complete 
until expected output has been 
reached and demand equals it. Re- 
converting is still very much in evi- 
dence with respect to manpower and 
products even though machines are 
available for full peacetime produc- 
tion. 


Product design must be of con- 
cern to the purchasing department. 
Far too many “postwar” product de- 
signs are being stalled on the horns 
of essential material shortages. 
Many production departments are 
finding that materials just are not 
available to carry on the manufac- 
ture of completed designs. Where 
new product design is contemplated, 
the purchasing department should be 
in on the ground floor of planning 
in respect to the proper materials to 
be specified ; it is too late when de- 
velopment has been completed and 
factory releases are ready. How the 
purchasing department can work 
with engineering and production 
and design is a problem that must 
be worked out in each individual 
case. 


One of the best approaches to job- 
shop procurement is to work closely 
with the representatives of suppliers. 
These sources should be consulted 
on new designs and their advice 
sought. Recently an organization got 
far along the road to the completion 
of a new product design. In routine 
checking of various procedures, 
suppliers’ representatives were 
called in for consultation, not re- 
garding the availability of materials, 
but in connection with a question 
about machining. It was learned, 
quite incidentally, that the material 
in question had been superseded by 
a more recent one that would satisfy 
all requirements, be less costly to 
process, was lower in cost from the 
supplier and much more available 
in quantity than the material that 
had been originally selected. It was 

(Please turn to page 345) 
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PRODUCT DELIVERY INFORMATION 


66)” DAY Delivery Day — 
potential delivery date for 


naterials , components, equipment 
ind supplies 1s now and will con- 
tinue for some time to come, to be 
the commanding factor in purchas- 
ng, production, production plan 
ling, introduction of new products, 
and industrial expansion programs. 

It is the actual delivery of mate- 
rials ordered that determines pro- 
duction schedules, costs, timing of 
sales programs, development of 
new products, and when new plant 
facilities can be brought into pro- 
duction. 

Delivery Information, according 
ly, is of prime importance not only 
to men in purchasing, but to man- 


agement, production, finance, and 
sales, and to others concerned with 
current and proposed production 
programs, and plant expansion pro- 
grams. 

PURCHASING Magazine inaugu- 
rates with the following tabulation, 
its first monthly report of Delivery 
Information. Approximately 200 
manufacturers have cooperated in 
the compilation of this data. As fur- 
ther reporting contacts are devel- 
oped, the scope of the report will 
be expanded, additional materials 
and products will be added. With 
the accumulation of data from 
month to month, the report will be- 
come increasingly valuable by show- 


ing trends as well as current de- 
livery information. 

In the meantime, please let us 
have your comments on the “De- 
livery Information” report, and 
suggestions as to how it can be made 
of more practical value to you. 

Delivery Information indicated is 
in some instances based on reports 
from several manufacturers of iden- 
tical products. The fact should not 
be overlooked that under existing 
conditions there often is consider- 
able variance in delivery time re- 
ported by these respective manufac- 
turers, and the indicated delivery is 
the range of the delivery time re- 
ported by them. 





DELIVERY TIME 


Standard Products Special Order 
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Standard Products Special Order 





AUTOMATIC CONTROLS 


Immediate—3 weeks 1 to 6 months 


AMMONIA, Anhydrous 


Immediate 


CARBOLIC ACID 
Tight: Annual production entirely committed under 
contract. Shipments restricted to customers’ monthly 
quotas. 
NITRIC ACID 


Same. 


SULPHURIC ACID 
Same. * 
* One company reports that shortage of carboys has 
hampered deliveries, rather than shortage of these 
acids. 


FORMALDEHYDE 


Very short supply. Cannot accept additional orders. 


BAGS, Paper 


30 - 60 days 60 - 90 days. 
(special orders not 
accepted). 

BOXES, Corrugated 

14 weeks 8 to 17 weeks 
BOXES, Solid Fibre 

8 weeks Spl. orders not accepted 


BOXES, Fibre, Cleated 


Spl. orders not accepted 


BOXES, Paper 


Box and paperboard manufacturers are experiencing 
state of confusion and uncertainty, reports N.P.B.M.A. 
Fabricators have bare floors and practically no inven- 
tory. Mills claim they do not take on new accounts, 
pointing out that wartime allotments to respective 
customers are still in effect. 


12 weeks 
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BOXES, WIREBOUND 
a 1 to 5 months 
COOPERAGE, SLACK 
2 to 3 weeks 


COOPERAGE, TIGHT 


2 to 3 days 
2 to 4 weeks 12 weeks 
BELTING, LEATHER 
Stock to 5 weeks 

V-BELTING, LEATHER 
Stock 3 weeks 


BEARINGS, BALL 


3 to 8 weeks 


3 to 4 months 4 to 6 months 


BEARINGS, ROLLER 
3 to 4 months 4 to 6 months 
BEARINGS, BRONZE 
Stock 7 to 14 weeks, depending 
upon type and quantity 
BAKING OVENS 
10 to 24 weeks, depending 
upon type and size 
BOOTHS, Spray Painting 
10 to 16 weeks 12 to 24 weeks 
BOLTS, NUTS (From Stock) 
1 to 10 months 6 to 12 months 
BOLTS, NUTS (Production) 
4 to 6 months 2 to 4 months 


BOLTS, 14 & 5/16 dia. 


6 weeks 


Indefinite Indefinite 


BOLTS, *% & 7/16 
3 to 4 months 
WASHERS (From Stock) 
3 to 6 weeks 


WASHERS (Production) 


2 to 3 months 2 to 3 menths 


3 months 
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DELIVERY TIME 


Standard Products Special Order 


DELIVERY TIME 


Standard Products Special Order 





NUTS, SCREWS 
6 to 12 months Longer 
“One of tightest items; industry has tremendous back- 
log. If we were able to obtain raw material situation 
would ease rapidly. On milled specials can give 1 to 3 
months delivery.” 
CABLES, Wire Electrical 
4 to 9 months 4 to 9 months 
CABLES & WIRE, Electrical 

1 to 3 months 5 to 6 months 


WIRE, INSULATED 
5 to 6 months 
WIRING DEVICES 


1 to 3 months 


3 months 6 to 8 months 
CONDUITS, Flexible 
1 to 5 months l'. to 6 months 
CASTERS, TRUCK 
1 month 3 months 


CHAIN, Steel 


e a o 
2 to 7 months to 7 months 


2 
CONVEYORS, BELT 
10 to 12 months Indefinite 
CONVEYOR BELTING 
9 to 12 months 9 to 12 months 
CONVEYORS, Chain or Link 
3 to ll months 6 to 12 months 


ELEVATORS, Bucket 


10 months 12 months 
ELEVATORS, Portable, Tiering 
1 to 4 months 3 to 7 months 


GENERATORS, Motor 

—- — 12 months 
FITTINGS, Brass, Bronze 

3 to 5 months a 
FITTINGS, Malleable lron 

24 months 

Stock, small quantities 60 to 120 days 

to established accounts Established Accounts 

60 days, large quanti- only 

ties to established ac- 


counts 
FURNACES, Heat Treating 
1 to 10 weeks 8 to 32 weeks 
LUMBER 


Creosoted 
2 months 
Fir 
1 to 2 months Unobtainable 
Hardwoods. Northern 
Immediate 
White Pine 
Delayed Delivery (Mills oversold) 
Yellow Pine 
2 months 
Cypress 
1 to 2 months 
PACKINGS, Leather 
1 to 3 weeks 6 weeks if new mold 
PIPE, Brass 
Raw material situation critical. 30-day delivery on brass 
pipe does not indicate item is in free supply, but only 
that production is balanced to enable delivery of reason- 
able amounts. Could not handle new demands for this 
item. Other products not so simple as standard items 
like brass. Can only quote deliveries on specific in- 


quiries, 
COPPER 
Shortage 500,000 tons. It is reported that quantities 
of foreign copper earmarked for domestic use have 
been contracted for. Excise tax 4¢ which would boost 
price to 24'o¢. Movement underway looking to repeal 
or suspension of copper duty. 
PIPE, Fabricated 
1 month 1 to 3 months 
PIPING, Exhaust and Blow 
ea danae 5 to 6 weeks 
STEEL PIPE, Welded Riveted 


3 months Indefinite 
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PILLOW BLOCKS 
9 months 12 months 
PUMPS, CENTRIFUGAL 
Deep Well Turbines 


35 weeks 50 weeks 
Side Suction 

14 weeks 15 weeks 

Von-Clog Pumps 

~0 weeks 15 weeks 
Sump Pumps 

16 weeks 15 weeks 

Mixed Flow Pumps 
24 weeks 15 weeks 
Close Coupled Pumps 
22 weeks 15 weeks 


PUMPS, POWER 


Turbine Type 


8 weeks 35 weeks 
Water System 

52 weeks 52 weeks 
Cellar Drainers 

70 weeks 70 weeks 


SCALES, Platform, Portable 
t to 8 months 7 to 9 months 
SCALES, Truck, Wagon 
2 to 8 months 6 to 11 months 


TRACTORS, Gasoline, Industrial 


3 months ! months 
TRACTORS, Electric, Industrial 
3 months 1 months 


TRAILERS, Factory, Warehouse 
6 to 12 weeks 10 to 24 weeks 


TRAILERS, Heavy Duty Machinery 


6 months 8 months 
TRUCKS, Industrial 
2 wee ks 8 weeks 
TRUCKS, Electric Industrial 
5 months 6 months 
TRUCK SKIDS 
2 months 
POWER TRUCKS, Lift 

| month 


TIN 
Conservation Order M-43 places limits on deliveries of 
pig tin and on the quantities of tin used in manu- 
facturing. and specifies end uses and tin content for 
certain products. Order M-81 controls the production 
of tin cans by limiting the weights of tin coating for 


cans, 

RUBBER 
Rubber Order R-1 allocates all rubber imported by and 
manufactured in this country except neoprene and 
privately produced N-type synthetics. 

ANTIMONY 
Order M-112 conserves available antimony by regulating 
the delivery and acceptance of all forms — ores. con- 
centrates, metal, alloys, and primary products. 


HARD CORDAGE FIBERS 


Manila, Sisal and Henequen 
Receipts in 1947 will be half of anticipated unrestricted 
demands. Cordage Order M-84 controls the end uses 
of these fibers by limiting them to the manufacture of 
specified rope or binder and baler twine, production 
of which is scheduled under established quotas among 
processors. Sisal and henequen are purchased publicly 
and distributed equitably among processors of permitted 
products. A greater portion of the Manila supply is 
imported privately, and processors’ inventories are limi- 
ted to a 90-day supply. Exports of cordage fibers and 
their products are also controlled by the order. 
VALVES, Bronze 

3 to 5 months 

VALVES, Iron 
1 to 3 months 

VALVES, Steel 
1 to 2 months 


VALVES, General 


Stock or 30 days max. 60 days 
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COORDINATED SALES, 
PRODUCTION AND PURCHASING 





| How Cobblers, Inc., maintains effective 
material control and procurement for its 
two plants in California and Pennsylvania 
through a one-man purchasing department 


w 
By Fred M. Burt 


P' TRCHASE volume of materials 
and supplies for the two plants 
of Cobble rs. Inc. at Los Angeles, 
Calitornia, and Williamsport, Penn 
sylvania currently amounts to 
ibout ‘three-quarters of a million 
lollars a year. The actual buying 
yperation however, is but one aspect 
i the responsibilities of Purchasing 
\gent Charles H. Roy. His job 
might be more accurately deseribed 
is material control, including pro 
curement. For he sits right in the 
middle as a major liaison factor in 
tying together an overall program 
ot sales and production schedules, 
broken down to a quarterly, month- 
and weekly basis. and he 
eeps the materials flowing to 
both plants to support these sched 
ules. Because of this responsibility, 
a complete record system exact, 
detailed, and up-to-the-minute 
maintained in his office, covering 
daily operations and the scheduling 
f those to come These records 
are set up to show, among other 
vital information, the daily and 
weekly status and relationship be 
tween what is actually sold, what 
s already manufactured, what is 
scheduled for production, and ma 
terials on hand and on order. 

[he company was started in 1939 
as “Cahfornia Cobblers,” with the 
help of an already established West 
Coast manufacturer, for the pro- 
duction of women’s sport shoes. The 
founder was Walter Braun, who 
heads the company as President 
and Chief Designer. The initial out- 
put was 30 pair a day. From that 
small beginning, the company has 
grown to the point where tens of 
thousands of pairs are manufactur- 
ed each month, with an annual 
value of nearly $2,000,000. The 








Walter Braun, President and Chief Designer of Cobblers, Inc. He 
learned the business in his father’s 3000-pair-a-day shoe factory in 
Vienna, paused in the United States on his way to a job as designer 
s line includes sports, casual and for an Australian firm in 1939, and decided to stay. 
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REQUIREMENTS — LOS ANGELES .__ 


lst QUARTER 1947 Est, plus 20% Reserve MATERIAL Leather 
STOCK NO REQUIRED INVENTORY oN TOTAL Date | Bote AMOUNT RIERION 
O ORDER NO onver AVAILABLE Ship't Rec'd RECEIVED STATUS 

































































The Master Schedule for each quarter’s production 
is broken down in terms of purchase requirements 
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Work sheet, made out as sales are entered, and 
correlated with quarterly production § schedule 
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leisure wear shoes for women and 
children. The employees now num- 
ber 225, of whom 150 are at Los 
Angeles and 75 at the Williamsport 
plant. Mr. Roy has been Pur- 
chasing Agent since August, 1944, 
bringing to the organization a 
background of many years of ex- 
perience with eastern shoe manu- 
facturers. 


Master Production Schedule 


A Master Sales and Production 
Plan for each quarter is made up 
early in the preceding quarter by 
Hans Springer, Vice President and 
Sales Manager. The Master plan 
for the first quarter of 1947, for 
instance, was made up early in 
the fourth quarter of 1946. It is 
based on sales expectancy, judged 
by past experience and current 
trends, and of course it takes into 
consideration the production capaci- 
ties of the two plants. It covers 
both the basic styles that are car- 
ried over from quarter to quarter, 
and new styles developed by Mr. 
Braun. 

This forecast and plan must be 
rather detailed. It is set up on 
a large sheet with column headings 
indicating: Plant; Style; Backs; 
Last; Daily production in Pairs; 
Three months production in Pairs; 
and then seven columns listing the 
seven sales territories into which 
the country is divided, where an 
entry is made showing the per- 
centage of total planned production 
allotted to each territory and the 
number of pairs this represents. 
The allocation of production is made 
by Mr. Braun. After the produc- 
tion set-up is determined, the Sales 
Manager makes the apportionment 
of the total number of pairs of each 
type of shoes into the sales allotment 
for each territory, and from that 
point on it is the job of each sales- 
man to go out and sell approximate- 
ly what is allotted to him. 

On the basis of the Master plan, 
a production schedule is made up for 
each plant, for the quarter, and 
thirteen weekly schedules are set 
up. numbered from 1 to 13. A 
reservation of time is allowed for 
any contingencies that may arise; 
for example, the total production 
time for January, February and 
March, 63 days, has 10 days so 
reserved. The total quantities of 
each type of shoes to be produced 
each week are entered on these 
production schedules, under the 
headings of “Schedule No.” and 
“Week Starting.” Account is taken, 
of course, of any shoes carried over 
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in stock from previous production 
in the preceding quarter. 

At this point, a few weeks after 
the beginning of the quarter pre- 
ceding the period during which 
materials will be required, Mr. Roy 
can determine from the schedule 
materials he 


exactly what basic 


must buy for the succeeding quar 


ter. This consists largely of upper 
stock leather in various colors and 
finishes, and fabric. On some ot 


the materials it 1s 
anticipate requirements in a general 
way for a longer period ahead. Linen 
for fabrics shoes, for example, was 
bought in Ireland in early June for 
November delivery. Standard items 
in regular use, such as findings, 
thread, cement, felt, heel lifts, box 
es, tissue, labels, and the like, 
represent a fairly constant require- 
ment from quarter to quarter, and 
are therefore stocked in quantities 
reference to 


necessary to 


without such close 


current production schedules. 


Procurement Planning 


Mr. Roy then 
down of the material requirements 
for each plant, using a “Require 
ments” form for this purpose. With 
the total number of pairs for each 
type and color listed under “Re 
quantity carried 
preceding quarter 
listed under “Inventory,” orders are 
placed for one-third of the quar- 
ter’s requirements, and are entered 
in the “On Order’ column in 
terms of the number of pairs this 
material will manufacture. The sum 
of the “Inventory” and “On Order” 
columns is entered as ’’Total Avail 
able.”’ 

In the last column, headed 
“Status,” is the difference between 
“Required” and “Total Available,” 
indicating the quantities that must 
still be ordered to satisfy the full 
quarter's requirements. Delivery in 
formation is also included to show 
whether matenals on order are com- 
ing in as desired 


~ 


makes a break- 


quired,” and the 
over from the 


Flexibility 

While the sales forecast can be 
made with a high degree of accu- 
racy, it is desirable to have some 
flexibility whenever dealing with 
style merchandise. This element is 
provided by the policy of buying 
on a monthly though the 
Master plan covers projected opera- 
tions for a full quarter in advance. 
In ordering the upper stock leath- 
ers, the colors White, Brown, 
Red, Gold Rush, Saddled, Black, 
Blue, Green, etc.—are specified. But 
in ordering for only one month’s 


basis, 
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requirements at a time, changes can 
be made to adjust materials in con- 
formity with the orders actually re- 
ceived. 


Coordination with Production 


As noted above, the salesmen 
have definite allotments to sell as 
regards the styles, but the exact 
numbers sold in each size and color 
can only be estimated until the sales 
are actually made and reported by 
the salesmen. But even this is 
known well in advance, since the 
salesmen are always selling against 
their quota of the following quar- 
ter’s production. Final sales for the 
1946 fourth quarter were in by 
September 27th, production starting 
on September 16th. Sales for the 
1947 first quarter production were 
started in October, 1946, and 60% 
of the sales were reported by the 
middle of November. They were 
practically completed in early De- 
cember, so that approximately three 
months lead time was available to 
adjust the details and procurement 
for March production. 

As each 


( yrdet 1S recel\ ed, a 


2 


special ticket is made out for each 
quantity of each item, a separate 
ticket being made for each 36 
pairs or fraction thereof to cor- 
relate with manufacturing quanti- 
ties. These tickets are made out 
in quadruplicate, distributed as fol- 
lows: 

(1) to the cutting room foreman 
for use im requisitioning upper stock 
leather. 

(2) fer sole leather procurement 
from stock. 

(3) kept on rack in the plant un- 
til the shoes called for on the ticket 
are completed. 

(4) kept in a file in the main 
office, segregated by styles, to show 
what shoes are in actual process of 
manufacture, and removed from this 
file when the shoes are completed. 

Production Manager Philip Braun 
makes up each week's cutting 
schedule for the Los Angeles plant, 
basing it on the Master Production 
Schedule. Then using this produc- 
tion schedule again as a guide, he 
pulls the tickets compiled from 
actual sales orders, to the closest 
quantities called for by the weekly 
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eard, which serves a dual 
record on standard items 


Charles H. Roy, Purchasing Agent 














PURCHAS< ORDER 


C §. Duc 


1212 STANFORD AVENUE ° LOS ANGELES 21, CALF 


Phone 7482 
To: 





PURCHASE ORDER 
COBBLERS A. 


PRospect 7595 


= 


of this order ead advise definite skipping dete. 


1212 STANFORD AVENUE ° LOS ANGELES 71, CALIF 


Please ship the merchondise listed below on terms and conditions stated 
hereon ond on the reverse side of this order. Please acknowledge receipt 


Please show this order number on 
shipment and invoice 


N® 8063 





Quantiry 





OEscairnon 








Purchase order form. Orders 
for the Williamsport plant 
are issued from Los Angeles, 
but carry a special imprint 
and a separate series of serial 


numbers 


schedule. The cutting schedule is 
then readjusted as to exact totals, 
and a copy of this is returned to 
Mr. Roy for use in making out 
subsequent cutting schedules. 

Mr. Roy has ledger sheets show- 
ing the balance still to be manu- 
factured of each item, for the quar- 
ter. He _ readjusts weekly 
from the revised cutting schedules. 
This is a summarizing 


help hit 


these 


check to 
keep close track of what 
has vet to be manufactured, and con- 
sequently a total requirement of 
materials on hand or to be ordered. 


Stock Records 


Perpetual inventory cards on all 
upper stock leathers and fabrics are 
also kept in the purchasing office. 
All material withdrawn from stock 
is requisitioned on “Material Re- 
quisition” forms. The daily ac- 
cumulation of these forms from the 
plant are posted to the inventory 
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Date: 7 _ 
_ Ship to 
When: 
Vie 
: | Terms: —~ as 
ust rerce | Tota 
| | 
COBBLERS, Inc 
i 
| oy 
PURCHASING AGENT 





== > a 


WAPORTANT: Ship to Williamsport, Pa. 





Packing Slip must be inclosed in all Shipments. 


oO Please show this order number on 
shipment and invoice 


W 1257 


Date: _ 


|_ SHIP TO WILLIAMSPORT, PA 








| 
3 stated Vie: 
receipt 
7 Terms: en . 
| ur | Rice TOTAL 
t 

















COBBLERS, Inc. 


INVOICE IN TRIPLICATE TO LOS ANGELES 21, CALIF. 


Your compliance with these instructions will guarantee promp! payment of by a ae 


invorces. 


card, and additions or subtractions 
are made to show the actual bal- 


ance in stock. Any quantities with- 
drawn are written with black pencil. 
On occasion, extra materials are 
returned to stock, and these are 
entered on both the Materials Re- 
quisitions and Inventory Cards with 
a red pencil. 

The Receiving Clerk is also in 
charge of the such 
supplies as thread, cement, lacing, 
heels lifts, etc. — standard items in 
constant use. These are withdrawn 
as needed by use of the same re- 
quisition form, and the record is 
kept on the same form of inventory 
card. Complete physical inventories 
of all materials and supplies are 
made at the first of each month. 

The “Material Requisition” form 
is also requisition to 
purchase. When the stockroom man 
finds his stock of any item falling 
to the point where replenishment 


stockroom on 


used as a 


PURCHASING AGENT 





is indicated, he sends a _ material 
requisition to the purchasing de- 
partment. <A similar requisition is 
made out for supplies and equip- 
ment that may be needed, and when 
it is OK’d by the Superintendent, 
it is referred to the Purchasing 
Agent for action. 

The purchase order is made out 
in quadruplicate, distributed as fol- 
lows: 

Copy 1 (white) to the vendor. 

Copy 2 (yellow) to the fore part 
of a Pendaflex file, arranged al- 
phabetically according to _ vendors’ 
names, 

Copy 3 (pink) to Receiving. 

Copy 4+ (blue) to Accounts Pay- 
able. 

As deliveries are received against 
each purchase order, whether partial 
or complete, the information as to 
date and quantity received is noted 
on the yellow copy of the purchase 
order in the purchasing office. As 
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each order is completed it is moved consecutively numbered book of The actual purchasing operation 


to the back section of the file, which shipping tickets. He fills out the involves the issue of 30 to 40 pur- 
is similarly indexed. At the end of date, item, quantity, and how ship- chase orders per week. The addi- 
the fiscal year, completed order cop- ped. Copy 1 goes to the account- tional record keeping, scheduling 
ies are removed to dead storage. ing section for charging against and correlation with production, 

Information as to receipts comes Williamsport ; copy 2 is sent to Wil- add up to a pretty busy responsibi- 
from the Receiving Clerk, who uses liamsport; copy 3 (tissue) stays in lity. But by keeping the procedure 
a manifold book of receiving tickets, the book. A memo is sent to the simple, with a minimum of forms 
sequentially numbered. Entries are Purchasing Agent to notify him and paper work, and _ particularly 
made as to exactly what is received, that the shipment has been made through the policy of keeping it 
checking against the receiving copy and exactly what was sent, so that strictly up to date at all times, it is 
of the purchase order also. The top records may be adjusted according- efficiently handled with a one-man 
sheet of the receiving ticket goes to ly. Williamsport uses another form purchasing department, with part- 
Mr. Roy with the packing slip; the to report back on receipt of the time clerical and stenographic as- 
carbon copy tissue slip remains in merchandise. sistance. 


the book in the receiving depart- 
ment. A ledger listing is also made, 
according to the receiving ticket 


or ca alee te sg s0 MATERIAL REQUISITION ~ No. 8200 
ean LQ oy At 6) Jos No ( 


shipped 

All invoices for all purchases for STOREKEEGER: PLEASE SUPPLY 
both plants come to Mr. Roy in Quan oe 
triplicate, and are checked by him. 
One copy is attached to the yellow 
copy of the purchase order along 
with the receiving ticket and the 
packing slip. A second copy is 
OK'd for payment after checking 
against the pertinent documents, 
and is then sent on to Accounts 
Pavable, where it is reconciled with 
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The third copy is used for other im Dwoi7 <a a ill 

ACC ounting purposes. 















DELIVER NO MATERIAL WITHOUT A REQUISITION 
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Requisition for withdrawal of material from stock, 
also used by stockroom as requisition to purchase 


Handling Branch Purchases 


Purchases made from the Los 
Angles office for the Williamsport 
plant use the same purchase order 
form, except that “WILLIAMS- 
PORT” is prominently printed 
across the face of the order in red 
ink, and “Ship to Williamsport,” 
also in red, is printed in place of 
the “Ship to” space of the standard 
order form. The greatest volume 
of purchases for Williamsport are 
included in the combined purchases 
for both plants. Consequently there 
are not very many of these special 
Williamsport orders, and they are 
kept in a separate pillar file. 

For locally purchased supplies, 
the Wullhamsport office manager 
acts as Purchasing Agent there, 
following a list of classifications set 
up by Mr. Roy. The invoices for 
these purchases go to the Los An- 
geles office, as do the vellow copies 
of the purchase orders, and these 
are kept in a separate pillar file until 
ready for permanent filing. 

Shipments made from the Los 
Angeles plant to Williamsport are 
handled informally but effectively. 
Generally the order is transmitted 
orally, by phone, to the Receiving- 
Shipping-Stockroom clerk by Mr. 
Roy. The clerk has a three-copy, 
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spread basis, one of the most 
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headaches. 


SURPLUS SEEKS 


Mahomet didn’t come to the mountain of surplus 
so the War Assets Administration has devised a 
plan to make it more accessible and attractive 
Thirty-nine Customer Service Centers are already 
in operation 


WAA's 


primary 


that a satisfied customer 


con- 


cern has been to help the buyer, on 
the theory 
is a repeat customer. Yet the buyer 
rest las been frequently faced with the 








OPEN FOR BUSINESS 


WAA has already established 39 Customer Service Centers. 
The complete program cails for a total of 86 such estab- 
lishments in various parts of the country. The following 


are now open for business. 


ALBUQUERQUE, N. M 
Mountain Road & 


Broadway 
ATLANTA, Ga. 
699 Ponce de 
Ave 
BALTIMORE, Md 
8 South Calvert St 
BEAUMONT, Texas 
Customer Service Cen 
ter, War Assets Admin 
istration 
BOSTON, Mass 
Army Base, South Bos 


Leon 


ton 

CASPER, Wyo 
Customer Service Cen 
ter, War Assets Admin 
istration 

CHEYENNE, Wyo 
Customer Service Cen 
ter, War Assets Admin 
istration 

CINCINNATI, Ohio 


704 Race St 
CLEVELAND, Ohio 
13th St. & Euclid Ave 


COLUMBIA, S. C 

1201 Pulaski St 
DALLAS, Texas 

B Plant 

North American Avia 

tion, Box 6030 
DENVER, Col. 


Auditorium Annex 


DES MOINES, lowa 

Des Moines Ordnance 

Plant, Building No. 3 
DETROIT, Mich. 

13470 Oakland, High 

land Park 
DULUTH, Minn. 

231 East Superior St 
EL PASO, Texas 

620 Magoffin Ave 
FARGO, N. D. 

610 Front St. 
HOUSTON, Texas 

915 Milam Bldg. 
INDIANAPOLIS, Ind. 


2005 Northwestern 
Ave. 


KANSAS CITY, Mo. 
Troost & Bannister Rd 
P. O. Box 1037 

LEXINGTON, Ky. 
Lexington Signal Corp 
Bldg. 

LITTLE ROCK, Ark. 

515 East 2nd St. 
jAUNNEAPOLIS, Minn. 
Metropolitan Life Bldc 

NEWARK, N. J. 

213 Washington St. 

NEW ORLEANS, La. 
7020 Franklin Ave. 

NEW YORK, N. Y. 

37 Broadway 


OKLAHOMA CITY, Okla. 
220 Leonhardt Bldg. 
2nd & Harvey Sts. 

OMAHA, Neb. 

1416 Douglas St. 

PORTLAND, Ore. 

Swan Island 

SACRAMENTO, Calif. 
Chamber of Commerce 
Bldg. 

SALT LAKE CITY, Utah 
1710 S. Redwood Road 

SAN ANTONIO, Texas 
Transit Tower 
S. St. Mary’s & Villita 
Sts. 

SAN FRANCISCO, Calif 
33 Berry St. 

SEATTLE, Wash. 

1409 Second Ave. 


SIOUX FALLS, S. D. 
207 Wilson Terminal 
Bldg. 

SPOKANE, Wash. 

157 South Howard St 
Welsh Bldg. 


ST. LOUIS, Mo. 
505 North 7th St. 
TULSA, Okla. 
2000 N. 


Drive 


WICHITA, Kansas 
Boeing Aircraft, No. 2 


Memoria! 
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problem of not knowing where to go, 
whom to contact, where samples are 


on display, and generally how to 
tear himself loose from the whirl 
of government confetti 

WAA cannot restock on desir 
able merchandise; yet that very 


merchandise may reappear in sur- 
plus at some future date. It has in 
inventory at least dif- 
ferent types of commodities. The 
magnitude of the operation, 
comprising literally billions of dol 
lars worth of itself a 
staggering job. No precedent ex- 
ists for doing business on 
scale. Yet, in order to 
WAA must reach out and contact 
all the little fellows, in addition to 
the big buyers. 

Considering “contact” one of the 
most important facets of the sales 
operation, WA has now created a 


two mulion 
sales 
eoods. is im 


> 


such a 


operate, 


unique device to help solve the 
buyers problems the Customer 
Service Centers. These centers, 


established in major cities through 
out the will 
package all the services and informa- 


nation, offer in one 


tion previously sought after sepa 
rately and at different locations by 
the prospective purchaser. The 


center will bring together physically 
in one focal point, the customer, the 
information, the samples, the 
agent, the 


sales 
paper work, and the 
cashier. 

Perhaps you already have bought 
surplus property, or you may plan 
to buy more. You may feel that a 
trip to the locations where sales are 
being conducted involves too much 
time and expense in proportion to 
the type of material wanted. You 


may want more information on 
scheduled sales and the property 
being offered. You would like to 


You 


may have a legitimate complaint. 


see samples before you buy. 
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THE BUYER 


By Cyrus B. Kitchen 


Director, Disposal Services Division 
War Assets Administraton 


If so, you now need go to only 
one place——-WAA’s new customer 
service center. Conveniently located 
in downtown business districts, the 
service centers will process any of 
your problems from start to finish. 

The center will initiate and com 
plete a sale for you; will reply to 
any and all of your questions, 
whether received by mail, telegram, 
telephone or in person, \ major 
function of the center will be to 
maintain full current 
on all WAA 


country. 


information 
sales, all over the 
Plans are afoot for each 
region to compile a weekly inventory 
of current and future sales, and to 
exchange this information with all 
other regions. Such inventories will 
serve as tip sheets enabling you to 
spot the property you want to buy, 
and at the same time giving you a 
complete bird’s-eve view of the sur- 
plus selling picture. The center will 
show you samples of items in all 
advertised and unadvertised sales 
projects and programs, and of items 
which are in long supply. It will 
act as trouble shooter on all vour 
complaints. ) 

If you are a veteran, you may 
step into the center, be certified fi ir 
priority rights and effectuate a pur 
chase all at the same place. 

If you represent a school or hos 
pital, or are a purchasing agent for 
a state or local government, vou 
too can transact all your business 
on the spot. 

Whether you are a businessman, 
veteran, priority holder or exporter, 
you can go to the center, much as 
to an ordinary store, and you will 
receive help in buying surplus all 
the way from inquiry to payment 
—frequently on the same floor. 

The Customer Service Center is 
a clearing place for information and 
for sales. It is not a retail store. 
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First purchase of inter-regional material at the Customers 
Service Center, Columbia, S. C. was made by L. W. Landrum 
of Charleston (right). 


WAA must, within the provisions 
of the law, sell to wholesalers, job 
bers, large and small retailers. Sales 
must be made either to priority 
buvers or to the trade. They can 
not be made to the ultimate retail 
consumer. 

By the same token, the centers 
will adhere to the same priorities, 
regulations and sales procedures as 
before. No changes have been made. 
The only difference will be in the 
direct and immediate service atford 
ed the customer. 

Merchandise sold at the 
will include every category of item 
offered by the War Assets Adminis 
tration. Whatever you want to 
buy, the center is set up to service 
you. In som } 


centers 


Cases tor exampl 








CUSTOMER SEAVICE 


electronics, aircraft parts, and real 
property—the property may be sold 
by agents handling sales for WAA. 
In that event, while the center will 
not sell the property, it will give 
you the current name and address 
of the agent you must see. 

\ll types of sales will be handled 
at the centers. Where property is 
to be sold on a competitive bid basis, 
the customer center will provide you 
with the bid blanks, the proper ad- 
dress to which you must submit 


vour bids, and the closing bid date. 
Since bids must all be opened at 
the same time, in fairness to you 
and to other buyers, it has been 
deemed more efficient for competi- 
tive bids to be handled directly by 
the original sales office. 


Service Center at Atlanta, showing how it is set up to process 


the transaction from the 


first request for information. 
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Sales will be made easier by pro- 
viding full facilities for credit. 
Phose vho have ilrea l\ estab- 
lished credit may buy at the centers, 


and those interested in opening 
credit will be assisted in filling out 
applications 

Sample s will be displayed, neat- 
ly, clearly and as attractively as 
They will be appropriate- 
lv labelled as to priority 
condi- 
Information will be available 


as to the maximum and minimum 


possible 
price, 
periods, descriptions, and 
tions 


quantities you may be able to buy. 

WAA is taking its huge 
and turning them, for vour con- 
through the Customer 
Service Centers, into one show- 


stocks 
venience, 
room. It is operating on the theory 
that the shortest distance between a 
customer and a sale, is a streamlined 
procedure 

Naturally, it cannot have on lo- 
cation, samples of buildings, real 
estate, aircraft, or other property 
whose physical or geographical 
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Modern methods of merchandising display make it easy to 
inspect surplus items at the Columbia, 5. C., Service Center. 


limitations make display impossible. 
But specialists in each of these types 
of property will be in attendance 
to answer your questions ; show you, 
where possible, pictures of the types 
of property in which you are in 
terested; give you the best available 
current listings; frequently, start 
negotiations for you and direct you 
to the particular man handling the 
particular category of real property, 
aircraft or electronics that you want 
to buy. 

\ sample will remain on display 
only so long as the item it represents 
is available in inventory. When the 
inventory is exhausted, the sample 
itself will be sold in the sample 
room. 

In cases where the inventory is 
depleted at the center at which you 
apply, an effort will be made to 
locate the merchandise for you at 
other centers. Should you submit 
a firm order for a transaction on 
any single item involving more 
than $1,000, the Customer Service 








Center will enter into negotiations 
by teletype, and in emergency by 
phone, with other centers to locate 
the product for you and to confirm 
the sale by telegram if the property 
is found. <A 48-hour freeze will 
then be placed on the item desired, 
giving time for your order to be 
consummated. 

Some sales wlil continue to be 
commodity divisions of the regional 
offices, but as customer service is 
built up, these will gradually give 
way to direct transactions at the 
centers. 

The centers will be located in 
all cities where there is already in 
existence a regional or district 
\WAA office. However, the center 
may not necessarily be located in 
this office. Location will be chosen 


for your convenience, generally in 
or near the wholesale business sec- 
tion of your city, so that it is acces- 
sible for you, and at the same time 
is geared to attract the greatest 
business traffic possible. 


In addi- 
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tion, WAA’s 33 regional sales di- 
rectors may, at their discretion, 
establish centers in any other cities 
where the marketing area is active 
enough to justify such a move. In 
large cities like New York, it 1s 
quite possible that centers will be 
set up for customer convenience 
in more than one borough. 

\WAA still has a colossal selling 
job to do. At the turn of the year 
it had already acquired more than 
twenty-one billion dollars’ worth of 
surplus property (figured in terms 
of original cost), and had disposed 
of more than twelve billions, in 
cluding property on lease.  <Antt- 
cipating that the Army and Navy 
will declare surplus another six 


billions to WAA during 1947 and 
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1948, the agency still has a fifteen 
billion dollar selling job ahead. 

All previous selling attempts by 
\VWAA or its predecessors have em- 
phasized the necessity of bringing 
the customer to the product. Com- 
pletely reversing this approach, 
General Robert M. Littlejohn, 
WAA Administrator, is now mak- 
ing an effort to bring the product 
to the customer. 

Test operations at certain centers 
already show an increase in business 
attributable to the fact that it is 
easy to find and buy surplus prop- 
erty at a one-stop location, and be- 
cause prompt customer service en- 
lists the enthusiasm of purchasers 
who might otherwise be discour- 
aged. It has also been found that 


A wide variety of industrial 
equipment is on display at 
WAA’s Customer Service Cen- 
ter in Cleveland. 


slow-moving goods sell more readily 
when attractively displayed in ap- 
propriate market areas. 

To sum up, the Customer Service 
Center will reply to all your inquir- 
ies; keep a record of current offer- 
ings; start and complete a sale for 
you; process all mail orders; help 
you with credit problems; display 
samples; issue shipping instruc- 
tions; offer expert service for 
priority claimants ; certify veterans ; 
and carry through on your com- 
plaints. 

The centers are being opened for 
your benefit. Whether you have 
been successful or unlucky in your 
past dealings with surplus property, 
we urge you to try this new service. 
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TAKE INVENTORY OF 


® By E. L. Cady 


RECIPROCITY 





ee rIMES it is wise to stop all 
“sy ; 


operations, take 
ventory, find out 


a thorough in- 
how many con- 
ceptions of a business status are 
facts and how many are fancies 
This is harder to do with manage 
ment practices than with physical 
goods. But the war stopped all com 
mon forms of reciprocity buying and 
selling for a long enough period so 
that purchasing agents had oppor- 
tunity for a clear and cold look at 
this most universally condemned but 
practised business method. And 
many buyers and sellers are comi 
up with brand about 
the values and uses of reciprocity. 

Nobody wanted to be 
about reciprocity 


ng 
new notions 
quoted 
very purchasing 
agent and sales manager knows that 
this is the subject of all 
which 


subjects in 
“anything you say may b 
\nd yet, if every 
executive interviewed for this story 
were to put on the record and in the 
name of company what he 
the record. the entire business 
structure could be improved. 
Unprompted by questions or su 
gestions, all those interviewed 
agreed that reciprocity is dangerous 
only when it is secret. So long as 


used against you”. 


said off 


o- 
> 
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Putting test facilities at the service of a supplier in the develop- 


ment of new 


everybody knows exactly what is 
1 ] 


ong on, now tt Ss Den?’ adore incl 


why it is being done that way, then 
any reciprocity purchase or sale 1s 
as open to analysis and attack on an 
economic basis as any other busi 
When out in the 
the reciprocity deal has to 

itself by the arithmetic 
which shows up in the balance sheet 
or the operating statement. Only 
when there is concealment so that 
the rumors begin to fly, can. the 
“who is really getting what and for 
what” arguments begin. And it is 
tl that 


cause reciprocity to make enemies 
Clear Policy Needed 


\nother point upon 
agreed was that the 


ness transaction 


open, 


justity 


lose TUuMlo;rs and arguments 


which all 
ability to make 
wise and profitabl use of re¢ Iproci- 
ty depends directly upon how clear 
cut the management policy of the 
company is, 

When a management 
real value of every item 


knows the 
buvs. and 

item it 
sells, and the definite worth of every 
marketing move it makes, then rec 
procity can be a highly exact and 
valuable tool of business. But when 


an actual profit on every 


products may be a 


valuable reciprocal factor. 


tnanagement is fuzzy about these 
values, then the use of reciprocity 
hecomes emotional rather than fac- 
tual, and reciprocity is used to salve 
feelings and to excuse the bad selec- 
vendors and for like pur- 
poses. In short, reciprocity is equal- 
ly adept at increasing the clarity of 
ompanies which are managed by 
facts and at increasing the muddi- 
ness of managements which make 
decisions by “executive opinions” 
Since the proportions of “man- 
agement by facts” vs. “management 
by opinions” vary from company to 


tion of 


company, or even from department 
to department or plant to plant 
withn the same company, the values 
of reciprocity as contrasted to its 
threats also must vary. Most of the 
companies that plan to use it as a 
major strategem of buying and sell- 
ing also seem to be planning to use 
it only in specific, clear cut situa- 
tions. 

The purchasing agent of a large 
manufacturer of steam specialties 
gave what may be a new and better 
definition of reciprocity. He said: 
“Reciprocity means permitting any 
factor other than the outright dol- 
lars and cents which appear in that 
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transaction alone to intiuence the 
placing of a definite order with a 
definite vendor. And since reciproci- 
ty is practised by our company only 
when no vendor offers definite ad 


for such reciprocity patronage. The 
result was a widening of the com- 
pany’s acceptance list of types and 
grades of stainless steels for various 
products, a reduction of annual pur- 





If supplies offered are of superior value, the logical 


procedure 


vantages over his competitors, rect- 
procity is a means for paying with 
cash for good will.” 

His statement summed up what 
was said by many others. But it 
does not cover all of the present day 
uses of reciprocity. 


Broader Material Lists 


One purchasing agent had long 
suspected that his product and prod- 
uction men could with advantage 
widen the list of types and grades of 
stainless steels in use. There would 
be a purchasing advantage if they 
did. Stainless steels of too specific 
types and sizes can be difficult to 
find for quick delivery from the 
open market. There are wide price 
differentials from grade to grade. 
But the shop men were “too busy to 
make tests’’. 

His company being strongly reci- 
procity minded, he waited until one 
of the larger steel companies came 
in and demanded stainless steel or- 
ders on a reciprocity basis. Then he 
made sure that this company had 
the grades and types and sizes that 
he wanted his management to try, 
and he asked that the trial be made 
in order to provide a practical basis 
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to push aside the reciprocal factor. 


chasing budgets for the same quan- 
tities of these alloy steels, a better 
balance between the company’s in- 
ventory and the dependence upon 
warehouse stocks for quick supplies, 
and a steel company customer made 
happy by the receipt of a reciprocity 
order. And by inducing the study of 
facts as a substitute for opinions in 
the selection of stainless steels he 
greatly widened his company’s abil- 
iy to use stainless steel purchases as 
tools of reciprocity in future deal- 
ings with steel makers. Reciprocity 
is popularly supposed to constrict 
buying lists; but here is a case in 
which the choice in both materials 
and sources was broadened by in- 
telligent use of this method. 


A Promotional Angle 


The buyer of a company which 
makes machine specialties uses reci- 
procity as a tool of sales promotion. 
Many vendors want to cite the name 
of his company as one of their cus- 
tomers. He agrees, but only on a 
reciprocal basis. They must use his 
goods also and must let his salesmen 
cite that fact. His procedure would 
be difficult, even dangerous, if his 
management did not have its pro- 


cesses and products reduced to such 
clear factual bases that there is no 
doubt about what goods he can use 
and for what purposes. If he were 
to proceed by opinion, and so let a 
vendor quote him as using a product 
for a purpose for which it is un- 
profitable or unsuitable, then his 
company could be made to look very 
foolish to some of its customers. 
Sut as a representative of a manage- 
ment that knows exactly what it is 
doing, he gets a rich amount of ad- 
vertising of the most valuable kind 
and at no cost to his company. 


Standard or Specialty Lines 


The purchasing agent of a com- 
pany which has plants all over the 
country uses reciprocity as a means 
of keeping the makers of standard 
products informed about the true 
values of their own lines, and of 
keeping their sales engineers on 
their toes. And in so doing he reaps 
many a production line advantage 
for his company in addition to creat- 
ing good will through reciprocity. 

Makers of standard lines, he finds, 
tend to shoot at average values, to 
make lines which are good enough 
for wide varieties of applications 
rather than being excellent for some 
purposes but not so good for others. 
Makers of specialties do the op- 
posite. But the specialty manufac- 
turers are likely to be top flight and 
highly aggressive about their sales 
engineering and their general sales 
tactics. And it is the best of sales 
engineering that he wants. 

He buys standard lines to a great 
extent on reciprocity. But the spe- 
cialty product makers are free to 
shoot at any standard line applica- 
tion any time they seem to have 
anything to offer. 

Then when the specialty men 
show an improvement in perform- 
ance or an operating cost reduction, 
he calls in the standard line men and 
tells them that they had better get 
busy if they want to retain the busi- 
ness. They know that on an even 
break reciprocity will be the decid- 
ing factor, and that therefore no 
high pressure tactics on the part of 
the specialty man will tip the scales 
against them. They also know that 
good sales or application engineer- 
ing may be what is making the spe- 
cialty product look so good and that 
they had better get their best men to 
bat. When the battle is over every- 
one concerned knows just how good 
that specialty is for a given applica- 
tion. The standard products men 
know whether or not it is time to 
make an extra hard research effort 
to improve some of their lines. And 
the purchasing agent knows whether 
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he ought to leave that specialty out, 
or keep it at the point where it won 
its fight, or extend its use to more 
departments and plants. 
Small Company Benefits 

\ purchasing agent of a small 
plant lets his factory be used as a 
proving ground and even a_ pilot 
plant 
manufacturers 


for new products of large 
ho will deal on a 
reciprocal basis. Here, opinion has 
to be used very largely in determin- 


ing the values of reciprocity. 


The purchasing agent of a me- 
dium sized company follows much 
the same tactics in that a high pro- 
portion of his reciprocal purchases 
are for the newest lines. 

He knows that it costs money to 
get a new line onto the market and 
that that money has to come out of 
sales. He also knows that the unit 
price of a new line is likely to be 
higher than that of an old one on 
which the production problems have 
heen reduced and a steady volume 


1 


has been built up. But if the com- 











Improvement in performance or an operating cost reduction 
are basic factors to be given consideration where on an 


“even break’’, 


First of all, this company has no 
sales outlets ade making 


extensive attacks upon the purchas 


juate tor 


ing offices of widely scattered pro 
spective lars 


ve buvers. By letting the 
plant be used on something of a test 
basis for large companies, but plain 
ly stipulating that he wants a re 
ciprocal reward in orders received, 
this purchasing agent gets the sales 
men of large companies to approach 
their own purchasing agents in his 
interest. And his 


gets a hearing i 


company at least 
places where it 
would not otherwise be set up to go 
and ask for one. 

Much evaluate, but 
nevertheless just as real, are the 
technical 


harder to 
advantages gained. The 
companies which make the tests 
send some of their best technicians 
to his plant and enable him to ask 
them questions regarding problems 
about which he could not otherwise 
obtain technical opinions of such 
high quality. So, when a test proves 
successful, he has the advantage of 
obtaining a new product or process 
long before it would ordinarily get 
to companies as small as his. 
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reciprocity will be the deciding factor. 


him on a recip 
len out of his sales to 
that company he can get some of 
the money with which to support the 
igher prices of its new lines. And 
by careful 


1 


pany will deal with 
rocal basis, tl 


watching to make sure 
which new lines to pick, he can get 
the rest of the money out of. the 
operating advantages which newly 
cle veloped products ordinarily have 
over old ones. He said: 
plant always is modern and recipro 


“Our 


1t\ helps to keep it so 
Long Range View 


manufacturer of 
building construction and mainte- 


One major 


nance materials is also a major con 
sumer of oils and chemicals. The 
purchasing agent uses reciprocity on 
a long term basis to stimulate and 
encourage the building of new plant 
facilities by his own suppliers. 
When such a newly equipped 
plant is to be built, he first finds 
out how much business his com- 
pany will get out of it and throws 
the value of this into his reciprocity 
budget. He never allows reciprocity 
to influence his judgment unless all 


other factors are equal. But if on 
this equality basis he can deal with 
that company, he also throws into 
the scales an estimate of how much 
the new products to come out of 
that plant will benefit his company. 
The recipre city budget for that sup 
plier, then, is equal to the value of 
the business placed plus the fac- 
tor for product advantages secured. 
And to exhaust this budget, or to 
properly support the new operation, 
he often has to plot the course of his 
purchases from that supplier several 
vears ahead. 

This policy has worked to an un- 
expected degree. As one example, a 
few years ago he supported the 
building of a plant which might 
give to one of his plants some prod 
ucts of lower sulphur content than 
the ones it then was using. The 
sulphur had a bad tendency to be 
emitted as a high temperature gas 
and, wherever it found surfaces at 
the temperatures of its dew points, 
to settle upon 


them and corrode 
them badly. A year or so after the 
new plant began operating, it was 
able to deliver to him products of 
sulphur content. Other 
suppliers of the same general prod 
ucts, asked to duplicate these re 
sults, frankly admitted that since he 
now had obtained a superior prod 


very low 


uct for this purpose their recipro 
cal claims upon him for that parti 
ular business no longer were valid. 
The reciprocal arrangements by 
which one large steel maker 
business to companies which distrib 
uted their plant maintenance prod 
ucts through mill supply houses, are 
well known. This company felt a 
need to kee p these houses active and 
prosperous, both as carriers of sup 
plies for its own plants and as dis- 
tributors of 1 And it was 
its policies, its 
i 


buvers never hesitated to tell supply 
| ( 


its steels. 
wide open about 1 
salesmen the score. Yet, whet ver 
a company could convince the buy 
ers that it had supplies of superior 


value 


although not sold through 
mill supply hotises, the reciprocity 
factor was pushed aside and those 
supplies were bought. 


An Educational Project 


One of the prominent food com- 
panies gives reciprocity encourage- 
ment to supply companies which will 
do creative selling to farmers. This 
company has a few large plants in 
industrial centers, a large number 
of widely scattered small ones. The 
management can see that in the 
not too distant future there must 
be more of these smaller plants 


(Please turn to page 346) 
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VERY interesting booklet has 

been issued by the Policy- 
holders Service Bureau of the 
Metropolitan Life Insurance Com- 
pany, New York, which has over 
the years made many important con- 
tributions to good business practice 
through its studies and reports made 
on behalf of industrial clients. This 
one is entitled “Outline for a 
Management Audit”. The purpose 
of the study is stated in the fore 
word: 

Most progressive 
make it a point to audit their ac 
counts alt least once a year in order 
to establish the adequacy and ac 
curacy of such accounts and to re 


companies 


veal fiscal weaknesses that may need 
The periodic inventory- 
ing and appraising of physical assets 


correction 


is also accepted practice, 

“There is need for the same sort 
of stock taking as applied to the 
management of a business his 
in be accomplished through the 
medium of a management audit. 


Through this device, a business 


utive undertakes, in effect. to 


eCNnEC 

} -] ; 1 on? » 

back off and survey his compairy 

critically and objectively \ com 

prehensive management check list 
helptul in this connection.” 


he check list follows, in the form 

a series of questions on funda 
ental policies and practices, classi 
ed under four general headings: 
Management, Personnel 
Management, Production Manage 
nent, and Marketing Management. 


{ see ral 


Purchasing Policy 


urchasing appears well toward 
the front of the list, 


\lanagement 


among the 


> 


(seneral functions or 


ir clivisions 


he questions directed 


toward an audit of procurement 


ei 
practices are as Tftollows: 


1. Is the responsibility for pur 


chasing all company requirements 
concentrated in one or more spe 
clalists, or 1s it left up to the operat 
ing executives and department heads 
to negotiate for their individual re 
quirements ? 

2. Where there are operations at 
more than one location, have you 
centralized the purchasing of as 
many common items as possible to 
get the advantages and economies 
of volume buying? 

3. Are the number and_ variety 
of items purchased controlled by 
a program of standardization and 
and simplification? (a) Are these 
standards enforced? (b) Must every 
purchase request be justified ? 

4. Are purchases made on the 
basis of carefully prepared specifica- 
tions and competitive quotations, 
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AUDIT YOUR POLICIES 


A guide to the analysis of policies 
and procedures in purchasing and 
other phases of business operation 


and do you check the quality and 
quantity of the goods or 
received ? 

5. Have you built up lists of ap- 
proved vendors that provide a satis- 
factory variety of suppliers?’ (a) Is 
it your practice to maintain alterna- 
tive sources of supply for critical 


SeTVICeS 


items as a safeguard against emer- 
gency situations ? 

6. Do you make the most of your 
contact with suppliers’ representa 
tives to keep in touch with new 
technological 
stitute or alternative materials, sup- 


ph 


developments, — sub- 


ers, etc? 

7. Are the records of your pur 
chasing department designed to pro 
ide all the 
I vards con modities, vendors, price 
Huctuations, delivery 


information needed as 


perf rimance, 


etc. 


Inventory Policy 


Chis is followed by a section on 
inventories, raising the following 
questions :° 

1. Are your inventories  ade- 
quately controlled from the stand- 
point of both physical storage and 
accounting records’ (a) Does this 
enable you to relate the size of your 
stocks and your storage facilities to 
changing volumes of business ? 

2. Are the number and variety of 
items carried in stores controlled by 
a program of standardization and 
simplification ? (a) Are efforts made 
to substitute in-stock items wher 
ever possible for those requiring all 
additional purchase ? 

3. Do your inventory records re- 
veal how frequently you are out 
of essential or ods ? 

+. Have you worked out a practi- 
cal formula for determining the 
minimum and maximum limits for 
each item carried in stores? Is 
your rate of stock turnover satisfac- 
tory? Have you some basis for 
spotting slow-moving items quickly ? 

5. Do you have some method of 
periodically identifying and dispos- 
ing of obsolete and unusable items 
in stores? 

6. Are your storerooms located 


for maximum accessibility, and are 
they efficiently arranged? Are they 
under central supervision and con- 
trol even though physically decen- 
tralized ¢ 

7. Have you some systematic 
method of verifying the book in- 
ventories at least once a year by a 
physical count? Is this planned so 
as to interfere as little as possible 


with operations : 
Organization Policy 


While the two cited 
above are of the most direct con- 
cern to the purchasing department, 
it is to be expected that a consider- 
able share of the material coming 
under other classifications is pertin- 
ent to the purchasing department as 
well, and some of the questions 
have a direct bearing on the rela- 
tionship between purchasing and 
other departments. For example, 
in the opening sections on organiza- 
tion and executive control, we find 
these inquiries : 


sections 


Has your policy of centralizing 
the administration of various func- 
tions or activities been such as to 
get the maximum benefits from the 
specialization of personnel? At the 
same time, have you had in mind 
the possible value of some de- 
centralization of management as a 
means of executive development and 
of encouraging initiative ? 

Are you making the best use of 
the “line and staff” organization plan 
as a means of providing specialized 
staff assistance at various organiza- 
tion levels? (a) Are line and staff 
relationships and authorities clearly 
established ? 

Do you get current and reliable 
information on the costs of in- 
dividual products, services, proc- 
esses! 

Have you taken steps to develop 
or to reinstill a spirit of cost con- 
sciousness throughout the organiza- 
tion so that each action will be 
weighed in terms of the costs in- 
volved? (a) Do you hold regular 
cost analysis meetings of operating 
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executives and supervisors for this 
purpose ° 

And in the section on finances, 
the matter of cash discounts rt 
ceives attention: 

Is it your policy to take advantage 
of all cash discounts on purchases, 
and is there some means of insuring 
that this consistently 
followed? 

Under “legal and 
matters there is another pertinent 1n 


policy 1S 
legislative” 


quiry, equally pertinent to the pur 
chasing department: 

Do you maintain membership in 
appropriate trad ssociations or 
management groups that might 
serve to keep you in touch with 
current developments, both gener 
ally and in yomr specific field? 


Department Administration 


Part of the purchasing agent's re 
sponsibility is the administration of 
his department, and seeing that 
routine procedures are efficiently 
and expeditiously handled. It 1s 
natural, therefore, that several items 
of interest are 
management section 

Are you in touch with the latest 
developments in the field of office 
machines? Have you investigated 
the practicability of mechanizing 
certain clerical operations ? 

Do you have an office methods 
unit to devise the “one best way” 
for each clerical operation? Do you 
employ work simplification techni- 
ques for the purpose of locating 
superfluous 
duplication of records, and unneces 
sary back-tracking ¢ 

Do you’ use standard 
practice instructions as a means of 
securing uniform procedures when 
training new workers? 

Do you have a systematic pro 
gram for the weeding of filed 
records? Have you developed a 
record-destruction 


found in the office 


operations or steps, 


written 


schedule which 
indicates the “period of keep” for 
each record? Have you investi 
gated the advantages of microfilm- 
ing some of your inactive records. 


Materials and Production 

There are a variety of pertinent 
questions in the section on produc 
tion management in its. several 
phases, for production is vitally con 
cerned with the materials purchased 
and used. Such queries are found 
under the head of maintenance, pro- 
duction control, quality control. 
waste elemination, and industrial 
research, and in all of these aspects 
of production the need for close co- 
ordination with the material and 
purchasing programs is revealed. 
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Typical points are the following: 

Do you select materials, finishes, 
and surfaces that are easy to keep 
clean and to maintain in good con 
dition when erecting new or chang- 
ing existing facilities ? 

production control 
permit advance plan- 
ning for materials ? 


Does your 
Ss) stem 


Is your production planning and 
control well coordinated with pur- 
chasing, stores, and personnel re- 
quirements ? 

Where in your organization is 
responsibility placed for controlling 
the quality ot your products or serv 
ices? 
materials 
selected so as to minimize scrap? 

Do you segregate scrap and turn- 
ings into practical salvage classes ? 


Are manufacturing 


ls a distinction made between ma- 
terial to be sold and material to be 
reclaimed and used? Do you dis 
pose of scrap material promptly ? 
Is appropriate use made of 
centrifuges and filters to reclaim 
oils and compounds from scrap? 
\re steps taken to use scrap and 
Waste materials on the premises? 
ls your company equipped to keep 
abreast of developments relating to 
new types of materials, new applica 
more effi 
cient machines, and new or better 
manufacturing processes ? 


tions of old materials, 


Do you tap all available sources 
of ideas for new products, new ap 
plications, new processess, etc ? 

Are you in touch with the many 


technological improvements _ that 
were developed during the war 
emergency and that might be ap- 
plicable to your business ? 

Do you work toward the utiliza- 
tion of standard materials or parts 
which can be bought in the trade 
rather than being made special? 

Altogether, in this outline for an 
audit of company policies, there are 
more than two hundred questions 
for checking, and almost every one 
of them will lead the thoughtful 
analyst on to a constructive ap 
praisal of policies and procedures, 
in both the broad and the detailed 
aspects of the functions and opera- 
tions that come within his sphere 
of responsibility, with a view toward 
possible improvement. 

The plan is of course designed 
primarily to serve the overall 
management of the company. 
Perhaps its most effective use is in 
respect to individual departments ; 
that is the way in which the audit 
is organized and is the way in which 
it must necessarily be applied, 
though as indicated in this sum 
mary the classifications are neither 
all inclusive nor mutually exclusive, 
since so many of the functions in 
complex modern industry are in- 
terrelated and cannot be considered 
without due attention to the way in 
which they affect other phases of 
company operation. So far as the 
purchasing department is con- 
cerned, the questions cited above 
provide a good start in the very 
worth-while process of self-analysis. 
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“He knows my line; get me a Yes or No before I 
walk *way back there to his office.” 
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FORMS USED IN PURCHASING 
at the Union Asbestos & Rubber Company 


Multiple copies of the purchase order serve 
most control purposes and receiving records 



























































Purchases are initiated at the Union Asbestos wie 

pct aiggege / gi: Cue: gene PURCHASE REQUISITION NY 29074 
& Rubber Company, Cicero, Illinois, by a UNION ASBESTOS & RUBBER COMPANY 
means of a requisition form which comes C4L.SAS8 CNSSR FNON....._____ DATE 
to the Purchasing Department in duplicate, ee ————— 

“ snipe VIA 
second copy to be returned to inform the hE SGOVE TO OF CVs. EP OUT Ws GPP'S8 OOY eS 
Quanrivy mir’ a — parce i €xTENsION 
using department that order has _ been auioes cca eae =~ te \ 
e - —— = —— 2 
placed. Besides the usual approvals, this | 
form indicates the department where goods = 2 Re = 
are needed, and whether for stock, work = — _ ——, } 
f lI 

order, or special requirements. As noted zane tr 
on this form, selection of vendor is strictly ' j ~ ve : ; i. cers ee |i a 
a Purchasing Department matter. Purchase I \ 

a ; | 
order is typed from this form after vendor | 
and price entries have been made. —__—_— 

REQUIRED FOR SIGNED. 
Derr APPROVED 
aoe @reTHee Foe STOCe WORK COEF OF FEO 











OESCRIPTION OUR N 





oars ore veer . 
owoerso oaoeneo ance varce =o SOURCE OF BsUFFLY REManKe 


The purchase record is kept on 5 x 8 
cards, using one side only. These are 
filed by description of material and by 
the identifying number of the company’s 
own material classification. Prevailing 
terms and F.O.B. point are shown at 
lower edge of card. By including delivery 
information and a space for remarks 
for each transaction, this is more than 
a statistical record; it becomes an index 
to the performance of sources of supply. 


that is of much help to the buyer. 
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UNION ASBESTOS & RUBBER COMPANY 
REPORT OF MATERIAL RECEIVED TO BE INSPECTED 

When purchased material requires inspec- 

tion and approval before it is accepted MATERIAL RECEIVED FROM:— (Bete This apart 

for use, the receiving department is advised OUR ORDER No..... 


on a four-part form identifying the ship- iis haan Giana (CD For Laboratory 
ment by vendor, order number, and mate- prepee sane MATERIAL TO BE INSPECTED 








rial, and whether it calls for inspection 
department or laboratory attention. 
Second copy advises the manufacturing 
department where material is to be used. 
Third and fourth copies go to the depart- 
ment where inspection is to be made, the 
fourth copy being returned to receiving 


department to indicate what disposition 





is to be made of the goods. Copies are 


. “o ° ° MATERIAL ON THIS REPORT CANNOT BSE USED UNTIL 
identified by color—pink, white, vellow APPROVED. THEREFORE MUST BE INSPECTED PROMPTLY (Aprroven) (Dara? 





and blue. 
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FILL OUT AND RETURN 
AT ONCE TO 








EXACT OF APPROXIMATE TOTAL NET PRICE OF THis 
OROER (8 REQUESTED FOR ADVANCE WAR PROOUCTION 
80420 RECORDS 

’ 


FLL ABOVE ON + Ff OROER 1@ HOT a. @EAOY HRCED j 





ORDERED 
FRO 








1821 BOUTH 54TH AVENUE 
CHICAS PHONE 
LAWmoae 7780 


r " 
OROEREO 
FROM 


L oJ 


PURCHASE ORDER 
SHIP TO UNLESS OTHERWISE SPECIFIED 


UNION ASBESTOS & RUBBER CO. 


Pleawe cater ou order ter the jollcwing material subject to af) tm and aon tained om hace of this order 


cm SFT Om 


ACKNOWLEDGMENT COPY 
UNION ASBESTOS & RUBBER CO. 


1821 SOUTH 54TH Ave. 


. = | 
i _pumonast Ones wa. P 79549 
ee CMEC TO CustOmte 6 me — — 
OnOte HO Roh HO woe 
i — — 
—_—. «= 
a oars 
SOW ABOVE OF 444 PAPERE ano Peoeeeee L wantep 


gE GAREFULLY-—_—___- 





PURCHASING DEPT. 








Cicero SO. ILL. 


WE ACKNOWLEDGE TS OFOER fT HAS SEEN ENTEREO a8 OUR 





Oroee wo. 





wt © 'L. GherF OW OF SErOoRE 
SIGNED 














DATE 














Cicero 50, ILLinocis 


CICERO PHONE 
cicero 408 


PURCHASE - 


orver no.P 79549 


co. 











OFFICE FILE COPY 














eons IBER 


ead CuAaGE 40CT 





ACCTS. PAYABLE CEPT. 











” OreecT TO 
o OnOER KO 


suserire 


Customer 


“or 6. oer 


via 


=o | MVOICES (6 TRIPLICATE 


PLEASE MOTE CAREFULLY_—__-| ‘=n ime 


CICERO $O. Lu 





SPECIAL (METRUC 1 Onm: 








The purchase order is issued in nine 


copies (ten copies used when priorities 
were involved). The form is a simple 
one, but exceptionally complete as to 
the information included, with refer- 
ence to requisition number, customer’s 
order, shipping instructions, and date 
wanted. The last named item is spe- 
cifically made a condition of the order, 
by reserving the right to countermand 
if delivery schedule is not met. By 
means of a prominent arrow, special 
attention is called to the shipping ad- 
dress (if other than the main plant) 
and the requirement of having invoices 
in triplicate. 
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SPECIAL (NB TRUCT IONE: 


SHOW OUF OFOE® sno STOCK 
~UM@ER ON AL. PAPER 


StNO MEMORANOUM OF BHI 
MENT aN Gi OF (AOING ON 
OAY SHIPMENT © “ADE 





T+ OROER 16 ONLY FOR Ma 
TERIAL NAMED. an WO OTHER 
CHaARGE® wii Sf ACCEPTED 
we wh. NOT 4.1. 0~ Of wf we 


EXECUTIVE OFFICE COPY 


; , IBBER CO, 


oa 
Ow AME OF 4A PATER anm Pacesong WANTED 














PURCHASING DEPT. COPY 


BER CO. = 


cro 50, ILLINOcIS 


PURCHASE 


orcen no.P 79549 












P.O. NO P79549 






































6 OF G1 Pe EH 


























SrOree.n FOF «cxPtneE OF | 

TOOLS FOR TURNING CUT WORE ima” 

UNLfSe PREV OUBLY «GREED 

ag ME — 
we eCeeeve THe mOHT TO A 


COUNTERMANO TH/@ OROER uF 
OLL (VERY 1 NOT MADE AT. Time 


Ts OF0O8e 
, ae 





UNION ASBESTOS & RUBBER CO. 


By 





The terms and conditions of the or- 
der are simple, and are all clearly 
stated on the face of the order, in a 
column at the right. Any special con- 
ditions or instructions are inserted 
in a space provided for that purpose 
at the bottom of the sheet. 


Original and acknowledgment 
copies are sent to the vendor. One 
copy is retained in the Purchasing 
Department, one is sent to the execu- 
tive office, and one to Accounts Pay- 
able, where it is later correlated with 
receiving information before payment. 
The office file copy is the working 





(rome <a. <0- vem) 
































copy, and is printed on heavier, semi- 
ecard stock for greater ease and ser- 
viceability in handling. This copy, 
plus the Purchasing Department copy 
mentioned above, provide for filing 
both numerically and by vendor's 
name, 

The other three copies constitute 
the receiving report, as described on 
the opposite page. 

Acknowledgment copy returned by 
vendor contains delivery promise for 
follow-up action, and is later corre- 
lated with receiving report and Pur- 
chasing Department copy. 
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RECEIVING REPORT DEPARTMENTAL COPY Receiving report is made on 


UNION ASBESTOS & RUBBER CO. three copies of the purchase 














1821 BOUTH 54TH AveNuE 2 Cicero SO. ILLINOIS order, informaton being en- 
RECEIVING REPORT RECEIVING DEPT. COPY tered in the space where 
UNION ASBESTOS & RUBBER CO. terms and conditions appear 
SSssssSsSSSSag——— ——— - == a 
1821 SouTH S4TH AVENUE . Cicero 50, ILLINCIS on the original. Reports must 
CHICAGO PHONE cicero —— 
bhitinmentaTISO GiCEeD be made on the same day 
RECEIVING REPORT OFFICE COPY goods are received, to avoid 
UNION ASBESTOS & RUBBER CO. loss of cash discounts. The 
TH AVENU * Cicero SO, ILLINOIS - - 
ae Se ee es Cice@o Hone form includes receipt by the 
LAW noae 7750 CICERO 405 PURCHASE f " " 
- 7 » > at » 
‘itiehies ORDER NO. P 79549 foreman of the department 
_— to which goods are delivered. 
aco +O. 
Buff copy is returned to 
; DATE . 
L 4 Purchasing Department, blue 
ear omecr To facta, OO ace copy goes to using depart- 
a Pe ae | sienna ment, and pink copy is re- 


= art ae © Te RECEL _— 
> er wat eaneeniy 7 vi 
wa—— PLEASE MOTE CAREFULLY 


uv 


tained in the receiving depart- 





ment. 


RECEIVED VIA 


For partial shipments, an 


almost identical form is used, 


(cxanocn made out in triplicate, with 
eae same color code and distribu- 


| 
} . — 
INSPECTORS OK 


tion. On such copies, pur- 


chase order number and other 


[Deciven To information must be inserted, 
which is already available on 
| —— ° 

| 


RECEIVED in OEFT 


the prenumbered = carbon 
copies. 
nee 


a —— | 
| ABOVE MATERIAL REC'D BY 
| 


ote Cee 
wien (ME TRUC TONE: CONDITION OF SHIPMENT 


* 


Seannen BAcasvine BEPOUTS GUST 04 APPOOvED bal} FAUUOE TO BO Tmrs WAY (WCBLABE THA COT OF THEBK AETIC(AS OT BAASON OF THE (OSS OF TEE CaBm BreCOURT 











DATE CHANGE MADE 





CHANGE OF ORDER 
UNION ASBESTOS & RUBBER COMPANY 


ORDERED FROM PURCHASE ORDER NO. 





When a change order is issued, original DATE 





purchase order number is retained, so that ACCOUNT NO. 








no confusion exists as to the particular 
PRI ORI TY 





transaction concerned, 








A mimeographed form for internal use is 





made out to advise all departments affected. 
This identifies the order, gives details of CEANGE OF ORDER: 
the change, showing what the revised order 
ealls for, and the reason for the change. 
A listing of departments on the face of 
this sheet shows, by check mark, the dis- 


tribution of copies. 


ya . . . R N: 
rhis form is prepared in the same size as mas 
the purchase order, 814 x 8% inches, so OPIES TO: 


that it can be attached directly to the origi- DRPARTUENT 





nal order copy for filing and reference 
PY & PRIORITIZES DEPARTMENT 





purposes. 


ACCOUNTS PAYABLE CLERK 





RECEIVING CLERE 





CEANGE @FFECTED BYer 
PATERSON 





L. STEIN: 





PURCHASING DIRECTOR 
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LEGALITY OF 


REPRESENTATION 


A contract is only as good as the 
authority of the one who signs it 


goes legality of “representa- 
tion” is foremost among legal 
subjects of importance to purchas- 
ing agents, and all other purchas- 
ers. [his is so because no contract 
is valid unless the contracting par- 
ties have proper and legal authority 
to make contracts. 

For example, higher courts gen 
erally recognize validity of contracts 
made by general managers, whereas 
contracts made by ordinary sales 
men, and other employees, are not 
valid unless the complaining party 
proves that legal representation was 
authorized by the employer. Such 
proof may be accomplished by testi 
mony (1) that the employee was 
specially authorized to obligate his 
employer; or (2) in the past the 
employee’s employer customarily ac 
cepted as valid all contracts made 
by the employee: or (3) the em 
ployer performed some act or made 
some statement would lead 
reasonably prudent persons to be 
lieve that such employee actually 
was authorized to make valid con 
tracts. 


which 


For example, in  Lippincot v. 
East River, 141 N. Y. S. 220, it 
was disclosed that after a special 
agent had performed the service for 
which he had been emploved, he 
proceeded without authority to bind 
his employer in another transaction. 
In holding the employer not liable, 
the court explained the law relat 
ing to special agents, as follows: 
“One who deals with a special 
agent specially authorized for that 
transaction is put upon inquiry as to 
the extent of the agent's authority, 
and deals with him at the risk of 
his authority being exceeded 
\uthority of an assumed agent to 
a purchase will be implied 
where the alleged principal has re- 
peatedly recognized and approved 
of similar acts; still a single act 
done under express authority is in- 
sufficient to justify the inference 
that the assumed agent has the ap- 
parent authority to subject the al- 


make 
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leged principal to liability upon 
subsequent purchases made without 
actual authority.” 

Frequently, the liability of a corp- 
oration, on a contract, depends to a 
great degree upon the legal author- 
it} of an official to obligate the corp 
oration, 

lhe general rule is that the presi- 
dent, treasurer, secretary and other 
officers of a corporation are merely 
its agents, appointed by the stock- 
holders or the board of directors or 
trustees, and vested with such pow 
ers only as may be conferred upon 
them by the corporation subject, of 
course, to any express charter or 
statutory provisions. 

On the other hand, if the corp- 
oration has clothed an officer or di 
rector with an apparent authority 
to act for it in a particular business 
transaction, and third parties have 
relied upon such apparent authority, 
the corporation will be bound by the 
acts and contracts of the agents. 

For illustration, in Diederich v. 
Wisconsin Wood Products, Inc., 19 
N. W. (2nd) 268, reported July, 
1945, it was shown that on Decem 
ber 18 a directors 
voted against making a written con 


corporation s 


tract to sell certain merchandise to 











a purchaser named Nelson. How 
ever, on December 30 the corpora 
tion’s salesman and the president of 
the corporation and Nelson signed 
a contract for shipment of not less 
than 6,600 tons nor more than 7.500 
tons of wood fibre, as ordered from 
time to time during the year. 


In subsequent litigation the corp 
oration defended the suit on the 
grounds that the December 30 con- 
tract was illegal because it was 
signed by the president of the corp- 
oration when knowing that the di- 
rectors had voted against making a 
written contract with Nelson. 

Notwithstanding this contention 
the higher court held the contract 
valid and said: 

“A president who is also general 
manager of a corporation has the 
implied power to do anything that 
the corporation could do within the 
general scope of its business...... 
Under the circumstances it is con 
sidered that the contract was validly 
executed on December 30, 1942.. .”’ 


Partnership Liability 


The established rule of the law, 
relating to partnership, is that each 
active partner is individually liable 





for all debts of the partnership in 
curred by any and all of the part 
ners. Moreover, a partnership may 
be implied by the law, with respect 
to creditors, and persons who do 
not intend to be partners may be 
liable for the obligations assumed 
by the partnership. 

In other words, the law often 
implies that a partnership exists for 
the sole purpose of holding a per 
son, who has assets, liable for the 
debts created in the business ven 
ture 

\lso, modern higher courts con 
sistently hold that a person who 
acts in such a manner as to induce 
others to believe that he is a mem 
ber of a partnership automatically 
makes himself liable as a partner. 

For example, in American Furn- 
ace Company v. Great Southern Air 
Conditioning Company, 16 So. (2d) 
140, reported June, 1945, it was 
shown that a person named Neel- 
ley furnished capital for a firm, and 
prepared and signed the partner 
ship’s financial statement, on faith 
of which a seller extended credit 
to the partnership. 

In subsequent litigation the high- 
er court held Neelley fully liable 
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to the seller although the testimony 
showed that actually Neelley was 
not a partner in the business. 

On the other hand, see Elliott v. 
National Corporation, 24 S. E. 
(2d) 605, reported July, 1945, 
where a seller sued a man named 
Elliott to recover $1,469.01. Elhott 
was a partner in a business when 
the suit was filed. However, Elliott 
was held not liable because the debt 
had been created before he had be- 
come a legal partner, and he had 
not represented that he was a part- 
ner. 


Liable for Debts 


\nother important point of law is 
that if a person sells his business 
he must notify all creditors that he 
is severing his connection from the 
business. Failure to do so may re- 
sult in the court holding him per- 
sonally liable for all debts con- 
tracted by the new purchaser of the 
business. 

For example, in Webb v. Levene, 
14 N. W. (2d) 568, a seller of coal 
sued a man named Levene to re- 
cover a large sum of money for coal 
delivered to a company. 

During the trial Levene proved 
that he had no interest in the com- 
pany at the time the coal was pur 
chased and delivered 

However, the counsel for the sel 
ler of the coal proved that he had 
sold coal to Levene, who previously 
owned the business, and when Lev 
ene sold the business he had failed 
to notify the coal seller that he was 
no longer connected with the com- 
pany. Therefore, the higher court 
held Levene lable for full payment 
for the coal, saying: 





“He (Levene) is liable for all 
deliveries so made until such time as 
he established by a preponderance 
of the evidence that he notified 
plaintiff (seller) not to charge fur- 
ther deliveries to his account.” 

And, also, the law is well settled 
that partners who incorporate their 
business are personally liable for 
debts subsequently contracted, pro- 
vided they fail to notify sellers of 
the change. 
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For example, in Zaleski v. Woo- 
ton, 153 Pac. (2d) 274, reported 
February, 1945, it was shown that 
a partnership purchased supplies for 
the sum of $1,759.49. When the 
seller filed suit to collect the amount 
due the partners proved that they 
had incorporated the business be- 
fore the supplies were purchased. 

However, since mo notice had 
been given the seller that the part- 
nership had been changed into a 
corporation, the higher court held 
the partners of the former partner- 
ship personally liable for payment of 
this debt for merchandise sold and 
used by the corporation. 


Single Partner Liable 


Modern higher courts consistent- 
ly hold that a person who is direct- 
ly connected with a_ partnership 
business may be solely liable for the 
partnership debts. 





for example, in Jansen vy. Jacob- 
sen, 128 N. W. 824, the court said: 

“It is well settled that if one, by 
course of dealing with another, leads 
third parties to believe in the exist- 
ence of a co-partnership, those deal- 
ing with the firm under such belief 
are entitled to hold responsible all 
the apparent members of the firm.” 


Disadvantage of Partnership 


So, therefore, while the import- 
ant advantage of an ordinary part- 
nership business is that two or more 
persons may unite their money, ef- 
forts, and ability for the purpose of 
conducting an enterprise, the great 
disadvantage of a partnership is that 
each active partner, or other who 
leads persons to those who believe 
that he is a legal partner, is person- 
ally liable for the total debts or obli- 
gations of the entire partnership. 

For illustration, in a very recent 
case, it was shown that one partner 
who was wealthy invested $25,000 
in a business. The other partners 
had no money but agreed to actively 
conduct and operate the business. 
The business became incumbered to 
the amount of $45,000 above its as- 
sets. In this case the wealthy part- 
ner ‘was held liable for the full 


amount of the liabilities and was 
compelled to pay the creditors, since 
the other partners had no money. 


Partners Have Equal Authority 


Still another unusual point of 
partnership representation is that all 
made by any 


contracts partner, 








within the scope of the partnership 
business, is legally equivalent to the 
contract being fully approved by all 
other partners. In other words, 
while a partnership may be com- 
posed of several members any one 
of the partners has exactly the same 
authority to bind the partnership 
firm as an individual owner of a 
business has power to bind himself. 

For instance, in Bunnel v. Ward, 
27 N. W. 68, it was held that a 
receipt signed by one partner is 
equally as binding on the other part- 
ners, as where all partners sign it. 
Morever, a signature of one partner 
to any obligation within the scope 
of the partnership business is leg- 
ally equivalent to the signatures of 
all partners. Therefore, while each 
partner owns only his interest in the 
partnership, yet he has full power 
to bind himself and all other part- 
ners. 

Moreover, a partner may “steal” 
merchandise from the partnership 
and he cannot be convicted of theft, 
because he may represent himself 
solely when conducting the partner- 
ship business. 


Corporation Law Different 


It is well established that incorp- 
orated companies are liable for all 
acts of their employees, which are 
performed within the actual scope 
of the employment. In other words, 
the fact that a business is incorp- 
orated will not tend to materially 
decrease its liabilities on contracts 
or other acts of its authorized em- 
ployees or agents. (139 Atl. 212) 
Generally, however, such employees 
must be authorized by the directors 
to make unusual obligations, where- 
as any act on the part of an individ- 
ual owner of a business, or a part- 
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those with whom he deals? 


partner? 


in conflict? 





What is the responsibility of a partner 


HOW GOOD IS YOUR CONTRACT? 


What specific authority is inherent in the position of the purchasing agent? 
Can a general officer of the company bind the company to a purchase contract? 


Can a company withdraw the customary authority of its agent without notifying 


under an agreement made by another 


What is the force of a verbal promise made by the authorized agent of a corporation? 
Can an agent make a valid contract without revealing the identity of his principal? 


Can an agent represent both himself and his principal when their interests are 


What recourse has a buyer when the seller's agent acts beyond his authority? 
What are the limits of a general agent's authority? 


To what extent can a buyer rely upon the authority claimed by an agent? 








nership, which the complain 


ing party to believe the employee 


had authority, legal representa 
tion 


leads 


However, a corporation is not li 
able for unauthorized 
made by its 


contracts 
particularly 
where the company 1s not benefited. 
For example, in the | 

E. ©. Painter Company v. Boyd, 
114 So. 444, it was disclosed that 
without authority the secretary and 
treasurer of a corporation and its 


officers, 


eading case of 


head bookkeeper entered into a con 
tract intending to bind the corpora- 
tion. However, the company was 
not benefited by the contract. In 
holding the company not liable on 
the contract, the court explained the 
law on this subject in the following 
language 

“It would seem to be a sound 
principle of law that 
corporatio! 1s 


wherever a 
acting within the 
scope of its legitimate purposes of 
its institution, all parol contracts 
made by its authorized agents are 
express promises of the corporation, 
and all benefits conferred upon the 
corporation at their (the authorized 
agents) request raise implied prom 
ises for the enforcement of which 
an action may well lie ... tlhe 
evidence entirely fails to show that 
either Mr. Morrison, the secretary 
and treasurer of the defendant corp- 
oration, or Mr 
bookkeeper 


I._yman, its head 
was properly author 
ized, it being the general rule that 
the burden rests upon one who seeks 
to hold a corporation liable for an 
act on a contract of an officer or 
agent to show that the doing of the 
act or the execution of the contract 
was properly authorized or that it 
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was properly ratified by the corp 
oration. 

\s above explained, a president 
of a corporation may obligate a 
corporation, within the se ype of the 
corporation's business. Also, the 
president may obligate himselt. 
Therefore, an oral contract by a 
president to sell corporate stock is 
valid. 

For example, in Dubin v. Mohr, 
19 N. W. (2d) 880, reported Dex 
cember, 1945, it was shown. that 
the president of a corporation gave 
a written contract to a broker by the 
terms of which the latter was given 
the exclusive agency to sell the ma 
jority of the capital stock owned by 
the president. This contract expired 
before the broker made a sale. How 
ever, the president orally agreed to 
extend the agency to the broker. 
The latter located a purchaser for 
the stock on terms satisfactory to 
the president who, however, sold 
his majority stock without consult 
ing the broker. 

The higher court held the presi 
dent liable on the contract and held 
the broker entitled to payment of the 
agreed commissions. 


Secret Representation 


\n employer—whether a corp 
oration, partnership or individual 
may authorize an employee to make 
a valid contract, without disclosing 
his employer’s name. This rule of 
law is applicable to all contracts, in 
cluding options. 

And while time ordinarily is the 
essence of an option, and the failure 
of an optionee to communicate his 
election to accept the option, within 
the prescribed time, terminates his 


rights; yet if the testimony proves 
that a legal representative made 
reasonable effort to comply with the 
terms of the option, the court will 
extend its original period. 

For illustration, in Unatin Com- 
pany v. Anchor Bottling Works, 39 
Atl. (2d) 835, reported January, 
1945, it was shown that a seller gave 
an option to a man named Pflug to 
purchase certain equipment. Pflug 
paid $100 down. The termination of 
the option was September 30. This 
meant, under ordinary circumstance, 
that if Pflug failed to pay the pur- 
chase price to the seller before Sep- 
tember 30 the option automatically 
was rendered void. 

However, in the late afternoon of 
September 29th, Pflug went to the 
seller's establishment for the pur- 
pose of accepting the option and 
completing the transaction. The sel- 
ler learned that Pflug had obtained 
the option for his employer. The 
seller's brother told Pflug that the 
seller had gone home on account of 
important religious holidays and 
would not return until October 2nd. 











Pflug returned on October 4 and 
offered to complete the deal. How- 
ever, the seller refused to accept the 
contract price and stated that the 
option was void because the deal 
had not been completed on or be- 
fore September 30. 

Pflug’s employer sued the seller 
and asked the court to compel him 
to accept the agreed purchase price 
and sign documents transferring the 
equipment to the emloyer. It is in- 
teresting to observe that the higher 
court rendered a decision in favor 
of the employer, and said: 
“....Once the exercise of the op- 
tion within the stipulated period was 
prevented by defendant (seller), 
plaintiff (employer) became entitled 
to a reasonable time for action after 
the condition which necessitated the 
delay had ceased.” 


Authority of Manager 


It is well established that a man- 
ager of a department, or business, 
may bind his employer by all acts 
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In production per ton— 
I ton N-A-X High-Tensile = 1% tons Carbon Sheet Steel 


o. 
oe 


Cx . 











EE — a 











aF: 
ara 











® 
C> [na 
A= 


—= new arithmetic in steel is as simple, under- 
standable 


as the multiplication tables. 


and as well worth remembering — 


N-A-X HIGH-TENSILE permits the use of lighter 
sections—as much as 25% lighter. Less steel is used 
per unit; more units are produced per ton. Yet 
finished products actually are stronger and more 
durable—thanks to the greater strength and tough- 
ness, the greater resistance to fatigue and corrosion, 
of N-A-X HIGH-TENSILE steel. 

N-A-X HIGH-TENSILE also has excellent weldability, 
and can be cold-formed and deep-drawn to excep- 
tional degrees for a high-strength steel. 


GREAT LAKES STEEL CORPORATION 


N-A-X ALLOY DIVISION «+ 


UNIT OF NATIONAL STEEL 





DETROIT 18, MICHIGAN 
CORPORATION 


COPYRIGHT 1946, GREAT LAKES STEEL CORPORATION 


The tremendous demand for N-A-X HIGH-TENSILE 
makes it impossible right now to promise normal 
delivery on new orders. However, our engineers 
will be glad to show you how to make the most of 
the new arithmetic in steel in figuring your plans 
for the future. 





HIGH-TENSILE STEEL 











and contracts within the scope of 
the conduct and operation of the 
business. Moreover, the general au- 


thority of the manager cannot be 


limited by the employer giving any 
private order or direction not known 
to the party dealing with the mana- 
ger. Yet the employer may limit the 
manager's authority by notifying 
persons, accustomed to transact bus- 
iness with the manager, of the lim- 
itations made of the usual authority 
of managers. Therefore, an employ- 
er is liable, under all ordinary cir 
cumstances of employment, for all 
acts done by and contracts made by 
a manager within the scope of his 
usual authority, or where he is held 
out by the employer as having prop- 
er authority, although he has ex- 
ceeded or violated his instructions 





For illustration, a leading case, 
Forbes Company v. St. Louis, 115 
S. W. 333, the court explained the 
law on the subject in the following 
language : 

“Any agent empowered lo act 
with respect to the conduct of that 
particular business was the repre 
sentative of the employer in that be- 
half, and his acts done within the 
scope of the power conferred upon 
him or within the scope of his 
apparent authority are binding. 
Such act was in legal effect the act 
of the principal. Again, every dele 
gation of power, unless expressly 
limited by some instrument, carries 
with it as incident, the authority to 
do whatever is reasonably neces 
sary and proper to effectuate the 
purpose for which it was created. 
Third persons in dealing with such 
an agent have the right to conclude 
that the principal intended that he 
should have and exercise those pow 
ers which properly and legitimately 
belong to the character in which he 
holds him out. Having by the crea 
tion of the agency bestowed upon 
the agent a certain character, the 
principal will not be heard to assert, 
as against third persons who have 
relied thereupon in good faith, that 
he did not intend to impose so much 
authority.” 


144 


It is well recognized law that a 
manager of a business or depart- 
ment does not act within the scope 
of the ordinary employment when 
he borrows money for his employer, 
unless the testimony shows that he 
was given full control and operation 
of the business. The employer never 
is liable if his manager borrows the 
money for purposes other than for 
conduction of the business. 


Authority to Borrow Money 


For illustration, in the case of 
Swindoll v. Latham, 58 S.1. 1010, 
it was disclosed that an employer 
hired a man named Smith to con- 
duct a business. In other words, 
Smith was a general agent and, 
without authority of his employer, 
he borrowed $3,365 which was not 
used in the conduction of the busi- 
ness, but for the purpose of specula- 
tion. 

The employer refused to repay 
the amount to the lender, and the 
higher court held the employer not 
liable, saying: 

“An agent cannot, in law, repre- 
sent himself and his principal, where 
their interests conflict, and without 
the knowledge of the latter. An 
agent cannot thus well serve in two 
capacities, for himself and his prin- 
cipal because the latter's interests 
may be prejudiced even by an un- 
conscious and unintentional desire 
to advance his own.” 


Purchaser is Penalized 


\nother important point of the 
law relating to legal representation 
is: Under all circumstances the sale 
of merchandise belonging to another 
is null and void. In other words, no 
matter how or when a person pos- 
sesses merchandise he does not own 
it unless the complete chain of title 
is legal. 

For illustration, in Packard Flor 
ida Motors Company v. Malone, 24 
So. (2d) 75, reported January, 
1946, it was shown that a man 
named Manderback inspected an 
automobile in a seller’s place of bus 
iness with a view of purchasing it. 
He gave the seller a check drawn on 
a bank to represent the purchase 
price, with the understanding ana 
agreement that ne delivery of the 
automobile would be made or the 
sale become effective until the check 
had been paid. After receiving the 
check from Manderback the seller 
inquired as to the status of the check 
and learned that Manderback had 
no funds on deposit in the bank and 
that his check could not be honored 
although he had deposited certain 
checks drawn upon banks domiciled 
outside the state. Later it was dis- 


covered that Manderback had 
forged the checks he had deposited 
in the bank. However, before this 
information was known by either 
the bank or the seller Manderback 
appeared at the motor company and 
obtained permission to drive the 
automobile approximately 18 miles 
from the city for the purpose of in- 
specting a house which he stated he 
intended to purchase or rent. 








After leaving the seller’s place ot 
business Manderback drove the au 
tomobile out of the state and later 
sold it to Robert Burns in Louis: 
ana. Burns in turn sold the automo 
bile to Sam Smith, and Smith sold 
it to Cleve Malone. 

When the original seller had 
traced the automobile and learned 
that it was in possession of Malone 
he sued Malone for possession of 
the automobile. 

During the trial Malone con- 
tended that he was legal owner ot 
the automobile because he had paid 
his money to Smith. Also, Malone 
claimed ownership of the automo 
bile by virtue of the bills of sale 
delivered by Manderback to Burns, 
by Burns to Smith, and by Smith 
to Malone. The papers evidencing 
the transfer from Manderback to 
Burns were forged by Manderback. 
The papers evidencing the transfer 
by Burns to Smith and by Smith to 
Malone were legal and regular in 
every respect. 


Seller Repossesses Car 


The higher court held that the 
seller was entitled to repossess the 
automobile from Malone. The court 
explained : 

“According to the admitted facts, 
plaintiff (seller) never made any 
sale of the automobile to Mander 
back. Plaintiff never received the 
purchase price and hence was not 
divested of its ownership in the 
automobile. Since Burns had no 
title to the automobile he could not 
sell it to Smith and likewise Smith, 
not having any title to the automo- 
bile, could not sell it to the de- 
fendant ( Malone). ” 
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CHOICE for Immediate Delivery! 

















Alemite LubriKarts Make the Transferring, Handling 
and Application of Lubricants a Quick, Clean, Easy Job 


QUICK FACTS 


* Equipped for handling 5 
types of greases and oils. 


* Added advantage of a built- 
in, high pressure, electric 
power gun. 

* 20 ft. high pressure lubri- 
cant hose mounted on spring 
return reel. 

* Comes equipped with six 
l-qt. hand oil cans. 


LUBRIKART 


QUICK FACTS 


* Equipped for handling 6 
types of greases and oils. 


* Storage capacity for as many 
as 6 lever-type or push type 
guns, adapters, tools, waste, etc. 


* Carries 30-lb. capacity high 
pressure portable grease pump 
with 514 ft. hose and hydrau- 
lic coupler. 


emite Electric-Operated 


LUBRIKART 


* Four hand operated grease 
and oil pumps. 

* Two 15% gal. and two 7 gal. 
tanks. 

* Storage capacity for as many 
as six lever-type or push-type 
hand guns, adapters, tools, 
waste or wiping cloths, etc. 

* Complete unit 5514” long x 
21” wide x 39” high, finished 
in wine baked enamel. 








| ALEMITE 


Alemite ALONE Combines all 3 in Lubrication 
1. EQUIPMENT 2.PROCEDURES 3. LUBRICANTS 





Alemite Hand-Operated 





* Equipped with six 1l-quart 
hand oil cans. 


* Five individually operated 
grease and oil pumps. 

* Three 7 gallon tanks—two 
134 gallon tanks. 

* Complete unit, 44” long x 
21” wide x 37'y” high, wine 
colored, baked enamel finish. 


ALEMITE, 1894 Diversey Parkway, Chicago 14, Illinois 


Please send me your booklet describing the new 
Alemite LubriKarts. 














Purchasing Agents and their 


the pre paid as 1sk 


Finishes, Equipment, etc. 


I 





Assistants are invited to check 
Furch” postcards on Pages 19 and 20 


for late catalogs and bulletins on New Products, 


Materials, 








HEAT TREATING ALUMINUM ALLOYS 


NEW 
furnace tor heat 
treating 


num alloys is an- 


bate h-type 
it alumi- 


nounced by Belle 


vue Industrial Fur- 





nace ( 2917 Bel- 

levue, Detroit, 

Mich. Furnace con- 

sist I ati sphe 

‘ t e burn 
mounte 1 ver ¢ f the duct which 
is use ( iting i back 
into the furnace, thus lding the ten 
peraturs tt \ n. Mounting 
f bur n the duct elimi nates need of 
extra eatil t 


AUTOMATIC I’ U LLY-automatic 
PRINTING printing press con- 
PRESS trol providing 
CONTROL smooth, sate and 
accurat ope ration 
; IT new Spapt r pre Ss- 
es 1s announced by General Electric Co., 
Schenectady, N. Y. Composed of a unit 
substation, primary panel ondarv 
cubicle, the control can hb ised with a-c 
drives of 60 to 200 hp. Si 
regulates speed of the press 


tin GI \ 4473 i\ uilable 


PUSH BUTTON SWITCH 


NEW small Push 
Button Switch, 
called Series #4000 
Switch, iS an- 
nounced by Gray- 
hill Co., Pulaski 
Road, Chicago, 24, 
Ill. Minimum num 
ber of moving 
parts 1s said to pro- 
long the life of the 
Round phenolic base is .656” in 





switch 
diameter and .625” in depth. Plunger 


assembly protrudes .531” in front of the 
base and is enclosed in a bushing which, 
in conjunction with the Lex nut, pro- 
vides for panel mounting. It is rated 
at approximately amp., 110 volts. 
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SOLUBLE GULF s 

OIL ting oil, a new cut- 
CUTTING ting fluid, was 
FLUID recently announced 


by Gulf Oil Corp 
Pittsburgh, Pa. It 
is said to combine together with all wat 
miscibility, the qualities of high lubri- 
ating value, extreme stability, pleasant 
dor, and non-foaming and rust preventiv: 
iaracteristics. It is also said to improve 
production, increase tool life, and redu 


lown time tor tool changes 


INDUSTRIAL SHOP TRACTOR 


i 








tractor, designed for 
] 


CHORE BOY 


w-cost towing an 


speedy pick up and 
general hauling and towing jobs in in 
loading 


is announced by The Buda 


dustrial plants, warehouses, 
trucks, etc., 
Company, Harvey, Ill. Tractor has draw 
bar pull of 1050 lbs.; net weight approx! 
mately 1300 Ibs 
width 3714”. It 


automatic; 


overall length 6334” 
has two brakes, foot and 
automotive type transmission, 
three forward speeds, one reverse. Body 


is all steel, electrically welded. 


CUT-OUT NEW recorder cut 
SWITCH FOR out switch provid 
CRITICAL ing cheaper and 
PROCESSES more practical in 

stallations for many 

critical applications 
and especially adaptable to the petroleum 
and chemical industries is announced by 
Brown Instrument Co., Philadelphia, Pa 
Switch consists of a double-pole, double- 
throw mechanically operated push-button 
switch for multi-point indicators, making 
possible centrally located periodic temper- 
ature measurements for industrial process- 
ing. 





ELAPSED TIME INDICATOR 


MODEL HM3 
Elapsed Time In 
dicator, for opera 
tion on 115. volts 
4) cycles, to indi 
ite from zero 

Y 999 9 hrs... 1s at 


| by Mar 





ment Co., Man 
chester, N. H 


Glass to metal hermet! 
to exclude dust, dirt or muvoisture, and t 


make instrument applicable 


general industry, but also tn mical 
allied industries where corrosive tumes 
high humidity prevail. Unit conforms 


with standard JAN 1-6 n 


mensions. 


: — 
IGHT WEIGH 1 


HAND 
PALLET 2000 ipacity 
LIFT ind pallet lift truck 
TRUCK oe ee 


yon - Raymond 

Corp 3239 Madi 

son St., Greene, N. Y. Features include 
total enclosure ot working parts, high 


strength alloy sheet steel for frame, alum 
inum alloy for wheels and other nor 


structural parts, providing minimum 
weight. Hydraulic foot pump provides el 


vation. Bulletin No. 221 availabk 


HAND READER MAGNIFIER 


NEW hand reader, 
the Longview Mag- 
nifier, with a 3%” 
vide rectangular 
lens, is announced 
by Edroy Prod- 
ucts Co., 480 Lex- 
ington Ave., New 
York 17. Lens is 
ground to permit 
sharp, accurate vi- 
sion from edge to edge. 
is 24 times, and a full newspaper col- 
umn can be read without moving magni- 
fier. Lens folds into Lumarith plasti 
case 4” long. 





Magnification 


(Please turn to page 148 
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312% Nickel? —Yes Sir!” 


M ODERN piping engineering calls 
‘I for the use of more and more 
special steels and alloys in welded lines. 
Demands for welding fittings to meet 
these new requirements are being filled 
more and more promptly thru the 
Tube Turns distributor. 

He represents a really complete line 
of welding fittings, and flanges. A line 
which includes more than 4000 items 
in carbon steel and also a wide range 


TUBE-TURN 


TRACP Mann 


of special metals and alloys—stainless 
steel, wrought iron, copper, aluminum, 
monel metal, inconel, nickel, carbon 
moly, chrome moly, brass. 

Write for the name of your nearest 
Tube Turns distributor and facts about 
how the fittings that become part of the 
pipe serve others in your industry. 


TUBE TURNS (INC.), LOUISVILLE 1, KENTUCKY 


District Offices at New York, Washington, D. C., Philadelphia, 
Pittsburgh, Detroit, Chicago, Houston, San Francisco, Los Angeles 


‘tt. Welding Fittings and Flanges 
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ONE SOURCE OF SUPPLY FOR ALL WELDING FITTING REQUIREMENTS 








(Continued from page 146) 
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EXPLOSION-PROOF AIR MOTOR 





* 4 ted, bikes ee 


EXNPLOSION- f Model No. 1 an 
motor, meeting all safety requirements, 
! ise in place ( motors on 
pe rtable or stationary equipment, 1s an 
nounced by Gast Mig. ( Benton Har 
bor, Micl Motor starts i iny position, 
will not spark or burn out due to over- 
load or sudden braking. It runs under 
constant low speed is 100 pm, without 
stalling. Speed varies from 0 to 6,000 
rpm. H.P. from 0 to 1 Weight 2 Ihs< 
Diameter 2 
HEAVY \LI.-Welded steel 


DUTY 0 ction, heavy 
SKID ‘ rt igated steel 
PLATFORM deck, “Phil-Skid” 

pl I designed 
handling heavy 


castings, scrap, etc., is announced by Phil- 
lips Mine and Mill Supply Co., 2227 Jane 
St., Pittsburgh, Pa. No bolts or screws 
used. Broad bearing 3” channel legs of 
3/16” plate eliminate possibility of load 
tipping. Made in desired sizes for use with 
any type of lift 


25-TON CAPACITY POWER TRUCK 





ILLUSTRATION shows new 


25-ton 
truck an 
Electric Co., 


7” 


Truck platform is 53 


capacity die-handling power 
nounced by Elwell-Parket 

Cleveland, Ohio 
wide, 72” long. Dies project over edges 
of the platform facilitating their being 
lowered to, or picked up from, blocks. 
Use of large power trucks in handling 
heavier dies is said to save time and 
expense over semi-mechanical methods. 
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EIGHT 
single-crank toggle 
presses ranging 
from 4%” to 7” 
shaft diameters and 
to 24.” 


stroke lengths for deep drawing operations 


SINGLE sizes of 
CRANK 
TOGGLE 


PRESS 


from 8! 


aluminum and 
other metals, have been announced by E. 
W. Bliss Co., Detroit, Mich. New features 
include—steel-weldment construction, sav- 


on steel, brass, copper, 


ing weight and reducing floor space re 


quirements; reduction of bearing over 
redesign of toggle driving mechan- 
ism; single-disc friction type clutch; and 


an airbrake for stopping the 


hang ; 


flywheel 
Operating speeds, stroke lengths and die 
space dimensions remain the same as in 
previous models, permitting interchange 


1 


ot tools 


FINISHING & DE-BURRING MACHINE 





MIDGET-size 


Roto-Finish 


machine, called the 
Midget, designed to permit 
greater time and labor economies in 
finishing and de-burring of 
product of 
Mich 


greater ef 


mechanical 
very small parts, is new 
Products Co 


Machine is said to 


Sturgis Sturgis, 
make for 
ficiency in processing large quantities of 
small parts as well as small lots of parts 
plating 
manutacturing plants with small finishing 


It is suitable for small shops, 


departments, and plants engaged in finish- 


ing very small parts. The machine per 


forms all mechanical finishing operations 
such as grinding, de-burring, polishing. 
britehoning and coloring. 
TRIODE NEW 
FOR tronic tube, type 
ELECTRONIC GL-5549, furnish 
HEATING ing 6 kw of tubs 


power output under 


triode elec- 


conditions, 
designed for intermittent operation in di 
electric heating applications, is announced 
by Tube Division, Electronics Dept., Gen- 
eral Electric Co., Schenectady, N. Y 
Tube operates with high plate voltage to 


class C 


match high-impedance load and functions 
up to 50 megacycles at minimum plate out- 
put. Use of a relatively low-power, pure 
tungsten filament permits a saving in cir- 
cuit components. Filament voltage 12.6 
volts, filament current 56 amps. Maximum 
anode ratings: voltage 8500 volts: cur- 
rent, 1.25 amps. ; input, 10 kw; 


4 kw 


dissipation, 


ALL-STEEL SCISSORS JACK 





\LL-steel construction 2 ton capacity 


scissors jack is announced by Stewart 
Mig. Co., 3205-7 East Washington St., 
Indianapolis, Ind. When closed it com- 
pacts to 4 When opened it provides 
11” lift. One-piece handle, 56” long serves 
Tested 
and approved by Engineering Research 
Institute for ample safety margins 


to extend or compact the jack. 


125-WATT rWO new 125-watt 


INFRA-RED infra-red industrial 
INDUSTRIAL lamps, have been 
LAMPS leveloped by Gen- 

eral Electric Lamp 


Department, Nela 
Park, Cleveland, Ohio. One of these is 
equipped with a G-30 bulb, and is designed 
especially for use in open reflector ovens. 
Che other has an R-40 reflector type bulb 
Average laboratory life for both lamps is 
rated excess of 5,000 hours. They are 
designed to be used interchangeably with 
the 250-watt and 375-watt G-30 and R-40 
lamps, and are suited to oven applications 
vhere it is desired to maintain a given 
lamp spacing and distribution of radiant 
energy, but where temperature required is 
constantly less than that provided with the 


250-watt lamps 


PORTABLE POWER BURNER 





PORTABLE, 


Schramm power burner, providing a high 


self-contained Aeroil- 
temperature flame for industrial work, 
has been developed by Aeroil Products 
Co., 5701 Park Avenue, West New York, 
N. J. Two burners are provided and may 
be operated in horizontal or vertical posi 
tions without affecting volume or density 
of the flame. Range of flame length varies 
from 6 inches to 15 feet. Heat can be 
as high as 2000° F. Burner operates on 
kerosene or any oil up to a No. 3 Fuel 
Oil. Uses include straightening, bending, 
shrinking and expanding, skin drying 
foundry molds, heating plates, ribs, gird- 
ers, etc., and general repair work. Illus- 
trated bulletin No. 304 available. 

(Please turn to page 150) 
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A\FTER nine years of the hardest 
kind of service, here is a garbage truck 
still in excellent condition. Its body is 
high-tensile steel. 

Previously, New York City’s garbage 
trucks were built with carbon steel bodies. 
Usually they had to be repaired every 6 to 
12 months. To eliminate this condition 
high-tensile corrosion resisting steel was 
specified. These ran for years without re- 
pairs, and since then repairs have been 
minor--confined to replacement of bottom 
parts worn out by abrasion. There have 
been no failures due to corrosion. 

Yoloy is Youngstown’s nickel-copper 
low-alloy steel. Its corrosion-resistant 
characteristics are outstanding. It is also 
unusually tough and strong, with excellent 
welding properties. This makes Yoloy 
ideal for construction where it is important 
to reduce dead weight, and where long, 
trouble-free service, even under adverse 
conditions, is important. 

Yoloy, Youngstown’s high-tensile steel, 
is produced in plates, sheets, strip, bars, 
shapes, seamless and electric weld pipe. 
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Acids, moisture and other corro- 
sive matter have not seriously af- 

YOUNGSTOWN 
fected the high-tensile steel gar- — 


bage truck body shown above. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


GENERAL OFFICES - YOUNGSTOWN 1, OHIO 


Export Offices - 500 Fifth Avenue, New York City 
Manufacturers of 


y-V HO) Gay .4\ 6D 40) ROd Gary 8) 


OF 0.851034 


Sheets - Plates - Pipe and Tubular Product 
Wire-Cold Drawn Carbon Stee yunds-Tie Plates and 
Spikes- Conduit - Electrolytic Tin 








(Continued from page 148) 


MIDGET FIRE EXTINGUISHER 





A\LFCO SPEEDEX, a midget carbon 
dioxide fire extinguisher 9/16” in diam 
eter and 22” long, is announced by Ameri 
can-LaFrance-Foamit ( Elmira, 
N. Y. Contents weig! lbs., but upon 


release expand 450 times their contained 
volume. Operates by quick acting squeeze- 


type valve. Speedex carbon dioxide gas 


is non-poisonous, non-corrosive and odor 
less. It is a non-conductor of electricity 
and will not freeze at any climatic tem 
perature. Underwriters iboratories rat 
ing B-2: C-2 Literature ivailable. 


BRASS LINE of precision 
PRECISION draw-in brass col 
DRAW-IN lets, designed pri 
COLLETS marily for use with 
South Bend Lathes. 

announced by 

South Bend Lathe Worl 425 East Madi 
son St., South Bend 22, Ind. They ars 
said to give good service on short run 


production jobs; when worn they can be 


re-bored to a larger diameter: ind can 
be machined for holding tapers or irregu- 
lar shapes. Made in standard fractional 
sizes, 1/16” capacity up to maximum 


{ ca 
pacity of the collet in increments of 1/64” 
\vailable with decimal hole sizes for any 
diameter between .0625” and the max- 
imum capacity of the collet. Collets with 
metric hole size supplied in increments 
of mm, any size between 1.5 mm and 
the maximum metric collet capacity 


SOLID KENNAMETAL SQUARES 





SOLID Kennametal squares, designated 
Style SS, for precision boring of steel, 
cast iron, and non-ferrous metals, are 
announced by Kennametal Inc., 
Pa. Squares are supplied bottom side 
ground, with 10° formed angle on one 
end. They may be ground to any desired 
tool point shape. Catalog sizes are: 3/16” 
or 4” 
x 1%” long; %” square x 134” long. 
Type SS available from stock in grade 
K5H for precision boring steel parts and 
grade K6 for machining cast iron. Other 
grades and sizes can be supplied 


Latrobe, 


square x 1%” long; 5/16” square 
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LEAKPROOF QUICK to connect 
FLEXIBLE and detach, kink- 
GAS proof, flexible, gas 
TUBING tubing, called Car- 
bo-Flex, for use 
with natural and 

and 4” $1Zes, is 
new product of the Carbo-Flex Hose Co., 
5452 Vineland Ave., North Hollywood, 
Calif. Hose comes equipped with a Wig 
gins Quick Coupling at both or either end 


manufactured gas in 


as desired. Self-seal valve prevents leak 
ing while coupling is disconnected. Tubing 
has a heat and acid resistant neoprene 
lining. Outside is available in stainless 
steel, monel, bronze and brass ( withstand 
ing up to 600 lbs.). Available in standard 
lengths one to six feet, etc., and in 


“¥ ", ¥e”, %”, 1” and 114” sizes. 


RAM-TYPE MILLING MACHINE 





NEW No. 22M Ram-Type Milling 
\lachine, for use in pattern shops, tool 
oms, tool and die shops, laboratories, 
d machine shops, is announced by the 
Van Norman Company, Springfield, 7, 
Mass. Machine 


olumn whicl 


features include: higher 
provides greater vertical 
ange: adjustable 
} 


cutterhead mounted on 
movable ram which enables the opera 


to perform any type of conventional 


nilling, horizontal, vertical or angular; 
ront and rear directional controls. It 
is available with either universal or plain 
saddle. Spindle can be furnished with No 


13 B&S taper or No. 40 National Stan 
dard taper. Table size: 50” x 10”: lor 
gitudinal range 28”, cross 10” and ver 


tical 20”; 9 speeds from 40 to 1100 rpm 


DOUBLE DECK SERIES of double 
ROTARY AND deck 

STROKE stroke 
COUNTERS 


rotary and 

counters, 
made in both con 
ventional and pre- 
determined types, 
designated as “N” series, is announced by 
Durant Mfg. Co., 1959 North Buffum St., 
Milwaukee 1, Wis. Case and front and 
back covers are of aluminum; clean cut 
of louvres permits easy reading. Rotary 
models are double worm drive for smooth 
action and high speed. Stroke models are 
designed so that upper row is chain 
driven for quiet, easy operation at high 
speeds. Predetermined models have a 
simplified switch mechanism for light 
operation and positive switch action at 
the predetermined count. 


PIN POINT SOLDERING 








¥ 





4 


¢ 


WITH two power unit modes and 
choice of 8&8 basic single or double car- 
Luma Resistance type 
soldering tool illustrated, made by Luma 
Electric Equipment Co., Toledo 1, Ohio, 
will do any soldering job from fine pre 
cision work to heavy industrial operations, 
it is claimed. Four ranges of powel! 
units — 2 single and 2 multi-stage are 
announced. Multi-stage unit illustrated 1 
equipped with selector switch that gives 


bon electrodes, 


instant temperature control at six dif- 
ferent settings to suit soldering job 

hand. The tool requires no pre-heating 
period 


Operating current is used on 
during actual operation. 


RUGGED flexible 
portable roller type 


FLEXIBLE 
PORTABLE 
GRAVITY 
CONVEYOR 


gravity conveyor, 
extending from 35 
inches to 100 inches 
pel unit, 1s an- 
nounced by Food Machinery Corporation, 
Riverside, Calif. It is easy to set up and 
apable of being formed quickly into any 
Manufacturer states it 
saves time, space and labor, reduces pack- 


shape required 


age handling costs and eliminates aisle 


jamming 


WEIGHTING-PACKAGING MACHINE 





LINE of automatic and 
matic machines for weighing and filling 
dry products into containers is announced 
by Triangle Package Machinery Co., 906 
N. Spaulding Ave., Chicago 51. Model 
A Elec-Tri-Pak Vibratory Feed Weigh- 
ers are said to have production ranges 
from 15 or 20 packages per min. to 120 
per min., depending on style of machine 
and product. Weighing and discharging 
of materials is automatic. Completely 
automatic operation when using rigid 
containers but operator required when 
using paper or cellophane bags. Capaci- 
ties range from % oz to 5 Ibs. Literature 
available. 


semi-auto- 


(Please turn to page 152) 
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need POWER-FACTOR IMPROVEMENT 





for FLUORESCENT LAMP FIXTURES? 


cae 


nll 


If your present supply of high-power-factor ballasts is in- 
adequate for your high-power-factor fixture requirements, 
use the new G-E Type FL capacitors. 

These new Type FL capacitors**, when simply installed 
in the fixture with available ballasts, bring low-power-factor 
equipment up to acceptable power-factor levels. 

The size and weight of these new capacitors permit easy 
assembly in new or existing fixtures. A short shipping 
schedule on Type FL capacitors make them available for 


current fixture business—now—when you need them. 





Re eee 


These new G-E Pyranol* capacitors 
make low power-factor ballasts meet 
high-power factor requirements 


These hermetically sealed Pyranol impregnated units, fea- 
turing new low cost as well as small, light-weight design, 
offer the same high quality as millions of G-E capacitors 
now used in fluorescent installations. 

Three designs are available for operation at 50 or 60 cycles, 
118, 208 or 236 volts a-c, and when used individually, or in 
combinations as suggested, provide a minimum of 85 to 95__ 
percent power factor for a single 15-watt lamp, or up to 
four 40-watt lamps. For further details, write to Apparatus 
Department, General Electric Company, Schenectady 5, N. Y. 


**listed by Underwriters’ Laboratories, Inc. 


DATA FOR 60 CYCLE, 118 VOLTS A-C 














Lamp Size 1 Approx. 2 Approx. || 3 Approx. 4 Approx. 
Watts | Lamp | P- | Lomps P-F || Lamps | P-F ] Lamps | P-F 
15-T-8 S | 95 |i M % || -L 95+ L 86 
15-T-12 Ss | 86 || S&M* 95+ |) L 88 S&L* 87 
20-T-12 s | 90 | m 85 || M&L* 9 6} ok 85 
30-T-8 m | 8 | t 85 || M&lt 86 La. 86 
__40-T-12 m | %@ It | 96 || mau 8 || Laut 86 





Symbols: S—Cat. No. 21F296; M—Cat. No. 21F297; L—Cat. No. 21F298 


*Two capacitors in parallel 
VOLT-AMPERE RATINGS 








__ 21296 





21F297 








Volts A-C — 
50 Cycle 60 Cycle 50 Cycle 60 Cycle 50 Cycle 60 Cycle 
118 21 25 33 39 66 78 
208 65 78 102 123 204 245 
236 83 100 131 157 262 314 








Pyranol is General Electric's registered trade 
name for a noninflammable liquid dielectric 
for capacitors 


GENERAL © ELECTRIC 


407-110-5700 

























































When you get a Util-A-Tool set on the job, you'll be amazed 


at the time and labor it saves . 


. at the ease with which it 


enables you to handle otherwise difficult operations ... at its 


versatility ! 


For example, a Util-A-Tool is ideal for clamping and holding 
parts for welding and assembly... moving machinery, straight- 
ening frames and structural members. It can be used for pulling 
in bulged car and truck sides, car doors and other frozen or 
wedged members; also for pulling machinery or engines on 
skids, etc. It is a handy beam clamp for chain hoists with the 
use of sky hooks. It really pulls pinions, bushings, wheels and 








THE TOOL OF A THOUSAND USES... 


ee ee ee coe, 
ch > a 
BeoeGscoaoow vim, 






















LEVER 





- SCREW - HYDRAULIC 


Jacks 


gears .. . is the fastest 
universal wheel puller 
yet devised! 


Util-A-Tool sets are 
available forimmediate 
delivery through dis- 
tributors everywhere 

. at prices that can 
easily make this ‘Tool 
of a Thousand Uses” 
pay for itself through 
time and labor savings 
on a single job. Write 
for Bulletin P& P— 46. 


TEMPLETON, KENLY & CO. 
1014 South Central Ave., Chicago 44, Ill. 
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TORSION TESTING MACHINE 


NEW torsion testing machine for test- 
ing bronze, copper and steel wire with 
dimensions from .090” to 3%” in ac- 
cordance with ASTM. specifications, is 
announced by Sonntag Scientific Corp., 
Greenwich, Conn. Three twisting speeds, 
10, 20, and 30 rpm, with reversible ro- 
tation, are available with a maximum 
torque of 1000 inch pounds. Stresses up 
to 80,000 pounds per square inch can be 
obtained on one-half inch specimens. 





FLEXIBLE TRANSPARENT, 
PLASTIC waterproof, flexible 
GLAZING and shatterproof 
MATERIAL plastic glazing ma- 
terial, known as 
“Richglaze”, which 
admits over 60% of the sun’s_ ultra- 
violet rays is announced by Richcraft 
Co., Chicago, Ill. Made by laminating 
lightweight cord between two sheets of 


cellulose acetate, it is said to have long 
life when exposed to outdoor weathering 
and may be used for closing in of build- 
ings under construction, winter closing 
of outside scaffolding, safety glazing 
under glass skylights, heat and dust bar 
riers in greenhouses, warehouses and fac- 
tories. Comes in 36” rolls in 150 sq. 
and 450 sq. ft. sizes 


FLAT CONVEYOR SPRAY WASHER 





4 

NEW conveyor-type spray washing 
machine, adaptable for cleaning and sim- 
ilar spray operations as well as for dry- 
ing, is announced by Optimus Equipment 
Co., 223 Church St., Matawan, N. J. 
Machine will spray parts handled either 
in baskets, on racks, or conveyor. Alka- 
line, acid, solvent type, air drying, oil 
spray or similar operations can _ be 
handled. Machine features a long hori- 
zontal tunnel placed on top of a series 
of solution tanks. Conveyor runs the 
length of the tunnel. Pump forces solu- 
tion on parts through spray nozzles. Any 
type of heating can be employed and the 
machine is available in all sizes with any 
variety of horizontal conveyor; also it 
may be connected to any other conveyor- 
moved operation. 


(Please turn to page 156) 














A DRUMMER OF ACCURACY 


Even early in GTD “Greenfield” history, the idea 
of service to users was considered of prime im- 
portance. It was not enough to build a better tap 
or die. It was necessary to show how these new 
tools would cut more accurate threads. In a sense, 
these early GTD “Greenfield” pioneers, travelling 
around the country by horse and buggy, were 


salesmen of accuracy. 

In the same tradition of service is GTD 
“Greenfield’s” large staff of field engineers today, 
located in every industrial center in America. 
With ever better threading tools goes ever in- 
creasing knowledge of how to use them for best 
results. 


The “Little Giant’? Screw Plate, introduced in the 
1870’s, set a standard for accuracy and strength in cut- 


ting screw threads by hand which has never been sur- 
passed. In use today all over the world, the “Little 
Giant”’ Die consists of a two-piece, bevel-sided die that 
fits into corresponding bevels in a collet and is held in 


. my J place by a guide. 
70” Year 
oo aeer 5 
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INDUSTRIAL MULTIPLE CELL HEAVY DUTY 


EQUIPMENT UNUSED 


i wees: Wee > SURPLUS IMMEDIATELY AVAILABLE 


YY 









































Do you use heavy duty batteries to provide low 
voltage or stand-by power? Have you had trouble 
obtaining standard replacement or new equipment 


made by well-known firms? 


You can get the equipment you want immediately at 
——— —— TT TS % 


the Philadelphia, Chicago, Denver, Cincinnati and 


USED BATTERIES Richmond offices of WAA. In most instances, priority 


ALSO AVAILABLE claimants have already had an opportunity to purchase 


and you will not have to wait for delivery. The 
Heavy-duty used batteries will — ; ane “ 

batteries are unused, many in original packing and 
sale. To receive bid offerings complete with trays. Make sure you have an 
write the indicated offices and opportunity to purchase. Write, wire, phone, or 
ask to be placed on the used visit the indicated offices at once. 
Battery mailing lists. 


i 
| 
| 
| 
| 
} be offered for competitive bid 
| 
| 
| 
| 
| 


This equipment may not be exported be- 
Cee yee 4 cause of continued U.S. Lead shortages. 






OFFICE 0 Ff GENERAL DiSPOSaAl 













Offices located at: ATLANTA + BIRMINGHAM + BOSTON + CHARLOTTE + CHICAGO ~- CINCINNATI 
CLEVELAND + DALLAS - DENVER + DETROIT -» FORT WORTH + HELENA + HOUSTON + JACKSONVILLE 
KANSAS CITY, MO. + LITTLEROCK + LOS ANGELES + LOUISVILLE + MINNEAPOLIS + NASHVILLE 
NEW ORLEANS + NEWYORK + OMAHA «+ PHILADELPHIA + PORTLAND, ORE. + RICHMOND 
ST. LOUIS « SALTLAKE CITY »- SAN ANTONIO + SAN FRANCISCO «+ SEATTLE + SPOKANE + TULSA 


1037-A 
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Dependable 


Strength .. 


To properly safeguard your product in freight cars, trucks, and ware- 
houses and in delivery to retailer or consumer, you must be sure of 
ample, dependable strength. e Gaylord balanced design and materials 
assure you greater strength. 


GAYLORD CONTAINER CORPORATION, General Offices: SAINT LOUIS 


d e Corrugated and Solid Fibre Boxes 
Crand™ ind e Folding Cartons 

e Kraft Grocery Bags and Sacks 
Ae di st e Kraft Paper and Specialties 


New York « Chicago + San Francisco « Atlanta »« New Orleans « Jersey City « Seattle 
Indianapolis - Houston « Los Angeles « Oakland « Minneapolis « Detroit « Jacksonville 
Columbus + Fort Worth « Tampa «+ Cincinnati + Dallas « Des Moines « Oklahoma City 
Greenville « Portland « St. Louis « San Antonio « Memphis « Kansas City «+ Bogalusa 
Milwaukee « Chattanooga + Weslaco « New Haven « Appleton « Hickory « Greensboro + Sumter 122 








FLOORS! 





LOW-COST PROTECTION FOR 


HEAVY TRAFFIC 





























COSTS LESS THAN 6° PER SQUARE FT. 


Here’s hard-to-beat economy! 
Rubberlike, the 


floor runner with rugged corrugations 


modern composition 


protects all heavy traffic areas for less 
than 6c per square foot! Widely used in 
hotels, cafes, 


factories, offices, schools, 


institutions, it quiets footsteps — makes 
slippery floors safe. Skidproof even when 
wet. Easy to clean, Rubberlike runner 
needs no special upkeep, can be put 
down without cementing. Won't curl at 
Amazingly durable 


edges. and doubly 


desirable because of its “petty-cash”’ 


RUBBERLIKE 


oe oD NON-RUBBER 


oe oD 








BIRD 
NEPONsET 
PRODUCTS 
























































in. by 100 ft. or 36 in. 


cost! In rolls, 27 
by 75 ft. 
write for sample. Bird & Son, inc., 166 
Washington Street, East Walpole, Mass. 


Order from supply house or 














*Reg. U. S. Pat. Off. 


BIRD & SON, inc., EAST WALPOLE, MASS., new york, sHreverorr, LA., CHICAGO 





STROM BALLS For - — Of ea 


Balls being 
ejected from 
normalizing 
furnaces during 
process of heat 
treating. 








ance of its products. 


: ws se 


ie 


Industry continually seeks to perfect the perform- 


That means that all parts 


must be brought up to higher and higher standards. 
It is especially important that the balls on which the bearings of in- 
dustry run shall be of the highest standard of perfection. Strom Balls, 
in their unbelievably high qualities of finish, sphericity and precision— 
developed through exclusive concentration on making fine balls for 
25 years—hold first place in American industry. Strom Steel Ball Co., 


1850 So. 54th Ave., Cicero 50, III. 


SLO] saris @ serve industry 


LARGEST INDEPENDENT AND EXCLUSIVE METAL BALL MANUFACTURER 
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JET-TYPE COLLET CHUCK 


NEW type of col- 
let chuck, known as 
the Almco Jet-Type 
Collet Chuck, for 
use on all hand 
screw machines and 
engine lathes up to 
1” capacity, is an- 
nounced by Modern 
Collet Machine 
Works, 401 Saliot- 
te St. Mich 
justable gripping pressure in 12 
steps from zero to 15,000 Ibs. 





Collet has ad- 
positive 


Ecorse, 


Thin walled 


tubing can be held without distortion 


Collets are available in all sizes 1’ maxi- 
mum, round, hex and square. Overall 
length of chuck including collet is 234”; 
weight 11 Ibs Illustrated bulletin 


available 


DOUBLE-DUTY NEW accessory, 
WELDING call d Cesco Pud 
TORCH dler, which affords 
ACCESSORY — duty for 

al oxy-acetylene 


welding torches 
has been developed by Cesco Products, 
[nc., 30 N. LaSalle St., Chicago, 2, II. 
Unit fits over the end of any standard 
provide 
an ideal flame for body soldering, tinning, 


} 


welding torch tip, and is said to 


silver soldering and heating jobs. Two 


ht duty and one for body 
soldering, are furnished with each kit. 


Bulletin No. 12 available 


, 
g 
tips, one for lig 


DIE CAST ALLOYING POT 
ij 








GAS fired, Die Casting Alloying Pots, 
ranging in size from 2,000 lbs to 10,000 
lbs. capacities with a temperature range 
of 350° to 1200° F. and fed with a con- 
tinuous type conveyor, are announced by 
Bellevue Industrial Furnace Co., 2971 
Bellevue, Detroit, 7, Mich. Use of con- 
tinuous conveyor makes possible gradual 
feeding of the pots which are used in die 
casting plants for reclaiming sprues and 
other scrap material, alloying die cast 
metal, etc. Special sizes can be supplied to 
specification. 

(Please turn to page 158) 
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REGISTRATIONS SHOW 
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ONLY FORD GIVES YOU ALL THESE 
yy LONG-LIFE TRUCK FEATURES: Your 
choice of two great engines, the V-8 or the 
Six—semi-centrifugal clutch that needs no main- 
tenance lubrication—rear axle design that takes all 
weight-load off the shafts (34-floating in half ton 
units, full-floating in all others)—heavy channel 
section frames, doubled between springs in heavy 
duty models—big, easy-action brakes, with heavy, 
cast drum surfaces, non-warping and score-resistant 


MORE FORD TRUCKS 


IT— OPERATORS KNOW 
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= ONE big reason— 
~ FORD STEERING STANDS UP! 


Ford worm-and-roller steering gear reduces rubbing friction to a 
minimum. Rolling contact is employed to reduce friction at five 
vital points. This spares muscle and saves wear. The worm 
is straddle-mounted on two large, opposed, tapered 
roller bearings (2 and 3). The worm acts upon an easy-turning 
roller instead of a common sliding cam or split-nut, and this roller 
is mounted on two needle-type roller bearings (4 and 5). Bearings 
of both the worm and the sector shafts may be adjusted, thus 
promoting long life and proper action with less replacing of parts. 





—extra-thick sheet metal in cabs, cowls, skirts and 
fenders—all told, more than fifty such examples of 
Ford endurance-engineering. 

That’s why FORD TRUCKS LAST LONGER 

. why, as the national truck count for 1946 just 
released shows, more than half of all Ford Trucks in 
use are at least 9 years old . . . why there are more 
Ford Trucks in service now than ever before in 
history. More than 100 body-chassis combinations 
to choose from. Ask your Ford Dealer. 


IN USE TODAY THAN ANY OTHER MAKE 













































Savings reflected from use of 
TAYLOR MADE Alloy chain 
are hidden profits. With twice 
the strength of ordinary chain 
you have fewer production de- 
lays. TAYLOR MADE’S longer 
life means less frequent replace- 


ment. Its terrific resistance to 


Taytor Mave 





Are you getting these 


HIDDEN PROFIT3 | 


in the chain you use? 


shock...grain growth and work 
hardness eliminates periodic 
heat-treatments—-reduces oper- 
ating and maintenance costs. 
Investigate TAYLOR today. Call 
your Mill supply distributor or 
write the factory direct. 


S.G. TAYLOR CHAIN COMPANY 
Dept. P-3, Box 509, Hammond, Indiana 





“THE BEST BY TEST SINCE 1873 
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COLLET INDEXING FIXTURE 





CONSTRUCTED to hold work for 
milling, grinding, drilling and = shape: 
operations, new collet indexing fixture 
made by G & H Mfg. Co., 327 Elm St., 
Fitchburg, Mass., is claimed to be of 


special advantage where accuracy of 
work location and convenience of loading 
and unloading are important.  Fixtur: 


can be positioned horizontally or verti 
cally. Chip clearance hole provides exit 
for chips and prevents them from clog 
ging working parts in fixture. Literatur: 
available. 


RESIN NEW) resin bond 
BONDED ed diamond wheels 
DIAMOND for grinding cat 
WHEELS bides and carbide 


tipped tools are an- 

nounced by Man 
hattan Rubber Division, Raybestos-Man- 
hattan, Inc., Passaic, N. J. Resin bond is 
said not to load or glaze whem coming in 
contact with soft or hardened tool steel 
shanks or carbide tipped tools, and wheels 
are said to be faster and cooler cut- 
ting on carbides. Complete line of wheel 
types and shapes available in grit sizes 
from 60 to 400 


TEMPERATURE CONTROLLER 


Watt 
a | 


ELEC TROMAX 


iui 


INEXPENSIVE temperature control- 
ler, called Electromax, for control of 
ovens, stills, baths, presses and coolants, 
especially designed for applications where 
indicating and recording are not re- 
quired, is announced by Leeds & North- 
rup Co., 4934 Stenton Ave., Philadelphia, 
Pa. Controller is a-c operated—needs no 
dry batteries or standard cells. Tempera- 
ture readings can be taken manually with 
it at any time. Instrument case is 11-9/16” 
by 11-1/16” by 9-1/16”. Standard ranges 
are 0 to 250° F. and 1 to 1000° F. or the 
corresponding ranges from 0 to 150° C. 
and 0 to 550° C. 





(Please turn to page 160) 






































Marcu, 1947 159 




























1. New Educational Motion Picture. 
Designed to take a new operator through 
the various steps in the proper use of both 
hand and power-machine hacksaw blades. 
It helpshimselect the right blade for differ- 
ent cutting jobs and the correct methods 
* of operation in order to get greatest effi- 
Pp aes d es ft h = ciency and longest blade life. 
This 16mm. film, with color and sound, will 
be interesting and helpful to experienced 
operators also, because it actually shows 
how hacksaws cut. And it explains the new 
technique of hacksaw tensioning which 
has helped many plants to get greater cut- 
ting efficiency. Showings may be arranged 
through the nearest Simonds office. 


to make sure all users 
get Smoother Cutting and 
Longer Life from all 








2. “SIMOMETER” Eliminates Guesswork 
in Hacksaw Tensioning. This new de- 
vice saves costs by eliminating guesswork 
when tensioning blades. Attached directly 
to any blade, the “SIMOMETER”’ avoids 
inaccuracies due to friction of blade hold- 
er, or to varying thread pitches of tighten- 
ing devices. Ask your Industrial Supply 
Distributor for a demonstration. 


== SIMONDS <p 


SAW AND STEEL CO. 


FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


SIMONDS 


| ABRASIVE CO. 
















PHILADELPHIA, PA SIMONDS 
= CANADA SAW CO LTO 
giMonos SAW AND STEE, Co Grinding MONTREAL TORONTO VANCOUVER 
nie ak ep wn a Wheels : SainT J0K8 HO 
BRANCH orrices: 1330 Golumbis Road. Poses 27. Special Electric 4 Gret Simonds Products 
ass.; 127 S. Green St., icago 7, Ill.; 41 - Eight an rains 
St., Los Angeles 14, Calif.; 228 Fires St., San Francisco $, Furnace Steels for Canada 


i Calif.; 311 S. W. First Avenue, Portland 4, Ore,; 31 W. coue B43 
Trent Ave., Spokane 8, Wash. Canadian Factory: 595 St. Be ee 
Remi St., Montreal 30, Que. ; ” 
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AGE FENCE“ 


© AMERICA’S FIRST WIRE FENCE e 


MIDGET CONDENSER MICROPHONE 










reer” 7? ead 
IO ae: yy Os 
ate. >} 

ne 04 





Aas 


t 





DEVELOPMENT of wartime re- 
search, a midget microphone for accu- 
rate measurement of sound pressures, is 
now manufactured for industrial use by 
Kellogg Switchboard & Supply Co., 6650 
So. Cicero Ave., Chicago, Ill. When used 
with a suitable preamplifier the response 
is about minus 59 decibels referred to 
one volt/dyne/cm?. Response of the mi- 
crophone is flat to within one db. from 
100 to 7,000 cycles per second, and with- 
in 3 decibels from 60 to 10,000 cycles 
per second. Illustration shows microphone 


eas al with or ho : l. 
© Conditions existing at your property may make it advisable for your Page Chain Link sei eae 
Fence to be of rust-immune Page Stainless Steel. Or perhaps your need or preference 
will favor corrosion-resisting Page Aluminum ...or Page Copper-Bearing Steel, 11” AND 16” PULLEYS 


heavily galvanized . . . or Page-Armco Ingot Iron, purest of commercial ferrous metals. 
Whatever your problem, the nearest Page Fence Association member will confer with 
you on fence styles and materials, and will submit cost estimates without obligation. He 
represents a long-experienced local fence erecting firm which knows regional conditions. 
Write for illustrated information and we will send name and address of Association 
member in your vicinity. 

For name of nearest member firm, write to PAGE FENCE ASSOCIATION in Monessen, Pa., Atlanta, 
Bridgeport, Chicago, Denver, Detroit, Los Angeles, Philadelphia, Pittsburgh, New York or San Francisco 


PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE + BRIDGEPORT, CONN. 


11” AND 16” pulleys are announced 
by Congress Die Castings Division, 3750 
E. Outer Drive, Detroit, 12, Mich., 
filling in a complete line of pulleys from 


] to 16” in diameters. Also step-cone 








pulleys, variable speed pulleys and flex- 


FOR ible couplings. Literature available. 


IMPROVED GRINDING ATTACHMENT 


e Immediately available to you 


e “Tailored” for your needs 


* Designed for Worker 
Protection 


e Built for Hard Work 


e Priced right 


Every Sawyer apron is made 


from the best raw materials 





obtainable. Expert workman- 


ship and design assures you ILLUSTRATION shows No. 2 Radius 


that a Sawyer apron really pro- Grinding attachment for No. 2 cutter 


and tool grinder which has been rede- 
signed to incorporate (1) a direct read- 
maximum wear. ing micrometer gage for accurately ad- 

STYLE K-76 STYLE G-58 ot Patty ue 
ow " justing the slides to swing the desired 
36 Wide FROG B F | 33 Wide _ Say: Z 
48” Long When you buy a van 45” Long radius and (2) a large anti-friction 
deavy Duck (Oiled) apron, you are sure of Reversible trunnion to provide a smooth, easy 
Vortow Onn Yellow Only swiveling motion. Attachment will grind 
0° to 1” radii on cutters from 4” to 12” 
diameter having flute lengths up to 3”. 
Picture shows micrometer gage in posi- 


THE H. M. SAWYER & SON co. tion. Printed matter available 


28 Thorndike St. East Cambridge 41, Mass. 


tects the worker and gives 


SO ae 
trial aprons manufactured. 








(Please turn to page 164 
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FOR PROFITABLE ASSEMBLY 


e¢ TINNERMAN analyze your fadlening problems 
BEFORE You Leave the “Mock-up” Stage 





Just as the Galvin 






E Manufacturing Corp. 
~ did with their new 


Motorola Auto Heater 





These 14 different types of SPEED NUT Fasteners 


— 44 parts in all — solved Galvin’s problems To take full advantage of the SPEED NUT System of Fastening, 
Galvin engineers brought the “mock-up” and prints of their new 
Motorola Heater to Tinnerman for a fastening analysis before building 
tools and dies. They sat right in with Tinnerman development en- 
gineers who went over the heater part by part—explored every 
possible production short cut—planned its assembly from start to finish. 

The final design of the heater was modified to take advantage 
of standard SPEED NUTS wherever possible. Where standards could 
not be used, new SPEED NUTS were created for a more efficient 
assembly. The result was assembly perfection. Many parts were 
attached with SPEED CLIPS and merely snapped into position under 
spring-tension. Others were fastened by simply pressing SPEED NUTS 
over unthreaded studs. And where it was necessary to use screws, 
SPEED NUTS made the attachments simple and fast. 

This engineering service is available to you, too—at no cost. For 
the utmost in assembly savings, contact our Sales Engineering Depart- 
ment before you leave the “mock-up” stage. But in any event, check 
the SPEED NUT System of Fastening before you go into production. 





Our new Bulletin No. 214 goes into detail on this 











Motorola job and is available for the asking. Since TINNERMAN PRODUCTS, INC. 2050 Fulton Road 
you may be able to use to advantage many of the 
fastening ideas illustrated, write for a copy today. Cleveland 13, Ohio 
* InCanada: Wallace Barnes Co., Ltd., Hamilton, Ontario 
In France: Aerocessoires Simmonds, S.A., Paris 


In England: Simmonds Aerocessories, Ltd., London 
In Australia: Simmonds Aerocessories, Pty. Ltd., Melbourne 


x 









. PATENTED 
Trade Mork Reg. U.S. Pat Off. 





FASTEST THING IN FASTENINGS MORE THAN 4000 SHAPES AND SIZES 
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Dayton Processed Continuous 
Filament High Tenacity Rayon 





Dayton 


nH. € woerRrt.o’s Lica R CG 4 cet 











MARCH, 


1947 


DAYTON 


MINIMIZES V-BELT STRETCH 


Low stretch, high tenacity *Raytex Fortified 
Rayon Cord, used in the neutral or strength 
section of Dayton V-Belts, is manufactured 
in continuous filaments... then twisted 
together to form cable-like cord, just as steel 
wires are twisted together to make a steel 
cable. That’s why Raytex Fortified Rayon 
Cords practically eliminate stretch in the new 
Dayton Thorobred . . . which means fewer 
take-ups and less maintenance with every 


belt pulling its share of the load. 


INCREASES FLEX STRENGTH 


Because Rayon Cords are made of contin- 
uous filament, high tenacity Rayon, they 
combine high strength with greatest flexi- 


bility. This enables Dayton Thorobred V-Belts 








mA NU FA CT eR ER 





V-BELTS 


to flow smoothly around pulleys while trans- 


mitting power at maximum efficiency. 


INCREASES V-BELT LIFE 


Because Rayon Cords have greater strength 
in small diameters, Dayton Belt Engineers 
are now able to build a more compact, thinner 
neutral section of maximum pulling power. 
Thus, bending stresses are minimized which, in 
turn, lengthens the life of Dayton Thorobreds. 

The new Dayton Thorobred V-Belts built 
with *Raytex Fortified Rayon Cord are now 
in production ... will be available soon in 
all sizes. Write for free sample of this new 


cord and descriptive booklet. 


DAYTON RUBBER «+ DAYTON, OHIO 
Branch Offices: Atlanta + Boston - Chicago + Cincinnati 
Cleveland - Dallas + Dayton + Detroit - Los Angeles 
Minneapolis * New York «+ Philadelphia + St. Louis 
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Offers 


Especially Prompt 
DELIVERY — 


Especially Good 
VALUE — 


ON ANY TYPE OF HIGH 
GRADE MECHANICAL 
SPRING 
Sizes .005” to 4” Diameter Wire 





REASON:— we have 
special automatic 
equipment that enables 
us to eliminate opera- 
tions on many spring 
jobs —cutting costs 
materially—with faster, 
more uniform produc- 


tion. May we quote? 


Call or write . 


TELEPHONE BERKshire 6461 


2100 N. MAJOR AVE. CHICAGO 39, ILL. 








FLEXIBLE COUPLING 





COMPACT, installed flexible 


coupling for oil burners, air conditioning 


easily 


units and many other machines requiring 
flexibility is 
Lovejoy Flexible Coupling Co., 
Lake St., Chicago 44, Ill. Of 
construction, CX Double-flex features in- 
clude no metal-to-metal contact, tight fit 
deeper center hole allowing shait to ex 


maximum announced by 


5009 \W 


one-unit 


tend ” into unit. Available in 6 sizes 
from 214” to 5” long. 

IMPROVED NEW grain ce- 

POLISHING ment and _ thin- 

r r * 1 } o 

WHEEL - fot arpa. 

ADHESIVE waees, Sc ww 

vercome the defi- 

clencies of organic 

glues, is announced by Hanson-Van 

Winkle-Munning Co., Matawan, N. J 

Manutacturer states product has been 

1 in the field for several mot t 

complete success 


ROTARY BROACHES 





ae i 


SHEARCUTTER Rotary Broaches, 


said to tool accurate holes in metal by 


molecular cleavage in a_ shearcutting, 
knife-like manner, are announced by 
Fearless Tool Co., 1234 S. Gramercy PI1., 
Los Angeles 6, Calif. Broach rotates as 


it cuts Maker states they can be re- 
ground 10 tto 30 times. They are avail- 
able with straight shanks only in sizes 
from %” to 1” by 1/16ths, and from 
1%" to 1%” by Mths. Larger sizes sup 
plied on order 

HIGH- HIGH - voltage 
VOLTAGE coupling capacitor 


tele- 
service on 


carrier 


COUPLING for 
CAPACITOR phone 


7200-volt a-c dis- 
tribution lines, de- 
continuously without 
hazard to power lines, is new product of 
the Sprague Electric Co., North Adams, 
Mass. Capacitors are .002 mfd. and are 
rated for 8700-volt 60 cycle a-c operation 





signed to operate 


Designed to withstand 10 test impulses of 
95 kv, the high-voltage characteristics of 
these capacitors is said to permit them to 
handle light- 
ning without 
failure. Size and weight are about one- 
tenth those of other types considered for 
this service. 
(Please turn to page 166) 


high-voltage surges, 


even 
discharges on the line, 


PURCHASING 
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uy 
er What thy Shape 


A\ECHANICAL 
RUBBER 
PRODUCTS COMPANY 
133 £. 150th Street, New York 55, N.Y. 
Can Supply Your Rubber Needs 


Sponge Rubber, Gaskets, 
Packing, Sheet Stock, 
Gloves, Extrusions, Moldings 


NEOPRENE © HYCAR ® BUNA S. 
° BUNA N. © GUM RUBBER ° 














PRODUCTION 
ROLLING ON 
BEARINGS FROM 


L&s 


Two-Fold Source of 
Supply—L & S man- 
ufactures radial, 
thrust, roller bear- 
ings, and pillow 
blocks.—L & S is dis- 
tributor for other 
manufacturers. 


Write Today — List 
quantity, number 
ros elo Mo) aotelo (io) MB ol-Tot ae 
ings you need. You 
will be advised im- 
mediately. 


We Pay Best Prices 
For Surplus Bearings 


“L & § BEARING 
Write %. COMPANY 





7odAay } Dept. M-3 P.O. Box 1072 
ee 7.5501 
°° OKLAHOMA CITY 
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EATON 
PERMANENT MOLD 
GRAY IRON CASTINGS 


Carte Movi 


Wherever great strength and ability to resist 





shock are important requirements, Eaton Per- 
manent Mold Gray Iron Castings provide an 
ideal combination of characteristics. For 
hydraulic operating equipment the dense, non- 
porous structure of Eaton Permanent Mold 
Gray Iron Castings insures freedom from leak- 
age. Ability to take a high surface finish makes 
them ideal for cylinders and bearings. Proper 
annealing eliminates the possibility of distor- 
tion after machining. 


Free machinability, an important quality of 
all Eaton Permanent Mold Gray Iron Castings, 
makes for production speed and economy. 


Eaton Foundry Division engineers will be 
glad to discuss the application of Eaton Perma- 
nent Mold Gray Iron Castings to your product. 


Send for your copy of the new booklet, 
“The Eaton Permanent Mold Process.” 


© 1947. EATON MFG. co. 


” 


eben =y “a mely 


THE EATON PERMANENT MOLD MACHINE IS A SYMBOL 


OF THE QUALITY OF GRAY IRON CASTINGS PRODUCED MANUFACTURING COMPANY 
BY THE PERMANENT MOLD PROCESS. 
eoeth, fo) @ Gee see eek, 
9771 French Road Detroit 13, Michigan 
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60 YEARS 
OF SERVICE 


to INDUSTRY 


SUPPLYING 


WASHERS 


and 


STAMPINGS 


OF EVERY DESCRIPTION 
FOR EVERY PURPOSE... 
UTILIZING MORE THAN 
22,000 SETS OF DIES 


Let Us Quote On Your Needs! 


za 
WROUGHT WASHER mre. co" 


THE WORLD’S LARGEST PRODUCER OF WASHERS 








CENTRAL PAPER COMPANY, 


Menasha, Wis. 





PuRCHASING 


PORTABLE POWER SAW 

















































PORTABLE 


electric saw, 
for one-hand operation, is announced by 
American Floor Surfacing Machine Co., 
Toledo, 4, Ohio. Manufacturer states saw 
has been engineered to save job-time and 
perform with greater ease and less fa 


designed 


tigue for the operator. Saw will cut 
wood, mortar, roofing, wall board and 
similar materials. Features include: 1 

hp G-E motor; elevating mechanism; 
8” blade that will make a 274” straight 
plank with a 45 
angle cut; retractable telescoping 
blower which blows dust away 


cut and will saw a 2” 
guard; 
from 





mark; and totally enclosed trigger type 
switch 


GEARSHIFT DRIVE 


ILLUSTRATION 
shows new Type 
RD separate motor 
driven selective 
speed gearshift 
drive, announced 
by Lima Electric 
Motor Co., Lima, 
Ohio. Unit is de 


signed to motoriz« 





machinery requir 
ing selective speeds 

and can be used with any standard mot 
of “%4hp to lhp rating. Gear ratios are | 
to 1, 1.33 to 1, 2 to 1 and 4 to 1. Unit 
cast gear box provides perfect alignment 
The shift lever is available in four op 
tional Speed 


positions selection chart 


aids selection of output speeds. Unit will 
operate in either direction of 
Smallness makes it 
to applications where mounting space 

limited } 


rotation 


especially adaptable 


ELECTRODE HOLDERS 





COMPLETE new line of manual are 
we Iding electrode holde 3, a eco tong,” 
[Tweco Products Co., 


includes full- insu- 


is announced by 
Wichita, Kans. Line 
lated and semi-insulated models, 300 am- 
pere, ” electrode capacity, and 500 am- 
Features 
include molded-laminated = glass cloth 
Bakelite insulation keyed to holder cast- 
ing; tensioning spring firmly seated on 
fibre upset washers and protected from 
spatter by non-binding Neoprene tubing ; 
well ventilated fibre handle. 


(Please turn to page 168) 


pere, 3” electrode capacity. 
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Plenty of Jobs Where 


Fill the Bill! .--- 


ideal for Intermittent Service in 
Maintenance, Repair, Construction 


You always get the right drill for the right job 
from the big Black & Decker Drill line. Take 
Black & Decker Standard Drills, for example. 
They’re specifically designed for the intermit- 
Black & Decker 

~ 1%” Standard 
\ Portable Electric Drill 


tent drilling you do on maintenance, repair and 


construction jobs. Jobs where a heavy-duty 





model, built for continuous production work, 
SS) would be just too much drill. 


Made in many sizes, Black & Decker Standard Drills have plenty of 
power for driving twist drills, wood augers and B & D Hole Saws. 
Ask your nearby Black & Decker Distributor for complete details. 
Write for our complete catalog to: The Black & Decker Mfg. Co., 664 
Pennsylvania Ave., Towson 4, Md. 


LEADING DISTRIBUTORS Pasi i> EVERYWHERE SELL 


Black & Decker 
5/g” Standard 
Portable Electrie 


PORTABLE ELEcTRic TOOLS 


When you standardize on Black & Decker Drills, 
you get a wide choice of models from %4"' to 
114''"— each drill designed to cut costs and speed 
up output within its working capacity. You have 
convenient interchangeability of parts. You 
enjoy the facilities of 26 Black & Decker Factory 


Here’s why it pays to 






Black & Decker 
Drills 


Black & Decker 
3," Standard 
Portable Electric Drill 







Branches, offering quick service on replacement 
parts and repairs. You benefit from close-at-hand 
Black & Decker Distributors who offer expert 
help on all your tooling problems. 
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former cost $17.10 
DIRECT SAVING $15.20 


When bagged cement and aggregates were handled by hand truck from 
box car to warehouse, it required six men working for at least three 
hours to empty the car and stack the bags. Now, since Rapids-Standard 
Stevedore, Jrs. have been installed, four men empty a car and stack 
the bags in half an hour. At 95c per hour this means a direct saving 
of $15.20 on every car unloaded. And, there are indirect savings in 
less wear and tear on floors and smaller demurrage charges since freight 
cars are not held for as long. 


H. H. Dickenson Company of Detroit, who operate this system, 
also use it for handling metal lath, 50 and 100 pound chimed cans of 
plastics and roofing cement and the many other articles handled by a 
large building supply house. This equipment paid for itself in direct 
savings very soon after it was installed and continues to deliver com- 
parable savings every day that it is used. 

Rapids - Standard Stevedore, Jrs., Rapid Power Boosters, Rapid - 
Wheel and Rapid-Roller Gravity Conveyors and Floor-Veyors will save 
time and money in handling cartons, kegs, cases, bales, cans or pack- 
ages. Write today for full information on how they can save time 
and money for you. 


Rapids. Standard Lo.. Inc. 


Sales Division — 379 Peoples National Bank Bldg., Grand Rapids 2, Mic 











PURCHASING 


WELDING SERVICE UNIT 











Ly Ate “* 


WELDING Service Unit based on de 
termination of replacement parts needed 
per set of four welding units to keep 
them in continuous operation, is an- 
nounced by the Moorewood Electric & 
Mig. Co., 1718 E. Florence Ave., Los 
Angeles 1, Calif. It consists of 4 elec- 
trode holders, 2 grip handles, 4 upper 
and 4 lower jaw insulations, 2 lever 
handles, 2 springs, 1 upper and 1 lower 
jaw, 1 connector core, 1 set screws and 
1 wrench. 


TWO-PIECE NEW two-piece, 
SELF-FLARING completely self-flar 
TUBE ing tube fitting, is 
FITTING being marketed by 


Brockway Co., 

Naugatuck, Conn. 
Known as the “Uniflare”, the fitting may 
be used with tubing of copper, aluminum, 
monel, plastic, “Bundyweld” and other 
varieties of steel, within a wide range of 
wall thickness. It is said to embody all 
the advantages of compression and flared 
fittings with none of the usual disadvan 
tages of either. Available in sizes from 
¢ to 3% inch, in the usual commercial 
shapes. 


GAS FROM FUEL OIL 





THE Vapofier, utilizing fuel oil, which 
generates and supplies a gas which is 
mixed with air and piped, burned and 
controlled the same as utility gas, is an- 
nounced by the Vapofier Corp., 10316 
S. Throop St., Chicago. Unit also is effi- 
cient utility gas pre-mixer by closing 
valve to combustion chamber. Eight 
standard sizes are built with capacities 
from 70,000 btu’s per hour or .5 gal. 
per hour, to 2,000,000 btu’s per hour, 
or 14 gals. per hour. Units occupy 2’ 
x 4 of floor or overhead space. 


(Please turn to page 170) 
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TRAILER CO. 


@ ¢ Independent investigator finds Phillips Screws 
SHH cut driving time in half, stop costly driver slips, 
prevent accidents. 


6 


— YOU RE DRIVING 552 self-tapping screws 
on a big assembly job like our closed-van 
trailer, the Phillips Recessed Head makes a 


tremendous difference,” the chief engineer 





told a James O. Peck Co. investigator making 
another survey of assembly savings with Phil- 
lips Serews in key plants. 


“PHILLIPS SCREWS CUT DRIVING TIME IN HALF. 
It takes four men just 13 minutes to power- 
drive all the Phillips Head Self-tapping Screws 





that fasten the big plywood panels which line 
our 26-foot trailer vans. Because the driver 
centers automatically in the Phillips Recessed 
Head, an assembler doesn’t have to be at eve 
level with the screw, as when using slotted 
screws. That eliminated the need for platforms 
iP which used to cut down working space and slow 


ee 


; age aman mm : down the assembly. 
Fastening the roof trim with Phillips Screws instead of with bolts ’ 


as formerly. which required a man inside and another outside the “SAVE DRIVER SLIPS that used to cost $2.50 to 
van. Now it’s a one-man job, and in driving 38 Phillips Screws, he Pay poe : 
oom BS vakeestees eel tien tics Rell eed buy es a iis, $3.50. These panels are fastened very near the 


edges. Before, when a bit slipped out of a 
slotted screw, the panel was usually split. 
Phillips Screws eliminated this cost completely. 
“EASIER ON MEN’S HANDS. Our assemblers 
used to get hand cuts, often serious, when bits 
jumped out of slotted screws. That doesn’t 
happen with Phillips Screws because the bit 


always centers snugly and stays.” 


THIS AND OTHER ASSEMBLY STUDIES covering 








metal, wood, and plastic products, present 
solutions to assembly problems that parallel 
those in your plant. Get this wealth of prac- 
tical, inside information ... mail coupon, 

} "Way down by the floor and ’way up to the roof...both ways 





Phillips Screws end the troublesome, time-wasting necessity of 


Revort wo. 1h 
eye-level driving of slotted screws. 


VINGS 
ASSEMBLY SA 
WITH PHILLIPS SCREWS 


PHILLIPS e<o#ivea SCREWS |1.)..5252 1M. 





. + 

. . cane: . 

s : = ss e Phillips Screw Mfrs., ¢/o Horton-Noyes . 

Wood Screws * Machine Screws + Self-tapping Screws * Stove Bolts «2900 ladectrie! Trost Side. ; 
American Screw Co. Reading Screw Co. e Providence, R. I. * 
Central Serew Co. 23 SOURCES Russell Burdsall & Ward ° Send me reports on Assembly Savings with Phillips Screws. ° 
Continental Serew Co. Bolt & Nut Co. e e 
Corbin Screw Div. of Se aaa Scovill Manufacturing Co. i I ii ii i re ne oe . 
American Hdwe. Corp. Pheoll Manufacturing Co. Shakeproof Inc. es e 
The H. M. Harper Co. National Lock Co. FR Se  COMMIIII a icinnscevisissisananssnstcinniinccinsnninbasecadacinrtomaeaptseumetnanovaaaamle ° 
International Screw Co. National Screw & Mfg. Co. The Steel Company of Canada, Ltd. e 
Lamson & Sessions Co. New England Screw Co. Sterling Bolt Co. sp I iiss si consccnscdcinestsitenitaitcncninaneeniaiganiialnaaaee . 
Milford Rivet and Parker-Kalon Corporation Stronghold Screw Products, Inc. a P-15 © 
Machine Co. Pawtucket Screw Co. Wolverine Bolt Company eeeveevceveeveeeeeee eevee ee eevee eeee eee 8 





FOR DRY OR 
COOLANT GRINDING 


SPEED-WET* BOOSTS PRODUCTION 
with “RESIN-BONDING” 


Resin-bond production is premium production — improved speed, 
stamina and finish at lower cost. Why? Because each individual 
abrasive grain in Speed-wet resin-bonded products is twice anchored 
in a heat-set resin adhesive, which, once hardened, can never remelt 
or flow or release its grip. 


When used dry, Speed-wet resin-bonded abrasives are immune to 
cutting heats and humidity. Used 
wet, they are impervious to water, 
cutting oils or coolants. 


Thus, for dry or coolant grinding, 
or for se Pood and finishing of 
metals -or glass or plastics, Speed- 
wet resin-bond abrasives deliver 
extra performance. Specify Speed- 
wet Metalite for aluminum oxide 
grit—or Speed-wet Durite for sili- 
con carbide. Metalite or Durite, 
they're both resin-bonded if they 
are marked Speed-wet*. 


*Reg. U. S. Patent Of. 


COATLD ABRASIVES 
FOR 
SEVENTY FIVE 
YEARS 


Fae 
‘ 


1672-1947 


BEHR-MANNING - TROY, N.Y. 


(DIVISION OF NORTON COMPANY) 





PURCHASING 


RUBBER LINK FLOOR COVERING 


ILLUSTRATION shows new rubber 
link floor covering for industrial use an- 
nounced by Loewenthal Co., 188 West 
Randolph St., Chicago, Ill. Manufactur- 
er recommends this matting for use 
wherever workers do most of their work 
in a standing position and claims that 
tests have proved that its use cuts down 
fatigue. Covering is said to be virtually 
indestructible, skidproof and shock-ab- 
sorbing. Matting is available by the 
square foot in any size to meet the user’s 
specifications 


FABRIC NEW laminate 
BACKING composed of one- 
BONDED TO inch jewel cut 
PLYWOOD squares of plywood 

bonded to a fabric 

backing, called 
“Checkwood”, has been marketed by 4 
Plywood Corp., New York City, N. Y. It 
is said to be applicable to both flat and 
curved surfaces for wall decoration, mold- 
ing, furniture trim and accessories. It is 
produced in sheets 24 inches square. V-cut 
divisions between each square are said to 
make wall seams invisible as well as per- 
mit perfect fit on inside or outside corners 


DEHYDRATOR UNIT 


ILLUSTRATION shows D-10 Dehy- 
drator Unit developed by the Russell R 
Gannon Co., Gwynne Building, Cincinnati 
2, Ohio, for use in B-29 bombers. Maker 
states unit is applicable to many com- 
mercial dehydrating problems, and _ is 
capable of dehydrating compressed ait 
lines with pressure up to 2000 Ibs. psi 
It is portable and has a moisture pick 
up capacity of 50 grams of water whil 
maintaining a dew point of 90°F. 


(Please turn to page 172) 










Thanks to all of you who, 
by your patronage through 
the past quarter century, 
have helped make this 





U 





The Record of the Wears Gives Assurance 
of Continued Growth for Finest Service 


Serving steel users to THEIR profit ...1s responsible for the CAINE PICTURE as 
it is today. We feel it is a most fitting celebration of our twenty-fifth year 
to continue and to accelerate our program aimed toward making it increasingly 


profitable for you to call on Caine for Specialized Warehouse Service. 


LOS LIDAL EG] 


WAREHOUSES at Chicago, St. Louis, Minneapolis, Los Angeles, Oakland 
OFFICES at Kansas City, Grand Rapids, Forging Plant at Memphis 






BRYA Company 


in Sheets, Strip and Flat Wire 








tial and 


PAT. OFF. 


This. is. the Tap that went out on 


Atayed to become 


Standard Tapping Practice 


Time study records 
proved this ground 
thread tap will 
usually produce 6 
times as many 





Commerciale Pre- 

cision © Special 

Ground Thread 
Taps. 

A complete line of 


PURCHASING 


INSTANT FLUORESCENT LIGHT 





NEW Underwriters approved cold ca- 
thode instant starting fluorescent lighting 
fixture, is announced by Colonial Lighting 
Co., Inc. 2901 Tonnele Ave., No. Bergen, 
N. J. Normal operating life of lamps is 
put at 10,000 hours. Fixture is standard 
for commercial use in stores, offices, etc., 
and is available for ceiling mounting or 
stem suspension, with either two or four 
3500” white lamps. Measurements are 8’ 
long by 12%” wide. Transformers are 
rated at 900 volts on secondary side and 


operate on 119 volt a.c. line. Light output 
is said to be over 90%. Daylight and 


machine screw sizes : 
soit white also available. 


No. 0 and larger. 


threaded holes as 
a cut thread tap 
when tapping at 


P; Deli 
high speeds. Less mpeTey Ld 


Many special as ADJUSTABLE NEW adjustable 
power is required, well as Standard MICRO gee gp cag ages 
less sharpening is taps in stock. In- conn Lustelile to sheshete 
needed, less break- quiries promptly concentricity, —_ for 
age occurs. answered. use with Micro 


Precision and Watchmaker Drills, is an- 
nounced by Chicago-Latrobe Twist Drill 
Works, 411 West Ontario St., Chicago, 
Ill. Once the drill has been aligned with 
the spindle on which it will be used it 
is not necessary to readjust the drill 
chuck when a change of drill is made. 
The chuck is available in two different 
size collets, the smaller ranging from 
005” to .025”, and the larger from .020” 
to .040”. Circular available 


aeeeeeeereeeegeeees an 


HY-PRO TOOL CO. 


Send for Catalog on 


DO/MORE 


Posture Chacrs 


New Bedford, Mass., U.S.A. 
Company letterhead 





SEMI-AUTOMATIC LATHE 


WITH 
PERSONALIZED 
Seating Service 





FOR... 
EXECUTIVES 


DEPARTMENT 
HEADS 


STENOGRAPHERS 
CLERICAL STAFF 





KENNAMETAL 


CEMENTED CARBIDE 


TOOLS, BLANKS, 
and SPECIALTIES 


@ FOR FAST, ACCURATE METAL- 
CUTTING . . . complete selec- 
tion of single-point tools and 
milling cutters. 


EXECUTIVE 





FACTORY WORKERS 


Do/More Chairs are the 
pePartment weap Choice of thousands — for 
comfortable sitting, and pos 
tural aid to physical fitness, 


NEW No. 650 Semi-Automatic Lathe, 
automatic chuck capacity 114”, designed 
to meet conditions which demand higher 


@ RESIDENT TOOL ENGINEERS 


mental alertness. They're in 24 cities available for expert production than can be obtained by 
carefully fitted to the user help in proper selection and manually operated equipment or for con 
and to his or her work! For correct use. 7 7 ae ; . : . 
ditions where full automatic or multiple 
counsel on your seating prob - E 
lems, or for literature, write . WAREHOUSES in Chicago, spindle machines are too costly or not 
Cincinnati, Los Angeles, New required, is announced by Oster Mfg. 
DOMORE CHAIR York, and San Francisco to ex- Co., Clev eland, x Ohio Lathe is a 
COMPANY, INC. pedite delivery. single spindle machine equipped with 


© Dept. 312 
CLERICAL ELKHART, INDIANA 


DO/MORE 


yy 9 Sewtce 


four-speed motor, hydraulic feeds and 
semi-automatic features. Motor has an 
operating rating of 7'2 hp maximum. 
Machine, weighing about 3,000 Ibs., is 
regularly furnished complete with motors, 
controls and related equipment, but with- 
- out tools. Height 50”, width 4414”, length 
79” overall. 


a 






KENNAMETAL 


SUPERIOR CEMENTED CARBIDES 


KENNAMETAL Duc., LaTrose, Pa. 
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* SEAMLESS 
FORGED 





* PRESSED and 
WELDED 


Cooper offers a complete line of Stainless Steel Welding 
Fittings including 45°, 90° and 180° elbows, tees, caps, 
reducers and lap joint stub ends. Each are annealed, 
sandblasted and passivated 
for maximum corrosion, 
abrasion and heat resisting 
characteristics. The unusual 
performance of these fittings 
is the result of Cooper’s 
25 years of Stainless 


Steel “know-how.” 
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“Ship 5000... 


scratch-free’ 





Big order— these days of carton shortages — but it got 


filled! Whatever your packaging headache, you'll enjoy 
the story: 


REYNOLDS METALS’ ‘“‘Pasadena” is a handsome table-and-chair 
set. The packaging problem was to conserve materials and 
shipping space—through use of a small-sized carton—yet pre- 
serve the polished Reynolds Lifetime Aluminum tubing legs 
from scratches during shipment. The carton contractor called 
in a Bauer & Black Technical Consultant. Here was his 


SOLUTION: The legs of the dismounted table were wrapped in 
paper and laid parallel to the plywood top. The legs and the 
cross-member (at bottom) were held together firmly with Bauer 
& Black Industrial Adhesive Tape No. 270—a cloth tape with 
great tensile strength. The small carton was now a perfect fit, 
and 5000 tables were delivered scratch-free, at a considerable 
saving. For No. 270 prevented shifting movement—the cause 
of scratches and mars. 


TAPE MAY MEAN MONEY FOR YOU 


Whether your problem is packaging—or weather- proofing, 
insulation, incorporation of tape into products—or bun- 
dling and protection, a Technical Consultant will be glad 
to help you with it, free. Write Dept. 93 today. 


Products of 





(BAUER 2 BLACK ) 





sa dole leon dle lame~) i106 @1 O15) wn (ols. (-10 10 [etm Ove)-) 6 Mad -5-1-1- 101 00m (obs) 0) -1-10 M- Tale Mi taal e)ee)'2-Mm/ 1-3 gle Le 


Division of The Kendall Company, 2500 S. Dearborn St., Chicago 16 


Industrial Adhesive Tape 


——_——_—_—— PRESSURE SENSITIVE ——— —___—_— 








PURCHASING 


PIPE THICKNESS GAGE 


A new thickness gage designed to 
measure the thickness of iron or steel 
pipes from the outside is announced by 
Special Products Division, General Elec- 
tric Co., Schenectady, N.Y. Called a pipe 
thickness gage, Type MS-A, it can be 
used on pipes up to 1/4” in thickness 
and from 1” to 2” diameter to check 
the safety factor of pipes and _ tubing 
carrying petroleum products, chemicals, 
steam or gas, etc. It consists of an indi- 
cating instrument, a gage head, and a 
saddle connected to the gage head by 
two screws. A different saddle is re- 
quired for each dismeter of pipe, and 
thickness is indicated in fractions of an 





Application of new G.E. gage 


inch in the indicating instrument. The 
gage measures the average thickness of 
a pipe over an area of several inches, 
with an accuracy of plus or minus 1/64” 
on clean surfaces, and 1/32” on dirty 
surfaces. Dirt, scale, and paint on the 
inside of a pipe do not add to the thick- 
ness reading. Gage head and saddle com- 
bination weighs about 6% Ib. Instrument 
operates on 115-v, 60-cycle power. 


, 


WORK GLOVES—RECOMMENDED 
COMMERCIAL STANDARD 


Commercial Standard CS139-47, Work 
Gloves, is announced by the Division of 
Trade Standards, U. S. Bureau of 
Standards, Washington, D. C., effective 
as of March 6th, 1947. 


Ss -¢ 
FIREPROOF FIBERGLASS TUBING 


A special treated fiberglass tubing, de- 
signed for applications where fire or 
conducted heat is a hazard, is announced 
by Bentley, Harris Mig., Co., Consho- 
hocken, Pa. Called “Ben-Har”, this new 
insulation will not react to heat con- 
ducted through the wire and will not sup- 
port combustion even in direct contact 
with flame. It is also very flexible and will 
not stiffen in use, and can be spread to 
cover knobs or terminals without fray- 
ing or cracking. It is available in grade 
“A” with a dielectric strength of 5000 
to 7000 volts and in grade “B” with a 
strength of 2500 to 4000 volts. Standard 
sizes in black, red and yellow. Standard 
length 36”, or cut to any desired length. 
Sizes #2 or smaller available in 36” 
lengths or 500 foot coils. 


(Please turn to page 176) 
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SMOOTIT RUNNING SIS IN THE PACKAGE, TOO! 


There’s a world of difference between still-fit and oper- 
ating fit in a ball bearing, especially when you're blue- 
printing higher R.P.M’s into your product design. Holding 
run-out to a minimum is the problem in order to maintain 
proper running clearances. Here’s a true measure of ball 
bearing precision...in manufacture and operation both. 

At Federal, inner and outer races of every ball bearing 
are ground concentric with each other to prevent run-out. 
The bore is cylindrical, not tapered or bellmouthed, and 
the sides of the rings are held parallel to each other and the 
ball track. No Federal Bearing is either too tight or 
too loose. 

Add to this, the ball track ground to a chatter-free 
finish and just the right radius, plus balls uniformly 





spherical within .000025” and not varying in diameter 
more than .00005” in any bearing, and you have the pre- 
cision ingredients for close tolerance performance. 

Over 100 individual production, cleaning and inspection 
operations go into every Federal Bearing, and every fourth 
operator is an inspector...all good reasons why, whenever 
tolerances are tight, specify Federal Bearings for smooth 
running...in any range or size. 


THE FEDERAL BEARINGS CO., INC. - POUGHKEEPSIE, NEW YORK 
blukerd i Sine Biall Bearwngd 
REPRESENTATIVES LOCATED AT 


Detroit: 2640 Book Tower—26 * Cleveland: 402 Swetland Building—15 
hicago: 8 S. Michigan Ave.—3* Los Angeles: 5410 Wilshire Blvd.—36 


FEDERAL BALL BEARINGS 


ONE OF AMERICA'S LEADING BALL BEARING MANUFACTURERS 
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LITTLEFORD BROS., Inc. 
446 E. Pearl Street, 
Cincinnati 2, Ohio 








PURCHASING 


High Frequency Heating 


Heating various materials through the 
use of high frequency alternating elec- 
tricity is one electronic application that 
has recently received a great deal of 
attention, said Remi Bollaert, Electronic 
Engineer, Westinghouse Electric Corp., 
San Francisco, Calif., at T.A.P.P.I. meet- 
ing in Seattle. The process is given many 
names: radio frequency heating; elec 
diathermic heating, and 
high frequency heating. All of these term 
are synonymous and refer simply to the 
high alternating cur- 
heat in certain materials 
This process is not something revolu- 
tionary that is to replace all other heat- 
ing methods. It is, instead, a supplement 
to the existing ways for producing heat 
In some applications it will have ad 
antages over steam or gas or 


tronic heating, 


use of frequency 


rent to generate 


conven 
tional electric heat. In others, the con 
ventional method will continue to be the 
desirable one. 

High frequency alternating current can 
be used in two distinct 
vays to heat materials. One is called 
Induction Heating. Its application entails 
the forming of a coil of 


separate and 


several turns 
of copper wire and of passing high fre 
quency current through it. The material 
placed 
il. For the current that 


to be heated is then inside the 
flows in the 
coil, a corresponding current flows in 
the material. [t is this latter current that 
causes the material to heat. Obviously, ii 
material beine 


an electrical conductor ; 


current is to flow in the 
heated, it must 


} 


some metal substance. Hence, the use of 
the induction 


to metals 


heating method is restricted 


high tre 
\ used to heat 
called Dielectric Heating Its 


The second way in which 


quency electricity can be 
materials is 
application entails the use of two plates 


of copper, between which is placed the 


material to be heated. High frequency, 
high voltage alternating electricity is 


then applied to the copper plates. At one 
instant tl 


trically 


e top plate is positive ele 

and the high electrical stress in 
the work distorts the atoms or molecules 
in one direction. On the next electrical 
positive 
distorted in the other 
direction. If this is repeated rapidly, the 
atomic or 
heat. This 


frequencies will 


alternation. the lower plate is 


and the atoms are 


results in 
indicate that 
generate 


right 


molecular friction 


would highe 
more heat 
and that is exactly 
If the material sandwiched between the 
plates is to sustain high voltage, it must 
be an insulator; paper, wood, resin, rub 
ber, glass and so forth. This is particu 
larly true where resins are involved, since 
most resins require heat for curing. 
Since the heat is generated in the ma- 
terial itself, it is to place 
the work in an oven or to bring it in con- 


unnecessary 


tact with hot bodies in order to heat it. 
The only sensible heat associated with the 
job is that which is radiated or lost from 
the work. On the other hand, the work 


must lie between the plates which are 


called electrodes. These electrodes are at 


high electrical potential and 
must be surrounded by a cage to protect 
the operator from electrical shock. 

Second, the heat is generated uniformly 
in the work. This means that thick sec- 
tions can be heated as rapidly as thin 
ones. It is not necessary to wait for heat 
to be conducted to the center of the mass. 
The heat is formed at the center as well 
as at the surface. 

Third, the work need not be touched. 
There may be a space between the elec- 
trodes and the work. Therefore, the 
material that is being heated may move 
between the electrodes as on a 

However, the spacing must not 
great. The effectiveness of the 


relatively 


con- 
veyor. 
be too 
process decreases with large spaces be- 
tween the electrodes and the work. 
Fourth, for uniformity of heating, the 
cross-section of the material should be 
uniform. Although materials of irregular 
heated, the technical 
usually makes such appli- 


thickness can be 
complication 
cations impractical. 

The amount of heat that can be put 
into any depends on 


piece of material 


three factors; the frequency, the voltage, 
and a figure called loss factor. 
Frequencies in the range from 1,500,000 
( ycle Ss per sec ond to 100,000,000 c p.s. are 
used. The 


quency 


common supply fre 
is 60 cycles per second and the 


electrical 


power 


radio 
broadcasting lie in the range from 500,- 
000 to 1,500,000 cycles per second. The 
amount of power put into the 
creases directly 
Voltage is the 


frequencies used for 


work in- 
with the frequency. 

second factor that de 
termines the amount of power input 
\ oltages 1000 to about 
5000 volts per inch of material thickness 
are used. moist materials 
can stand only the lower values. 


from less than 


Porous and 
Dense 
dry materials can withstand the higher 
voltages intermediate; it can 
2000 to 3000 volts per inch 
of thickness under normal conditions and 
3000 to 5000 when very dry. The voltage 
is doubly 


Paper 1s 
stand, say 


effective in determining the 
power for this increases as the square of 
the voltage; that is, double the voltage 
and the power increases fourfold 

The “loss factor” is an inherent prop- 
erty of the being heated. It 
is the electrical nature of the material. 
Moist wood has a high loss factor and 
heats easily 


material 


Porcelain has a low loss 
factor and is difficult to heat. The loss 
factor of any material can be measured 
with the proper electrical instruments. 
In the whole range of dielectric materials, 
papers and resins have moderate loss 
factors. The values are in the range 
from .02 to .2 approximately. The power 
put into the work is directly proportional 
to the loss factor. 

Economics will dictate the use to which 
dielectric heating will ultimately be put 
in your industry. However, until these 
have been defined, it seems in order to 
suggest a few possible applications. 

First, since the heat is formed in the 

(Please turn to page 178) 


























ceednsure Workers Feet 
‘n Sure Protection 


with HY-TEST Safety Shoes 


“ANCHOR FLANGE 
ot OX 


It’s elementary. Even schoolboys 
know you've gotta’ have protection 
where needed so blows don’t hurt. 
Hy-Test Safety Shoes use that prin- 
ciple to sidetrack accidents. 
The Anchor-Flange* Steel 
Box Toe has book learnin’ 
back of it. Physicists figured 


out how to make it stand up under 

greater pressures, harder impacts. 

It’s saved workers from a lot of pun- 

ishment. Hy-Test Safety Shoes are 
comfortable and long wear- 
ing ... made of all leather in 
vital parts. Sizes are 5 to 15 
widths AA to EEE. 


THE WORLD’S LARGEST SELLING SAFETY SHOE 


HY-TEST Sc/oty Shoes 


HY-TEST DIVISION e INTERNATIONAL SHOE COMPANY e ST. LOUIS 3, MO 


H742-1. Men's Black Calf 
Blucher Oxford, Oak Leath- 
er Sole, Half Rubber Heel. 


This flange adds extra strength to the 
steel arch’s sidewall. Anchored be- 
tween insole and outsole, it also serves 
to resist shifting, tilting and cutting 
through outsole under impact. 


e EASTERN OFFICE e MANCHESTER, N. H. 
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Now -an extinguisher 


with 


LL FIVE 


fire-fighting essentials! 








RANDOLPH 


gives you this 
multiple protection 


Lacking any one of these fire-fighting 
essentials, your extinguishers cannot give 
you full protection. They may actually 
increase fire-damage in several ways: 


For example, a water-filled extinguisher 
played oh an electrical fire may bring 
serious electrical shock to the employee 
using the unit. Again, a complicoted, cum- 
bersome extinguisher often confuses and 


panics the operator . . . causes fatal delay 
during those first few important moments. 


Only in a Randolph do you get the 
complete all-five combination of fire-fight- 
ing essentials. Patented trigger-touch 
affords ONE-HAND action for ease and 
speed. Dry, odorless carbon dioxide works 
with split-second speed, disappears with 
the fire, will not freeze in cold weather 


Approved by Underwriters’ Laboratories 


Randolph Laboratories 


8 E. Kinzie Street, Chicago 11, Wlinois 
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4 SEND FOR NEW FREE DATA GUIDE : 
‘ Analyze your fire protection needs with this # 
- compact slide-rule data guide. : 
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PURCHASING 


(Continued from page 176) 


material, it is a natural method for heat- 
ing thick sections, such as multi-layer 
paper or composition boards where the 
heat is required for glue setting. The 
dielectric heating method has proved suc- 
cessful for bonding thick sections of ply- 
wood. Paper and wood behave very 
similarly in the dielectric field. 

Dielectric heating of plastic preforms 
is extensively used. Molding materials 
consisting of pulp and resin mixtures 
come under this classification. Consider- 
able time is saved by preheating these 
materials preparatory to the molding 
operation. 

Another application that has proved 
successful is the dielectric bonding of 
so-called laminated plastics such as Mi- 
carta. A sample section of dielectrically 
bonded Micarta 10 inches thick, evidences 
that the heating has been uniform as 
indicated by the uniformity of color and 
the solid bond. 

The high frequency energy used for 
this heating method is obtained from 
electronic generators. These are available 
in sizes from 2 KW to more than 100 
KW. The cost of such a generator is 
relatively high and therefore the use of 
high frequency energy for heating must 
be justified by an economic study. It has 
been found that the total cost of operating 
an installation of this kind, including an 
allowance for amortization of the equip- 
ment and based on power cost of 1¢ per 
KWH will run from about 3'4é to &¢4 
per kilowatt hour of high frequency 
energy. The low figure would apply to 
large installations and the 8¢ figure 
would more nearly fit small systems. The 
qualities that frequently make dielectric 
heating practical in spite of cost of the 
process are: greatly improved product 
quality, increased speed of production ot 
reduction in labor cost 
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WELDABILITY OF 313 COPPER-BASE 
ALLOYS LISTED BY TRADE NAMES 


One of the most comprehensive com- 
pilations of welding and composition 
information relating to copper-base al- 
loys is a set of 19 mimeographed sheets 
just issued by Ampco Metal, Inc., Mil- 
waukee, Wisconsin, entitled “Weldability 
and Composition of 313 Copper-Base 
4 loys.” 

The list gives trade names, manu 
facturers and chemical composition of 
most of the established copper-base al- 
loys together with such welding informa- 
tion as degree of weldability, preheats, 
type of electrodes or rods recommended 
and the preferred welding process. 


" FF ¢ 


HARDWOOD PLYWOOD—COMMER- 
CIAL STANDARD ANNOUNCED 


Commercial Standard CS35-47, Ply- 
wood, Hardwood and Eastern Red Cedar, 
(second edition), effective as of February 
20, 1947, is announced by the Division 
of Trade Standards, U. S. Bureau of 
Standards, Washington, D. C. 


(Please turn to page 182) 
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. «an Ingredient of Quality Steel 


Planning good steel is one thing .. . science plans 
your steel at Inland and assures the quality you want. 
But actually producing good steel is another matter. 
Something more than sound metallurgical theory is 
needed—and that something is the experience of men 
like this...men who can melt their skill into every 
heat. Only such men can turn a metallurgist’s formula 
into good finished steel. At Inland, every ton of steel 
is produced by master steelmakers who are striving 
day and night toward the time when every order 


can be filled completely and without delay. 


INLAND STEEL COMPANY 


38 South Dearborn Street, Chicago 3, Illinois. Sales Offices: Detroit, 
Indianapolis, Kansas City, Milwaukee, New York, St. Louis, St. Paul 








PRINCIPAL PRODUCTS: BARS + STRUCTURALS + PLATES + SHEETS + STRIP 
TIN PLATE + PILING + FLOOR PLATE + RAILS + TRACK ACCESSORIES 
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= production, faster materials handling 
and greatly reduced handling costs are some 
of the important economies brought to industry 
by the Electric Battery Hand Truck. It can be 


handled by one man with amazing ease . . . guided 
through narrow aisles, around sharp turns and up 


and down grades, always under absolute control. 


And when batteries are Exide-Ironclads, you are 
assured of dependable, safe, low-cost performance. 


Exide-Ironclad Batteries have the high power ability 
required for frequent “stop and go” service... 


PURCHASING 


SPECTACULAR SAVINGS 


MADE IN MATERIALS 
HANDLING COSTS 


the high maintained voltage that repeated lifting 
and hauling demands...and the high capacity 
that assures steady, day-long performance with 
full shift availability. You can always count on 
Exides for dependability, long-life and ease 
of maintenance. 


Write us for a FREE copy of Exide-Ironclad Topics 
which contains “Case Studies” of materials han- 
dling problems. It tells how to cut handling costs 
up to 50%...covers latest developments in 
handling materials from receiving to shipping. 


THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 32 * Exide Batteries of Canada, Limited, Toronto 
OO NER MER NE EL TT TT NS ARE ARR «INS 
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OUTLIVE TWO! 


LUBRIPLATE Lubricants actually 
condition bearing surfaces and 
stop progressive wear. They pre- 
vent rust and corrosion and resist 
steam, hot water, many acids and 
other adverse conditions. LUBRI- 
PLATE is in a class by itself. Use 
it and make one bearing outlive 
two. Write or phone for facts 
and figures. 


FOR YOUR 
MACHINERY 


+ general oil type 
> dg ae bearings. wick 
a sight feeds ond bottle o = 
agg Because of high = 
ao th ond long life it reflects a 
pr performance in most type 
—— gears (speed reducers). er 

of the most popu 
~ pega for general hg 
wiication by pressure gun of cUuPps- 

: _ _— For a wide range of a 
replications, especially ° tempe 

tures obove open hnn R 

— Know 

a ee lubricont for open —_ 
rs - duty bearings, wire rope, 

aad ” BEARING _— This is the — 

a Lubricont thot hos achie 

= r im for use in the genera 

wile Nall « © beorings oper- 

Oo RPM and 

grees F. 


Dt, ost 
LERS From coast 10 © oo 
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” Your CLASSIFIED TELEPHO™ 











PURCHASING 


Nylon Rope For Fire Fighting 
Makes Excellent Safety Line 


How the glamor product nylon may 
become an important helper for fire- 
fighters in battling future holocausts 
was revealed by Raymond E. Miskelly, 
head of the Research Department of 
Plymouth Cordage Company, Plymouth, 
Massachusetts, before a group of fire 
department instructors at recent meet- 
ing in Memphis. 

Because nylon possesses definite flame- 
proof and heat resistant qualities, nylon 
rope may find an important place among 
the varied ropes which have long been 
standard equipment of fire fighting 
groups, 

Where a natural fiber rope begins 
to char at 300° Farenheit, nylon will 
not begin to melt until a flame of about 
482°F. is applied. When the flame is 
removed the melt will harden with lit- 
tle tendency for further burning, where- 
as the fiber rope will support combus- 
tion and will burn after the igniting 
source is removed, although the prog- 
ress of the burning is slow because of 
the rope density. Moreover, Mr. Mis- 
kelly stated, a manila fiber rope will 
continue to glow for some time after 
he flame has been extinguished, but 
he nylon will not support the spread 
of flame after the igniting source is 
gone, 

The Plymouth Cordage Company has 
worked with nylon since shortly after 
the introduction of this wholly man- 
made fiber by DuPont in 1938 and 
has tested its physical properties under 
all sorts of circumstances in their mod- 
ern research laboratory. 

By heating it in air at moderate tem- 
perature, they discovered that when 
heated to 260°F. for 24 hours, nylon 
showed a permanent strength loss of 
15% whereas natural fiber rope heated 
under the same conditions lost about 
30%. Longer heating caused greater 
loss in both cases with nylon losing at 
a faster rate. 

Other qualities of nylon which may 
make it adaptable for firefighting pur- 
poses are its greater tensile strength, 


t 
t 


elasticity, wear resistance, rot resistance 
and resistance to atmospheric exposure. 

Its tensile strength, wet or dry, is 
several times greater than natural fibers 
and even when wet or frozen there 1s 
no deterioration of the nylon. This 
higher strength permits the use of a 
smaller rope for equivalent strength and 
is a weight saving of special advantage 
when used as a hand line. 

Nylon rope stretches appreciably when 
loaded and has high elastic recovery 
when the load is released. For these 
reasons it should make an _ excellent 
safety line or rope for use in safety 
nets. 

The war need for nylon rope pro- 
vided the opportunity to gain accelerated 
experience with its manufacture and 
extensive information on physical prop- 
erties. Its military uses were as glider 
tow rope, mountain climbing rope, ham- 
mock rope, air pick-up rope and other 
applications. 

The Plymouth Cordage Company has 
evaluated more than twenty different 
synthetic fibers so far in rope. It re- 
ports that of these only three—nylon, 
glass and saran—have been found to have 
practical application in the rope field, 
although a few others are promising 
for special uses. 

Glass fiber was the first synthetic 
used in rope, Plymouth Cordage de- 
veloping this type of rope in 1936. Al- 
though having high dry strength, only 
a few uses have been found for glass 
rope because of poor abrasion and flex- 
ing resistance and, especially, poor wet 
physical properties. Its principal use is 
in those types of service where re- 
sistance to high temperature is essen- 
tial. 

Outstanding properties of saran, Ply- 
mouth reports, are its rot and chemical 
resistance. Although practically unaf- 
fected by aging, direct sunlight or ex- 
posure to air or water, its use in the 
general rope field is limited at present 
because of only moderate abrasion and 
temperature resistance. 





PLASTIC FILM AND LAMINATES 
SERVE DIVERSE PURPOSES 


Celanese Plastics Corporation, a divi- 
sion of the Celanese Corporation of 
America, announces the adaptability of 
its cellulose acetate film, Lumarith, to the 
packaging of fresh produce. The com- 
pany states that after working with the 
Department of Agriculture and with the 
Agriculture Extension Service of 18 
State Universities, it was ascertained 
that there is no film superior to Lumarith 
presently on the market for this purpose. 
Another development announced is a 
lamination of Lumarith film to wallpaper, 
which is said to produce an ink, oil and 
grease resistant, scuff-proof and washable 
surface. Facile fabric, made of Celanese 
fibre laid on Lumarith film, is said to 
provide insulation properties as well as 
decorative possibilities. 


In the development of its new plastic, 
Forticel, the company states that exhaus- 
tive field tests have been undertaken in 
molders’ plants, revealing that the plastic 
performs far above original expectations. 
Reports state its dimensional stability to 
be superior to that of any of the cellu- 
losics, and that with some products mold- 
ing cycles have been reduced as much as 
20 percent. 

The company is also experimenting in 
the use of thermoplastic cellulosic lami- 
nates for applications in the luggage 
field. These Celanese laminates are ex- 
pected to offer, in addition to high impact 
strength, toughness and lightness, a resili- 
ency that recommends them to many 
other uses, such as door panels and kick 
plates in the automotive field, etc. 


(Please turn to page 184) 
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@ There’s a good reason why so many prominent companies spec- 
ify circle © nuts and bolts when ordering. Experience has taught 
them that they can depend on the high quality of circle prod- 
ucts...that the uniform size and strength of circle nuts and 
bolts eliminates production delays and speeds assembly work. Then, 
too, product quality and durability are enhanced by the use of these 
famous fasteners. For best results, make it a practice to specify 
circle © products when you buy. 


BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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HERC-ALLOY FEATURES 


@ America’s first alloy steel sling chain... first 
to bear a serial number. 


@ Every CM HERC-ALLOY Sling Chain is alloy 
steel throughout...links, rings, hooks. There 
is only one grade... the best. 

Every chain is individually tested and accom- 
panied by a certificate of registration. 


Links are side welded for maximum strength 
by patented INSWELL electric method. 


HERC-ALLOY Chains should never be 
annealed. 


HERC-ALLOY Chains are lighter...stronger... 
easier to handle...outlast ordinary chains 
4 to 5 times...cost less on the job. 


HERC-ALLOY... the chain you can SEE is safe 
















COLUMBUS-McKINNO 


CHAIN CORPORATION 


Affiliated with Chisholm-Moore Hoist Corporation 





@ A simple visual inspection* is all 
that is needed to determine the con- 
tinued serviceability of a HERC-ALLOY 
Chain. That’s why more and more of 
the important companies are stand- 
ardizing on HERC-ALLOY... because 
HERC-ALLOY Chains are immune to 
unseen dangerous 
crystallization ...be- 
cause you can see 
when a HERC-ALLOY 
Chain needs repairs 
or replacing. 


) *Write for your copy 
of this new, informative 


| booklet. No charge. 
: \ 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: New York + Chicago + Cleveland + San Francisco + Los Angeles 
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NEW TOWMOTOR FEATURES 
SIDE-MOUNTED MOTOR 


A new addition to the “one-man-gang”’ 
lift trucks made by Towmotor Corpora- 
tion, Cleveland, is the sturdy yet com- 
pact Model LT-35 which makes its 
lebut with a side-mounted motor en- 
gineered to cut wheelbase length to 35 
inches. Placement of the motor on the 
side reduces overall length without sacri- 
strength. Lifting and tilting 
mechanisms are hydraulic. 

The Model LT-35 weighs only 2800 
pounds but will lift, carry and stack a 
1500 or a 2000 pound load in areas pre- 
viously inaccessible to lift truck opera- 
tion such as tight 
and the crowded 


IC ot 


aisleways, elevators 
confines of highway 
trucks and freight cars. Its comparatively 
light weight also makes operation pos- 
sible on 2-ton capacity elevators and in 
multi-story buildings with low to medium 
load limits. 





Practical for tight places 


Unique design of the new model places 
the operator at the side ef the power 
unit and makes it easy for him to get on 
and off. The seat has a comfortable back 
rest and is fully protected front and 
rear; while entrance to the driver’s com 
partment is wide with the step only 91% 
inches high. Two wheels on the steering 
axle achieve a short turning radius with 
out sacrifice of safety or stability. 
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ENGLISH PHENOLIC RESIN COATING 


Phenoglaze, a phenol-formaldehyde 
protective coating manufactured in Eng- 
land for use on all types of wood and 
metal products, is now available in the 
U. S. through Phenoglaze Sales Corp., 
315 Broadway, New York, N. Y. This 
plastic film is said to have high heat 
resistance and to be impervious to mois- 
ture and chemical action, salt, gasoline, 
oil, alcohol, turpentine, acetone, and 
agents. It is also said 
complete protection 


be yrers, 


other corrosive 
to offer 
termites, 


against 
marine cosmetics, 
cigarettes, and contraction or expansion 
caused by extreme temperatures. It is 
applied by spray, brush, or dipping, and 


comes as a clear or colored coating 
When used on wood it penetrates into 
the wood, becoming an integral part of 
the surface. It is air-drying and cold 
setting. 


(Please turn to page 186) 
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Two things to look for 
when you buy Fluorescent lamps 


ONE THING to look for in fluorescent lamps 
is long useful life! How can you tell it when you 
see it? Well, take General Electric’s method. To 
assure long life, along with high light output, 
our lamp scientists have worked out special 
apparatus like the life-test rack above. Here, 
lamps are automatically switched on and off on 
a regular time cycle for month after month, 
enabling us to accurately gauge the life-expect- 
ancy and efficiency of General Electric fluorescent 
lamps. But you could hardly go looking for signs of 
long-life with a gadget like that under your arm. 
Anymore than you'd care to undertake the more 
than 480 other tests every G-E lamp must pass. 
Fortunately, there’s an easier “sign” to look for... 





INSIST ON THE MONOGRAM 


on all the fluorescent lamps you buy. *Gen- 
eral Electric lamp research works constantly 

y toward one objective—to make General 
Electric Lamps stay brighter longer. 


FREE! Write General Electric Lamp Department, Div. 
166B-18, Nela Park, Cleveland 12,Ohio, for your free copy 
of new booklet of facts and figures about fluorescent lamps. 


G-E LAMPS 


GENERAL 


\ ELECTRIC 
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MORE COMFORT MEANS 





EASIER ENFORCEMENT OF SAFETY REGULATIONS 


The more comfort in the eye protection 
equipment you buy—the more willingness 
you'll find among workers to cooperate with 


your eye safety program. 


For light grinding, wood working, spot 
welding and similar light duty operations, 
Willson Protecto-Shield* gives adequate 
protection. At the same time, its light weight, 
its cushioned headband and full visibility 
permit wearing all day without fatigue. 

The visor, with rigid aluminum binding, 
is made of clear or Willson Tru-Hue green 
impact resisting plastic. Slot locks hold the 
visor securely in place and allow easy re- 
placement. The headband is easily adjust- 
able for all head sizes and a tough fibre 


guard protects the forehead area. 


GOGGLES + RESPIRATORS + GAS MASKS +» HELMETS 


WIiiSON 


PRODUCTS INCORPORATED 





Established 1870 


221 WASHINGTON STREET, READING, PA., U.S. A. 





ca 


9) 
When not in use, the visor tilts 
up and “‘stays put.”’ 


7 C-% =. ae 
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Protecto-Shield comes in three 
lengths: 8”, 6" and 4”. Also avail- 
able with side wings for protection 
against chemical splash. 











For help with your eye and res- 
piratory protection problems, get 
in touch with your Willson dis- 
tributor or write direct 











PURCHASING 


REFRIGERATION CONDENSING 
UNITS COMMERCIAL STANDARD 


Commercial Standard CS107-45, Com- 
mercial Electric-Refrigeration Condens- 
ing Units, effective for new production 
from February 20, 1947, was recently 
announced by the Division of Trade 
Standards, National Bureau of Stan- 
dards, Washington, D. C. 
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OHM’S LAW CALCULATOR 


Pocket-size, 9” x 3”, Ohm’s Calculator 
incorporating a number of new fea 
tures is announced by Ohmite Mfg. 
Co., 4937 Flournoy St., Chicago, Ill. The 
new calculator provides a simple and 
handy means of solving resistance calcu- 
lations. With one setting of the slide it 
answers any Ohm’s Law problem—read- 


ing directly in ohms, volts, amperes and 


\ 


watts. It will solve parallel resistance 
and series capacitance problems, multi- 
ply, divide and find squares and square 
roots. The range covers all currents, 
resistances, voltages, and wattages com 
monly encountered in industrial and radio 
work. The reverse side gives the Com- 
position Resistor Color Code and_ the 
catalog number of stock resistors and 
rheostats of various resistance values 
Calculator is of heavily varnished card- 
board and is priced at 25 cents 
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MAINTENANCE HINTS FOR 
GENERAL PURPOSE TURBINES 


Practical information necessary for the 
proper maintenance of general purpose 
turbines is contained in a new 634 x 3% 
inch handbook, No. B-3747. issued by 
Westinghouse Electric Corporation, P. O. 
Box 868, Pittsburgh 30, Pa. 

The booklet describes the steam tur- 
bine, explains how it operates, and tells 
how it should be installed. Directions for 
piping, joint sealing and lubricating are 
given. Dismantling of the turbine for 
complete inspection once a year is recom- 
mended, and points to be checked and 
recorded are listed. Necessary repairs 
and adjustments are discussed under the 
heading of the various parts. 
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PINE STOCK DOORS 
COMMERCIAL STANDARD 


“Standard Stock Ponderosa Pine 
Doors, (Second Edition), Commercial 
Standard CS120-46, accepted as _ stan- 
dard practice of the trade for new pro- 
duction beginning October 1, 1946, is 
now available from the Superintendent 
of Documents, U. S. Government Print- 
ing Office, Washington, D. C.—10c per 
copy. 

(Please turn to page 190) 




















THE DOCTOR SAYS IT’S 


“Industrial 
Arteriosclerosis” 


What the Doctor means, of course, is “thickening 
of the walls of the arteries”—the rust-clogging of 
those all-important industrial pipelines that con- 
vey water, compressed air, gases, fuel oil, refriger- 
ants, lubricants, and an almost endless variety of 
process materials in fluid form. 

Symptoms may be evident in reduced volume 
of flow, inadequate pressure, increased pumping 
costs, or rust-stained solutions. 

Surface coatings of any kind offer but tempo- 
rary protection and, eventually, rust-roughened 
pipe interiors will accelerate “sliming-up,” particu- 
larly in lines with threaded fittings. The result may 
be a product contaminated by flaked-off scale, non- 
seating valves, clogged indicating or recording in- 
struments, untimely dismantling for cleaning, or 
premature pipe replacement. 

Copper tubes are not a panacea for all industrial 
piping ills—but they go a long, long way toward a 
permanent cure. Just how and why are explained 
on the following page. 


a | THE AMERICAN BRASS COMPANY 
\ Awan’ 


_ General Offices: Waterbury 88, Connecticut 


Sruaconda COPPER TUBES 
AND FITTINGS 








COMPARE THEM—point for point 
with any material... at any price 


@ Copper tubes combine the advantages of corro- 


sion resistance, light weight, flexibility and low 
installation costs. 


Pipelines of copper tubes connected with solder 
fittings can be taken down, moved, or have new 
connections cut in faster and with less expense 
than with threaded pipe. 


Bends and offsets to clear beams, girders or other 
obstructions can be made readily in copper tubes. 


Assembled with solder fittings, such lines have a 
low coefficient of friction and reduced resistance 
to flow ... no need for oversize lines to provide for 


clogging. 


Anaconda Solder Type Fittings can be installed 
in restricted space where the use of a wrench 
would be impossible. 


Anaconda Copper Tubes in standard sizes are fur- 
nished to A.S.T.M. and Federal Specifications: 
Soft in 60-ft. coils; also hard and soft in 20-ft. 
straight lengths from %*s” to 12” in diameter. 
Larger sizes, up to 26” I.D., can be made to order. 


Publication C-24 tells a lot more about Anaconda Copper 
Tubes and Fittings. A copy will be mailed on request. 


THE AMERICAN BRASS COMPANY 





ig or COPPER TUBES and FITTINGS 





General Offices: Waterbury 88, Connecticut 
Subsidiary of Anaconda Copper Mining Company 


In Canada: Anaconda American Brass Ltd., New Toronto, Ont, 


46162 
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| STRENGTH 


SUPERSTRONG boxes and crates— 
“Bound with Steel”—possess almost 
unbelievable strength. Made of 
sturdy veneer and reinforced on 
every side with steel wire, they give 
your product complete protection 
under the toughest shipping con- 
ditions. 

We shall be glad to tell you how 
you can obtain SUPERSTRONG pro- 
tection for yourlong range require- 


7 SHIPPING ments. 


yh STPEATRONG 
; STA CONTAINERS Jae 





RATHBORNE, HAIR AND RIDGWAY COMPANY 
1440 WEST list PLACE + CHICAGO 8, ILLINOIS 
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Excellent machining qualities often 
make magnesium castings cost less 
than those of the more common met- 
als, even though the original cost of 
magnesium may be slightly higher. 
So if your product requires high 
strength, light weight, resistance to 
shock, and good machinability— in- 
vestigate magnesium! It may solve 
your problems at equal or less cost! 
Our design engineers and metallur- 
gists will be glad to discuss your spe- 
cific problems. 


SEND FOR THIS 
INTERESTING FOLDER 


—— = 
Gastix 





We have prepared an informative 
story on our production facilities, and 
shall be pleased to send you a copy 
upon request. 


UTICA RADIATOR 
CORPORATION 


UTICA 2, N.Y. 


Manufacturers of 


MAGNESIUM, ALUMINUM, GRAY IRON CASTINGS 











PURCHASING 


Aluminum Building Wire 
Overcomes Copper Shortage 


Although the copper shortage shows 
strong evidence of continuing throughout 
1947 and perhaps longer, engineers and 
construction men concerned with install- 
ing electrical circuits will find quick 
relief through recent introduction of 
building wire made with aluminum con 
ductors. The National Electrical Code 
for many years has recognized and ap 
proved aluminum for electrical conduc 
tors, but, until very recently, the highe: 
current carrying capacity of copper as 
compared with aluminum has militated 
against the general use of the latter for 





Copy available on request 


insulated wires and cables. Now, how 
ever, the electrical wire manufacturers 
have solved this economic problem by 
taking advantage of the increased current 
loadings made possible through the ap- 
plication of modern heat-resisting rubbe1 
insulations which can withstand ‘higher 
temperatures of operation 

Previously, in the bulk of building wire, 
the copper conductors have been insu 
lated with Type R rubber insulation rated 
at 60 degrees C. Now, by protecting an 
aluminum conductor with Type RH heat- 
resisting insulation such as Performit 
(rated at 75 degrees C), there is no need 


to increase the conductor area since the 


higher rating of the better grade of in- 
sulation fully compensates for tke lower 
current carrying capacity of aluminum 
(84% that of copper). For example, if 
an electrician needed a circuit to carry 
55 amperes he would normally use a 
No. 6 copper wire with Type R_ insula- 
tion. Instead, he can use a No. 6 aluminum 
wire insulated with Type RH heat-resist- 
ing insulation and still carry the full 
current safely. The Hazard Insulated 
Wire Works Division of The Okonite 
Company, Wilkes-Barre, Pa., who are 
now producing and distributing aluminum 
building wire, advise that there is little 
or no difference in price between the two 
types since the higher cost of the better 
grade Type RH rubber is at least offset 
by the lower cost of the aluminum. Alu- 
minum building wire in all sizes to 1,000, 
000 CM, starting at size 12, and made 
with standard strandings, is now avail- 
able, it is reported. All dimensions and 
finishes remain the same as for ordinary 
building wire 

\ detailed technical bulletin H-407 on 
\luminum Building Wire has just been 
issued by the Hazard Insulated Wire 
Works Division. In addition to tables of 
capacities, comparative weights and data 
on characteristics it includes an insert 
giving quick methods of determining volt 
age drop, conductor sizes, circuit lengtl 
and currents for both aluminum and 
copper. The bulletin also points out that 
the fitting manufacturers have developed 
suitable connectors and terminal lugs for 
use with aluminum conductors 

Hazard’s parent organizatiqn, The Oko- 
nite Company, Passaic, N. J., is also pro- 
ducing aluminum conductors for their 
custom-built line of electrical wires and 
cables, partially for power applications 





PALLET AND FORK TRUCK 
CUT LOADING TIME 67% 

New handling methods have speeded 
up the loading and shipping of winches 
for Armed Forces Trucks and led to big 
savings in crating material and labor at 
the Heil Company Milwaukee Plant. 

A bulky 300 Ib. winch on order from 
three top truck manufacturers, although 
basically standard in design, carries in- 
dividual shipping specifications. One 
manufacturer requires that his winches be 
crated in unit packages of six, suitable 
for unloading by Fork Truck, whereas 
the other two prefer theirs to be loaded 
uncrated and loose on the carrier truck. 
Originally, in the first case the winches 
were crated separately at a cost of $4.35 
per winch for crating material, or a total 
of $26.10 for six winches with no salvage 
being realized. Each crated winch was 
loaded separately by overhead crane 
which was wasteful of time and man- 
power, to say nothing of the labor in- 
volved in the crating operation. 

After a 4000 Ib. Carloader type Clark 
Fork Truck was purchased and a col- 
lapsible reusable pallet tray-pack was 
developed, handling time was reduced to 
a minimum and the material salvage 


problem was solved. 

Now, contrasted with the old method, 
freshly painted winches are assembled 
into a unit package of six by the painter 
and his helper. The unit package, consist- 
ing of one pallet and two trays (see il- 
lustration No. 1), was made for an 
orignal cost of $6.75 for materials. The 
entire unit weighing 1900 Ibs. is then 
transported to temporary storage or di- 
rectly to the carrier by Fork Truck. A 
full truckload of 12 unit packages, or a 
total of 72 winches, can be loaded by one 
Fork Truck and operator in 20 minutes. 
The consumer retains ownership of the 
pallet tray-pack, and stores them in 
knocked-down form until he can return a 
full truckload to the Company for reuse. 

For handling the uncrated winches the 
Fork Truck operator devised a_ simple 
attachment (see illustration No. 2) per- 
mitting him to carry and load three 
winches at a time. With a helper, he 
can load a full truckload of 72 winches in 

hour, saving 67% of the handling 
time over the orignal method which re- 
quired individual handling of each winch 
by a Fork Truck and two helpers in 1% 
hours. 


(Please turn to page 192) 
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BETTER INSIDE ... BETTER OUTSIDE ... BETTER ON THE FACE OF IT 





om Cll 


THE NEW USG SUPERGAUGE — is an instrument of test 
gauge accuracy, a gauge specially designed for long years of 
service in industrial installations where excessive vibration, pulsa- 
tion and high temperature are present. It provides the safe, ac- 
curate, economic check on process control that engineers demand. 


U NITE D S TATE S Modernly styled, it has clean trim lines and an easy-to-read broad 
: face dial with bold sharp figures and graduations. Furnished in 414”, 
G UGE js 6”, and 814” dial sizes. Buy reasonably priced Supergauge today. 





U.S INSTRUMENTS Tell The Truth 
~ re 








Mooutacturers of Pressure, Temperature, Flow and Electrical Measuring 





DIVISION OF AMERICAN MACHINE AND METALS, INC, SELLERSVILLE, U S Cc 











LZ The 
Lock Washer 
is part of 
| the screw 


coord] OCK-TITE. 


Mel nt Patc ype SCREWS 


U. S. Patent 
No. 2,226,491 








Unretouched photo shows progressive “locking bite’ of washer teeth as 
screw is driven in. When setup, the screw head is securely locked in the 
material to effect a tighter, stronger, vibration-resisting fastening. 


All the advantages of a separate lock-washer and screw 
assembly are now combined in a single cost-cutting unit. As the 
lock washer is an integral part of the head this time-saving screw is 
driven with the same speed as a regular screw. It automatically 
eliminates lost time and waste, as well as the hazards of driving 
screws without washers in applications where washers are required. 


Holtite “LOCK-TITE” screws are made to meet the specific 
needs of user. Design of washer teeth, type of metal, hardening 
and tempering can be regulcted to obtain the most efficient lock- 
ing or binding action required for the application. 


Accepted practice in many shops, this production-proved 
unit cuts costs while effecting tighter, stronger fastenings. Furnishe 
with HOLTITE-Phillips Recessed Heads and slotted heads in 
round, flat, hex and binding head shapes. 


New Bedford, 
e Mass .USA 








PuRCHASING 


NEW CHEMICALS BASIS OF NON- 
WRINKLE AND FLAME- AND 
MILDEW-PROOF FABRICS 


The Monsanto Chemical Company, St. 
Louis, Mo., is introducing a new group of 
textile chemicals which will improve the 
quality, durability, appearance and com 
fort features of all fabrics, according to 
Dr. Donald H. Powers, director of Mon- 
santo’s textile development program. 

The Monsanto family of textile chemi- 
cals includes: Resloom, a melamine resin 
which creates new rayon, cotton and wool 
fabrics with marked washable, non- 
shrink, muss-resistant and long-life quali 
ties; another resin which makes cotton, 
wool and rayon w ater- repellent; Syton, 
a colloidal silica, which anchors the 
threads of nylons aid | rayons to prevent 
runs and slippage; a new impregnated 
thread of unprecendented tensile strength 
of particular value in the sewing of lin- 
ings, preventing seam-splitting ; a mildew 
resistant agent; an organic amide insur- 
ing full protection against moths; a 
soluble resin developed as a sizing agent 


due to shortages of corn and other 
starches and which has proven equal or 
better than its aged predecessors; and a 


synthetic colloid as a sudless soap deter 
gent. There is also a fire inhibitor nearing 
perfection but not quite ready for the 
market, with which textiles can be ren- 
dered so nearly flame-proof that a drape 
or dress treated with it will never be a 
fire hazard. 

Monsanto chemists have worked out 
combinations of these treatments which 
have proven, Dr. Powers says, “highly 
satisfactory”, resulting in a fabric which 
is muss-mildew-shrink-and water-resistant 
with no detraction either from the “hand” 
or the visual appearance of the textile. 
Rayon, thus treated, looks better, feels 
better and wears a great deal longer, a 
metamorphosis so marked that Dr. 
Powers and his associates maintain that 
they have, in effect, “not just treated 
basic textiles, but actually devised a 
whole new field of fabrics of improved 
quality.” 
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TOTE BOXES FROM STEEL BARRELS 


Method of converting steel barrels or 
kegs into “tote boxes” for storing and 
conveying small parts or loose material 
in and around a plant, is announced by 

















Merril Brothers, 56-04 Arbold Ave., Mas- 
peth, New York, by removing head with 
O’Brien Steel Drum Cutter, and utilizing 
a Volz double action forged clamp for 
lifting and conveying the containers. 


(Please turn to page 196) 
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BRASS AND BRONZE NUTS AND BOLTS 
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AUTOMOTIVE, REFRIGERATION AND OIL BURNER FITTINGS (ae 


COPPER AND BRONZE races Jy covoer WIRE NAILS 


—- = 


Cut with Chase before you spend 
time shopping around for copper 
rivets and burs, soldering irons and 
brass cotter pins. These miscellane- 
ous brass and copper items and 
many others are carried in stock 
at many of our Chase warehouses. L 


a. 


CUT, CLOUT AND SHEATHING COPPER NAILS 


BRASS AND NICKEL-PLATED ESCUTCHEON PINS pul ? 
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Remember — CHASE SERVICE IS AS CLOSE AS YOUR PHONE om 


P: Chase 


BRASS & COPPER CO. Waerhney ae 


INCORPORATED 





CHASE 








This is the Chase Network —handies? way to buy brass 


ALBANYF ATLANTAT BALTIMORE BOSTON CHICAGO CINCINNATI CLEVELAND DETROIT HOUSTONt INDIANAPOLIS JACKSONVILLEt KANSAS CITY,MO. LOS ANGELES MILWAUKEE 


MINNEAPOLIS NEWARK NEW ORLEANS NEW YORK PHILADELPHIA PITTSBURGH PROVIDENCE ROCHESTER} SAN FRANCISCO SEATTLE ST. LOUIS WASHINGTONT (tindicates Soles Office Only) 
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INVENTORIES ARE LOCATED 
IN THESE CITIES: 


Atlanta Little Rock 
Boston New Orleans 
Birmingham Houston 
Cleveland Portland, Oregon 
Detroit Philadelphia 
Fort Worth Richmond 
Jacksonville San Antonio 
Louisville Seattle 

Los Angeles San Francisco 


Write to the above Regional Offices to have 
your name placed on the mailing lists for 
equipment of this type. 


AT AMAZING LOW PRICES 


Millions of pounds of welding elec- 
trodes, welding rods and welding 
wire of carbon steel, stainless steel 
and non-ferrous metals. 






PURCHASING 


ARC WIELDS 


2 eee 
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Through WAA you have a rare chance to get needed 

welders at minimum cost. All machines are of such 

well-known makes as Lincoln, Hobart, Westinghouse 
all will give years of hard service. 


* 


TYPES AVAILABLE: 


DC welding machines; electric motor driven generator; single operator type; 
200, 300, 400 and 600 ampere capacity. 


AC welding machines; single operator, transformer type; 300, 400 and 300 
ampere capacity. 


AC welding transformers for use in automatic are welding process. 


See our display booth at Western Metal Exposition and Congress 
Show at Oakland, California, March 22 to 27, 1947. 


All are welders are sold under existing priority EXPORTERS: Your business is solicited. If 
regulations. VETERANS OF WORLD WAR sales are conducted at various levels you will be 
II are invited to be certified at the War Assets considered as a wholesaler. Any inquiries con- 
Administration Certifying Office serving their cerning export control should be referred to 
area, and then to purchase the materials offered Office of Int°rnational Trade, Department of 
herein, Commerce, Wasiington, D. ¢ 


OrFICE of GeEeteat DisPoOSs at 









WAR ASSETS ADMINISTRATION 


Offices located at: Atlanta + Birmingham + Boston + Charlotte « Chicago 
Cincinnati « Cleveland «+ Dallas .« Denver . Detroit + Fort Worth « Helena 
Houston «+ Jacksonville + Kansas City,Mo. «+ LittleRock + Los Angeles «+ Louisville + Minneapolis 
Nashville » New Orleans « New York « Omaha + Philadelphia «+ Portland, Ore. + Richmond « St. Louis 
Salt Lake City « San Antonio . San Francisco « Seattle « Spokane + Tulsa 1026 
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Means “Made By The Timken Roller 
Bearing Company.”’ It identifies the 
source of Timken Tapered Roller Bear- 















ings, Timken Railroad Roller Bearings, 
Timken Alloy Steel, Timken Seamless 
Steel Tubing and Timken Rock Bits. 
This trade-mark is your assurance of 
getting genuine Timken products. Look 
for it when buying. 


THE TIMKEN ROLLER BEARING COMPANY 
CANTON 6, OHIO 






























MANDEE - ,39°'U2" 
' OO USES 


Reg. US. Pot OF 





JACK OF ALL TRADES 
AND MASTER OF PLENTY 


It's quick, it’s deft, it’s conveniently 
small, yet the Handee Tool packs a ter- 
rific wallop! 

Handee is the original, single hand 
controlled, electrically driven tool — and 
it’s the finest today. It can be used at the 
bench or carried right to the job. It 
reaches hard-to-get-at places on ma- 
chinery, touches up perishable tools, 
grinds dies, chip breakers on 

broaches, removes burrs, etc. 

Runs at a cool 25,000 r.p.m. 
AC or DC. Weighs 12 oz. 


Combined with its accessories 
and exclusive attachments, 
the Haridee Tool performs 
more operations with greater 
accuracy than any other port- 
able electric tool at any price. 
PRECISION ATTACHMENTS.Fit Handee only. 
Ofthand carving, routing, shaping is exact 
as to depth of cut, accuracy of line. Indis- 


pensable to pattern shop. Set of 6, postpaid, 
$7.95. 


HANDEE KIT— Strong, compact steel carrying 
case holds the Handee Tool and a complete 


assortment of accessories. Postpaid, $27.50. 
Handee with 7 accessories only, $20.50. 


GRINDS * DRILLS * CUTS * SAWS 
ROUTS * POLISHES * ENGRAVES 
CARVES °* SANDS, ETC. 





CHICAGO ACCESSORIES FIT ANY POWER TOOL 








OVER 500 — ALL FINEST QUALITY 





WRITE FOR 64-PAGE CATALOG 


CHICAGO WHEEL & MFG. CO. 


1101 West Monroe Street, 
Dept. PG, Chicago 7, Illinois 





PURCHASING 


SMALL PARTS INSPECTOR 


An automatic inspection system for 
small parts, which inspects, counts, and 
sorts parts and places them into re- 
spective groups has been developed by 
Arma Corporation, Brooklyn, N. Y. The 
inspection system is an electronic light- 
indicating comparator with automatic 
classification of parts up to 1%” sphere 
maximum size. Machine can be used 
in conjunction with a range of precision 
components, also available, to meet 
diverse industrial needs. It is adaptable 





Compact inspection—classifying system 
for small parts 


for both manual and hopper feeds; has 
a broad range of adjustable tolerances, 
and operates at speeds up to 7,000 pieces 
per hour. Change-over from one part to 
another or from one dimension to an- 
other can be accomplished rapidly. 


, t= 


SAFE STORAGE AND DISPENSING 
OF ORGANIC SOLVENTS 


To prevent accidents, many plants. find 
it helpful to store organic solvents in a 
centrally located store room, with a re- 
sponsible person in charge of issuing the 
liquids. Supervised distribution of sol- 
vents assists in avoiding fires, dermatitis 
or vapor poisoning which may be asso- 
ciated with the careless or improper 
handling of these chemicals. 

One source of accidents which can be 
eliminated through such a method of 
solvent distribution is the use of un- 
labeled or incorrectly labeled solvent con- 
tainers. Usually, drums of solvents are 
carefully labeled by the shipper, with in- 
formation as to the nature of the con- 
tents and proper handling methods. With 
a supervisor in charge, it is possible to 
make certain that the label on every sol- 
vent container corresponds to the label 
on the drum from which the solvent is 
obtained. 

The use of a requisitioning procedure 
has been found useful in a number of 
respects. The requisition form contains 
a statement of the purpose for which the 
solvent is needed. In this way, misuse 
and unauthorized use of solvents are 
avoided. A regular tally of requisitions 
indicates those departments which em- 
ploy relatively large quantities of sol- 
vents and which therefore require care- 
ful checking from the safety viewpoint. 
Requisitioning also prevents waste, and 
provides a check when solvent consump- 


tion seems excessive—Safety Research 
Institute. 


(Please turn to page 198) 
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No wonder you ger 


MORE MILEAGE! 





THE U. S. ROYAL FLEETWAY is 
built with a combination of quality fea- 
tures that add up to more mileage, more 
dependable performance, more durable 
service, more recaps per tire! 


MORE DEPENDABLE! Long-lasting 
non-skid protection .. . “Ventilating Win- 
dows’”’ that reduce heat build-up . . . make 
the Fleetway a safer tire... a tire you can 
rely on. 


MORE DURABLE! Tough tread stock 

. rugged tire body with extra shock pads 
under the tread... give real brute strength 
to every inch of the Fleetway. 


MORE RECAPS! It’sa fact...the U.S. 
Royal Fleetway is so tough and sturdy that 
it can be recapped again and again... giving 
extra mileage to every tire! 


No wonder you get more mileage—at lower 
cost per mile—with the U. S. Royal 
Fleetway! 


GIVES YOU MORE MILES PER 
TIRE—LESS COST PER MILE 


U.S. ROYAL 
Mellii 





TWO MORE WAYS TO GET LONGER MILEAGE AT LOWER COST 
USCAP for Quality Recaps __ Fleet Service for Extra Miles 


USCAP is the exclusive ‘‘U. S.”’ By placing all the facilities of the 
controlled system of recapping— U. S. Fleet Service at your dis- 
developed by ‘“‘U. S.”’ for better, posal, your U.S. Distributor gets 
longer-running recaps. more miles from al// your tires. 











@ UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20 N.Y. 
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SS WASFIERS 


We offer you the advantage of more than 25 years of 





specialized experience in designing and manufacturing 
Special Washers. During these years we have accumulated 
over 10,000 sets of tools, one of which may exactly fit your 


specifications. 


STAMPING 


As in the case of Special Washers, we can supply Small 





Stampimgs in any metal, in any quantity. Hundreds of 
satisfied customers are testimony to our high quality and 


reasonable prices. Send us your specifications or prints. 


THE MASTER PRODUCTS co. 


6400 PARK AVENUE «+ CLEVELAND 5, OHIO 














GOOD IN THE 4TH DIMENSION, TOO! 

For tool checking or tough production jobs, Ames 
Dial Indicators are t#me-conserving as well as sensitive 
and accurate. They're quickly mounted and adjusted. 
Their dials are instantly readable. But most time-saving 1s 
their ability to stay rmbt on the job, without internal 
adjustment—/onger than any other indicator you can buy. 
Send for illustrated Catalogue. 


Representatives in = 3° Ames Street 
principal cities B. om AMES CO. Waltham 54, Mass. 


MAaANurPracturer or Micrometer Diat Gauces anp Micaometer Dia INpicaTORS 






4 Sizes— Forged Brass 
60 Models 2 Case and Stem 








. Hardened Steel 
English or 4 Staffs and 
Metric Measure . Pinic = 


Balance or Con- Forged W heel 
tinuous Dials Supports 


Plain or u Hardened Steel 
Compound Guidepin and 
Movement Guide Block 


Many Gradua- Burnished 
tions and Hardened 
Range: Bearings 











PURCHASING 


STAINLESS-CLAD STEEL 
AUTO ACCESSORIES 


Automobile bumpers, bumper guards, 
gravel guards, and other accessories 
formerly made from chromium plated 
steel or die castings can now be suc- 
cessfully fabricated from stainless-clad 
steel according to announcement by Jes- 
sop Steel Co., Washington, Pa. Parts 
made from stainless-clad steel are said 
to neither chip, flake, peel nor rust. 
Stainless cladding can be polished to a 
high finish, reground and polished again 





18-8 type Stainless-Clad Steel Bumper 
Guard. Blank after first press form- 


ing operation (lower right); and 
finished formed & polished 
guard (upper right). 


without losing its rust-resistance. It has 
excellent mechanical strength. Stainless 
clad for these accessories was made with 
10% to 20% stainless cladding on a 
mild steel backing. The stainless clad 
ding, of controlled thickness, is in 
separably united to the mild steel back 
ing during the hot rolling process, and 


it is said, cannot separate even under 
the most severe bending operati 
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FORD TRUCK BASIS OF MECHANIZED 
MATERIAL HANDLING SYSTEM 


\ custom-engineered production plan 
perfected under the intense pressure of 
wartime necessity, is demonstrating its 
entire suitability for peacement produc- 
tion, say officials of Union Steam Pump 
Company, Battle Creek, Michigan. Vital 
element of the plan, capitalizing lessons 
learned through war production, 1s a 
fully mechanized system of handling ma 
terial throughout the entire production 
cycle, from raw material stock piles to 
loading of finished products. 

In the foundry a 3-wheel Clark tow 
ing tractor with dump body carries 
molding sand from stock piles to mixers, 
hauls coke and wood for starting fires 
and does other miscellaneous heavy hand 
ling jobs. A Clark carloader fork truck 
itwh a bucket attachment handles bulky 
castings, helps to load the tractor and 
handles shake-out sand, burned molding 
sand and refuse. 

During the night shift the fork truck 
carries hot castings up to 2000 pounds 
per load in the bucket attachment from 
molding floors to cleaning room and 
tumbling mills. Union Pump _ officials 


(Continued on page 200) 
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Available NOW on 
4-Hour Shipment... 
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R317T Reynolds new strong 
aluminum alloy free-machining 


SCREW-MACHINE 


Are your screw-machines hungry 
for stock? Men idle? Orders unfilled? 


Then wire, write or phone us today 
for a supply of R317T, Reynolds new 
strong free-machining aluminum alloy 
screw-machine stock. 


24-HOUR SHIPMENTS 


R317T is now available in all standard 
sizes of rounds or hexagons for 24-hour 
shipment. 


ADVANTAGES OF R317T 


This new Reynolds Aluminum alloy is 
becoming famous for making any fin- 
ished shape requiring free-machining. 
Weighing only “3 as much as steel or 
brass. it puts less strain on machine 
bearings—is easier on cutting tools 
trims with small, free-falling, easily 
packed chips. 


Sa! 


R317T COSTS LESS 


Finished products of R317T cost less 
than brass because of light weight and 
small loss in cutting. Often you get a 
better finished product from this sturdy, 
durable, war-developed alloy. 


R317T is superior to other aluminum 
alloys for machining because all cold- 
drawing strains are relieved with a final 
heat treatment in finished form—mini- 
mizing warp during machining. 


SOLVES YOUR PROBLEMS 


Reynolds R317T is the new screw-ma- 
chine stock that may solve your prob- 
lems now. Save time along your line! 
Fewer rejects! Finer production faster, 
at lower cost. 

For 24-hour shipments or information, 
get in touch with the nearest Reynolds 


REYNOLDS 





office or write, wire or phone Reynolds 
Metals Company, 2525 South Third 
Street, Louisville 1, Kentucky. Offices 
in principal cities. 

STANDARD STOCK AVAILABLE NOW 
17S-T, Reynolds standard screw-machine 
stock also available on 24-hr. shipment. 

STRUCTURAL SHAPES 


Quick shipment. Strong alloy alumi- 
num rolled structural shapes. 


FORGINGS—FORGING STOCK 
Early shipment on all types and kinds of 
aluminum forging stock or press forg- 
ings contained in an area 7" x 16". En- 
gineering help in designing dies. 

Consult Reynolds 
for Aluminum NOW 


ALUMINUM 











Your Assurance of All that 1s Best 
in Gasoline Engine Performance 


Through more than 27 years, Briggs § Stratton 
4-cycle air-cooled gasoline engines have dem- 
onstrated they have the stamina to give maxi- 
mum performance under severest conditions 
of long, hard use. By this record of dependable 
operation, they earned worldwide recognition 
as the “right power” for all types of appli- 
ances, farm machinery and industrial equip- 
ment. Only by specifying Briggs & Stratton 
engines can users, dealers and manufacturers 
benefit by the long experience, technical 
knowledge, and manufacturing facilities of 
an organization which has built over 2% 
million Single Cylinder air-cooled engines. 













BRIGGS & STRATTON CORPORATION 
Milwaukee 1, Wisconsin, U.S. A. 
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FOR INDUSTRIAL, CONSTRUCTION 
RAILROAD AND FARM 
EQUIPMENT 








PURCHASING 


(Continued from page 198) 
emphasize the great time saving and 
resultant reduction in cost due to this 
method. 

Castings are brought direct from the 
cleaning room to the machine shop by 
fork trucks with 42 inch forks. These 
fork trucks handle the castings between 
departments for progressive machining 
and assembly operations; and then trans- 
port assembled pumps or sub-assemblies 
to finished stock. No pallets, skids or 
tote boxes are needed since the castings 
lend themselves perfectly to direct hand- 
ling. Smaller 1000 pound fork trucks 
speed lighter materials to and from 
storage. Finished pumps, because of their 
top heavy characteristics, are loaded onto 
trailers and towed to the shipping dock 
by a small towing tractor for loading by 
overhead crane. 
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JENKINS BROS. AID 
MARCH OF DIMES CAMPAIGN 


— GIVE your Dimes 
“3 | AND DOLLARS TO 
© |GENERATE THE 
lj POWER TO 
al; 












The accompanying illustration shows 
model of power plant, complete in every 
detail, loaned by Jenkins Bros., valve 
manufacturers of Bridgeport, Conn., to 
aid the March of Dimes campaign, which 
stands in the Grand Central Station, 
New York City. A. J. Yardley, left, 
executive vice president of Jenkins, is 
turning over a check to Irving Haim, 
chairman of the Greater New York 1947 
Fund Raising Drive. 
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“SOAPLESS SOAPS”, MILD 
ODORLESS, TASTELESS 


Construction of a $3,000,000 plant in 
Monsanto, Ill., to expand the production 
of “soapless soaps” was announced today 
by Monsanto Chemical Company, St. 
Louis, Mo. 

The company said the plant, a one- 
story, concrete building already under 
construction, would be in operation in 
1947. The Monsanto plant at Nitro, W. 
Va., is being enlarged to increase further 
the production of the “soapless soaps” 
which are sold under the name Santo- 
merse. 

The new soapless soaps, also known as 
synthetic detergents, are expected to find 
wide application because of their ability 
to function efficiently in water which is 
soft or hard, hot or cold. 

Virtually hundreds of uses, household 
and industrial, have been found for the 


(Continued on page 202) 
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Low W AA PRICES MEAN (7/02 PROFITS 


The War Assets Administration is today the world’s largest single 
supplier of valves and fittings. For instance, you can buy those 
hard-to-come-by valves and fittings for water, oil and steam lines 
from any WAA Regional Office and, more important, you can get 
delivery NOW. Prices are so low that extra profits are practically 
assured either on re-sales or installation jobs. Purchases must 
total $300 or more. All items offered subject to prior sale. 











Valve sizes: Y2" to 24" 
Fittings sizes: %" to 36" 
Pressure ranges: 100 Ibs. p.s.i. to 3000 Ibs. p.$.i. 


While every Regionc! Office has a supply of 
valves and pipe fittings, the largest inventories 
are located in these cities: 












Atlanta San Francisco 

Birmingham Portland, Oregon 

Boston Nashville 

Chicago Philadelphia 

Cincinnati New York 
All val nd fittings are sold under existing pri- EXPORTERS: Your business Is solicited. If sales 
ority re of WAA and of the National are conducted at various levels you will be con- 
fiou I VETERANS OF WORLD sidered as a wholesaler. Any inquiries r ‘ding 
WAR II i ted to be certified at the War export control should be referred to Off 
Assets Administration Certifying Office serving ternational Trade, Departr yf 
their are i then to purchase the material Washington, D, C,. 
offered ein. 


Show at Oakland, California, March 22 to 27, 1947. 
OFFICE 0 F GENERAL 





DISPOSAL 





WAR ASSETS ADMINISTRATION 


Offices located at: Atlanta « Birmingham « Boston « Charlotte « Chicago « Cincinnati . Cleveland « Dallas 
Denver «. Detroit « FortWorth « Helena « Houston « Jacksonville »« Kansas City, Mo. « Little Rock 
Los Angeles « Lovisville « Minneapolis « Nashville « New Orleans « New York « Omaha «+ Philadelphia 
Portland, Ore. * Richmond e St. Louis « SaltLake City « San Antonio « San Francisco « Seattle » Spokane e« Tulsa 
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Get your man with 


FARADAY KODEMASTER 








Gow ¥ 








hy waste precious minutes 


tracing the man you want 
from place to place through your 
switchboard operator? FARADAY 
KODEMASTER signals him snstant- 
ly, saves time and money. 
Kodemaster is the ideal control 
for locating individuals, and in- 
cludes up to 30 code signals. 
Unique, compact and foolproof, it 
may be set up with new or old sig- 
nal systems in any combination of 





bells, buzzers, horns, Kodaires, 
chimes. 

Kodemaster’s installation and 
maintenance costs are low, and 
any competent electrician can do 
the job. Investigate today! 


Foraday Unipact signal units are interchange 
able, “‘as easy as plugging in a toaster’’ 


At your electrical distributor's 


FARADAY 


ELECTRIC CORPORATION 
Adrian, Michigan 















PICK THIS 


Production Costs 








ZOR longer service in a power 
machine blade the GRIFFIN 
SPECIAL ALLOY is your best buy. 
Molybdenum high speed steel, with 
strong, ‘accurate raker-set teeth. Made 


also in hand frame sizes. 
OTHER GRIFFIN BEST BUYS 
For cutting hard alloys pick the 
GRIFFIN HIGH SPEED STEEL 


blade; power and hand sizes 


for general hand sawing pick the 
. for Dept. C, 105 Duane St., New York 8, N.Y. 


GRIFFIN‘: 


improved NEW GRIFFIN . 


MADE BY G. W. GRIFFIN CO., 





cutting thin sheet and tubing pick 
GRIFFIN NON-STRIP .. . for 
precision contour cutting pick GRIF- 
FIN BAND SAWS; metal-cutting 


and wood-cutting types. 


Ask your distributor for these 


Griffin Blades. For new 20-page 


Griffin Price List, write us. 


JOHN H. GRAHAM & CO., Inc. 


General Sales Agent 





HACK SAW BLADES AND BAND SAWS 


FRANKLIN, N. H. 


Hack and Coping Saw Blade Specialists Since 1880 
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(Continued from page 200) 
detergents which are very mild and 
practically odorless and tasteless. 

The most common household use for 
the detergents is in washing dishes. The 
product reduces the surface tension of 
water, breaks down dirt and grease cling- 
ing to dishes and thus makes easy a 
hitherto laborious chore. The detergents 
also are used for clothes washing and 
in the manufacture of quick and easy 
bubble bath preparations; they can be 
used to remove wallpaper spots and to 
wash automobiles and woodwork 

Industrial concerns, particularly dairy, 
steel and textile companies, can use the 





synthetic detergents in product cleaning 
throughout various processes. Because of ) 
the fact that the products also are used 
as wetting agents or penetrants, they are 
an aid in textile dyeing and processing. 

As the synthetic detergents are mild 
and can be used in cold or tukewarm 
water, they are particularly adapted for 
washing woolens and thus reduce the 


tendency of shrinkage. ' 
The manufacture of this type of syn- 
thetic detergents, Monsanto officials 


said, does not involve the use of edible 
fats and oils 


FATIGUE TESTING MACHINE y 


Sonntag Model SF-2 machine, a benc! 
type fatigue testing machine with the 
“constant-force” loading feature, has 
been introduced by Baldwin Locomotive 
Works, Philadelphia, Pa. The machin 





Bench-type Sonntag Model SF-2 
Faitgue Testing Machine 


iffords flexure fatigue tests on sheet 
stock of any material, metal, plasti 
wo ind requires no attention during 
the test, eliminating the need for ele 
tronic equipment, complex linkage or spe 


cial device to maintain a constant torce 
while the specimen is under test 

The machine uses a revolving eccen 
tric mass as a means of loading the speci 
men, avoiding cams or eccentric connect 
ing rods which require readjustment 
during the test. The load automatically 


remains constant regardless of changes in 
ot deflection of the specimen 
Size, 15” by 12” by 32”. The SF-2 ma- 


chine can be 


the amount 





placed in a cabinet during a 
test, controlling moisture and humidity 
factors. It weighs 115 Ibs. and has an 
alternating force capacity of 20 Ibs. and 
a speed of 1800 cycles per minute with 
a total travel of the loading yoke of one 
inch per cycle. Bulletin 256 available 


(Please turn to page 204) 
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BASIC CHEMICALS 


FOR AMERICAN INDUSTRY 


General Chemical Company — America’s pioneer 
with the Contact Process for manufacture of 
high strength sulfuric acid and oleam—makes 
another major contribution to Basic Chemicals 
for American Industry with SULFAN .. . 
Anhydride of Sulfuric Acid. 

By perfecting new methods of stabilizing 
Sulfur Trioxide, General Chemical Research 
takes an invaluable chemical tool off the shelf 
of laboratory curiosities and brings it to the 
Process Industries as a chemical of commerce 
for use in a host of ways. 

General Chemical offers SULFAN in three 
chemically equivalent forms: 

Sulfan ‘A’ Partially Stabilized, melting at 
approx. 35°C; 

Sulfan ‘B’ Completely Stabilized, melting at 
approx. 17°C; and 


Sulfan ‘C' Unstabilized. 


a ERB RE 
at toe 
‘ Se Rh *, 





Experimental samples and further technical 
information are available on request from 
General Chemical Company, Research and 
Development Division, 40 Rector Street, New 
York 6, N. Y. 


Some Potential Uses 
1. For fortification of spent oleum, making 
possible a ready supply of any strength oleum. 
2. In benzenoid sulfonations for elimination 
of mixed sulfonates: meta- only or ortho- and 
para- derivatives only are formed. 
3. For di- and poly-sulfonations of aryl com- 
pounds. 
4. For direct sulfonation of aliphatics. 
5. For sulfonations in the presence of a sol- 
vent, thus eliminating the removal of H.,SO, 
necessary when oleum is the agent. 
6. For formation of addition compounds with 


amines, valuable in organic synthesis. 
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Sulfuric Anhydride exists in three chemically equivalent physical modifications as 
indicated by data below. General Chemical’s stabilized product is almost entirely 
Gamma-Form and its partially stabilized product is largely Beta-Form. 
PROPERTY GAMMA-FORM BETA-FORM ALPHA-FORM 
Description Ice-Like Asbestos-Like Asbestos-Like 
Equilibrium 
Melting Point (°C): 16.8 32.5 62.3 
Density (20°C) 1.9255 —— a 
Sp. Ht. (cals/gm) (20°C) 0.77 —_— —_—_ 
Ht. of Fusion (cals/mol) 1,800 2,900 6,200 
Ht. of Sublimation (cals mol) 11,900 13,000 16,300 
Ht. of Dilution (cals /mol) 40,340 — —_ 
Vapor Pressure (mm.) 

o°c 45 32 58 

25 433 344 73 

50 950 950 650 

75 3,000 3,000 3,000 








GENERAL CHEMICAL COMPANY 
40 RECTOR STREET, NEW YORK 6, N. Y. 









= 


Sales and Technical Service Offices in principal cities from coast te eas rae 


*#Trade Mark, General Chemica! Company 








If every one of these pin-heads can harbor more than 
a million germs, imagine how much more unsanitary 
an uncleaned table, floor, washroom or the human 
hand must be. 


No wonder people regard uncleanliness as one of 
mankind’s major foes! 


Catering to the basic human need for clean surround- 
ings has been the “work formula” of West for more 
than 50 years. West laboratories have developed and 
perfected hundreds of special products to cope with 
the ever-urgent problems of industrial, public and 


home sanitation. 


Wherever a special need exists, West also offers special 
sanitation services, economically and efficiently tai- 
lored to solve the problem. Consult one of over three 
hundred and fifty trained representatives throughout 
the country. You'll find his understanding of your 


particular problem helpful. 













Products That Promote Sanitation 


42-16 WEST STREET 
LONG ISLAND CITY 1,N. Y. 


%& BRANCHES IN PRINCIPAL CITIES OF 
THE UNITED STATES AND CANADA 





CLEANSING DISINFECTANTS + INSECTICIDES - KOTEX VENDING MACHINES 
PAPER TOWELS + AUTOMATIC DEODORIZING APPLIANCES + LIQUID SOAPS 
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SYNTHETIC RUBBER ADHESIVE 


Flocking Adhesive M-6177 is a new 
synthetic rubber adhesive recently de- 
veloped by United States Rubber Co., 
Rockefeller Center, New York, N. Y., 
for use in conjunction with textile fibers 
to make plush, velour, suede and velvet 
surfaces. It may be sprayed or brushed 
on wood, metal, glass and other surfaces 
and is intended for use with tiny strands 
of rayon, cotton or wool known as flock. 
The strands range from 1/32 to 1/8 
inches in length, depending upon depth 
of pile desired. The flocking process, 
widely used on poker tables, phono- 
graph turntables, automobile trunks and 
glove compartments, etc., may be used 
to make thick file fabrics and new ap- 
plications including airplane interiors, 
instrument panels and sound chambers 
of radios and phonographs. The adhesive 
is said to have longer life and more 
flexibility than base coat enamel ad- 
hesives now being used. It can be dyed 
any color to match the textile fibers. 


o.# 2 
CONTINUOUS FLAW DETECTOR 


Flaw detector which can continuously 
detect and count holes, weak spots, and 
conducting paths in thin materials such 
as paper, sheet rubber, sheet mica, 


| 








G. E. Flaw Detector comprising a 
Control Unit (top) and Electrode 
Unit (bottom). 


varnished cloth, plastic materials, and 
enamel films on wire during the manu- 
facturing process, is announced by Spe- 
cial Products Division, General Electric 
Co., Schenectady, N. Y. Detector can 
be applied to sheet materials up to .025” 
thick moving up to 450 ft. per minute, 
and to wire moving up to 100 ft. per 
minute. It consists of an electrode as- 
sembly through which an adjustable 
voltage is applied to the material under- 
going test, and an electronic circuit in- 
dicating the flow of current through the 
material which occurs as a flaw passes 
under the electrode. Electrodes have been 
especially designed for use with specific 
materials. The detector can be made to 
sound an alarm, operate a recorder, or 
shut down the manufacturing process 
when flaws are encountered, and can be 
arranged to indicate when flaws exceed 
a given total. 

(Please turn to page 206) 
















Universal Bevel Protractor 

shown measuring small 

angle is No. 496 with Acute r 
Angle Attachment. Imme- BS 
diately above is No. 495, : 


We ange buying through the Distributor 


W HEN A MACHINIST lays out or establishes an angle 
with a Brown & Sharpe Bevel Protractor he has 


complete trust in the accuracy of a fine tool. That trust, 


whether inherited from an older craftsman, acquired 
from everyday use or even from apprenticeship days, 
has been earned by the superior performance of Brown 
& Sharpe Tools—by excellence of design and work- 
manship. This trust is an intangible quality that adds 
a very tangible extra value to the tools themselves—that 
makes each purchase of Brown & Sharpe Tools a satis- 
fying, wise investment. Brown & Sharpe Mfg. Co., 


Providence 1, R. I., U.S. A. 








206 





STRAUBEL papers provide 
greater user satisfaction at 
lower year 'round cost 


Standout values—Our quick dry- 
ing towels are strong when wet 
...free from lint and fuzz...and 
gentle to the skin. Our tissues are 
precision made for all types of dis- 
pensers. Write for samples, today! 











AND YOU'LL SAVE 
st Q A PUR-R-TY PENNY 
Mut %) with THIS MORE 
"ABSORBENT 
LINE! 










DISTRIBUTED THROUGH 
PAPER MERCHANTS ONLY 


TRIPLE SERVICE! 


AR: 


“Ot Jha 
TOWELS & TISSUE 









STRAUBEL PAPER CO.-GREEN BAY-WIS. 








COUNTY BUYING JUMPED 
27 PCT. DURING 1946 


Procurement for the 56 departments 
of Nassau County, New York, for the 
year 1946 totalled $1,272,317, and reflect- 
ed an increase of 27% over the previous 
year according to report by Purchasing 
Agent E. Bosanko. A total of 
13,299 purchase orders were issued, an 


Stanley 


increase of 33% 


Among the commodities 
showing the greatest purchase increase 
furniture 
motor 
machine parts 88%; of 


were: electric apparatus 98% ; 
for offices and institutions, 98% ; 
vehicles 270% : 
fice machines 584%; photographic and 
photostat supplies 76° ; engineering and 


cz hand tools 65% ; 


drafting supplies, 115‘ 
tires and tubes 70°; hospital and surgi 


cal apparatus and supplies 92% 


i ae 
CPA ORDERS REVOKED 


During January, the Civilian Produc 
tion Administration, Washington, issued 
no new orders, and revoked four, as fol 
lows 

M-54 Restricted delivery, use and con 
sumption of molasses ; 

M-317 Cotton Textile Distribution ; 

M-317A Provided set-asides by cotton 
mills ; 

M-391 Controlled rayon fabrics used in 
linings of men’s and boys’ clothes 

On February Ist, CPA was operating 
under 22 orders, excluding directives, and 


five schedules and appendices 


' € ¥ 


RELAX LIMITATIONS ON MANILA 
FIBER—TIGHTEN RESTRICTIONS ON 
AGAVE FIBER 


Restrictions on the use of agave fibers 
have been tightened by the Civilian Pro 
\dmunistration, 
manufacture of rope 


‘ 1 ) 
seven-eights of an inch in diameter (254 


which limited 


duction 
sisal fiber to the 


“es 
inches in circumference) and smaller. At 


the same time, CPA _ relaxed end-use 


limitations on spinnable Manila fiber 
(abaca) to permit its use in the manu 
facture of all sizes of rope for any end 
us¢ 

\ction was taken by an amendment to 
M-84, the cordage order originally 1s 


sued February 20, 1942. CPA explained 
that the amendment was necessary be 
cause of reduced receipts of agave fiber 
Since June 30, 1946, imports of Mexican 
fallen 11,000 bales short 
ot the scheduled contract rate 

By this action, CPA expects to save 
agave fiber for the manutacture of bindet 


henequen have 


twine, baler twine, and rope. The amend 
ment does not prohibit the sale, delivery, 
or acceptance of any rope made of agavs 
fiber which was put into process prior 
to January 16, 1947 

Processing quotas remain unchanged 
by the amendment, CPA explained, and 
the Reconstruction Finance Corporation 
will continue the importation of all agave 
fibers and the production and importation 
of Central American abaca fibers for al 
location by CPA. Processors’ inventories 
of spinnable Manila fibers still are limited 
to 90 days’ needs. 

(Please turn to page 208) 
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C. L. AMOS COAL CO. 


General Office 
Syracuse, N. Y. 
Telephone LD59 


Shippers of 
Fairmont-Pittsburgh Seam 
and 
Central Pennsylvania 
High and Low Volatile 
BITUMINOUS COAL f 


Branch Offices in 
Baltimore, Md. 
Cleveland, Ohio 
Philadelphia, Pa. 
Clarksburg, W. Va. 
Albany and Canton, N. Y. 
Clarion and Philipsburg, Pa 


C. L. Amos Coal Co. (Canada) Ltd. 
Montreal, P. 2. 











—TO YOUR ORDER! 


SPUR + BEVEL + MITRE - WORM 
WORM GEARS + RACKS + PINIONS 


Any material heavy types —to your 
specifications. Also distributors for 
Ramsey Silent Chain Drives and cou- 
plings. Over 50 years’ experience. 


WRITE TODAY! 


THE SIMONDS GEAR & MFG. CO. 


LIBERTY AT 25TH 
PITTSBURGH 22, PENNA. 
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SCREWED AND 
WELDED FLANGE 


MIDW/ES wuts ot 
LAP-JOINT 


For making connections to boilers, pumps, valves 
and other flanged outlets (and where piping must 
be frequently cleaned or inspected for corrosion), 
Midwest Lap-Joint Stub Ends have a tremendous 
advantage over flanges that are welded to the 
pipe (see drawings at right above). The swivel 
flange on the Stub End makes it unnecessary to 
accurately line up the bolt holes before welding; 
setting up” is simple and quick because no spe- 
cial clamps or jigs are required to hold the face 
of the flange absolutely perpendicular to the axis 
of the pipe. The result is a real saving in time and 
cost of welding. 


Another important economy is in erection. Field 
organizations report a saving of 25% in erection 
time for making up a joint using Midwest Lap-Joint 
Stub Ends in comparison with flanges rigidly fixed 
to the pipe; this saving is even greater when the 
flanges are on bends. 


See Bulletin WF-41 for complete data regarding 
Midwest Lap-Joint Stub Ends . . . and the many 
other Midwest Welding Fittings that simplify and 
save on welded piping. 


MIDWEST WELDING FITTINGS IMPROVE 
DESIGN AND REDUCE PIPING COSTS 


\ \ _— — —_ 
Sales Offices: New York 7—30 Church St. @ Chicago 3—645 i. | ry | | () D 
Marquette Bldg. @ Los Angeles 33—520 Anderson St. @ 


Houstcn 2—229 Shell Bldg. © Tulsa 3—533 Mayo Bidg. @ 
Atlanta 3—Red Rock Bldg. @ South Boston 27—426 First St. 
@ Distributors in Many Cities 


sp Prigo gs 
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i! * COURSES ON INDUSTRIAL 
n m Lf in iS Vn | b} FINISHING 
; Y The DeVilbiss Company, Toledo, Ohio, 
° e a announces one-week courses in its 1947 
Air el School of Spray Painting for industrial 
finishers. Courses start March 10th, May 


12th and June 23rd, each covering the 
same classroom instruction and _ shop 


\) work. Courses are without charge to 


N ) users of DeVilbiss spray equipment. 
( a Z ) tsa 
4 
-— f COLOR MOVIE AVAILABLE 
FROM BEMIS BRO. BAG CO. 
AH, 


“The King’s Other Life” is title of 16 
mm., full color, sound, 20 minute mov- 
ing picture recently released by Bemis 
Bro. Bag Co., 408 Pine St., St. Louis, 


., é Mo. “King Cotton” is the hero of the 
j - movie which shows cotton moving pro- 
| ; és ~ gressively from the picking in the fields 


through the mills where it is processed 
into yarns, then woven into cotton cloth, 
and finally fashioned into bags for use 


by industry. The picture incorporates 
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Here's the fastest solution to the problem of supplies and 





parts that are “fresh out’ — get them by Air Express. This 


super-speedy service places even the most distant supplier 


Production scene taken in Bemis Com 


only hours from your business. ; Co 
: pany’s dress print design studios in 


Speeds up to five miles a minute now make coast-to-coast New York City. 
and overseas deliveries a routine affair for Air Express, sien Dieasstttel and wasted eccues. tested 
And now it’s a better value than ever before. The cost of ing industrial shots of the complicated 


: — ‘ batteries of machinery and laboratory 

shipping by speedy Air Express is low. paneling eres sagenel Ma a TP ti 

. devices. Companies or association groups 

° bg o,? * interested in viewing the film are in 

Specify Air Express-its Good Business ited to contact. thir ‘nearest “Bemis 
representatives or write to the company 

: : direct for booking 

@ Low rates. @ Special pick-up and delivery at no extra cost. 


@ Direct by air to and from principal U. S. towns and cities. "vf 
@ Air-rail to 23.000 off-airline communities. CASEIN BRISTLES PRODUCED 
@ Direct air service to and from scores of foreign countries. COMMERCIALLY 
Just phone your local Air Express Division, Railway Express _ a i 
Agency, for fast shipping action . . . Write today for Air Express The U. S. Department of Agriculture 


recently announced the successful com- 


Rate Schedules containing helpful shipping aids. Address Air Express, 
230 Park Avenue, New York 17. Or ask for them at any Airline or 
Railway Express Office. Air Express Division, Railway Express 
Agency, representing the Airlines of the United States. 


mercial application of its development 
for making bristles from casein. Dr. 
Louis B. Howard, Chief of the Bureau 
of Agriculture and Industrial Chemistry, 
stated that research on the new product 
was initiated four years ago at its East- 
ern Regional Research Laboratory in 
Philadelphia to find a suitable substitute 
for imported natural bristle. 

[he artificial fiber, developed by Dr. 
Thomas L. McMeekin and associates, 
attracted the interest of numerous com- 
panies and one of these, The Rubberset 











GETS THERE FIRST 





Rates are low Company of Newark, opened a new fac- 
To Air Express a 10-lb. package tory at Salisbury, | Maryland, for the 
1549 miles costs only $4.65! manufacture of casein bristle and brushes 
Heavier weights are similarly using the process developed by the De- 
inexpensive. Investigate! partment scientists. 





(Please tury to page 212) 
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“Liquid 


Envelope’ 


gives 
stainless 
sheets: 


fabrication 


Stainless protected by “Liquid Envelope” is the answer to many 
problems of handling finished sheets. It proves again that it is wise to... 


Specify Eastern Stainless Steel sheets with ‘Liquid Envelope” 


today. The plastic 


stainless finish. And, for down-to-earth information about stainless steel 


sheets and plates, ask for your copy of the handbook, ‘Eastern Stainless 


Steel Sheets.” 


EASTERN STAINLESS STEEL CORPORATION 


Protection during 



















Now you can get Eastern Stainless Steel sheets whose finish 





won't be marred in shipment... in storage ... in handling... 
or even during fabrication! Eastern is the first in the field with 
an answer to the costly problem of refinishing. How? Because 
Eastern is the first to supply stainless sheets protected by 
“Liquid Envelope”, the strippable plastic film, a coating so tough 
that the sheets can be cold-formed, even deep-drawn without 
marring the finish, and with, in fact, improvement in results 


due to the lubricating property of “Liquid Envelope.” 


You can now purchase polished sheets, shape 
them on the usual brakes or presses, strip the 
film, and assemble stainless steel equipment 
with practically no other finishing! This amazing Eastern 
protection cuts costs for both fabricator and user. 


coating protects your pocketbook while it guards the Stainless4 


IMLeo bef 





BALTIMORE 3, MARYLAND 
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EASTERN STAIN 
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All forms of zinc and aluminum die castings, 


machined, finished and plated. 
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Plastics by compression, avtoma- 
| tic, injection and transfer methods. 
'  Plastic-metal assemblies. 





Pecer See at - 


eS 


Precision-built indus- 
trial pressure gaug- 
es, thermometers, 
recording gauges, 
ond other types. 


wk 


| Magnet wire, high and 
| lowtension cable, flexible 
| cords and cord sets. All 
types of insulations. 


emer tng in 
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are 36 years of 
experience back of the more 
than 400 products precision 
manufactured by Auto-Lite 
for many industries. The facil- 
ities of 26 great manufacturing 
plants, combined with the 
“know-how” of Auto-Lite engi- 
neers and designers, have won 
a world-wide reputation for 
unvarying quality and depend- 
ability. A new booklet listing 
many of the major products of 
The Electric Auto-Lite Com- 
pany is available. To obtain 


your copy write to 
* 


THE ELECTRIC AUTO-LITE COMPANY 


Sarnia, Ontario Toledo 1, Ohio 


—— 
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the [ETI blades 


~~ Miya less 


¥ ; 








Ons type of blade cutting many 
types of work costs money in spoiled 
work, needless replacements. Many 
find that buying a separate blade for 
each type of work from a VICTOR 
supplier—backed by 2 complete line 
of VICTOR blades, frames and band 
saws — saves money, increases blade 
life. Not only can the VICTOR sup- 
plier give you a blade for every job 
a hack saw or a band saw can do, but 
he can give you the blade that will 
cut it better. You get the type of fast, 
clean cutting on metal, plastics, and 
other non-metallics—plus a world of 
wear—that earns VICTOR its name. 
Yes, just as you’d expect, a blade 
made for the job costs 
less ...and VICTOR 
makes a full line of 
blades for every cut- 





ting job. 
Your VICTOR 
supplier has this 


pocket - size booklet 
on hack saw blades— 
their care and selec- 
tion — waiting your 
request. It’s practical. 
It’s free. 


WUIU oes. 


Arsh rphhihhhhhbbrrddde 


tated 


HAND BLADES 

















POWER BLADES 





BAND SAWS 
(Metal Cutting, 
including Skip-tooth) 








(Continued from page 208) 

[he artificial bristle is made by ex 
trusion of a mixture of casein and water 
die, and then 
jected to finishing operations. The final 
product is round in and 
has a black color comparable to that of 
horsehair or pig bristle. Like other arti- 
ficial fibers, it can be produced in any 
length desired and in a range of diameters 
uses, the bristle is 
adapted to the construction 
resistant to 


through a_ suitable sub- 


section 


cTOSsS 


Of many possible 
particularly 
of paint brushes since it is 
oils and organic solvents. 
Casein from waste skim milk is the 
used in making the 
product, but it is that 
other protein materials derived from agri- 
cultural em- 
Although the supplies of natural 
bristle have it is anticipated 
that there will be an increasing demand 


for high-quality, low-cost artificial bristle. 


main constituent 


bristle possible 


commodities may also be 
ployed 


improved, it 


>, ££ F 


BOOKLET COMPARES USE VALUES 
OF CUTTING TOOLS OF VARIOUS 
MATERIALS 
Publication of a new 
booklet analyzing com- 
parative fields of usefulness of high speed 


and informative 
impartially the 


steel, cast alloys, and carbides as cutting 
tools, has been announced by the Alle- 
gheny Ludlum Steel Corporation, Pitts- 


burgh, Pa 
Tool Materials,” the 


believed to be the first in 


Entitled “Cutting 


brochure is 


which a producer has attempted to com 
pare the properties and uses of thes¢ 
three groups of cutting materials. Such 
a comparison is possible because Alle- 


gheny Ludlum makes them all. 

TI > booklet that 
and development of modern industry is 
tools which 
play a vital part in the machining of all 
kinds of 


ie points out growth 


closely related to cutting 


engineering materials 


Its objective is to correlate the basic 


characteristics, properties and functions 


of the three broad types of cutting ma 


terials, so their usefulness for specific 
requirements can be evaluated. 

“There can be no hard and fast rule 
in the selection of the proper cutting 
material; we can only point out th 


governing factors and make recommenda 
tions,” the booklet explains. 

Copies may be obtained free upon re 
Steel 


Pitts 


quest to the Allegheny Ludlum 
Corporation, 2020 Oliver Building, 


burgh, Pa 


eS F 


SOUND FILM ON 
SURFACE BROACHING 


Colored entitled 
running time ap- 
18 minutes, is announced by 
Lapointe Tool Co., Hudson, Mass. The 
film demonstrates how surface broaching 
adapts itself to meet diversified demands 
made upon the machine industry. Many 
f tl taken on the job in 
ral leading industrial plants 
available for interested 
and accompanied by an 
address on broaching bv Lapointe’s chief 
engineer, Kenneth N. Macomber 


(Please turn to page 214) 


sound film (16 mm.) 


“Surface Broaching”, 


proximately 


the scenes were 
seve lilm is 
exhibition to 


groups may be 





PURCHASING 





if the turn of a nut, 
bolt, or screw means 
production turnover 
for you... turn to 
Sterling, a depend- 
able source for every 
known type fastener 


ATT 


Anniversary 
1921-1946 


STERLING 


BOLT COMPANY 


213 W. JACKSON BLVD. 
ier. \clem-pa iS Si, le} b) 


29 YEARS 
OF SERVICE 
TO BOLT AND 
NUT BUYERS 





MILWAUKEE 3, WISCONSIN 
161 W. Wisconsin Avenue 


CINCINNATI 2, OHIO 
Union Trust Building 


ST. LOUIS 6, MISSOURI 
1228 Hadley Street 


INDIANAPOLIS 4, INDIANA 
17 West Market Street 
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Can you think 


of a pleasanter 
way to 


ORDER 
STEEL? 





A Voice from Purdy 


\ 
PLEASANT BECAUSE the second you're connected with the 
) PURDY plant, you're in for fast steel service. By actual 
Calling count, the average order takes but 30 seconds to 
place — and the moment you hang up the phone your 


PURDY first. order is getting action all along the line. Buying PURDY 


steel means one call, one order. You get complete steel 


SaVES YOU time service with experienced on-the-job advice when you 
an ( m mo "a of / need it. CALLING PURDY FIRST — SAVES YOU 


TIME AND MONEY. 





The PURDY line of quality steels includes STAINLESS 
STEELS, COLD FINISHED STEELS, SPRING STEELS, 
TUBING, DRILL ROD and COLD ROLLED STRIP STEEL. 


ORIENT WAY & PAGE AVENUE, LYNDHURST, N. J. — Tel. RUtherford 2-8100 


Teletype Number: RUTHERFORD, N. J. ~ 79 3757 WILSHIRE BLVD., LOS ANGELES, CALIFORNIA —Tel. DRexel 7347 











Gray Iron 


CASTINGS 


S.A.E. or A.S.1.M. 


Specifications 


Class 20-Class 30 
Class 40 


Special Facilities 
for Rollover — Cope- 
and-drag production 
/ to 150 pounds 


Other castings up to 
1000 pounds 








THE 


FOREST 
CITY 


FOUNDRIES CO. 


\bandonment of priorities in the dis- 
tribution of surplus will open 
the door to unscrupulous speculators an] 


property 


bar public agencies from their rightful 
claims to \lbert 
Pleydell, Commissioner of Purchase of 
the City of New York, declared recently. 

\s president of the National Institute 
of Governmental Purchasing, Commis 
sioner Pleydell made public the full text 
of a statement of policy by the Institute 


government surplus, 


Copies are being distributed to every 
member of Congress and other publi 
officials and business men. 

he Institute statement a‘sails the pro 


abandon the priorities system 


in distributing 


posals to 


government surplus pro 


perty Phe organization, which is com 


posed of purchasing agencies at all lev 
els of government throughout the United 
States, predicts that Congress will ul 
timately reveal a “national scandal” in 


the distribution of surplus 
three the Institute 
asks, “What's happening to the people's 


questions, 


Posing 


property Is a national scandal in_ the 


making ? How much longer 


ride the 


must we 


merry-go-round 7” 
he statement says, in part 
“Despite one appeal after another, state 
and local governments are today as they 


have been for two long years thrust asid 
| 


and held at arm’s length, as though thei 


needs were not worthy of attention by 
WAA. Yet state and local governments 
should stand in the forefront as logical 


outlets for the people’s surplus property 

- Phe 
and local governments at even a greate! 
disadvantage than they 


decontrol of prices places Stat 


were during the 


war. Governmental agencies are control 
led by statutes. They spend the people's 
money. They cannot compete in a chaotic 


market for needed supplies for essential 
services, because they are bound by legal 
procedures, competitive bidding practices 
and safeguards 
protect the dollars. In times 
like these, buying competitors can take 


which, in normal times, 


per yple’s 


away goods from state and local govern- 
ments simply by paying more. This 
situation reemphasizes the absolute neces- 
sity for the WAA to do everything in its 
power to enable tax supported agencies to 
acquire those items of surplus that can be 
used in maintaining vital community 
services. 

“It is a national disgrace that publicly 
operated hospitals are without adequate 
bedding, linen, medical and surgical sup 


Assail Proposals to Abandon Surplus Priorities 


PURCHASING 


N | G P Says Abandonment w'll Give Free Rein to Unscrupulous Speculators 
and Deprive Local Governments of Needed Supplies 


plies while numerous quantities either re- 
main in federal warehouses or are being 
disposed of in such a manner as to make 
it impossible for the taxpayers’ own gov- 
ernments to acquire them. 

“There has been a steady increase in 
the national but electroni 
equipment that would be of invaluable aid 


crime rate, 


to police departments across the country 


cannot be acquired for the war against 
crime 

“We have read stories of the tantastx 
sale of a huge quantity of machine shop 


equipment as junk. From one end of the 


country to the other governmental agen 
cies and school systems urgently need 
machine tool equipment to modernize 
their facilities in order that they may d 


a more economical job for the taxpayers 
“Now we witness a bland proposal that 


Such 


all priorities be scrapped aban 


donment of priorities 1s pictured as a kind 
f ‘decontrol’, but it is 
kind. Whatever its intent, its 


be to sink the people’s lox al governments 


nothing of the 
effect will 
beneath a mad_ scramble for surplus 
materials. It 
scrupulous speculators and deprive local 


will give free reign to un 
governments of supplies urgently need 
September 


Senate Was 


services. In 


for essential 
1944, at a hearing betore the 


Investigating Committee, there was 

closed a sordid story of what happen 
when there were no priorities. We retet 
to the investigation of two companies 


Worldwide Mercantile Corporation and 


Consolidated Industries; both agencies 
of one Irving Wexler, better known as 
\\ axey (Gordon. 

“We urge that General Littlejohn im- 


mediately appoint an advisory committe: 


consisting of outstanding purchasing 


officials from state, city and other local 
governmental agencies for the purpose oft 
planning an intelligent, constructive pro 
gram for making surplus available to tax 
supported agencies performing publi 
the 
payers who bought them in the first place 


“For NIGP 


obv rT us 


services, whose supporters are tax 
has 
rights 


not 


two years now, the 
earnestly sought only the 
of the local governments, 
special preferences. The for this 
approach to Washington 
authorities has been a ride on the Wash- 
the well-known 
Washington run-around. We have warned 
repeatedly of the potentials of 
We that Congressional 
inve tigating committees will ultimately 
s:ow that there has been one.” 


per yple’s 
reward 
conscientious 


ington merry-go-round 


national 


scandal. believe 





INSTRUCTION MANUAL ON 
BROACHING 


New instruction manual (124 pages) 
giving detailed descriptive data plus com- 
plete instructions for the installation, op- 
eration, and maintenance ot 
Lapointe standard broaching machines, is 


servicing 





available from LaPointe Machine Toul 


we X-29, Hudson, Mass. 
This information is supplemented by in- 
formation on hydraulic and _ electrical 
circuits, hydraulic oil, hydraulic pumps, 
vertical hydraulic press, universal broach 
sharpener, and specification tables and 
photographs. 


Department 


(Please turn to page 216) 
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There’s a better way 
to put bugs out of business 


If you’re interested in better ways to put bugs out of business 
and keep them out—call on Chemistry! It’s playing a top role in 
cutting down the billion-dollar yearly damage caused by insects, 
pests and other destructive natural agents. 


Among the hundreds of Monsanto Chemicals you'll find many that 
are taking the offensive against this tremendous waste. Some form 
the base of insecticides that keep termites from attacking wood 
structures and products made of wood. Others kill the myriad in- 
sects that ruin mountains of vegetables, fruits and food. Still others 
destroy rats. Even common every day rot, mildew and decay are 
checked or prevented with formulations containing Monsanto 
Chemicals. 


The possibilities of controlling needless destruction with Monsanto 
Chemicals are almost endless and always growing. So, if you make 
or use products for putting bugs out of business, a discussion with 
Monsanto may suggest better ways. 





MONSANTO CHEMICAL COMPANY, St. Louis 4 


District Offices: Akron, Birmingham, Boston, Charlotte, Chicago, Cincinnati, 
Cleveland, Dayton, Detroit, Los Angeles, New York, San Francisco, Seattle, 
Springfield ... Monsanto (Canada) Ltd., Montreal, Toronto, Vancouver. 


Send for New Folder Describing 
Monsanto Insecticidal Chemicals 
Benzyl Benzoate ¢« ortho-Chloro- 
phenol « Compound 1080 « Cresol 

' ¢ Dibutyl Phthalate « ortho- 

Dichlorobenzene ¢ para-Dichloro- 

benzene « Dimethyl Phthalate + 

Hexaethyl Tetraphosphate « Methyl 

TIDARICOATO i  rermer rece Salicylate U. S. P. (Synthetic) «+ 
CHEMICALS ~ PLASTICS ortho-Nitrobiphenyl « Santobane* 
SERVING INDUSTRY WHICH SERVES MANKINO (Monsanto’s DDT) ¢ Santophen 20* 
(Pentachlorophenol) « Sulfur -« 
Trichlorobenzene *« Santomerse* 
(Wetting Agents) *Reg. U.S. Pat. Off. 
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f— RESISTANCE WELDING MANUAL 
REVISED EDITION 


2 © Revised edition of Resistance Welding 
How ADJUSTABLE air diffusers Manual is announced by the Resistance 
Welder Manufacturers’ Association, 505 
e —_— Arch Street, Philadelphia, Pa.; — 552 
increase the efficienc pages; 6 x 9 inches; cloth bound, $3.00 

| y Postpaid. 

The revised edition is practically dou- 

f I i di trib 1 ble the size of the first edition, and con- 

0 supp \/ gir 1S ution tains numerous additions, based upon 

| research and experimental work during 
the war production period. 

Mechanical and electrical characteris- 
tics of conventional a-c and stored energy 
Kno-Draft Adjustable Diffusers offer all the stems are treated in detail. A new sec- 
advantages of draftless air diffusion plus fast tion contains chapters on quality control, 


P . standard tests, and _ instrumentation. 
system balancing and air pattern control Among other contributions is a chapter 


on recommended maintenance practices 
for resistance welding machines, a glos- 
AIR VOLUME DAMPER sary of the latest approved definitions 


AIR DIRECTION used in the industry, and a collection of 
ADJUSTMENT ; : 
useful tables. 











4,77 
HISTORY OF PIPE 


THROTTLED 0 ara 
<a POSITION Pipe in American Life,” a 48-page 


illustrated booklet published by the Com- 


mittee on Steel Pipe Research of the 
TAMPER PROOF CaP AIR VOLUME varnans om 3 om abideske = 
ADJUSTMENT SCREW American Iron and Steel Institute, pre 


sents the historical background and mod- 





renin nee ern uses of metal pipe, with emphasis on 
Fast System Balancing: Volume damper regulates the air the use of steel pipe 
outlet aperture uniformly without affecting the outlet Chapters are devoted to the uses of 
velocity or diffusion pattern. steel pipe in homes, large buildings, pro- 


cess industries, railroads, shipping, min 


Positive Air Pattern Control: 


Air direction adjustment affords 
any angle of air discharge from 
vertical to horizontal needed to 
accommodate ceiling heights, 
individual or seasonal require- 
ments. It can expel chilled air 
parallel to the ceiling or eject 
heated air downward to prevent 
stratification. 


ng, water supply systems, the oil in- 
dustry, refrigeration, irrigation and on 
farms. 

Much of the material has not pre- 
viously been available as general informa- 
tion. Single copies are available without 
charge from the American Iron and Steel 
Institute, 350 Fifth Avenue, New York 
a. ae # 





' FF F 


SILICONE CATALOG 


Dow Corning silicone products are de- 
scribed in the third edition of catalog 
entitled “Dow Corning Silicones, New En- 
gineering Materials”. The catalog lists 
all of the silicone products now available 


in the form of compounds and greases, 


Specify Kno-Draft Adjustable 
Air Diffusers for better mixing 
control of room and supply air, 
more uniform temperatures 
throughout the occupied zone 
and noiseless, draftless air dis- 
tribution. 





fluids, varnishes and resins, and Silastic- 
silicone elastomers for molding, extrud- 


Send for FREE handbook con- 
taining sketches, charts, dimen- 
sion prints and instructive text 
that simplify the selection and 
installation of air diffusers. For 
your copy, please write Dept. 
P.12, on company letterhead. 


ing, coating and laminating, which remain 
resilient and flexible at extremely high 
and low temperatures, Dow Corning 
Corp., Midland, Mich. 


, € F 


WATER TREATMENT 


A series of engineering data sheets, 
each covering a particular phase of wa- 


W. B. CONNOR ENGINEERING CORP. “Amer Troan, Colds — en 
AIR DIFFUSION AIR PURIFICATION AIR RECOVERY available from the American K. A. T. 
; Corporation, 331 Madison Avenue, New 


York, N.Y. The sheets were designed to 
New York 16, N. Y. show clearly and simply how organic- 
colloidal treatment and inorganic-chemi- 
cal methods respectively apply to the 
various individual phases and problems of 
— -___ —_-—- _ treatment. 








>. —— 


— 
CNGINE ERING Core 


IN CANADA: Douglas Engineering Co., Ltd., 1405 Bishop St., Montreal 25, P. Q 


112 East 32nd Street 
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Too Slow or T9O, 
















































When the performance of your product is not up to expectations, 
check the bushings or bearings you are using. At no higher cost, 
you can have FORMETAL bushings or bearings with exclusive 
qualities which provide the smoother performance and longer life 
so important to any moving part. 


You can reduce costs and improve quality of product through 
features of FORMETAL bushings and bearings such as these: (I) a SLEEVES..FERRULES..TUBES 


higher Rockwell hardness without loss of machinability, (2) a thinner IN SHORT LENGTHS OF 
wall can be used which will give the same strength as the heavy ANY METAL OR ALLOY 
wall of an ordinary bushing, (3) custom-made oil grooves, to pro- y 


vide a wiping action of the oil film, can be engineered to the need. CAN BE FURNISHED TO 


FORMETAL bushings and bearings can be made of bronze, steel, or SPECIFICATION 
alloy of your specifications in a wide range of types and sizes. 

Write for new, free catalog. You will want it for constant refer- eS 

ence if you are an engineer, or buyer of bushings and bearings. 


Check your needs for bushings and 
bearings against the wide range 
of types illustrated in thiscompact 


specify... FORMETAL! booklet. Send for it today. 





——- ——<<_—<—  —— == «<= «as om am 


4 


{ NATIONAL FORMETAL CO., INC. 
, 6609 Metta Ave., Cleveland 14, Ohio 


| Please send free copy of your new catalog. 
TIONAL FORMETAL €0., INC. 
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Association Meetings 


Getting Back to Fundamentals 


Consensus of Association Presidents is that Meeting Programs 
Should be Closer to Purchasing and Related Subjects 


In the beliet ‘ symposium on the 
important sul “Subject Matter at 


ssociatie 


especial inter¢ officers and pro- 


gram ymmittee chair 
gy associations, 
sidents of the 
associatior asking for their views on 
the subrect 
Che basis of ymposium was an in 
terview with a tormer vice president 
published in PURCHASIN« 


opinion is expressed that 


ns should be devoted to the 
problems of procurement 
the sub 

ol siderable 

attention b t officer nd governing 
boards ip President 
David M. Meeker New York As 
sociation sti ther s no mistaking the 
desire amor vell rained purchasing 
agents to g lamentals, and 
President | \ ulle1 f the | ouisville 
Association 


] 11 
" ' ‘Ty? rt ‘ 
S V ¢ \ \ ) nee ill the 


velieve this mat 


“A Growing 


‘For me yeal te avid M 
Meeker, president uri 
irk, “our 
evening meetings ve been pre 

a Forum at which strictly 


hasing subjects 


1 
nasing 


Some- 
times basis, 
metimes they 
ich as ‘Printed 
inagement’, and 


ng demand 
xtension 
this type 
evening 


economists 


plan to 
which 
general be dis- 


cussed. 


218 


associatiens both from an educational 


standpoint and from the standpoint ot 
building up interest and value in the meet 
ings.” President J. S. Rutherford of the 
Buffalo association says: “We definitely 
have never felt in Buffalo that the social 
functions should be any part of our regu 
lar meetings, although we definitely feel 
that these 


ictive and 


functions are necessary in an 
association.” And, 
Montreal 
\ssociation expresses the opinion that thx 


growing 
President J. G. Brigg of the 
program committee chairmanship is on 

important offices in an as 
sociation 

The consensus, it will be noted tron 

following letters, is that in view ot 
the wide scope of the purchasing proce 
lure, meeting programs should be de 
voted entirely to purchasing subjects, 
ind that there has been a great deal 
irrelevant material presented at meetings 
The letters also contain numerous prac 


tical ideas and ractices that are proving 


rthwhile 


Demand” 


There is no mistaking 
desire, however, among all well trained 
purchasing agents to get back to funda 
mentals, and we are _ furthering this 
desire by establishing a ‘Purchasing In 
stitute’ months of Marcl 


and April 


during the 
Here, 
ings, under the - ip of 
MacKenzie, 
tional commttee, our 
round table discussions, review the cur- 


special meet 
Stanley 
chairman of our educa 
people can, at 


rent purchasing scene with the assistance 
f well known experts.” 


Interchange of Member Speakers 


“(ne ot the hiegest hes 


heada 
ing meetings of the purchasing agents 
issociations,” Says J F Stephenson, 


\ssociatior 
Hamilton, Canada, 


president, Purchasing Agents 

Hamilton District, 
“is the fact that it 1s almost impossible 
to get Purchasing 
Pract es, and do it in 


an intelligent way that his audi- 


someone to talk on 


undamental 


pay attention and obtain some 
mm his discourse. 

chief problem that appears to 
the tact that a great many pur- 
agents do not take time and 
trouble to public speaking. The 


. . 
chasing 


study 


result is, that in our association many 


men whe have vast experience and 
knowledge that could be handed out to 
the rank and file of the members, and 
would be of great benefit to them in 
the handling of their jobs, do not give 
association members the benefit of their 
experience because of their lack of nerve 
or talking experience, and they feel that 
they cannot put into words what they 
would say to you if you were sitting 
opposite them in their office or in their 
homes 


Source of A-1 Material 


“Recently, the writer gave a talk to 


the London Association, lasting about 
twenty-five minutes, without using notes 
Che benefits of the N.A.P.A., the 
Canadian Council, and the local associa- 
brought out clearly. Some of 
| ot the talk 


purchasing 


pointe d out 


agents as a group 
could) control and maintain prices if 


shared a little more confidence 


other and open up as t 


some 


heir personal experiences in deal 
‘ , , 9% 
ing with the various salesmen who cal 
to time he tact 
the writer was a stranger to most 


he London people and that they had 


on them trom time 


heard him before, was of fairly good 
vet 1f the same talk had been 

in the city of Hamilton to our 
likely 

that the same attention, or the same 
benefits would not have been obtained. 
“T point this out chiefly to see if it 
would not be practical to have local 
associations who are 


own local members, it is quite 


1 


geographically 
close together, inter-change members who 
have some ability and experience, and 
who could give the 
something that 


agent 
down 


purchasing 
would be right 


his alley.” 


Great Deal of 
Irrelevant Material 


‘The matter of local association pro- 
grams is one in which I have been very 
having 


nuch interested for sometime. 


T 
been chairman of the program of the 


Louisville 
Edwin V. 


chasing 


writes 
Bulleit, president of the Pur- 
\gents 

“Our 
conscious of this 


\ssociation last year,” 
\ssociation of Louis- 


ville, Ky. whole association is 
matter and in fact 
the subject has been discussed a num- 


(Please turn to page 232) 
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Kolam allelamctel-\-tolm olgelelUlailols 


In today’s fast-moving production work the modern battery-powered truck has no equal. The development 


or of modern high capacity batteries by Philco, gives trucks 
Pe for steady, full-shift operation. Philco extra capacity types are widely used— XL, XVL, AMH and the 
a h ’ 
Aa" \, famous long-life Philco ‘’Thirty’’. Write for catalogs of specification data. 


PHILCO 


STORAGE BATTERIES 


PHILCO CORPORATION ¢ STORAGE BATTERY DIVISION © TRENTON 7, NEW JERSEY 





Metropolitan Buyers Celebrate 


Tenth Anniversary 


In one of the most successful meetings 
history, the Metropolitan Pur- 
chasers Assistants Club, New York, 
marked its tenth anniversary at Midston 
House, New \ 
llth. More than 75 bers and friends 


were present 


in its 


City mn February 


Speakers for the evening were Presi- 
dent David M. Meeker of the Purchas 
Association of New York, 


whose subject was t White Meat of 


ing Agents 


Purchasing” 


president of the New York Association, 


Walter E. Cummin, past 


Walter E. Cummin, 
Stewart J. Tietjen, 
Meeker, president, 


president, 


who .spoke on “Inventory Control and 
Policy” ; and H. D. Mead, assistant pur 
chasing agent, General Instrument Cor- 
poration, Elizabeth, N. J., one of the or- 
ganizers of the Club who has been hon- 
ored with a life-membershiy 

Also present were I urer E. B 
Fielis of the Nev | 


Executive Secretar onard, and 


\ssociation, 
several of the rember f that associa 
tion 

Mr Mead 


activities of 


reviewed the 
its early days, 
stating that particular ob 
jectives ( rganization was 
to conduct an edi onal program that 
would help the members in their work 
looking to their eligibility for member- 
\gents Associa- 
tion of New York. He stressed the point 
that nothing would benefit members mors 


ship in the Purchasing 


than active participation in meetings, and 
serving the club as committee members 
and officers. Only in that way, he said, 
can they best contribute something that 
will benefit their fellow members, and 
personally derive more from their mem- 
bership. All members of an organization 
profit directly and indirectly by reason 
of group activity, he explained, but they 
profit most who serve best. 
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Purchasing Agent, 
Metropolitan Club, 
Purchasing Agents 


Of the twenty-seven charter members 
of the club, three are yet active in its 
affairs, namely, Robert Condit, treasurer, 
Philip Hahn, and Harold Hill. Several 
of its former members are now mem- 
bers of the P.A.A. of N.Y. 

Walter E. Cummin, purchasing agent, 
White Laboratories, Inc., Newark, N. J., 
addressing the forum meeting on In- 
ventory Control, explained the merits of 
a card system used by his department, 
in which pertinent data on stock on hand, 
minimum and maximum inventory, deliv 


‘ry time orders, withdrawals, receipts, 





Wh'te Laboratories, Inc., 
and David M. 
Association of New York 


anticipated sales, daily balance, job us¢ 
and monthly and yearly use, etc., are all 
posted on one card. Thus the complete 
history of a particular item is availabk 
as a guide to usage, needs, stocks, prices, 
availability and so on 

In collaboration with “budget control” 
and other departments, the system is 
highly efficient he said, if set right, 
though it is quite mechanical de 
mands meticulous attention to assur 
factual recording 


\ sound inventory policy, Mr. Cummin 


(Please turn to page 224) 


“BUSINESS OUTLOOK FOR 1947” 
LOUISVILLE ASSOCIATION 


Six versions of “The Outlook for 
1947” were presented at the January 21st 
meeting of the Purchasing Agents Asso- 
ciation of Louisville, Kentucky. The dis- 
cussion, held in the Mirror Room of 
the Kentucky Hotel, was in the form of 
a panel discussion, and covered six major 
phases of interest. 

John Ransom, vice-president and sales 
manager, B. F. Avery Co., representing 
manufacturing, predicted the return of a 
market in which the consumer will have 
some element of choice for the first time 
since 1940. Witlon Terstegge, president, 
Stratton & Terstegge Co., sounded an 
optimistic note in his prediction that 
“physical volume in the hardware indus- 
try in 1947 will be materrally larger than 
in 1946 which was the best year we ever 
had’. In his analysis he represented the 
distributor's based his 
optimism, he said, on the hope and con 
viction that there will be no prolonged 
strikes in major industries to hamper 
production. 


viewpoint and 


Sees Mid-year Recession 


J. J. Brinkworth, vice-president and 
general manager, New York Lines, Cin 
cinnati, representing transportation, said 
that railroads face all the uncertainties 
f other industries plus their own pecu- 

problems arising out of a fixed-rate 
Merle E. 
National 


speaking on finance foresees 


Robertson, pre sident, 
Bank & Trust Co., 


mid-ye al 


ibe rty 


recession, but added that after the in 
evitable price decline business should re 

turn and continue good in 1948. Sandy 
Wood, Director Relations, 
Louisville Courier-Journal & Times, dis 

cussed the labor relations futures point- 
ing out that the problems of labor rela- 
tions are the immediate concern of Con- 


Empl yee 


gress, but only management with an in 
telligent long range program can pro 
duce a real solution to the problem. Pro- 
fessor Charles W. Williams, University 
f Louisville, speaking on 
summed the situation up, stated that re- 
cent lapses of prices in luxury goods 
probably herald similar reductions in 
non-luxury trades. 


economics, 


In one point all six men were in agree- 
ment and that is that prophesy about 
business conditions for 1947 is a hazard 
ous pursuit. Factors of uncertainty were 
labor, taxes, Congress and prices. 


1947 NAPA. Convention and Inform-A-Show 


\nnouncement is made that the 1947 
Annual Convention and Inform-a-Show 
of the National Association of Purchas- 
ing Agents will be held at The Waldorf- 
\storia Hotel, New York City, June 2, 
3, 4. 

The annual banquet is scheduled for 
Tuesday, June 3, and the Early Birds, 
Dinner for Sunday, June 1, both in the 
Waldorf Grand Ballroom. The general 
convention sessions will also be held in 
the Grand Ballroom. 


Three half-day periods will be reserved 
on the program for Committee-Group- 
Forum meetings. 

Registration - reservation combination 
forms will be used, as in the past few 
years. N. A. P. A. members (and wives) 
will have top priority on all reservations 

Janquet, Early Birds, Dinner, and Ho- 
tel. 

Details of final approved convention 
arrangements will be available in near 
future. 
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You Really Can Cut Grinding Costs with 
32 ALUNDUM Grinding Wheels Because .. . 


32 ALUNDUM Wheels are Sharper 


By a patented Norton electric furnace process the 
grains of ''32"' form as single crystals of correct size 
— each one with a nubby surface and many sharp 
points. There's no crushing operation. When the 
grains of 32 ALUNDUM abrasive are bonded into 
a wheel there are always many sharp points exposed. 


There’s More Usable Abrasive in 
32 ALUNDUM Wheels 


32 ALUNDUM abrasive is over 99°% pure fused 
alumina — no slag — no pores. You not only get 
more sharp points in a 32 ALUNDUM grinding 
wheel but points that resist dulling because they're 
all usable abrasive. 


os In plant after plant the 32 ALUNDUM grinding wheels 
NORTON COMPANY are making truly sensational records — cutting costs 
AILLUNDUM remarkably because of their ability to cut faster and 


cooler, last longer and require fewer dressings. They 
WORCESTER MASS USA can do the same for you — ask for a demonstration if 


you're not already using "32". 


NORTON COMPANY, WORCESTER 6, MASS. 
New York + Chicago + Detroit + Cleveland 
Hartford + Los Angeles *« Denver + Hamilton, Ontario 
Distributors In All Principal Cities 
" NORTON ABRASIVES 











For Every Grinding Job 


Tool Wheels — 


Wheels for steel and steel alloys that 
cut fast and cool, have long life and 
require few dressings because of the 
new 32 ALUNDUM abrasive and B-E 
bond — two patented Norton features. 


Diamond Wheels — 
Three types of Norton Diamond Wheels 
— Vitrified, Resinoid and Metal Bond- 
ed — plus the Crystolon vitrified wheel 
to meet all requirements for grinding 
carbide tools. 


Cut-off Wheels — 
Wheels of Alundum and Crystolon 
abrasives in resinoid, rubber and shellac 
bonds for the quick and economical 
cutting of metallic and non-metallic rods, 
bars, tubes and other shapes. 


Cylindrical and 

Centerless Wheels — 
Wheels of Alundum, 19 Alundum, 38 
Alundum, 57 Alundum and the sensa- 
tional new 32 Alundum abrasives for 
grinding steels and steel alloys; and 
Crystolon abrasive for gray iron and 
the non-ferrous metals. 


Internal Wheels — 
A complete line of small, accurately 
made wheels for modern automatic in- 
ternal grinders as well as for tool room 
use. Especially effective for internal 


grinding are wheels of the new 32 
ALUNDUM abrasive. 


Mounted Points — 
Spindle mounted wheels and points in 
a wide variety of sizes and shapes for 
die shops and tool room, and for 
deburring operations. 


Disc Wheels — 
Sizes and types of mountings for all 
kinds of disc grinders in a variety of 
abrasives and bonds— including 57 
Alundum abrasive and B-5 resinoid 
bond, an outstanding combination for 
many jobs. 


Surfacing Wheels and 

Segments — 
Straight, cup and cylinder wheels and 
segments for all types and makes of 
surface grinders. Especially effective 
for surface grinding are wheels and 
segments of the new 32 ALUNDUM 
abrasive in both regular structure and 
Open Structure. 

Foundry Wheels — 
Available in the new B-5 and B-7 
resinoid bonds and rubber bond for 
high speed operation — vitrified bond- 
ed for speeds up to 6000 s.f.p.m. 


Honing and Superfinishing 
Sticks, Rubbing Bricks, 
Grain for Polishing, 
Norbide Dressing Sticks 


Warehouse Stocks — 


in Chicago, Detroit, Cleveland, Phila- 
delphia, and Pittsburgh. 


Distributor Stocks — 
in over 150 cities of the United States. 


Engineering Experts — 


in every industrial center. 


_NORTON ABRASIVES — 
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Is this talk about steel scrap shortage 
“old stuff”? 

Not when you hear a veteran open- 
hearth superintendent say this: 


“We are losing ground every day. 
There was a bad shortage of steel scrap 
during the war, but now it’s much 
worse. I’m not exaggerating when | 
say that steel mill scrap piles are 
now at their lowest ebb in the history 
of the industry.” 


There can be only one result — less 
steel for your needs. 


(In normal times steel mills carry 
their highest scrap inventories from 
January to April.) 

~*~ *&* *&* * 


Some steel mills have been forced to 
bank furnaces. Others are using ab- 
normally high percentages of pig iron 
when the furnaces are “charged.” 
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This means longer refining time . . . 
lower production. Normally, about 
one-half ton of steel scrap is used for 
every ton of steel ingots produced. 


YOU CAN HELP 


There is only one possible solution — 


MORE SCRAP! 


You can help hurry it to the steel 
industry through your regular chan- 
nels. Appoint an energetic man to do 
the job. Let him clean up every bit of 
scrap on the premises. Chances are 
he'll find unused or obsolete machines, 
equipment and tools. Overlook noth- 
ing — if it's made of iron or steel. 


Then the scrap should be separated 
into ferrous and non-ferrous metals. 
A hurry call to your scrap dealer will 
do the rest. Help keep steel rolling! 
The American Rolling Mill Company, 
1101 Curtis Street, M'ddletown, Ohio. 
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(Continued from page 220) 
emphasized, is very important. He cited 
four cardinal factors that must be given 
consideration in connection therewith, as 
follows: 

(1) You must know markets, trends, 
commodities, price structure, _ basic 
sources, and availability. Information can 
be developed through trade publications, 





commercial journals, contacts with sales- 
men and suppliers, special meetings and 
your fellow association members 

(2) You must chart the course your 
inventory policies should follow, by com 
modities or groups of commodities, mak- 
ing suitable recommendations fer man- 
agement to adopt and follow—and you 
must be sure that you have sound rea 
sons therefor, substantiating your judg 
ment 

(3) It should be understood that it 
is your best thinking and your best judg 
ment, and that it is up to management 





FOR ANY 
TYPE, SIZE, RANGE, OR 


STYLE OF GRADUATION 


SEE NEW STARRETT 
DIAL INDICATOR 
CATALOG “P” 


THIRD EDITION 





P. Hahn, J. H. Leonard, E. B. Fielis, 
WRITE FOR YOUR COPY H. D. Mead and W. E. Duryea. 


to accept or reject your recommenda 
tions; and, of course, that management 
can, and may, make changes. 

(4) Policy proposals should be in 
writing. 

Mr. Cummin emphasized that it is 
the responsibility of the purchasing 
agent in this postwar era to watch mar- 
kets, watch prices, watch availability, 
and watch inventories, and to keep an eye 
on new products and equipment, methods 
and processes, new materials, new pack 
, aging—everything new. 

He stated that buyers should not over- 
look the importance of social trends, and 
in particular must consider the effect of 
actual or potential strikes in various 
segments of industry, on their sources 
Buy Through Your Distributor of supply and material availability and 
delivery 

Commenting on whether there will be 
THE L. S. STARRETT co. a business recession or depression in 
ATHOL ° MASSACHUSETTS ™ U.S. A. the near future, he expressed the opinion 
that a recession is already here in “mild 
W orld’s Greatest Toolmakers form”—people are chary about spending 
their savings, and are waiting for bet 
ter quality merchandise. 

“Prices have hit their peak,” he said 
“A few may go higher, but any major 
price movement will be down and not up 
Barring strikes and other unpredictables 
inventory policies should be based on 
short periods 30 to 60 days, subject to 
revision, depending upon type of mate- 











(Please turn to page 226) 
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Baking and drying ovens, of specifications, sizes 
and types in common use but which today are not 
readily available, can now be purchased for prompt | 
delivery from the War Assets Administration. Re- ; 





gardless of your specialized requirements, the odds 


are in favor of your needs being satisfied from this 
extensive surplus stock. Prices are so low that ovens 
may be converted from their original use when this 
is desirable and still permit a substantial saving to 
the purchaser. 
There are ovens for the following uses: for baking 
lacquer, enamel, synthetic resin, japanning, for low ALL FURNACES are sold under existing] EXPORTERS: Your business is solicited 
7 " . . i i priority regulations. VETERANS OF Ifsales are conducted at various levels, you 
temperature metal heat treating, for drying anc WORLD WAR II are invited to be certi- will be considered as a wholesaler. Any in- 
curing chemicals, rubber, paper, lithographing, fied at the War Assets Administration  quiries regarding export control should be 
oi ph ies i ote Certifying Office serving their area, and referred to Office of International Trade, 
p aslics, Ceramics, ¢ - then to purchase the materials offered Department of Commerce, Washington, 
Principal inventories are located at: Boston, erein, 


DD. ¢ 
Chicago, Cincinnati, Cleveland, Minneapolis, New 
York, Philadelphia, Richmond, St. Louis. Write S ° 
' eerree aen min? ee our display booth 
the above Regional Offices requesting that your ated 
name be placed on their mailing lists for this type 


at Western Metal Exposition and Congress Show 
of surplus. 
All furnaces offered subject to prior sale. at Oakland, California, March 22 to 27, 1947. 


OFFICE 0 F CENERat DiSPOSat 


WAR ASSETS ADMINISTRATION 


Offices located at: Atlanta « Birmingham « Boston « Charlotte - Chicago « Cincinnati « Cleveland + Dallas 
Denver « Detroit « Fort Worth « Helena +» Houston + Jacksonville - Kansas City, Mo. « Little Rock «+ Los 
Angeles « Louisville « Minneapolis + Nashville « New Orleans * New York « Omaha: Philadelphia « Port- 
land, Ore. + Richmond « St. Louis + Salt Lake City * San Antonio « San Francisco « Seattle » Spokane + Tulsa 




















Arms and Legs 
_ that never tire! 
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In heavy industry, loads to lift, move and deposit are 







reckoned in tons. No human muscles can endure such work 


day after day and year after year. 





Shepard Niles electric cranes, made by America’s oldest 
builder of electric cranes and hoists, are made in styles and 
sizes to take care of every heavy handling job—and to do it 


smoothly, easily, safely, economically and efficiently. 


There’s a type Shepard Niles crane to solve your handling 
problem. Trained, experienced Shepard Niles engineers, 
familiar with the requirements of thousands of crane users, 
will gladly study your needs and recommend, without obliga 


tion, the crane best suited to do your job. 


A Shepard Niles crane of 
the right type will help you 
enjoy competitive advantages 
not possible without the best 


material handling equipment 


CMe ce tiamsl velstite) Mie lel Mls lame alae! 
an eighth ton, why not look into 
the advantages of a Shepard Niles 
electric hoist? There are over 5,000 
styles and sizes from which to se 
lect. There's one to fit your needs 
Ask us to help you select it 


Shepard Niles 


CRANE &§ HOIST CORPORATION 


462 SCHUYLER AVENUE e*MONTOUR FALLS, N. Y. 
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rials involved, requirements, and delivery 
schedules.” 

Passing comment on inventory values, 
he said that buyers should bear in mind 
that today’s practice is to price-out in- 
ventory, at cost or market value, which- 
ever is lower. If a market goes down, 
he said, “you are out of luck. If you 
bought at low cost and the market goes 
up, your inventory is priced out at cost 
You can never prove a profit on inven 
tory, but you can show a whale of a 
loss. The advantage of having a low cost 
inventory lies in the satisfaction of know- 
ing you have a good inventory, and that 
management knows it is a good inven- 
tory even though it won’t admit it.” 

“The logical course,” he declared, “‘is 
to be sharp, look sharp, know your in 
ventory policy, and change it everyday 
if necessary.” And, he concluded, “In 
our case, we know where we have been, 
where we are, and we think we know 


where we are going.” 





H. D. Mead 


President Meeker of the New York 
Association, purchasing agent for Revlon 
Products Company, New York, had for 
his subject, “White Meat of Purchas 
ing.” Mr. Meeker commended the club 
stating 


who are now 


for its progressive activities, 
that of its former members wl 
members of the New York Association 
two are now active on 


that association. “The National Associa- 


ommiuttees 


tion,” he said, “looks with favor upon 
your type of activity, realizing that the 
future of purchasing lies in the hands 
of the young men.” He read the Code 
of Ethics adopted by the National As- 
sociation, stating “these are our stan- 
dards, and are what we go by.” He also 
cited the following six factors which, 
he explained, from his experience stand 
out as being essential to good purchasing. 

(1) Be fair with your suppliers. Bend 
over backwards in this respect if neces- 
sary. During the war years those firms 
who practiced good buyer-seller rela 
tions found that it paid off a thousand- 
fold. 

(2) Get plenty of quotations and 
analyze them carefully. If the item is im- 
portant, cover the field thoroughly, and 
incidentally you will find many new 
sources. 

(3) Use continuing research. No ene 


(Please turn to page 230) 
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;™ you measuring the distance between manufacturer and consumer as your straight 
line packaging costs in which such variables as ease of packaging, safety in shipment, prod- 
uct display and consumer appeal are paramount measurements to your container selection? 
If you are weighing these factors in your packaging costs, the chances are that you are going 
along with a host of other manufacturers who are switching to set-up paper boxes — the 
custom-built package for your product. Its very versatility offers you more answers to your 


packaging problems — added economy, too. 


You can obtain expert packaging advice from your nearest set-up box manufacturer, 
or write department 106, National Paper Box Manufacturers Association, Liberty Trust 


Building, Philadelphia 7, Pennsylvania. 


NATIONAL PAPER BOX MANUFACTURERS 
—S Tss0ctalion___ | 








AND COOPERATING SUPPLIERS 


Liberty Trust Building @ Philadelphia 7, Penn. 


INFORMATION OR SERVICE ® CONSULT YOUR NEAREST SET-UP BOX MANUFACTURER 
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Ro C k I t € squeezes the waste out 


of mechanical tubing 











ROCKRITE 


note veut 
SEAMLESS TUBING 
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CRAFTSMEN 
SINCE 1869 


™ 
* 


DEEP WALL UNIVERSAL REGULAR 


HOT FORGED 


.. . from selected steel. 


Thin walls and strong, too! 
3" - Yo" - 34" Square Drive 
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can hope to keep abreast of all new 
developments, but this factor is frequently 
overlooked by many departments. Some 
purchasing departments have a purchas- 
ing engineer whose duty it is to keep a 
constant check on new developments. 
(4) Make adequate reports, in a con 
cise interesting manner. Reports should 


hs ee not be confused with records. 
i (5) Carry on your interviews in the 
modern manner. They are one of the 


most interesting phases of the purchas- 
ing agent’s job. 















An interesting and colorful book- 
let on their product has been pre- 





(6) Simplify purchasing department 


pared for your information and routine. Now that the war is over we 
: must make sure that the things we do 
convenience by the makers of Cel- ten 2 
are necessary, anc na wy are done 1n 

lusuede Cotton and Rayon Flock. , - = 

Q ' ‘ tl the most efficient manner. 

Brief, clear explanations give a Mr. Meeker’s paper on “The White 
t the facts you'll want to know about Meat of Purchasing” will appear in an 


this versatile coating material; what early issue of Purchasing 
it is made of; how it is applied; how it can be used. In the pages 
of this booklet you may find the answer to one of your manufac- cw 


turing problems. You will 
ADVERTISING EXECUTIVE SPEAKS AT 
BRITISH COLUMBIA ASSOCIATION 


Don Henshaw of the McLaren Adver- 
tising Company, Toronto, was guest 


be interested, too, in the 


colorful and unique appli- 





cation of Cellusuede on the 
booklet cover. Write for | | ) | 
yous eony. speaker at the meeting of the Purt hasing 
\gents Association of British Columbia 
— January 14th at the Hotel Vancouver 

i j in Vancouver, B. C. Speaking on the 
topic “An Immigrant Looks at Canada” 
he warned against fostering disunity be- 
tween English and French Canadians. He 
also scored the retention of wartime con- 





trols by the government and the deep- 


rooted conviction of Canadians “that an- 





other depression is in the offing.” At the 
same meeting one new full member and 
four new associate members were intro- 
duced 


Qn the 22nd of January members of the 





association visited the Vancouver plant 
the American Can Company. The edu- 


cational committee sponsored an educa- 
tional meeting on January 28th at the 
Hotel Georgia. Oswald Crawford, traffic 
; 1, > 


e Powell River Co. Ltd., 
spoke on “Traffic as it affects Purchas- 
g Agents” 


Plans are being 


manager of th 


laid by the association 


ordinate its activities with the forth- 
coming District No. 1 Council Meeting 

h will be held on April 25th, and for 
participation in the 1lth annual Pacific 
Northwest Purchasing Agents Confer- 





ence to be held at the Hotel Vancouver 
on April 26th and 27th 


,arf7 
JOHNSON XLO MUSIC WIRE comes to you attrac- 
tively packaged for convenient handling in units of NATIONAL NIGHT 
“4 |b., 2 lb., and 1 Ib. Full range of sizes—.003” TULSA ASSOCIATION 
to .200’. JOHNSON XLO MUSIC WIRE answers the ‘What Now! Modernized Purchasing 


or Just Ordering” was the subject of an 


call for high carbon, smooth, round, spring steel 


address by National President George 


wire. Ask us to recommend sizes. If your distributor \ljian before the Purchasing Agents As- 
. . ; sociation of Tulsa, Oklahoma, at the 

cannot supply you immediately, please advise. — : - eisgpyatiebes 
PPIY Y YP February 3rd meeting. District No. 2 
vice-president Ira C. Jared was also 


present and spoke on the activities of the 


JOHNSON STEEL & WIRE Co.1Nc Sie 


was held in the association’s regular 
WORCESTER * MASSACHUSETTS assembly room on the 4th floor of the 


NEW YORK AKRON DETROIT CHICAGO LOS ANGELES TORONTO Tulsa Building in the Chamber of Com- 


merce dining room 
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Never again will you have to compromise on 
sheaves with an “‘A-B’’ Groove combination. That's 
because Worthington now makes the Original QD 
Sheaves with “‘A’’ grooves for ‘‘A’’ Belts... °'B”’ 
Grooves for *‘B”’ Belts. This progressive step was 
taken because Worthington found that more and 
more customers preferred this better-engineered drive 

. this better-firting drive . . . this better-looking 
drive. Stocks include all sizes from 3°’ to 22”’ diameter 
in ‘‘A’’... from 4”’ to 38” in ““B”’ 


BETTER SERVICE FROM BIGGER STOCKS 


Because of the steadily increasing demand for 
stock QD Sheaves, Worthington has installed new 
production facilities. 

This stepped-up output has resulted not only in a 
40% price reduction in “A” and “*B” sizes but also in 
greatly improved service. From 18 stock Hubs and 
791 stock Rims, Worthington customers can choose 
more than 25,000 stock QD Sheaves combinations for 
V-Belt applications ranging from 14 to 200 hp — plus 
smaller fractional horsepower sizes . . . all stocked at 
strategic points throughout the country. 
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Pumps 
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Power Pumps 
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“AY and “B” V-Belts 
Fit Right and Show It 


... because Worthington Makes 
QOD Sheaves with “‘A”’ or “B”’ 
Grooves... NOT a Combination! 





“Strongest Sheave for Its Weight Ever Made” 


Investigate the reasons why customers agree that 
the new Worthington QD Driven Sheaves are the 
strongest sheaves for their weight ever made: “‘I”’ 
Beam construction of spokes; taper-mated, load- 
tested Hubs and Rims; full-sized Pull-Up Bolts; a 
design that reduces overhang stresses. These and many 
other features that prove there's more worth in Worthing- 
ton are described in Bulletin V1I400-B7. Ask your 
nearby Worthington distributor for it. Worthington 
Pump and Machinery Corporation, Merchandising Divi- 
sion, Harrison, N. J. 36 District Offices throughout the U.S. 


WORTHINGTON QD SHEAVES 
Easy to get on... Easy to get off... 
Yet always tight on the shaft 


WORTHINGTON 
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Vertical and 


Variable Speed 
Horizontal Compressors 


Multi-V-Drives Drives 























INTERCOMMUNICATION 
EQUIPMENT 





Gather Information 
with 


/ FLEXIF ONE 
NO WAITING FOR OPERATORS ...NO DIALS OR BUZZERS! 
Save Time, Money, Steps and Nerves! 
Executive decisions and production problems swiftly, 
clearly carried to the key men in your organization to be executed 
and solved immediately. FLEXIFONE is quality engineered 
and built . . . modern and functional in design to meet your demand 
for a lightning-fast method of intercommunication. 
Choice of several models with capacities up to twenty connections. 


Mail coupon today and let free folder show you how 
FLEXIFONE gives you Wings for Your Words. 


OPERADIo 
G@7EZTET TTD | 
é.: FLEX/IF ONE ob 


INTERCOMMUNICATION EQUIPMENT 






Also Manufacturers of Plant Broadcasters for music and voice paging. 


OPERADIO MANUFACTURING COMPANY 
DEPT. P. 3, ST. CHARLES, ILL. 







Please send free literature as checked: 


[) FLEXIFONE Intercommunication 
‘) Plant Broadcasting 







_] Make appointment to discuss our needs 






Name 










Address 









City 
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ber of times at meetings of the board 
of directors. 

“In looking over the list of speakers 
and subjects of the other associations, 
| have noticed that there is a great 
deal of irrelevant material which I agree 
with you should be kept at a minimum, 
and a great deal of it might be replaced 
with more pertinent topics 

‘At all of our regular business meet 
ings we have a talk by the head of the 
Economics Department of the University 
of Louisville on the current business 
picture. This serves to keep all of us 
pretty well abreast of just what is 
going on all over the country in financial 
and economic affairs which, of course 
ies right in with our every-day work 
This talk, of course, is always rather 
short so as not to be boring, but | 
think a great number of our members 
come to the meetings for the sole put 
pose of hearing the professor and _ find 
ing out what is going on 

“At our January meeting every year 
ve have an outstanding banker, a rail 
road man, a manufacturer, a wholesaler 


1-,} 
1 teath 


rr relations man, and an economist 
ll from outside our association, give 
us their views on the picture for the 
coming year as they see it from thet 
individual viewpoints. This meeting is 
ilways very well attended and I think 
we get a great deal of very valuabl 
information from it 

“During the year we have on 
two panel discussions among our owt! 
members on various aspects of purchasing 
and then throw the meeting open to 
a general discussion of these problems 
Members enjoy these meetings, and | 


think get much useful information tron 
them. Every so often we have an edu 
cational meeting at which one of our 
membe rs ce velops one o! he top . 


suggested by the National Associatior 
material on a given subject and tl 
meetings do prove very valuable 

“At all of our other meetings we hav: 


some outstanding speaker almost 1 
variably on a topic closely associated 
with purchasing, so that I think t 


Louisville Association is one which will 
probably stand out as having as mucl 
relevant material discussed at meetings 
is anv association in the country. This 
4} course, is done quite consciously be 
iuse it is very easy to roam far afield 


ind get into topics which, as vour article 


states, are not in anv way onnected 
ith purchasing 

“IT believe this matter is of very vital 
importance to all the associations bot] 


rom an educational standpoint and fron 
the standpoint of building up interest 
ind value in the meetings. You are cer 
tainly to be congratulated for calling 
this to the attention of the officers and 
directors of various local associations.’ 


Need Programs Closer 
To Purchasing 
“My thoughts are very much along 
the line you bring out in your article,” 
states Harry M. Begg, Athens, Ohio, 
president of the Tri-State Purchasing 


(Please turn to page 234) 
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Strip metal of quality and temper suitable for modern drawing, 
stamping and spinning operations requiring the minimum 
amount of polishing. Ledrite** rod for high-speed screw 
machine operation. Brass and Duronze* wire for making rivets 
and screw products by cold upsetting. Miscellaneous tubing, 
pipe and copper water tubing for various applications. 


Strategically located, Bridgeport’s ware- 
houses carry stocks of brass, bronze, 
copper, Duronze in strip, rod, wire and 
tubing to meet urgent requirements for 
limited quantities. 





Equipment is available at warehouses for 
slitting brass and copper strips into 
narrower widths to meet specific re- 
quirements. 


Bridgeport’s technical literature and engi- 
neering representatives are available to 
help you solve problems in the selection 
or application of brass mill products. 


Call Your Local Office for Warehouse Service 
>» Warehouse and Jobber Stocks Available for Prompt Deliver, 


BRANCH OFFICES AND KXWAREHOUSES 





Aclanta 3, Georgia...701 Volunteer Building * Houston 1. Texas......2216 Walker Avenue Philadelphia 3, Penn. ... Broad St. Sta. Bldg. 
Boston 16, Massachusetts...524 Statler Bldg Indianapolis 4, Indiana..Circle Tower Bldg. Pittsburgh 19, Pennsylvania, 1322 Gulf Bldg. 
*& Chicago 32, Illinois..... 3453 W. 47th Place * Los Angeles 12, California, 130 S. Hewitt St. * Providence 3, Rhode Island. ..60 Clifford St. 
Cincinnati 2, Ohio....... 1703 Carew Tower Mil waukee 2, Wisconsin. 715 N. Van Buren St. Rochester, New York, 816 Reynolds Arc. Bldg. 
*% Cleveland 6, Ohio...... 1921 E. 119th Street * Minneapolis 1, Minnesota, 100 N. Second St. *® St. Louis 3, Missouri. .... 2135 Delmar Blvd. 
® Denver 2, Colorado....... 1962 Blake Street * Newark 8, New Jersey . 325 Jellitf Avenue St. Paul, Minnesota..... 703 Ashland Avenue 
Detroit 26, Michigan....... 2328 Buhl Bldg New York 17, New York..420 Lexington Ave. *® San Francisco 3, California...1155 Bryant St. 
Grand Rapids 2, Mich.. 200 N. Division Street New York—Jobber Stocks Available Washington $, D. C.. 715 Southern Building 
2 *Reg. U. S. Pat. Off, 
BRIDGEPORT BRASS COMPAN/ = Bridgeport 2, Conn. + Established 1865 **Trademark 


“Bridgeport 
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STRIP ROD WIRE TUBING & 


BRIDGEPORT BRASS 
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E Present Day 
Practice in 
Belt Fastening 


Every man who has anything to do 
with the purchase, application or 
maintenance of conveyor, transmission 
or V-belts will find the bulletins listed 
below of considerable value in con- 
nection with belt fastening work. A 
knowledge of present day practice in 
belt fastening helps reduce the loss in 
machine hours due to belt failures 
caused by the use,of the wrong type 
of fastener or improper application. 
We shall be glad to send any or all of 
them to you or to any of the men in 
your organization. 


or Belts 


i ee | 


FLEXCO HD Belt Fasteners are used to 


make a ‘“‘water-tight’’ butt joint in con- 
veyor belts ranging from 4” to 114” thick 


and of any width. The view on the right 
shows the various types of rips and patches 
that can be made with these fasteners and 
Flexco HD Rip Plates. 


Bulletin F-100 gives complete details on how 
to fasten and repair conveyor belts. 





ALLIGATOR V-Belt Fasteners are now be- 
ing widely used to fasten B, C and D, open- 
end V-belting of cross woven fabric core 
construction now being made by most belt- 
ing manufacturers. The view at the lefc 
shows a typical application of these fasten- 
ers to a drive where endless V-belts would 
require dismantling the machinery to put 
the belts on the sheaves. 

Bulletin V-205 gives complete instructions 
on how to use V-belt fasteners. 

FLEX V Fasteners for A and B belts are also 
available for lighter duty V-bele drives. Ask 
for Bulletin V-14. 


— 


“JUST A HAMMER TO APPLY IT"’ 


ALLIGATOR Steel Belt Lacing is in world- 
wide use to make smooth, flexible joints in 
leather, rubber, balata, stitched canvas or 
solid woven belts up to ¥g” thick and as 
wide as they come. 

Bulletin A-60 tells how to fasten and repair 
transmission belts. 

Sold by Supply Houses Everywhere 


FLEXIBLE STEEL LACING COMPANY 
4697 Lexington Street, Chicago 44, Ill. 
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“The subject was 
discussed by our board of di- 
rectors and it was felt that we definitely 
need to have many more programs much 
closer to the subject of purchasing than 
some we have had in the past. 

“Two months ago we had a commodity 
discussion on which was 
and well received by 
present. For our meeting this month 
(February) we the sixth district 
vice president as our guest, and also 
have a professor from Marshall Uni- 
versity in Huntington, W. Va., who will 
use as his subject “Psychology and the 
Purchasing Agent.” 

“As much as possible for the balance 
of my tenure in office, I am going to en- 
deavor to keep our program along 
similar lines and this I feel will be 
beneficial.” 


Agents Association. 


recently 


excellent 
every one 


steel 
very 


have 


Pertinent Facts on 
Purchasing 


“We in Connecticut this year set up 
a policy of trying to secure as speakers 
for our monthly meetings, individuals 
who can put over to our group not only 
pertinent facts which deal with various 


phases of purchasing and _ purchasing 
departments, but also those who can 
put it over in an interesting and con- 
vincing manner,” writes Wm. A. Towle, 


Jr., president of the Purchasing Agents 


\ssociation of Connecticut, Bristol, Conn 
“For our January meeting we had 
Howard Lewis as our guest speaker 


At our February meeting we had Pro- 
the lor 
which is a combined 
the Hartford 
Agents, we will 
speaker a gentleman 
in charge of sales for the Socony Vacuum 


Oil For March 


fessor economist 


\pril 


meeting 


Haney, oul 
meeting, 

with 
Purchasing 


County 
have as 


our guest who is 


Company our meeting 


we hope to have the president of one 
of the large brass companies in this 
area 

“Our general plan has been to try 


+ 


to secure a program which will have 


some particular bearing on fundamental 
purchasing subjects. We have in our 
organization a number of young men 
who will be greatly benefitted by pro- 


grams such as we 
We 
discussions at 
pertinent 


are trying to ar 
planning to 


some 


have 
this 
subjects.” 


range are also 
meetings 


purchasing 


panel 
year on 
Difficult to Locate Speakers 


: I he 


devoting the 


much in accord with 
: 
monthly 


meetings to fundamental purchasing sub- 


writer is 


local association 


je cts,” states | 2 A. Fell, president of 
the Tri-City Association of Purchasing 
agents, Davenport, lowa. “We are find 
ing it quite difficult to locate speakers 
who can handle the subject in a way 
that will be beneficial as well as inter 
esting to the members 

“We recently had an address by a 
steel supplier on the changes in prices 
and the reasons therefor. We are now 


very much interested in finding a speaker 
who can properly handle the subject 
of purchasing records to cover all mis- 


PURCHASING 


cellaneous purchases particularly those 


items which repeat frequently.” 


Group Meetings 


“Our association in Chicago has grown 
rapidly and our membership now exceeds 
700 by quite a few. It is our thought 
that the speakers at our monthly meet- 
ings, should speak on subjects of gen- 
eral interest. Most of them, of course, 
speak on business subjects. 

“In the past years we did have speak- 
ers at our monthly meetings who spoke 
on certain phases of purchasing or cer- 
tain commodities. Some times these talks 
were of direct interest to only a por- 
tion of those attending. We have split 
up our membership into groups, each 
group having interests. These 
groups meet separately and arrange pro- 
grams that are of direct interest to the 
respective individual groups. This ar- 
rangement seems to be working very 
well.” C. L. Otremba, president, Pur- 
chasing Agents Association of Chicago. 


similar 


Feature Commodity Discussions 


“We 


meeting 


have given almost 
night to 


states J. S. 


every other 
Commodity Discus- 


sions,” Rutherford, president, 


Purchasing Agents Association of Buf- 
falo, N. Y. “We feel there is nothing 
of more vital importance to the pur- 


chasing agent than the commodities which 


he purchases. We have a commodity 
committee which is in charge of these 
meetings under the guidance of our pro- 
gram committee. They either have a 


speaker from our own association or an 


outside speaker who is well versed on a 
particular commodity. 

“At our October meeting, whi 
call Executive Night, the ext 


the different 


h we 


utives from 
mem- 


companies who have 


bers in our association, are invited to 
attend. We had Fred Lord, Director of 
Purchases, Kaiser-Frazer Corp., Detroit, 
Mich., as our speaker, and his subject 
was ‘Automotive Procurement and Pro 
curement Problems.’ 

‘At our January meeting conducted 
by our educational committee, we had 


Stanley W. MacKenzie, 
Purchases, U. S 
York, 


Personnel 


Director of 
Rubber Company, New 


whose subject was ‘Purchasing 


which is 


“For our February meeting, 


‘Past Presidents’ Night’, we had Clif- 
ton E. Mack, as speaker. Mr. Mack 1s 
Director of Purchases, Procurement 
Division, Treasury Department, Wash- 


ington, D. C 

which ts 
have a speaker 
definitely work into 
between Sales 


‘At our April meeting, 
Night,’ we 
whose subject will 
the bettering of 


‘Salesmen’s 


relations 


and Purchasing and the advantages to 
both by fuller understanding. At our 
May meeting, which will be held in 
Niagara Falls, styled ‘International 
Night,’ as we invite members from the 
Canadian associations, we will have a 
speaker who will talk on the vital part 


that foreign trade and markets will play 
in future purchasing and procurements 
“The reason we the 


allow Educational 


(Please turn to page 236) 
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ROE-FLAT 


Yes. incredible as it seems, you get up to 90% longer More accurate screening ...and less re-screening needed, 
wire screen life with Roebling’s new Roe-Flat—and at because of the accurate-sized openings in Roe-Flat. 

no sacrifice in volume of screening production. The 
secret lies in Roe-Flat’s unique crimp, with its abso- 
lutely flat wearing surface. It brings to your screen- 
ing job the combined advantages of both maximum 
open area and heavier wire diameters. 


More resistance to abrasion, wear and fatigue ... the 
result of using improved quality steel in Roe-Flat. 


A Roebling Field Engineer will gladly show you the 
GET MORE WITH ROE-FLAT 


savings possible with Roe-Flat ... both on your aver- 
More metallic wearing surface. ..75% more than ordinary age screen costs and on your over-all processing oper- 
crimps! Roe-Flat has no raised intersections to wear out ation. Call him at our nearest branch office. 


first... wear is distributed uniformly over nearly all the 

eben JOHN A ROEBLING'S SONS COMPANY 
More screening production... because Roe-Flat’s parallel Woven Wire Fabrics Division 

wires on the same plane mean less blinding. TRENTON 2, NEW JERSEY 


Manufacturers of Wire Rope and Strand « Fittings * Slings » Suspension 


Bridges and Cables « Aircord, Aircord Terminals and Air Controls « 
Aerial Wire Rope Systems « Electrical Wire and Cable « Ski Lifts A CENTURY OF CONFIDENCE 
¢ Hard, Annealed or Tempered High and Low Carbon Fine and 
Specialty Wire, Pat Wire, Cold Rolled Strip and Cold Rolled Spring 
Steel « Screen, Hardware and Industrial Wire Cloth « Lawn Mowers 














“THE CONTAINER 
IS PART 
OF THE PRODUCT” 


@ Our engineers have had many 
years of experience in the re- 
design of shipping containers. 
Result is that General Engineered 
Containers are compact, light in 
weight, and extra strong. They 
are designed specifically to the 
product. They’re actually ‘a Part 
_of the Product.” 

Whatever your packaging 
need may be, you'll find the 
current issue of ‘“The General 
Box” packed with practical 
information. Why not 


write for it today? 


hin 


4 
General General General 
All-Bound Box Nailed Box Corrugated 


Box 








Genera! General Cleated Generolift 
Wirebound Corrugated Pallet 
Crate Container 


ENGINEERED SHIPPING CONTAINERS 


Cc +“ 


General sox company 


GENERAL OFFICES: 48 W. Illinois St., Chicago 10, I'l. 


DISTRICT OFFICES AND PLANTS: Brooklyn, Cincinnati, 
Detroit, East St. Lovis, Kansas City, Lovisville, Milwaukee, 


25 years’ experience in 1922 * 1947 aay EEN, Sean, Sea. 
designing better con- 


tal Box Company, Inc.: 











tainers for all industry. — Hovston, Dallas. 





Committee only 
year is the fact 
two other spec 
education in pri 
subject and all 
attend. 

“We definitel 
social functions 
our regular me 
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one night during the 
that it also has at least 
ial meetings, at which 
curement is the general 
members are invited to 


y have never felt that 


should be any part ot 


‘etings, though we defi- 


nitely feel that such functions are neces- 


sary in an active and growing associa- 


tion. We have 


at which all me 


an annual spring dance 


} 


mbers and their friends 


are invited to attend, one or two golf 


parties during tl 
picnic. We ende 


and also have « 


1¢@ summer, and a family 


avor at all times to keep 
the cost of our 


various events in line 
verything informal, giv 


ing every member the best opportunity 
to be present at all meetings and fun 


tion 


Inaugurate Commodity Meetings 


‘\s our asso 
is not possible 
speaker dealing 


chasing subjects,” 


Hudson of the 


ciation is quite large, it 
for us to always have a 
with fundamental pur- 
states President Tom 
Purchasing Agents As 


sociation of Cleveland, “though we do 


have some during the course of the yeal 


“However, be 
expect to have 


ginning with March, we 
commodity forum meet 


ings one hour before the regular meet- 


ing for our me 


tend We hope 


mbers who care to at 
that this will work out 


to an advantage and that much good 
an come out of these commodity meet- 
ings 
Increased Attendance 
| ead vit a great deal of inte st 
etter of the 4th regarding sub- 
ts local issociation neeting ind 
is e pam et garding t te 
VIEW vit] i torme vice ‘ 
ncentratior n Purchasing ‘ 
nd tundamentals,” says |. G. Brigg 
sident the Purchasing A \s 
ociation Montreal “Actua 
I tool fice with t ’ t t 
wht was particularly i! 
mind. It did seem that in a great many 
cases subjects entirely irrelevant to 
Purchasing practice and pros 
been given at our meeting S 
vear I have endeavoured to concentrate 
whenever possible on those subjects 
hich we thought should be n t 


while to the m 
veTic ally WI hile 
to do this, own 
ers are not vert 
subjects which 
every instance 

useful and help 
tion we always 
which meets a 
general meeting 
commodity rep 
there is a free 
subjects interes 
this wav we fet 
for members 

problems, than 


( Please 


embers in their business 


is not always possible 
i to the fact that speak 
y easy to obtan n the 
we require, we have in 


tried to have something 
ful. In our own associa 
have a Resear Clini 
n hour previous to tl 
In this Research Clinic, 
rts are brought up, and 
discussion on prices and 
ting to the members. In 
1 that it is perhaps easier 
to openly discuss these 
in the larger meeting. 


70 


turn to page 238) 
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Cost is a lot of little things. Here is one small part of an assembly 

that originally called for installation with two lock washers under screws. 
With production calling for thousands of these parts monthly, unit 
assembly time is important. In addition, the essential lock washer might be 
omitted by a hurried worker. But by calling Shakeproof Inc., the 
manufacturer obtained an engineered part which incorporated the locking 
feature so necessary . . . eliminated the use of separate lock washers 

. reduced his material cost . . . lowered assembly charges 

. increased the speed of attachment . . . and 

became absolutely sure of quality control. 

If you are planning to use small stamped parts that 

must be locked tight, where high production and 

speed of assembly are important factors, it will pay 

you to investigate the advantages of Shakeproof 

Engineered Fastenings. Do it today! 
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queeel om Lvu Division of ILLINOIS TOOL WORKS 


2501 North Keeler Avenue, Chicago 39, Hlinois 
633 South Labrea Ave., Los Angeles 36, Cal. 2895 E. Grand Bivd., Detroil 2, Mich. 
Plents at Chicage and Eigin, Ulineis. in Canada: Canede lilinels Tools, Lid, Torente, Ontario — 
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“EEE (Continued from page 236) 
= — ; A I understand that this is quite general 
. sik oe in a good many associations. 
\ x ™ : aa “I do feel, however, that a good pro- 
pcs a gram chairman and committee is one 
a 7 he thing that is so necessary in all asso- 
‘ .s, ee ciations, and the member chosen for 
| . = this position should be regarded as one 
: Ah - of the most important officials in the 
“ ' 8 : association for that year, and he should 
, & UR ee have at his command speakers and sub- 
P “a | jects which will be of use to his mem- 
: . + bership. That, of course, is a problem 
cya A +. for each individual association. Very 
~ Un 3a often it is a good idea to have a general 
dee ; ee ae questionnaire amongst the membership 
ae a wot to find out what type of speaker they 
be me prefer. We did this originally in our 
_ «See first month of office, and received a 
nail RESERENCE great many helpful suggestions, and we 
Par scr found that showings of Industrial and 
Reenieuedt Educational films were very popular. 
Replacements “As I have previously mentioned, in 
our Own association this year, we have 
tor Every Food l) - wie a fuilwe/ endeavoured to confine ourselves strictly 
- F to subjects of use to our members, and 
we have found that there has been quite 
d nt an increased attendance at our meetings 
Spee a gné so far this season.” 
Pencil —— —— fet 
Sharp Prints 123 WHITEX prawiné® <4 
L CLOTH 
NORTHWESTERN PENNA. ASSN. 
WATER RESISTANT: FRONT AND BACK HEARS TALK ON RAILROADS 
The Frederick Post Company Twenty-six members and guests of the 
3650 N. AVONDALE AVE., CHICAGO 18, ILL Purchasing Agents Association of Penn- 
DETROIT - HOUSTON - CHICAGO - LOS ANGELES - mitwauntE sylvania heard an address on “Rail- 


roads, Today and Tomorrow” given by 
C. E. Starr, freight representative of the 
Pennsylvania Railroad, at their regular 
monthly meeting in Warren, Pa., on 


February 6. 
|Molt-) 4 oe) Yi tele) 4 a Va | In reviewing past history, the speaker 


said that the P.R.R. had operated in the 

red during 1946 for the first time in 100 
fe | dependable pte} t) gt for years. In this connection he stated that 
the railroads were not subsidized but 
operated strictly on their own. He also 


described some of the improvements, 
mentioning the rapid advance in signal- 
; ing systems, track improvements, and 
the increased use of diesel engines. He 


emphasized the great need for freight 
cars, adding that many deliveries have 
been delayed due to the steel shortage. 
An ODT regulation, prohibiting the 
movement of freight cars unless fully 
loaded, is responsible for the slow service 
today, he stated. 

Mr. Starr also mentioned that pas- 
senger service is to be improved to meet 
the increased competition from the air 
lines. 1500 new cars, for example, are 
on order, and are said to provide com- 
forts never known before such as room- 
ettes, compartment cars, vista cars, club- 
cinema cars, cafeterias, etc. 




















Considerable time was given to discus- 
sion of the educational program spon- 
sored by the association. General chair- 


& 
onensSy 
TRADEMARK man C. H. Holden distributed textbooks 


{ and reviewed their contents. It was de- 
Sead YOUR BLUEPRINTS AND SPECIFICATIONS TO cided that the entire time of the March 


SB-124 6th meeting would be devoted to a dis- 


SHOOK BRONZE CORPORATION a ee 


textbook. 





REGISTERED 


GREENLAWN AND LAKE STREETS + LIMA, OHIO 
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] 1809—“Canning” was discovered by 2 1850—The art of canning had spread As early as 1915, Howell engineers 
Nicolas Appert, a Frenchman. His far and wide. In home kitchens, were working with machinery manu- 
crude food preserving methods, using barns, crude buildings, food was “preserved” facturers to apply industrial type motors 
bottles for containers, won for him great for future use. Work was done by hand, that were destined to up production, elimi- 
acclaim and a grant of 12,000 francs from mostly by women. Electrical horsepower nate unnecessary human handling of food- 

Emperor Napoleon was still to come. stuff and cut costs. 
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ee 


en canning became a major industry! 
























Today— Progress in harvesting. 

processing, distribution and the 
use of specially designed, electrically- 
driven machinery have upped pro- 
duction and made Canning a major 
industry. 


=" a 


Now millions enjoy at low cost, 
foods out of season, vegetables, soups, 
meat products, and other foodstuffs. 





In the Canning Industry, you'll find 
Howell industrial type electric motors 
driving conveyors, rotating kettles, 
operating cookers, fillers, weighing, 
counting and packaging machines, and 
cleansing apparatus. You'll find them 
in all other great industries, too. 

If you want motors to operate under 
gruelling conditions—motors that are 
precision-built specially for industrial 
use—buy horsepower by Howell. 





Be wise—buy industrial type Howell 
Motors! They're designed for the toughest 
tasks in industry; consequently, they per- 
form better on all jobs! 


~ HOWELL MOTORS 


HOWELL ELECTRIC MOTORS CO., HOWELL, MICH. 
Manufacturers of Quality Industrial Type Motors Since 1915 

















Howell Protected Type Motors 
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A | 1 - SOCKET HEAD 
CAP SCREWS 


— as used in the governor assembly of 
turbo-generator set, 500-kw. unit built by 
Joshua HENDY Iron Works, Sunnyvale, Calif. 


In the governor mechanism, in a special sense, the controlling factor 
is integrity of the assembly and DEPENDABILITY of its components. 
In this place of responsibility are ALLEN Socket Head Cap Screws, 


— and in other important places in the power unit. 


“Allens” have the HOLDING-POWER because 
they have the strength for powerful set-ups. 
Their strength is gained by “pressur-forming” of 
special-analysis ALLENOY steel, which makes the 
steel fibres conform to the shape of the screw 
head. In the perfectly-formed hex sockets, the 
keys bear evenly and equally on all surfaces. 
Threads also are “pressur-formd” to a high 
Class 3 fit, for high-friction hold in tapped hole. 


_— 
= 
-_ 


AT 
tin 


Order of your local Industrial Distributor. 





THE ALLEN MANUFACTURING COMPANY 





HartrorD 1,* AU LEN x connecricur, u.s. a. 
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EUROPEAN CONDITIONS DESCRIBED 
AT CANTON ASSOCIATION 


Fifty members and guests were present 
at the Onesto Hotel on January 15th for 
the meeting of the Purchasing Agents 
Association of Canton, Ohio. Attorney 
John G. Ketterer of Canton, who had 
recently returned from a_ business trip 
abroad which took him to England, 
France and Belgium, described conditions 
there as he saw them. 

He stated that conditions in England 
with respect to supply of commodities ar« 
very peor and he foresaw no hope for 
any improvement unless there occurs a 
decided change in the attitude of th: 
Labor Government and the people them 
selves. He described everything as being 
scarce except the highest priced lux- 
uries, and poimted out that since the 
“Natienalization” of the coal industry 
production has steadily decreased and that 
this tendency is also apparent in all other 
industries. With further prospects of 
“Nationalization” of all basic industries 
he pictured the outlook for any relief 
and increased preduction as very dreary 

In explaining the “Nationalization” 
process he said that the value of the 
property affected is set up by government 
appraisers and is usually considerably 
less than the actual value. The amount 
so determined is paid to the owners 
non-negotiable, non-transferable 114% 
interest bonds which by nature of their 
haracter expire with the death of tl 
original owner 

In England, he added, there seems t 
have been very little effort mad 
rebuild the bombed-out areas whereas | 
portrayed an altogether different picture 
for France and Belgium, which he de 
scribed as being very industrious and 
making use of all available materials 
and time. Not only is the rubbl 
the destroyed buildings being used in all 
possible ways, but homes and other build 
ings are rapidly being erected in these 
two countries. The people there, he feels, 
seem to have a grim determination to 
effect their own financial and physical 
rehabilitation without utter dependence 
on governmental assistance although they 
realize that long and arduous work is 
involved. 


— Ft € 


DINNER-DANCE HELD 
MILWAUKEE ASSOCIATION 


The annual Informal Dinner-Dance and 
Get-Together of the Milwaukee Associa- 
tion of Purchasing Agents took place 
February 18th at the Milwaukee Elks 
Club, Marine Dining Room. 


. FF FF 


ANNUAL EXECUTIVE NIGHT 
FORT WORTH ASSOCIATION 


The Annual Executive Night of the 
Purchasing Agents Association of Fort 
Worth, Texas, was held February 5th 
at the Worth Hotel. National President 
George Aljian and District No. 2 vice- 
president Ira C. Jared were the principal 
speakers. 


(Please turn to page 242) 
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‘Theyre NEW... 


“HOW-TO-DO.LTe 













Bring your workers up to date on these 
four methods of joining Alcoa Aluminum. 
These new films are available for both 
16 mm. and 35 mm. sound motion picture 
projectors. May be borrowed or purchased. 
Call the nearby Alcoa office. Or write 
ALUMINUM CoMPANY OF AMERICA, 1931 
Gulf Building, Pittsburgh 19, Penna. 


ALU J NUM 


SSHE7// 
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3 Major 
Improvements 


1. STRONGER RESIN BOND! 


Now. .. Faster, more productive metalworking with 
the New ARMOURCLAD RESIN FIBRE DISC! 


\ 
-) K> a Actual production tests have proved that this 
2 4 _—— . rT’ . . *“_* 7 
~~ P al - new dise cuts faster. This greater initial rate of 
= ys . 
\ Qo > cut lowers production costs, reduces labor costs. 
r > Oy) 
- - The new Armourclad Resin Fibre Disc cuts 
\ yest — —~ faster longer because its special resin bond 
ez, ~\\ J) © gives better grain adhesion—greater resistance 
me to heat and humidity. 


Better for all disc operations, the new Armour- 


clad Resin Fibre Disc is especially good for 


severe grinding jobs. 











ARMOURCLAD)7 Look for This Label on the Green-Backed Disc 


ARMOUR WORKS 


Division of Armour and Company 


1355 West 31st Street ° Chicago 9, Illinois 
Export: Durex, 63 Wall Street, New York 5, N. Y. 
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“SOCIAL FUNDAMENTALS” 
DAYTON ASSOCIATION 


“The Three R’s In Freedom’s School” 
was the topic of an address given by 
Frank Lyons, director of public Relations 
for all General Motors plants in Dayton, 
Ohio, before a recent meeting of the 
Purchasing Agents Association of Day- 
ton. These “Three R’s”, Rights, Reason- 
ableness, Responsibility, the speaker sta- 
ted, are just as important to our social 
life as the basic “Three R’s” taught in 
every elementary school. 





Frank Lyons 


Individual rights, he stated, were some- 
thing that could be lost in attempts to 
improve upon them. Freedom and securi 
ty are not synonymous and should not 
be confused with individual rights. The 
enviable economic position which the 
United States holds today stems large 
ly, he added, from the fact that we 
have had freedom of spirit, soul and body 
to plan, dream, hope, work and to us 
our own judgment 

Reasonableness has played an impor- 
tant part in maintaining our rights. How- 
ever, he pointed out, many employers 
are suffering even today for unreason- 
ableness in the past such as sweat shops, 
child labor, etc. He described one “un- 
reasonable” act as threatening much of 
the good accomplished by many acts 
where fairness and reason were used. 

In discussing responsibilities, Mr. 
Lyons stressed that people should exam 
ine the “social price tag” and ask them 
selves the following questions when lis- 
tening to orators who keep demanding 
more and more for less and less: (1) 
What will it do to my individual rights 
and liberties? (2) Is this proposition 
reasonable? (3) Does it provide or re- 
quire more or less responsibility? And 
finally, figuratively speaking—Does it 
give the right to milk the cow without 
the responsibility of feeding the cow? 


' = #F 


LADIES’ NIGHT MEETING 
MONTREAL ASSOCIATION 


The annual Ladies’ Night of the Pur- 
chasing Agents Association of Montreal, 
Canada, was held February 20th in the 
3allroom of the Mount Royal Hotel. 
Following dinner and entertainment ar- 
ranged by the association’s entertainment 
committee, members and their guests 
spent the evening dancing. 


(Please turn to page 246) 
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CUTS HOURS IN YOUR FACTORY 





You cut costs in your factory with 
Pantasote Plastics because they cut 
economically and are easy to handle. 
Exceptionally flexible, they work easily 
around corners, curves and edges. Supplied 
54” wide, seaming is not required even on 
broad surfaces. 
Profits in your showroom, because 
Pantasote Plastics give your product the eye 
appeal that creates buy appeal. 
Moreover, they are highly resistant to fire 
and cigarette burns, impervious to 
alcohol and acids. No matter how dirty 
or grease stained they become, a damp 
cloth whisks them bright and new. 
Pantasote Plastics are now available 
—orders filled as received. Write for your 
requirements today! 
Pantasote Pantex: Unsupported plastic film. 
Extra soft and flexible — minimizes 
tailoring problems! 
Pantasote Wynsote: Plastic coated fabric. In 
beautiful grains and smart new colors. 


THE PANTASOTE CORP. OF N. J. 


444 MADISON AVENUE, NEW YORK 22, N. Y. 


ADDS PROFITS IN YOUR SHOWROOM 


é ntasole filastics 4104 4 ¢ fei Me nally 
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WELDING AUTOMOBILE HOODS 


4, Ue taenclrcete 


<e* 


| faster, cleaner with... 








It's sheer performance—not casual selection 
— that makes ‘SM’ first choice for welding 
automobile hoods. Comparative tests, made 
by a leading builder of quality cars, again 
showed “SM"’ first in speed, quality and 
appearance. (CLASS AWS-ASTM-E6013) 





FOR SHEET METAL 
WELDING 






On jobs like this, welds have to look right as 
well as be right. Hoods are formed from two 


u “ 
halves welded along the top. The slight crown SHA 
of the bead minimizes finish grinding and 
eliminates additional surface preparation. TRIAL OFFER 
SM" provides every desired operating char- Try this remarkable electrode 
acteristic. It's fast — “SM” is a true produc- in your own shop, on your own 
tion electrode. “‘SM"’ eliminates the hazard werk << ee coe Gr ENF 


gation. Simply write for a free 
trial package of “‘SM.”’ You, 
too, will agree that “SM” is 


of ‘‘burn-throughs”’ and ‘‘suck-ins.’’ Slag 
removal is easier. 


America’s outstanding elec- 
trode for sheet metal welding. 
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SSSI 
AC 





DC 


AC OR DC — Yes, whatever your 
machines, AC or DC, whatever your 
work, “SM" performs perfectly. It's 
the true production electrode for 
welding thin gauge metals. 


I 


LOWER PENETRATION — Yow get 
less penetration—the desired amount 
of penetration with “SM.” Gone 
are your troubles of “burn-throughs” 
and “suck-ins.” Use "SM" on metals 
down to 20 gauge. 


“DROP OFF" SLAG —A really un- 
usual and important feature of “SM" 
— main reason why one of Ameri- 
ca's largest light gauge fabricators 
uses it exclusively. Slag removal is 
no problem with its “drop off" 
characteristic, 











gives you- 


CONVINCE YOURSELF—TRY ‘'SM”’ 


SPRAY TYPE ARC—Specially devel- 
oped coating gives SM" ideal con- 
centrated spraying action for fast- 
er, smoother, stronger welds on 
all positions. 


OTHER POPULAR P&H 
MILD STEEL ELECTRODES 


There's a production approved elec- 
trode for every requirement in the 
complete P&H line. Below are just a 
few. Get complete information from 
your P&H represeniative or write us. 


“AP” - AWS - E-6010 
(DC, Reverse Polarity) 








ALL-POSITION — Whatever you're 
fabricating — auto or truck bodies, 
tanks, furniture, window frames, etc., 
you can weld them in any position. 
All - position welding rounds out 
“SM's" versatility — makes it an 
electrode you can't afford not to use, 





REDUCED SPATTER LOSS—tThe ex- 
tremely small amount of spatter 
greatly increases welding efficien- 
cies of “SM.” 


“AC-1" - AWS - E-6011 


AC and DC 







WELDING 
ELECTRODES 


4577 West National Avenve 
Milwaukee 14, Wisconsin 


“FW” - AWS - E-6020 
AC and DC 


“PF” ~- AWS - E-6012 / 
AC and DC, Straight Polarity 
“AC-3" - AWS - E-6013 
AC and DC 





“DH-2" - AWS - E-6020 
AC and DC 


FLAT, THIN BEAD —Another im- 
portant advantage: Its very smooth, 
flat bead. Say goodbye to “humped” 
or convex bead that requires ex- 
pensive grinding, careful finishing. 


I] 


“AW-4" - AWS - E-10012 
AC and DC 


“CM-50" - AWS - E-7011 


“AW-2B" - AWS -E-10020 





OC, Reverse Polarity 
Also a complete line of P&H Electrodes for 
stainless and alloy steels, as well as for 
hard surfacing. 


AMERICA’S MOST COMPLETE ARC WELDING SERVICE. 




















Welding 
Electrodes 


Welding Production Electric Electric 
Control Systems Hoists Cranes 


Welding 


Welders Positioners 


Welders 











somETHING CAN BE DONE 


ABOUT RISING COSTS 
OF MANUFACTURE 


Hand operations can be speeded up by 
the right tools. Seconds of time can be 
saved with a tool that does the job quicker, 
or serves where two or more tools were 


required before. 


PLIERS THAT ARE WRENCH AND 
CUTTERS AS WELL 


BERNARD Paraliel 
Action PLIERS (#402 
—6"). Jaws close paral- 
lel like a vise. Cutters 
on outside of head for 
easy, quick use. Com- 
pound leverage action 
for greater power. 










CUTTING NIPPERS, WITH SPRING 


ACTION, THAT REDUCE HAND FATIGUE 


BERNARD Diagonal 
Cutting Nippers (#177 
—51,"). Spring action 
and compound lever- 
age reduce hand fatigue 
in repetitive operations. 








LIGHT METAL SNIPS THAT CUT CURVES 


IN BOTH DIRECTIONS 


BERNARD Metal 
Snips (§388— 10%") 
have spring action and 
oneal leverage. 
Blades bevelled to cut 
curves in either direc- 
tion. 






Order these or other BERNARD hand tools 


from your Mill Supply distributor. 


For complete information on BERNARD 
line of pliers, nippers, cutters, punches 


send for catalogue. Please use coupon. 


BERNARD 


TRADE MARK REGISTERED 





Wm. Schollhorn Co., New Haven 9, Conn. 
“Quality Tools Since 1870” 


Wm. Schollhorn Co. : 
v3 Chapel St., New Haven 9, Conn. 


Sirs: Please send me your free catalogue of 
hand tools for industrial use. 


STREET_ 


CITY 


‘ 
‘ 
' 
! 
! 
I 
| NAME 
l 
' 
! 
! 
' 


Our Mill Supply scurce is 





“THE STEEL OUTLOOK FOR 1947” 
PHILADELPHIA ASSOCIATION 


Hiland G. Batcheller, president, Alle- 
gheny Ludlum Steel Corp., addressed 
the February 13 meeting of the Purchas- 
ing Agents Association of Philadelphia 
at the Bellevue-Stratford Hotel. He 
spoke on “The Steel Outlook in 1947” 

“Forecast of Business Conditions and 
Commodity Prices” highlighted the forum 
held earlier in the afternoon. Dr. George 
W. Hoffman, Professor of Insurance and 
Marketing at the University of Pennsyl- 
vania spoke on “What's Ahead for the 


Purchasing Agent”. 
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PURCHASING 


HOUSTON ASSOCIATION HEARS 
TALK ON AVIATION 


W. R. Beattie, general traffic manager 
of the Latin American Division of Braniff 
International Airways, was the guest 
speaker at the January 14th meeting of 
the Purchasing 
Houston. Mr. 
from a 20,000 
through the 
the progress of commercial aviation and 
discussed problems now Braniff 
and other airlines in connection with the 


Agents Association of 
Jeattie, recently returned 
mile 
southern 


routes 


traced 


survey of 
republics, 


facing 


establishment of regular passenger and 
freight air schedules in Latin America 
v 5 A 7 





This is a mild peeve. 


or membershiv committee. 


where a renoly should be sent. 


come uo with the answer. 


clue. 





Note To Correspondents 


We are sure that many others in purchasing 
have had the same annoyance, and the remedy is absurdly simple: 


In the course of a year, we have quite a lot of correspondence from 
this office on association matters of one sort or another. The letters come 
in, very appropriately, on association stationery, and our good friends 
sign as chairman of the publicity committee, or the program committee, 
Unfortunately, unless they hoppen to hold 
one of the major offices as well, so that the name and company con- 
nection appears on the letterhead, there’s no clue or reminder as to 


Less than a dozen of the associations maintain nermanent offices that 
could be used as a mailing address. For the rest, it’s a case of research. 


Fortunately, our memory is pretty good, but it is getting to be more 
and more of a strain as the membershio list has grown into five figures, 
and many of these fellows we see only a couple of times a year. So we 
cudgel the old brain, dig into the files, pore over the lists, and usually 


But it would be a lot simpler if our corresoondents would give us a 








FIRST ANNUAL PACIFIC 
INTER-MOUNTAIN CONFERENCE 


The first annual Pacific Inter-Mountain 
Agents was held 
Francisco on January 17th and 
18th. The associations represented at this 
meeting included those from Los Angeles, 
San Francisco, Salt Lake City, Oregon, 
Washington and British 
tured during the two-day 
numerous talks by executives 
steel, fuel 


if San 


Purchasing Conference 


in San 


Columbia. Fea- 


session were 
of the tron, 
industries 


and transportation 


Francisco. 
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EXECUTIVE COMMITTEE MEETING 
EASTERN NEW YORK ASSOCIATION 

The Purchasing 
Eastern New 
Committee 
the Howard 
Central Avenue, 
major officers 
attended as 
members. 


\gents Association of 
York held an 


Meeting on February 


Executive 
6th at 
Restaurant, 739 
Albany, N. Y. I 
committee 
well as a 


Johnson 


and chairmen 


large number of 


A. V. HAWKINS INTERIM PRESIDENT 
WASHINGTON D. C. ASSOCIATION 


A. V. Hawkins, purchasing ag 
the Potomac 


‘nt of 
Company, 
Pur- 


Electric Power 


named president of tl 
\gents W ashing- 
Db: ¢. Irving Hansen, 
formerly director of procurement, 


has been 
chasing \ssociation of 
ton, succeeding C. 
ci oe 
Maritime Commission, who has resigned. 
Kelly Pardoe, assistant purchasing agent 
of the Capital Transit Company 
named vice-president to succeed 


was 
Mr. 


Hawkins 


. ¢+ ¥ 


ANNUAL LADIES’ NIGHT 
BALTIMORE ASSOCIATION 


annual Ladies 


The twenty-seventh li 
Night of the Purchasing Agents Associa 
tion of was held February 
22nd at the Lord Baltimore Hotel. Mem- 
bers and their guests enjoyed an evening 
consisting of a dinner, 


Baltimore 


floor show and 
dancing. 


(Please turn to page 248) 
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(the Kaufman Process) 
that gives you extra 
strength and 
close fit in 


Au sizes of cap 
screws — even including 

one inch diameter — are 
produced in our plant by 
the extra-strength-and- 
toughness-making Kaufman 
Process. This includes both 
high carbon and alloy heat 
treated products. You profit 
by the double extrusion accu- 
racy and extra strength in over 
90% of Cleveland-made standard 
fasteners, and in your own design 
special headed and threaded parts. 
Complete equipment for modern heat 
treatment assures you the utmost in correct 
hardening and tempering. Write for Catalog F. 






Of 2917 EAST 79TH STREET © CLEVELAND 4, OHIO 


FA ST E % E 4 S$ J Warehouses: Chicago and Philadelphia  - : 


Ask your Jobber for Cleveland Fasteners 





~~ nancial 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 








See how the design of 
Blaw-Knox Electroforged 
Steel Grating permits maxi- 
mum entrance of light and 
air... makes it easy to clean 
or paint... no bolts or nuts 
to rattle. Made for all floor 
loads. 


BLAW-KNOX DIVISION 


OF BLAW-KNOX COMPANY 
20275 FARMERS BANK BUILDING 
PITTSBURGH 22, PA. 


KNOX 










ELECTROFORGED 
STEEL GRATING 
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SEVENTEEN NEW MEMBERS JOIN 
DALLAS ASSOCIATION 


The membership of the Dallas Pur- 
chasing Agents Association has risen to 
121 as of January 15th, 1947, swelled by 
the recent addition of seventeen new 
members, all of whom represent new 
firms and do not include any transfers 
The association attributes its growth to 
the work of its membership committee, 
under the chairmanship of Grover C 
Nash, Lone Star Gas Co., and to the 
quality of the programs featured at the 
regular meetings. 


*' ¢ # 


ANNUAL PAST PRESIDENTS’ NIGHT 
BUFFALO ASSOCIATION 


The second annual Past Presidents 
Night of the Purchasing Agents Associa 
tion of Buffalo was held February 12 
at the Hotel Statler. Clifton E. Mack, 
Director Bureau of Federal Supply and 
Director, Purchasing Agents Associa 
tion, Washington, D. C., was the prin 
cipal speaker. His address was entitled 
“The Purchasing Agent of Tomorrow.” 


- = = 


NATIONAL NIGHT 
ST. LOUIS ASSOCIATION 


National President George Aljian an 
District No. 3 vice-president E. G. Swat 
son were the guests of honor and prin 
cipal speakers at the February 17th meet 

\gents Associa 
tion of St. Louis at the Club Caprice in 
the Coronado Hotel 


ing of the Purchasing 


F 


ANNUAL CURLING BONSPIEL 
MONTREAL ASSOCIATION 


The annual curling and bonspiel 
the Purchasing Agents Association of 
Montreal took place on February 11 at 
the St Curling Club \fter 
spending the afternoon participating in 


(,eorge 


the sport members of the association had 
dinner and = spent the 
club 


evening at the 


°, ¢ 


VALENTINE DINNER-DANCE 
CHICAGO ASSOCIATION 


The Purchasing Agents Association of 
Chicago held their first post-war social 
event in the form of a Valentine Dinner 
Dance at the Gold Room of the Congress 
Hotel on February the 15th. The even 
ing was well attended by association 
members and their wives or husbands 
and guests 


. £. ¥ 


PRESIDENT ALJIAN VISITS 
OKLAHOMA CITY ASSOCIATION 


National President George Aljian and 
Second District vice-president Ira Jared 
were guests at the February 4th meet- 
ing of the Purchasing Agents Associa- 
tion of Oklahoma City, held at the 
Huckins Hotel. 


(Please turn to page 252) 
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IRTUALLY any engine, machine, or unit of 

equipment requiring symmetrical parts can be 
improved by using Shenango-Penn centrifugal cast- 
ings instead of ordinary castings. This is true because, 
metal for metal, parts produced the Shenango-Penn 
way are measurably superior in tensile strength, den- 
sity, hardness, and uniformity. They have finer grain 
structure, are better able to withstand friction, abra- 
sion, corrosion, and all kinds of stresses. 


These are not mere “laboratory” differences of mea- 
ger value. They are distinct advantages that time and 
again have resulted in stronger, more durable, better 
performing products for Shenango-Penn customers. 


Applying Shenango-Penn centrifugally cast parts 
is also a good way to reduce costs. The castings re- 
quire less machining, saving time and metal. There 
are no sand inclusions; no blow holes to contend with. 
Superior, more uniform grain structure makes it 
easier, less expensive to attain the desired finish! 


Shenango-Penn has complete, modern facilities to 
carry your machining requirements as far as you wish, 
can supply either rough castings, semi-finished or com- 
pletely machined precision parts to your specification. 
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Above: Centrifugally cast monel 
metal plating roll being finish-ma- 
chined at Shenango-Penn. 





Below: These shapes, all centrifugally cast, show 
that Shenango-Penn process is not limited to shapes 
of simple circular section. 





FREE BULLETIN No. 143 


Ask for this free bulletin. It gives full information on 


the complete range of available ferrous and non-ferrous 
alloys, physical and chemical properties, recommended 
uses, and other data helpful in making a good engine 


or machine still better. 


SHENANGO-PENN MOLD COMPANY 


2462 WEST THIRD STREET « DOVER, OHIO 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


ALL BRONZES ¢ MONEL 
METAL @ ALLOY IRONS 




















Recommended For 


Description 





Thickness 





General service against 
superheated steam, air, 
hot or cold water, am- 
monia, oil, etc. 


Process industries, and 
wherever protection from 
discoloration is necessary 


General service against 
gas and air, or where a 
comparatively soft ma- 
terial is required 


Same service as Style 
No. 60 


General service where a 
gasket of high dielectric 
value is required 


Service against hot oils, 
petroleum solvents, re- 
frigerants 


Rough flanges against 
low, medium or high pres- 
sure steam, air and water 


Gasoline and hot oil ser- 
vice 


High temperature and 
pressure service, espe- 
cially on marine engines 


Gasoline, benzine, oil 
greases, hot or cold water. 
Temperature limit 250°F. 


High temperature service 
on flanges and other par- 
allel surfaces 


Flange service against 
most acids where a very 
soft gasket is required 


Flange service against 
most acids, where a rela- 
tively hard, dense gasket 
is required 


Hot and cold water, air 
and medium or low pres- 
sure saturated steam 








él 


50 


70 


71 


76 


98 


10! 


219 


83 


84 


107 





Long-fiber asbestos and 
wear-resisting com- 
pounds bonded under 
heat 


Same as style No. 60 
except white in color 


A compressed asbestos 
fiber sheet, softer and 
less dense than Style 
No. 60 


Similar to Style No. 60 
but harder and denser 


Special, long-fiber as- 
bestos impregnated 
with a bonding com- 
pound high in dielectric 
values 


Long-fiber asbestos 
bonded with synthetic 
rubber 


Asbestos-metallic cloth 
impregnated with a rub- 
ber heat-resisting com- 
pound 


Similar to Style No. 100 
but impregnated with a 
synthetic rubber com- 
pound 


A strong asbestos fab- 
ric interwoven with fine 
brass wire 


A dense plant fiber gas- 
ket of very high tensile 
strength 


Long-fiber asbestos 
felted and bonded with 
a heat-resistant rubber- 
less binder 


Blue African Crocidolite 
asbestos bonded with 
an acid-resisting binder 


Blue African Crocidolite 
asbestos bonded with 
an acid-resisting binder; 
tough and dense 


Made from a heat-re- 
sisting rubber com- 
pound; soft and pliable 





1/64" 
to 1/4" 


1/64" 
to 1/4" 


1/64" 
to 1/4" 


1/64" 
to 1/4" 


1/64" 
to 1/4" 


1/64" 
to 1/4" 


1/32" 
to 1/4" 


1/32" 
to 1/4" 


1/32" 
to 1/4" 


oi", 1/64", 
02", 1/32", 
1/16'',3/32'! 
1/3", 3/16" 


1/32" 
to 1/4" 


1/16" 
and 1/8" 


1/32", 
1/16" 
and 1/8"' 


1/32" 
to 1/4" 








Johns-Manville 








PACKINGS & GASKETS 


PuRCHASING 


Choose the RIGHT Gasket 


from these 
14 Basic Materials 


Here are 14 basic materials which, 
experience has shown, meet practically 
any gasketing need. Johns-Manville cuts 
these materials into gaskets made to 
your individual requirements. 

Choose your gasket material from the 
recommendations listed here . . . or consult 
Johns-Manville regarding a special 
material if your problem is unusual. Your 
designs will be followed with precision, 
for Johns-Manville cuts gaskets with the 
high dimensional uniformity that speeds 
product assembly. 

And when you need replacement 
packing, remember there are 400 J-M 


Distributors conveniently located to serve 


S MANVILLe 


you. Johns-Manville, Box 290, av; 
New York 16, N. Y. JM 


PacoucrtTs 
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%, TO 50 G.P.M. SIZES > 


HUB, FLANGE, 


FOR BELT, CHAIN, 


Embodying the new Roper venturi suc- 
tion and discharge principle, the new 
Series ‘““K’”’ pumps are rugged, compact 
units that save space and reduce power 
costs. Liquid to the pumping gears is 
properly accelerated, then decelerated, 
improving operating efficiency and the 
ability of the gears to handle a wide 
range of viscous liquids at standard 
motor speeds without changing pump 


size to avoid cavitation and noise. 


Roper pumps have a high suction lift... 





fP 44 


OR FOOT MOUNTED 


OR DIRECT DRIVE 


are unusually quiet and operate efh- 
ciently in either direction. 

They are precision built, self-lubricated 
by the liquid pumped, and adaptable to 
a wide range of jobs ... pressure lub- 
rication, hydraulic service, fuel supply 
or transfer work pumping clean liquids. 
Equipped with mechanical seal or packed 
box, with or without relief valve. May 
be direct connected, belt or chain driven. 
Interchangeable mounting brackets and 
adapters ... provisions for either hub, 
flange, or foot mountings. 


Get all of the Facts 


Send For Free Folder 


Complete details, including: specifi- 
cations, exploded view of construction 
features, and wide range of mounting 
conditions, will convince you that 
Roper Series ““K’’ Pumps insure a fast, 
dependable solution to pump appli- 
cation problems. 


Other Models up to 300 G.P.M., Pressures up to 1000 P.S.|. 
GEO. D. ROPER CORPORATION, 393 BLACKHAWK PARK AVE., ROCKFORD, ILtz 


ROPER ROTARY PUMPS 





NEW VENTURI SUCTION AND 
DISCHARGE PRINCIPLE 
(Patent Pending) 











WHAT IT IS: An entirely new design application 
giving results unachieved with conventional pump 
designs. From the outside of the case the two 


ports are elongated, tapeted openings extending 
to and across the full center area of the gear bores 
It Qa proportional means by which liquid velocity 
is kept in step with the velocity of the pumping gears 




















WHAT IT DOES: Causes the liquid to pass through 
the pump with a minimum of energy loss from tur 
bulence, friction, and cavitation. Provides a uni- 
form distribution of liquid across the gear face 
increasing efficiency by reducing recirculation losses 
Adds quietness and reduces power cost. Provides the 
means for handling a wider range of vis- 

cous liquids at standard motor speeds 
















_-The Case of the 
NERVOUS PERIPHERY ~ 


@ The tracer had to erase a couple 
of times. It happens to the best of us. 
And when he re-inked, his periphery 
was definitely on the “nervous” side. 
Next time he'll use Arkwright. 
Erasures mean little to Arkwright 
tracing cloth. It can take erasure 


after erasure without wearing 


All Arkwright Tracing Cloths 
have these 6 important advantages 

1 Erasures re-ink without “feathering” 

2 Prints are always sharp and clean 

3 Tracings never discolor or become 
brittle 

4 No surface oils, soaps or waxes to 
dry out 

5 No pinholes or thick threads 
Mechanical processing creates per- 
manent transparency 


through, and it re-inks without line- 
feathering ever! 

See for yourself how much better 
Arkwright is. Send for free working 
samples. Arkwright is sold by lead- 
ing drawing material dealers every- 
where. Arkwright Finishing Co., 


Providence, R. I. 
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AMERICA’S STANDARD FOR OVER 25 YEARS 
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NEW OFFICERS INSTALLED 
CONNECTICUT ASSOCIATION 


The newly-elected officers of the Pur 
chasing Agents Association of Connecti- 
cut were duly installed in office at the 
association’s January 28th meeting at 
the Lawn Club in New Haven. 

Fred G. Space, Seymour Mfg. Co. in- 
stalled the new officers which include 
president W. A. Towle, Jr., Wallace 
Barnes Co., Ist vice-president Ward F. 
Stevens, Connecticut Mutual Life Ins 
Co., second vice-president Raymond Bing- 
ham, International Silver Co., secretary 
Fred A. Harvey, Ansonia O & C Co., 
treasurer Roy E. 


Sargent, C. H. Dexter 
& Sons, and national director W. J 
Roemer, Bristol Company. 

Earlier in the afternoon the purchas- 
ing class met to discuss the topic of 
“Make or Buy”. Dr. Howard T. Lewis, 
Professor of Marketing, Harvard Grad 
uate School of Business Administration. 
and Robert C. Swanton, Winchester Re 
peating Arms Co., were the guest ex 
perts 

At the evening meeting Dr. Lewis ad 
dressed the association, speaking on the 
topic of “Management Looks at Procure- 
ment”. Dr. Lewis in addition to being 
the holder of the Shipman Gold Medal, 
the highest honor the National Associa- 
tion of Purchasing Agents can bestow, 
has written many books on Purchasing 
and is one of the foremost educators in 


the teaching of Purchasing 


i 2 
ARMY PROCUREMENT IN ETO 
CINCINNATI ASSOCIATION 


One hundred and thirty-six members 
and guests attended the opening meeting 
of the year of the Cincinnati Association 
of Purchasing Agents on January 14th 
at the Victory Room of the Hotel Gib- 
son. 

Colonel Milton R. Maddux, who served 
in England and on the Continent from 
June 1942 to September 1945 and pur 
chased over one hundred million dollars 
worth of commodities for the Army, 
spoke on the problems, difficulties and 
success of the procurement of war com- 
modities by the U. S. Army in the Euro- 
pean Theater of Operations. 

“Eternally Yours” a motion picture 
depicting the history of the wrought iron 
industry was presented by C. S. Mead, 
Field Engineer, A.M. Byers Co 


* ¢ #F 


“THE LABOR PICTURE TODAY” 
LOS ANGELES ASSOCIATION 


Paul Prasow, Asst. Professor of Eco- 
nomics and Industrial Relations, Loyola 
University, was guest speaker at the 
February 13th meeting of the Purchas- 
ing Agents Association of Los Angeles. 
Professor Prasow who formerly served 
as a public panel member and arbitrator, 
War Labor Board, Washington, D. C., 
covering labor disputes arising in air- 
craft, steel, aluminum and rubber indus- 
tries, spoke on “The Labor Picture To- 
day”. 


(Please turn to page 254) 
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INDUSTRY EYES MAINTENANCE COST 
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PULP and PAPER 
MACHINERY 
MUST BE TOUGH 


A packer screen which separates knots 
and extraneous matter from the pulp solu- 
tion before drying and forming, in the man- 
ufacture of paper, is jogged 600 times per 
minute against heavy loads. Vital bolts and 
screws which must stand this strain yet be 
constantly free for removal in servicing are 
of Harper non-ferrous and stainless alloys. 





HARPER SPECIALIZES 





FOOD PRODUCTS 
CORRODE 
COMMON METALS 


Food industries are particularly 
trying on metals. Most foods them- 
selves have highly developed cor- 





rosive properties, yet it is essential 
that all containers be free from 
corrosion as 
equipped with Stainless Steel bolts, 
nuts, etc. 


is this evaporator 





Electric Utilities 
Demand 
Endurance at 
Low Cost 


Thousands of miles of power 
lines which feed countless homes 
and industries throughout the 
country must be built as inexpen- 
sively as possible yet with rugged 
endurance to stand weather con- 
ditions and severe strains. 

This low cost is achieved in the 
connectors, switches, tower hard- 
ware, underground junction boxes 
and many other details through 
the use of non-ferrous fastenings. 
Bolts, nuts, washers and screws 
that will not rust or corrode and 
can be used again and again to 
achieve low maintenance cost. 

These fastenings of silicon 
bronze, and other alloys have 
great strength and can be de- 
pended upon to hold securely. 


The H. M. HARPER COMPANY 
2606 Fletcher Street 
CHICAGO 18, ILLINOIS 


Branch Offices—New York City, Philadelphia, 
Los Angeles, Milwaukee, Cincinnati, Dallas 


HARPER 


Chicage 





IN EVERLASTING FASTENINGS 








| THEY NEED 
THE BEST! 


, whose life depends on 
that support his scaffold. 


rves the best in strong, non- 
. long-life rope. 


For rigging, Whitlock Waterflex is 
outstanding. It is thoroughly lubri- 
cated and waterproofed, and scien- 
‘tifically laid. For safety and endur- 
Lance, buy Whitlock Rope for your 
riggers, painters, and plant mainte- 
nance meny/ 


QWAITLOG 


WAITLOCK CORDAGE 
Q Company ‘ ‘ve 
46 SOUTH STREET - NEW YORK 5, NY) 





CINCINNATI SALES EXECUTIVES 
AND PURCHASING AGENTS 
HOLD ANNUAL JOINT MEETING 


The annual joint .meeting of the Cin- 
cinnati Sales Executive Council and the 
Cincinnati Association of Purchasing 
Agents was held on February 4th at the 
Hotel Nether- 
land Plaza. The meeting was stag and 
only male guests were invited. 

J. M. Brown, director of purchases, 
Veeder-Root Inc., Hartford, Conn., 
England Asso 
ciation, and vice-president of his district 
He spoke on the 
topic of “The Salesman as the Purchas- 
ing Agent Meets Him”. Entertainment 
for the evening was provided by WLW 
artists, Max Condon, Buddy 
the Antlers Barber Shop Quartet 

On the 15th of February the Enter 
tainment Committee of the Cincinnati 
association presented what they 


Pavilion Caprice of the 


form 
er president of the New 


was the guest speaket 


Ross and 


termed 
“An Evening of Cards and Goodfellow 
ship” at the Cincinnati Club. Numerous 
members and guests attended 
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PRESIDENT ALJIAN ADDRESSES 
CHICAGO ASSOCIATION 


National President George Aljian and 
District No Gilbert 
Swanson were the guest speakers at the 
February 20tl 


3 vi e-preside nt E. 


meeting of the Purchas- 
ing Agents Association of Chicago at 
the Hotel Sherman 

Mr. Swanson spoke briefly on the as 
sociation’s national affairs from the stand- 
point of his own home district before 
introducing president Aljian who was the 
main speaker of the evening. In his ad 


dress, Mr 


current 


\ljian discussed some ot the 
difficulties confront 
ing everyone as well as some of the 


economic problems confronting industry 


purchasing 


and the nation as a whole. The Women’s 
Division of the Chicago association was 
National officers 


speak, and many of them attended 


invited to hear the 


: 2 #¢ 


ANNUAL GOVERNOR'S NIGHT 

RHODE ISLAND ASSOCIATION 
Governor John O. Pastore of Rhode 
Island was the guest of honor and prin- 
cipal speaker at the annual Governor's 
Night meeting of the Rhode Island Pur- 
chasing Agents Association on January 
27th at the Narragansett Hotel in Provi- 
dence. Announcement was also made of 
nine new members and eleven transfers. 


, = Ff 


UTILITIES EXECUTIVE ADDRESSES 
ALABAMA ASSOCIATION 


Charles S. Thorn, vice-president and 
manager, Birmingham Electri 
Company, was guest speaker at the Janu- 
ary 30th dinner meeting of the Purchas- 
ing Agents Association of Alabama in 
Birmingham. Mr. Thorn, representing 
the management viewpoint, spoke on the 
subject of “What We Expect from the 
Purchasing Department”. 


general 


PURCHASING 


N.A.P.A. EXECUTIVE COMMITTEE 
ENTERTAINED BY HOUSTON ASSN. 


The Purchasing Agents Association of 
Houston were hosts to the members of 
the N.A.P.A. Executive Committee dur- 
ing the meeting of the National group in 
Houston on February 7, 8, and 9. 

A reception and dinner meeting was 
held at the Hotel Rice on the 7th of 
February. George W. Aljian, president 
of the N.A.P.A., 
er. Also honored at the meeting were 
(,eorge A. 
treasurer of the 


was the principal speak- 


Renard, executive secretary- 
National Association, 
and the nine district vice-presidents of 
the N.A.P.A. During the same evening 
the wives of the Houston association of- 
ficers entertained the wives of the Nation- 
al officers at a dinner at the Empire Room 
ot the Rice Hotel 

On the 8th a luncheon was tendered 


for the ladies and in the evening a din 
ner was held for the visitors and tl 
local officers and their 
Houston Club. Following this the 
attended the Houston Fat Stock 


and Rodeo. Sunday was devoted to sig! 


wives 


viewing 
around Houston. 


seeing and points of 
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NEW YORK ASSOCIATION HOLDS 
325th MEETING 


\gents Association of 
New York held its 325 meeting 
uary 21st at the Builders Exchange Club 
New York City. marking thirty-two an 
one-half years of association activity. 
President David M. Meeker presided at 
the meeting, at which 15 new members 
were formally welcomed into tl 


The Purchasing 
on Jan- 


1 


asso- 
ciation. It was announced that the 1947 
National Association 
ing Agents would be held at 
rf-Astoria Hotel June 2 


convention of the 


1 


has 
] 
aldo 


principal speaker for the evening 
Stuart Brown, Director of Work 
Simplification, American Viscose Cor- 
spoke 
Simplification in the Pur- 
Department”. His talk appears 
elsewhere in this issue. 


was C, 


poration, Wilmington, Del., whose 
on “Work 


chasing 
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FORUM MEETING 
ROCHESTER ASSOCIATION 


\ Forum Meeting was featured at the 
January 22nd meeting of the Purchasing 
\gents Association of Rochester held at 
the Rochester Club. The forum was based 
on a recent membership survey and dealt 
essentially with the problems and ques- 
tions conforming with the interests of 
the greatest number of members 


7, F Ff 


PUBLISHING PLANT VISITED 
NEW ENGLAND ASSOCIATION 


On January 29 members of the New 
England Purchasing Agents Association 
visited the main offices and printing plant 
of the Christian Science Publishing So- 
ciety in Boston, Massachusetts. 


(Please turn to page 258) 





SALES SERVICE 
based on 

RESEARCH and 

DEVELOPMENT 
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_- worth of cutting tools — thousands of types— are imme- 
diately available to those in the metal working industry who act 


quickly. The offering includes: cutting tools for machine tools, metal 
turning tools for metal turning machines, accessories and attachments 
for machine tools, and tool room specialties, all sizes and types. This 
entire inventory is being sold on sealed bids and will go at bargain 
prices to those who inquire—inspect— invest. Get full particulars from 
your nearest WAA Regional Office today—see the tools you wish to 
buy—then submit your bid. 


Sales of Cutting Tools will be held at frequent intervals. To receive 
information on future sales, write to the Regional Offices listed 
below asking that your name be placed on their mailing lists. 


BOSTON «+ PHILADELPHIA + CINCINNATI « CHICAGO 
CLEVELAND « DETROIT « ST. LOUIS «+ LOS ANGELES 


OFFICE 0 F GENERAL DISPOSAL gta, 


Ny 






WAR ASSETS ADMINISTRATION 





Offices located at: Atlanta + Birmingham «+ Boston « Charlotte .« Chicago « Cincinnati . Cleveland . Dallas 
Denver + Detroit + Fort Worth .« Helena «+ Houston « Jacksonville .« Kansas City, Mo. « Little Rock 
Los Angeles « Louisville « Minneapolis « Nashville « New Orleans « New York « Omaha «+ Philadelphia . 
Portland, Ore, « Richmond « St. Louis « SaltLake City « San Antonio « San Francisco « Seattle « Spokane « Tulsa 1022 




















Marcu, 1947 








Por handling petroleum products, natural 
or manufactured gas, acids, alkalies, sol 
vents, slimes, surries . . . in fact for almost 
any hard-to-handle liquids — there’s a Wal- 
worth Lubricated Plug Valve designed for 
the job. 

Easy to operate, tight sealing, resistant to 
wear and corrosion, Walworth Lubricated 
Plug Valves assure long years of depend- 
able service at low operating cost. 

Walworth Lubricated Plug Valves are 
available in sizes ¥2" to 24" for pressures 
from 125 to 5,000 psi., and for vacuum re- 
quirements. For full details — prices, sizes, 
dimensions, and other pertinent data, see 
your Walworth distributor or write for Wal- 
worth Catalog No. 44L. 






WALWORTH 
Jceiiile. 


Plug Valves 








for TOUGH assignments 








Walworth Lubricated 
Plug Valves Offer 
These Advantages 


... Complete surrounding of ports with resistant 
lubricant affords positive seal against leakage. 
... Lubricant grooving system assures ease of 
operation — tight shut-off — greater protection 
against corrosion. 

.. . Body and plug fully protected by lubricant 
from attack by line fluids. 

. .. Quarter turn opens or closes valve. 

... Made in a complete range of sizes 1/2" to 24” 
and for pressures from 125 to 5,000 psi., and for 
vacuum requirements. 








WALWORTH 


valves and fittings 
60 East 42nd Street, New York 17, N. ¥. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 











WIHAT WORKS AS 
WELL5 MILES UP & 
AS 3 MILES DOWN? (} 


It works under water, too — 
but it's nota pen. It's wire 
rope. Aircraft cables, oil 

well drilling lines and com- 
mercial fishing lines are ‘3 
all made of wire rope. ACOs AY 
American Cable and Hazard 

Divisions make wire rope for 
these and hundreds of other 
uses. 





































































IHlow CAN A GIRL LIFT A TRUCK? 


A two-ton capacity truck weighs about 8,000 
pounds qross. It would take 53 men to lift it. But 
a girl can lift one end easily with a 
4-ton Manley hydraulic jack. ACCO's 
Manley Division makes jacks as 
well as other garage 
and service station 
equipment. 





|Hlow Coto 
IS ICE? 


Pure water freezes 
at32° Fahrenheit or O° 
Centigrade. Ice is just as 
cold as the air around it. 
Extreme cold keeps some 
valves from working 
well. One product of 
ACCO's Reading,Pratt 
& Cady Division is a 
special kind of nickel 
steel valves for use 
in sub-zero temp- 
eratures. 





These are only 2 TEW of the primary products made by the 17 divisions 
of ACCO: Chain + Wire Rope - Aircraft Gable - Fence + Welding 

Wire - Cutting Machines + Castings + Wire + Springs + Lawn 

—— ro) Mowers + Bolfs and Nuts + Hardness Testers + Hoists and 


Cranes + Valves - Pressure Gages » Automotive Service Equipment. 











PURCHASING 


PAST PRESIDENTS’ NIGHT 
CLEVELAND ASSOCIATION 


Twenty-one past presidents of the Pur- 
chasing Agents Association of Cleveland 
attended the association’s annual Past 
President’s Night at the Hotel Cleve- 
land on January 16th. Among those 
present was S. H. Mansfield of the 
Addressograph-Multigraph Corp., who 
served as the association’s first president 
in 1914 and 1915. Of the association’s 
29 former presidents four have died and 
four others were unable to be present. 
The main speaker for the evening was 
Edmund H. Harding of Washington,, 
N.C., who is known as the “Tar Heel 
Humorist”. Two hundred and sixty mem- 
bers were present. 
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COAL SITUATION DISCUSSED 
NEW ENGLAND ASSOCIATION 


Richard L. Bowditch, president of C. 
H. Sprague & Son Co., the Sprague 
Steamship Company, and the New Eng- 
land Council, was the principal speaker 
at the February 10th meeting of the 
New England Purchasing Agents As- 
sociation. Mr. Bowditch spoke on “The 
National Coal Picture And Its Effect On 
New England.” Wyman S. Randall, Rust 
Craft Publishers, Inc., was the chair- 
man at the afternoon conference held 
prior to the evening meeting. “Inventory 
Policy Now And Three Months Hence” 


was the topic under discussion. 
e = 


POST-WAR PURCHASING 
PITTSBURGH ASSOCIATION 
R. L. Van Cleve, director of Purchases 
of the Carnegie-Illinois Steel Corp., ad- 
dressed the Purchasing Agents Associa- 
tion of Pittsburgh on the topic of ‘“Post- 
War Purchasing” at the association's 
January 21st meeting at the Hotel Wil- 
liam Penn. The meeting was held jointly 
with the Smaller Plants Association 
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CHAMBER OF COMMERCE SECY. 
LEHIGH VALLEY ASSOCIATION 


Edgar G. Davis, secretary of the Read- 
ing Chamber of Commerce, was guest 
speaker at the meeting of the Lehigh 
Valley Purchasing Agents Association 
on January 28th at the Elks Club in 
Bethlehem, Pa. R. T. McClarin of Beth- 
lehem served as chairman, Movies were 
also shown. 


FT F 


MARITIME SERVICE OFFICER SPEAKS 
NORTHERN CALIFORNIA ASSOCIA- 
TION 


Lt. Commander Frank L. Dwinnell, 
Regional Information Officer of the Mari- 
time Service, was guest speaker at a 
luncheon meeting of the Purchasing 
Agents Association of Northern Califor- 
nia at the Hotel Leamington in San Fran- 
cisco on January 21st. Cmdr. Dwinnell 
spoke on “The Rise and Fall of the 
American Merchant Marine.” 


(Please turn to page 260) 
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NON-FERROUS 


What's the most economical way to 


, make this aluminum part for a valve 
When SCOVILL becomes your METAL-PARTner \ ae — 
... questions like this are easy to answer: j 








Originally made from this special shaped rod — 460 pounds per When the part was made as a Scovill Forging, only 220 lbs. of 
1,000 pieces — the part required extensive and expensive machin- aluminum were needed per 1,000 pieces, and as you can see by 


ing operations. Compare Parts A and C. comparing Parts B and A, plenty of machining time was eliminated. 


RESULT: Scovill Forgings give the customer considerable savings. 


LOOK TO SCOVILL! 


You. as do many of our satisfied customers, may find that 
your brass, aluminum or other non-ferrous parts can benefit 
greatly from a change in design or manufacturing method. 
Out of our backlog of non-ferrous forging experience and 
ability may come the extra that will give you the edge on 
competition. Let’s explore how you may profit from making 
Scovill your METAL-PARTner. To start things moving, fill 
in the coupon and mail it today. Scovill Manufacturing 
Company, Waterbury 91, Conn. Export Department: 405 


Lexington Avenue, New York 17, N. Y. 














Please send me information about your metal-working facilities. SCOVILL MANUFACTURING COMPANY 
I] am interested in non-ferrous forgings for the applications 
checked: 


Forgings Division 


(Aircraft C)Fire Extinguishers 21 Mill Street 
(JAutomobiles () Household Appliances Waterbury 91, Connecticut 
() Band Instruments CJindustrial Instruments 
CJ) Blow Torches (JPlumbing Goods 
() Cameras C) Pumps PORIIOG ois...0essunsenaninsisssihenionniniiesensanionestaatmmmaa 
()Communication Equipment [) Valves 
(}Cylinder Valves ([] Welding Equipment . 
COMDBIGY oaiscsscinsessnrtsnstionrsiecstchysuysegtocnbasespateatietbtepeenedsle engunasbssttadeiaan : 


Other applications 


stil iaacenlcistaetbine bie concen ce ican a ear PIO GG sevssseneesarerenacesronsinnstiapnaysonavnspca aan 
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“ane a OY 
INTINENTAL MOTORS CORP . MUSAEG 
“DER PATER pTz2aTs 


OSHKOSH 


AMERICAN BLOWER CORP 


DETROIT, MICH MADE IN SA 


MAINTENANCE INSTRUCTIONS 
yy aN TEMPERATURES 
a eR Be: 
} EVERY 9 MONTHS 


BALTIMORE, MD. 


CAN YOU USE THIS BOOK? 


Over 4500 shapes and sizes of name plates 
for which we have dies in stock are shown in 
this book. By choosing one of these designs 
you can effect a material saving. If you or 
your Engineering Department can make use 
of it write us now for a copy of “Designs for 
Name plates”. .. Your request for quotation 
is solicited—you will receive a prompt reply. 








on MICH 








ETCHING COMPANY OF AMERICA 


1520 MONTANA STREET, CHICAGO 14, ILLINOIS, DEPT. C-3 


Met Nome Plates, etched or lithographed ® Plastic Name Plotes, Dials 
and Panels thographed or screened ® Etched Metal Scales, Clock Dials, 
Instrument Panels, Art Novelties, Advertising Specialties © Etched Metal 


Panels for elevators and architectural uses 


SUBSIDIARY OF DODGE MFG. CORPORATION, MISHAWAKA, 


INDIANA 
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STANDARDS IN PURCHASING 
WASHINGTON, D. C. ASSN. 


George Brown, assistant director of 
the Standards Branch, Federal Bureau 
of Supply, and Daniel Klatzko of the 
Special Specification Board of the same 
bureau, were the guest speakers at the 
February meeting of the Purchasing 
Agents Association of Washington, D 
C., at the Mayflower Hotel on February 
11th. 


yvrf 
WOMEN’S GROUP ACTIVITY 
WASHINGTON ASSOCIATION 


The January 10th meeting of the wom- 
en's group of the Purchasing Agents As- 
sociation of Washington, at the Gowman 
Hotel in Seattle was largely devoted to 
the setting up of organizational machinery 
for the carrying out of the forthcoming 
year’s activities. President Lucille Gra- 
ham directed the meeting and appointed 
members to the various committees neces 
sary to the organization. Grace Jeffet 


we 


was elected secre tary, fre pl icing the 


former secretary-elect Anita Jordan who 
was recently married. 


. ££ € 
NEW OFFICERS ELECTED 
TEXAS PANHANDLE ASSOCIATION 


New officers for the year beginning 
March 1, 1947 were elected at the Feb 
ruary 12th meeting of the Purchasing 
\gents Association of the Texas Pan- 
handle. J. C. Stockton was elected presi- 
dent; Jess Pate, vice-president; and Otis 
Higdon, secretary-treasurer. A record at- 
tendance of 43 members and guests were 
present. Buyers from Borger, Phillips, 
Dumas, Pampa, Etter and Amarillo 
heard a talk by Jim Howard of th 
Traffic Department of the Chamber: 
Commerce 

Y y y 
NEW MEMBERS WELCOMED AT 
NEW ORLEANS ASSOCIATION 


Four new members were welcomed int 
the Purchasing Agents Association f 
New Orleans at the February 10 meeting 
held at the Jung Hotel. All four of these 
new members had been elected to mem- 


bership at the previous month’s meeting. 
7 tt F 
PUNCTURE SEALING SAFETY TUBE 


“Seal-O-Matic,” the puncture-sealing 
safety tube for automotive tires developed 
by the B. F. Goodrich Co., Akron, Ohio 
whose production of which was inter- 
rupted during the war, is again in produc- 
tion. A gum-like rubber compound in- 
side the tube under the tread and shoulder 
areas of the tire surrounds and grips 
tightly any puncturing objects so that 
no air escapes. When the object is re- 
moved, the gummy sealing substance 
flows into the hole, sealing it immediate- 
ly and permanently. Further loss of air 
is prevented and repair unnecessary. 
The tube is also built with 64% thicker 
walls than the ordinary tubes, providing 
longer air retention, added body strength, 
shock resistance, and overall longer life. 


(Please turn to page 264) 
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Typical Products Made by “OHIO RUBBER” 


ANTI-RATTLERS: (Rubber, All Kinds) 


BOARDS: AUTO, Running (Rubber to 
metal) 


BEARINGS: (Rubber) 

BELTING: (Rubber) 

BUMPERS: (Rubber) (Axle & Door) 
BUMPERS: Screw, (Rubber) 
CASTERS: Rubber Wheel 
CHANNELS (OR SASH): (Rubber) 
DIAPHRAGMS: (Rubber) 

DISCS: Valve; Bib; etc. 
FLOORING: Non-slip 

GASKETS: Rubber and Rubber Cloth 
GROMMETS: (Rubber) 

HOSE: (Rubber) 

GRIPS: (Rubber) for Handle Bars 
HANDLES: (Hard Rubber) 








NEW YORK CHICAGO 


Factories: WILLOUGHBY. OHIO * LONG BEACH. CAL. * CONNEAUTVILLE, PA, 


INSULATION: (Rubber) 
MATS: Auto (Rubber) 


MOUNTINGS: Machinery, Motors, etc. 
(Rubber) 


PACKINGS: (Rubber) 
RINGS: (Rubber) 
SEALS: Oil, Grease and Dirt 


SLEEVES: Dredging; water pumps; 
(Rubber) 


TAPE: Friction and Rubber 
TIRES: Juvenile Vehicles 
TIRES: Semi-Pneumatic 
TREADS: Stair, Non-slip 
TUBING: All types; (Rubber) 


VIBRATION ABSORPTION PARTS: 
(Rubber) 


WEDGES: (Window, Door, etc.) 


aon 





INDIANAPOLIS CLEVELAND BOSTON 















PURCHASING 


INSTALL THE QUALITY 
FLUORESCENT FIXTURES THAT ARE 









Not necessary to re- 
move a single nut 
or screw to change 
starters or lamps! 





Miracoat finish steel re- Reflector demountable 
flector wipes clean in a jiffy! by a twist of the wrist. 


H™: the HF-235, 235-watt completely Syl- 
vania-made fixture—example, out of Sylva- 
nia’s long line, of the kind of fixture you want 
to install in your plant! The easiest to maintain 
—quick, simplified servicing means a great sav- 
ing to you! The tops in engineering and qual- 
ity —top-housings of heavy gauge steel assure 
long, trouble free life! Exclusive Miracoat fin- 
ish—complete protection of metal surface plus 
unequalled light reflection factors! 

There’s a Sylvania industrial fixture for every 
need. Don’t hesitate to get the best. Sylvania 
Electric Products Inc., Salem, Mass. 


SYLVANIA| 
L LE RI ( “FLUORESCENT AT ITS FINEST” 


FOR FACTORY, OFFICE, STORE, HOME 
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if you use Ermeto fittings 
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HEY’RE made in steel, 

stainless steel and alumi- 
num bar stock and forgings 
in O. D. Tube Sizes. 


Connections are made with- 
out flaring, threading, welding 
or soldering. 


Weatherhead Ermeto fittings 
will hold beyond the burst 
strength of the tube itself and 
will withstand excessive vibra- 
tion without loosening. 


These fittings can be reused 
again and again. They’re more 
easily installed, give perform- 
ance superior to any other kind 
of fitting and are cheaper in the 
long run than any other type 
fitting because their unique 
construction permits the use of 
thinner wall tubing. 


i 
T 
tT 
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Weatherhead Ermeto Fittings 
are widely used in the Railroad, 
Marine, Farm Equipment, Road 
Machinery, Diesel, Petroleum, 
Oil Refining, Refrigeration, and 
Machine Tool Fields. 


Write today for the new cata- 
log describing the complete 
(Sharp edge of sealing ring cold é line of Ermeto Fittings. 
forms a burst-proof seat in tube.) 





“ ‘5 icsli A ol Toa aia me Wiehe SOR a iy ™” ) ee pe ae i 
ADEA VAR ie: ¥ GA as 8 A ¥ 


Look Ahead with 


| Weatherhead Products Include: 
We a T h er h Ca d | Power Brake Units * Jet Fuel 


Control Valves * Liquefied 


at ee ol yt mee 


te 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO f Petroleum Gas Regulators 4 
: f Relief Valves ¢ Flexible Hose 
SAT : Assemblies ¢ Tube Fittings 

Awe y/ 


* Refrigeration Valves 
4 ¢ Dehydrators 
CLEVELAND + NEW YORK - DETROIT + CHICAGO « ST. LOUIS» ATLANTA» DENVER *LOSANGELES 
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: FREE BOOKLET ON USE OF 
CORBIN-PHIL LIPS & COLOR IN INDUSTRIAL PLANTS 


CENTERED Ae DRIVING How scientific use of the energy in 

| color is currently employed in the nation’s 

PRODUCTION ’ plants and factories to increase over-all 

* efficiency is shown graphically in a new 

full-color, 32-page booklet now being 

published by the Pittsburgh Plate Glass 

Company, according to E. D. Peck, 
General Paint Manager. 

With facts and figures, plus numerous 
views of actual use of color in manufac 
turing and processing plants, the booklet 
demonstrates how industrial officials, by 
following the Principles of Color 
Dynamics, can (1) Promote continuity 
of employment, (2) Improve efficiency 
of operation, and (3) Maintain quality 
of production. It reveals how dynam 
colors will bring about more and better 
work per man-hour and more man-hours 
per man by making the employee’s work 
ing environment cheerful and sate. 

In a special section the booklet out 
lines the scientific facts about color. “The 
nedical profession,” it states, “has long 


SPEEDS 


realized that colors can be used to stimu- 
late or depress. Some colors help people 
relax and be cheerful. Others stimulate 
and invigorate them. Still others set up 
irritation and actual physical discomfort.” 

The booklet points out that use of 
color is in no way an experiment. Colo 
principles have been widely tested in 
both laboratory and in all types of plants 





These tests and experience prove that 
there is energy in color which affects 
the health, comfort, morale, and safety 
of employees 


WOBBLE - WORRIED ?WNo SIR / Individual ‘sections are devoted to th 


use color on machinery and equip 

+ ° P ment: on walls and ceilings; and on 
He S using CORBIN-PHILLIPS Screws floors, aisles, and mobile equipment with 
emphasis on color for safety. Each sec- 
tion is illustrated with full-color applica 
tions. A special section contains simplified 
and practical material specifications for 
industrial painting. 

Copies of the booklet may be had free 
of charge from Dept. NIB Public Re- 
lations Department, Pittsburgh Plate 
Glass Company, 632 Duquesne Way, 
Pittsburgh 22, Pa. 


He’s driving a CORBIN-PHILLIPS 
Sheet Metal Screw into the mirror 
bracket — where a slipped driver 
would scratch the finish and rip the 
fabric... But he’s not “wobble- 
worried” because he knows the driver 
can’t slip. It’s centered in the 
CORBIN-PHILLIPS recess, held 
rigidly and securely in a steel grip 
that will set the screw up tight. He 
can work faster with less fatigue — 
and no work for the “fix-up man!” 

CORBIN-PHILLIPS Screws 
offer you another big advantage — 
uniformity/ 


*s ¥ ¥ 


NEW LIST OF APPROVED 
STANDARDS AVAILABLE FROM ASA 
A list of 864 standards approved for 
national use of industry by the American 
Standards Association, 70 E. 45th St., 
New York, N. Y., was recently made 
available for general distribution, P. G. 
Agnew, vice president of the association 
announced recently. 
“The revised list of standards, which 
CORBIN SCREW DIVISION includes many of those developed under 
The American Hardware Corporation war procedure and now approved for 
NEW BRITAIN ¢ CONNECTICUT peacetime use, will be made available to 
interested trade, technical, and govern- 
mental bodies and individuals without 
charge,” Dr. Agnew said. 
The standards listed include definitions 
ii — of technical terms, specifications for 
metals and other materials, methods of 
work and methods of test for finished 
products. They reach into every im- 
portant engineering field. They also in- 
(Please turn to page 266) 
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GOVERNMENT SURPLUS 
FIXED PRICE SALE 













Peewee @ www we we coe eon me -eceemo-4 
' ' 
! ' 
| ' 
' ' 
HOW TO BUY ' 
i . . os P ' 
' Write, wire, phone or personally visit your nearest Regional Office, rl 
‘ or any, or all, of these offices listed below, for full information as to 
' the availability and prices of the handles which you desire. All \ 
' Regions do not have all of the handles advertised. ' 
' ! 
' The entire current national inventory of handles which | 
' have been declared surplus as of this date is offered for sale at \ 
AT A SAVINGS UP TO oO . nationally established fixed prices, f.o.b. location. 
! This offering includes handles which have not been pre- ! 
1 : ' 
' viously advertised and publicly offered for sale in accordance | 
Use These Handles for: : with the provisions of the Surplus Property Act. Items in this | 
\ category are offered for sale concurrently to all classes of 

' priority and non-priority claimants. 10% of this material is 
@ Tampers @ Brooms , ee : : ' 
; reserved for Federal Agencies until 12 noon April 5, 1947; ' 
@ Shoveis @ Hammers the balance, and any unsold portion reserved for Federal - 

@ Sledges ' Agencies, will be used to fill all other orders received until 
9 @ Mops 
@ Qreshes P ; 12 noon of this date, in the following sequence: (1) Certified ' 
ar @ Picks \ Veterans of World War II; (2) All other priority purchasers; : 
GWOCKS © Fil 1 Non-priority purchasers. Any residue after priorities ' 

. i ; : 2 
@ Cant Hooks es have been served will remain available on continuous sale 
@ Hatchets @ Peavies \ and is not further subject to priority purchases. ' 
—and a variety of other uses. : rhis offering also includes handles which have previously \ 
! been offered for sale to priority and non-priority claimants by | 
: : ‘ . the various WAA Regions having responsibility for its sale. y 
Here is your chance to replenish or build up stocks of Priority claimants we had a we ts smeusaaiie te fill th : 
J y cle é s have hi é y to neir ' 
. P 2@ y 4 re 2c ac , ac 07 ark 7 ° ° - . ° 

wood handles now at values as low as 40% of market : needs. Therefore, such material is available for immediate ' 
prices. Some are used, many are unused. ' unrestricted sale. Orders will be filled on a “‘first come, first ; 
See your nearest regional WAA office listed below for served” basis and without regzrd to priorities as established i 
Ee : . . one , by the Surplus Property Act, and will remain continuously so ! 
full information on prices and availability of these ! : \ 
Sigiee : ve $ 1 available until sold. H 
handles. Minimum lots are approximately $1,000, WAA ' ' 
selling price. All regions do not have all of the handles 4 3 


advertised. 


OFFICE 0 F GENERAL 





DISPOSAL 







Offices located at: Atlanta « Birmingham « Boston + Charlotte « Chicago «+ Cincinnati « Cleveland + Dallas « Denver 

Detroit » Fort Worth »« Helena « Houston « Jacksonville » Kansas City, Mo. « Little Rock - Los Angeles + Louisville 

Minneapolis + Nashville +» New Orleans « New York »« Omaha « Philadelphia + Portland. Ore. « Richmond 
St. Louis + Salt Lake City « San Antonio «+ San Francisco « Seattle « Spokane « Tulsa 
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PROBLEMS 
ed, I Tens 3 


CALL ON BOTWINIK’S COMPLETE 
SERVICE AND HUGE SUPPLY 


For anything or everything in Machine Tools, new, used 
or rebuilt, Botwinik is the one plant that stands ready 
to meet your requirements whatever their size or scope. 
Our stock includes thousands of machines — all job 
tested for accuracy, and to cover every purpose. Our 
engineers are familiar with every phase of production 
and know the value of quick, dependable service as 
well as economy. Count on our vast facilities and en- 
gineering counsel to simplify all your machine tool 
requirements. 





PA Write, Wire or Phone for Complete Listings 


) Botwinik Brothers. 









OAKITE 
MATERIALS 


.to help solve all your cleaning problems 
SS 


. and those materials are backed by the helpful Oakite Service 
you can bank on for low-cost answers to all your cleaning prob- 
lems. But, keep this in mind: Oakite Service isn’t an empty 
phrase. It’s our way of doing business; of helping you stretch 
and conserve your cleaning compounds. 





So, if you’re feeling the pinch of detergent-shortages, call in your 
local Oakite Technical Service Representative. He'll review 
your cleaning procedures... make tests .. . suggest job-proved 
techniques sure to make your cleaning materials go further. His 
services are yours when or where you want them. Call or write 
Oakite Products, Inc., 54 Thames St., New York 6, N. Y. 





ae hime ast 5 ye 
a ae SPECIALIZED ‘CLEANING “MATERIALS « « METHODS « SERVICE 
uf Technical Representatives in Principal Cities of U. S. & Canada 
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(Continued from page 264) 

clude standards dealing with public and 
industrial safety, industrial medicine and 
a wide variety of consumer goods. 

“Many of the standards have a partic 
ular interest to lawyers, legislators and 
public regulatory authorities because they 
form the basis for municipal, state and 
federal regulations,” Dr. Agnew said. 

“These standards represent agreement 
on the part of maker, seller, user and 
regulatory groups as to the best possible 
practice at the time of approval,” h« 
declared. “They are revised periodically 
to keep up with mechanical invention, 
developments of power and new uses for 
materials.” 

This list represents the cumulative et 
forts 


* about 3,000 men, representing 
600 organizations working on the de 
velopment of standards, ASA records 
showed 


7, € ¢ 


DEHUMIDIFICATION MACHINES 


The war-developed dehumidification 
machines, utilized largely in the Navy’s 
fleet preservation program, are now avail- 
able for private industrial and commer 
cial users, according to the Pittsburg 
Lectrodryer Corp., Pittsburgh, Pa 

It was determined by the Navy that 
machinery, equipment and materials, « 
could not be protected adequately from 
the corrosive effect of humidity by pro 
tective coatings alone. The conclusion 


was reached that the atmosphere withi 
the vessels themselves must be main 
tained at a relative humidity of 30 pet 
cent or less. Equipment for this purpose 
was developed. With such equipment thx 
Navy has found that the power cost 
runs well below 15 cents per 100,000 
cubic feet or volume per day with power 
at one cent per kwhr 

One application of dehumidification 
equipment to industrial and commercial 
uses lies in the preservation of materials 
and equipment held in storage. Ma 
chines now in existance remove moisture 
and gasses from the air by the physical 
phenomenon known as solid adsorption 
A distinct affinity exists between certain 
types of surfaces and the molecules of 
certain gasses which causes the gasses 
to attach themselves to the surface of 
the solid, in which process the gas is 
condensed to a liquid and latent heat is 
given off. The application of heat, known 
as reactivation, to a solid causes a re- 
lease of the adsorbed liquid. This is the 
basic principle through which Lectro- 
dryer equipment provides complete con- 
tinuous drying in one self-contained 
machine. 


ee -@ 
LATEX FOAM PRODUCTS 


Manufacture of latex foam products, 
marketed under the name of “Air-Cell’”, 
which was discontinued during the war 
because of restrictions placed on the use 
of latex, has been resumed by the B. F 
Goodrich Co., Akron, Ohio. The com- 
pany is now making only slabs 42” by 56”, 
in thicknesses of 14”, 4%”, 1” and 114” 
in soft, medium and firm densities. 
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Now... Finer because they're: 
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IMPERIAL TUBE FITTINGS 


for connecting copper, steel, aluminum 
and other thin-wall metal tubing. 








Brass forgings are over 80% 
stronger than brass castings — that’s 
why forged fittings will withstand 
higher pressures. 





FORGED FITTINGS ARE TOUGHER 


Forged fittings stand up better un- 
der hard knocks, mechanical shock, 
and vibration because forging concen- 
trates fiber-like flow line structure of 
metal at points of stress. 








FORGED FITTINGS ARE CLOSER GRAINED 


The extremely close-grained struc- 


ture of forgings assures against blow 
holes or other concealed defects and 
against seepage of even hard-to-hold 
materials. 





<i” 
ma | ee 
\\ \ Saat f A i : {| 
\ — Saeed ¢\\ 
ES —iN\ | 3 AN 
(Zz UW en By at J 
J Ir rh Cos “ a 
oem aly a — 
y ey 
| —— ) 
\j 
= 


FORGED FITTINGS ARE MORE UNIFORM 


Dimensions of forgings are held 
within extremely close limits — far 
closer limits than are possible in the 
case of castings. This makes fittings 
easier to install. 








DRYSEAL PIPE THREADS 


Full length SAE Dryseal Pipe 
Threads are being incorporated on 
pipe thread ends, These threads make 
tight joints without pipe dope; are 
longer on sizes 14” and over. 





I mperiAt announces new, finer tube fittings for 
connecting copper, steel, aluminum and other thin- 
wall metal tubing. These new fittings have forgings 
instead of castings on standard elbow and tee bodies 
and SAE Dryseal Pipe Threads on pipe connections. 


The superiority of forged brass fittings has long 
been recognized. They have been used for hard-to- 


Bulletin 349. 


hold liquids and gases, as in refrigeration, and for 
work where high pressures are involved. Now, for 
the first time these better fittings are made available 
for general industrial applications. 


Today, more than ever before, the Imperial Dia- 
mond “I” is your assurance of top quality. Write for 


THE IMPERIAL BRASS MFG. CO., 512 S. Racine Ave., Chicago 7, Ill. 


% Elbow and tee bodies on Compression, 
Flared Hi-Duty, Flex and Inverted 
Flared Tube Fittings are being convert- 
ed to forgings. Straight fittings made 
from brass rod. 


SEE YOUR INDUSTRIAL 
SUPPLY HOUSE 
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PIONEERS IN TUBE FITTINGS AND TUBE WORKING TOOLS 
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PUTTING THEIR SHOULDERS TO THE WHEEL 


Woodsmen, millmen, salesmen, distribu- 
tors—International’s entire organization is 
putting every effort into meeting current 
paper requirements. 

In spite of scarcities of raw materials the 
record shows a truly remarkable job being 
done. And all those serving you will con- 
tinue their efforts to keep abreast of ever- 
increasing demand — while upholding the 


quality standards of our products. Interna- 
tional Paper Company, 220 East 42nd St., 
New York 17, New York. 


INTERNATIONAL 
PAPERS Seating a> 


LZ “7 
VA ConceHing 





























Monthly 
FORMS FORUM 


Material Records—Standard Instruction Bulletins 
by Fuller Brush Company, and Forms Used— 
Procedures Cover Miscellaneous and 

Raw Materials and Containers 


Returned 
Issued 





A NUMBER of purchasing agents requisition for such items as tool repairs, ment. The “Use of Plant Shipping Re- 
ive expressed interest in a system is eliminated by the use of the Plant quest” form G-2, instruction reads as 
tor keeping record of material returned Shipping Request. follows: 
to s s. Herewith are standard in- The first of the bulletins pertaining to “This Plant Shipping Request form 
struc lletins and forms used by the “Plant Shipping Request” form, (repro- has been designed for use by all depart 
Full Brus Company of Hartford, duced,) is entitled “Use of Plant Ship- ments when it becomes necessary to make 
Cont i Purchasing Agent N. T. ping Request”, Form G-2. In addition to shipments of miscellaneous materials and 
D tates have proved very sat- specific mention of materials that are supplies. It will be prepared when ship- 
sfa stablishing greater accuracy vered by the form, including “any ping such items as tools, cylinders, gears, 
and eft in the handling of outgoing ‘ther supplies” that come under the gages and drills outside for repairs, re- 
ial and other supplies that category of “household shipping”, the turn of safety shoes, material from Re- 
usehold shipping” instruction states that the return of raw search Department. Also service watches 
| tion is called to the fact materials and containers is covered by a and pins to employees in the field, rollers 
tha purchasing epartment form used only by the Receiving Depart- (Please turn to page 270) 




































































SPECIFICATIONS THE FULLER BRUSH COMPANY HARTFORD. CONN R UTING CARD P210 
FRAME OVERALL SPACING (incwas) TRIM (incHes) LOOP (Ins.) O ee 
enare LENGTH (Ins errors AFTER MAX l min wi0TH LENGTH NAME and NUMBER LOT NO ORDER NO. 
| | 
| _ is — — 
TAPER SrPact® HOL Base NECK 1o | o.oo Senco O SOL weoT STD. LOT size MTL REQD QUANTITY 
! 
| 
" EE . —— 
we ooe wR HOLE or Fin CONST | Baca | 8 FP NO ’ rT MASTER OATE Scrapped 1SSUE DATE INDEK NO 
. F | Material 
i . 
ENTER no OPERATION RATE Cleck Bo Gooo | bad MATERIAL PER 100 QUAN INSPECTION RECORD 
| Se eee bat 
| | 
QUAN DISPOSITION cHe. TO 











WAREHOUSE RECORD 


QUANTITY ly DATE v sY 





Routing Card covering routing of returned materials, 





prepared by Production Planning Department and sent to 





QUANTITY SENT TO HARTFORD STATION 


Receiving Department with copy of Returned Material Ship- 




















ping Order, and serving as authority for returning ma- 
NO. PKGS 
terial to vendor. (See page 270). 
TOTAL wT 
SHIP VIA 
NO. TAGS 











| LaAsELeo | 
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(Continued from page 269) 


shipped trom printing department, re- 
turn of binders, forms from administrative 
departments and any other supplies that 
pass through warehouse “A”, (house- 


hold shipping ) 


“The form will be prepared in tripli- 
ate. The original will accompany the 
article or material to the Shipping De 


partment, the duplicate copy forwarded to 
he Purchasing Department and the trip 

ate copy will be retained by the indi 
vidual originating the forn 


‘The torm provides tor specific into 


ation and it should be carefully pre- 


pared. After the words “Charge-Dept. or 
Plant Order No.” te in the depart 
ent that should be irged. with the 


xpense that will be incurred. In some 


instamces the expense he applicable 

igainst a plant order number, then the 

int it nur ‘ MK \ tten in 

| ithe le pal el ( int ¢ ( 

he S eq ed niormatiot1 

vn this T be used bv the 
\ccounting department t ike the « 

( S¢ stril t | 


() tice n t r ‘ 

| Dy Requisitior t 

te ; | ‘. 

Cal ! P int 

Shipping Ri st , ! f the 

| a6 1) lete me 

+ Nhat o 

1 ‘ ‘ i T 
‘ 4 < r 

\I voice \ b ‘ 

Shipping Department for a_ shipment 

either at a value or a memo-basis, de 

pending on the type of transaction. The 

invoice will be distributed in accordance 


ith existing routines 

‘The sample form reflects the method 
to be followed in preparing the form 

“Standard Practice Bulletin N« P- 
232-45 explains the use of form P-232 
which covers the return of raw material 
and containers. This form is only use 
by the Receiving Department.’ 


Miscellaneous Sales 


[he sale of miscellaneous materials is 
covered by another “Standard Practice 
Bulletin”, No. G 3-45, and form (repro- 
duced), which outlines the following pro- 


cedure as the basis of a uniform method 
of handling sales of miscellaneous mate- 
rials, supplies, office equipment and fa 
tory tools and machinery; and_ states 
that all transactions of this nature will 
be referred to the Purchasing Depart- 
ment by a written memorandum after 
approval of department heads concerned: 

“The Purchasing Department will pre- 
pare five copies of the Miscellaneous 
Sales Order, filling in the spaces as in- 
dicated on sample The original copy 


will be retained by them; the second, 
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third and fourth copies will be forwarded 


to the Accounting Department. The fifth 
copy will be sent to the warehouse, in 
order that shipping details may be pre- 


pared in advance of receipt of material. 


stores keeper if the sale involves raw 
material, or supplies, who will insert 
quantity delivered and forward it along 
to the Household Shipping Department 
with the material. 





+ 
mur | / 
~m | 
BILL 
TO | 
QUANTITY cEscarnon 
| 


COs — PURCHASING DEFT 
DUPLICATE — ACCOUNTING DEPT 
TRIPLICATE — INDUSTRIAL SALES 


QUADEUPLICATE — PRODUCTION PLANNING 





EXPLANATION TO PROGUCTION PLANNING AND ACCOUNTING DEPTS. 


THE FULLER BRUSH COMPANY 
MISC. SALES ORDER 





Bete __ — - - — 
Date Shipped _ — 
Stpped Vie al 
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Purchasing Department prepares the Miscellaneous Sales Order covering the 
sale of miscellaneous materials, suoolies, office equioment and factory tool: and 
machinery, following anproval of transaction by department head concerned. 


“The Accounting Department will re- 
view the billing instructions and_ insert 
both debit and credit account numbers 
The person designating the account num- 
ber will also sign his name. The second 
copy of the form will be kept by the 
\ccounting Department; the third copy 
forwarded to Industrial Sales, the fourt! 
copy to the Production Planning De- 


partment 


Routing Card Issued 


“The Production Planning Department 


will issue a routing card that will re- 


flect the order number, customer’s name, 
quantity, and the material description. 


The routing card will be sent to the 


“On office furniture or factory tools 
and equipment, the routing card will be 
forwarded to the department supervisor! 
in which the item is located. The rout 
ing card will serve as his authority for 
forwarding the items to the Household 
Shipping Department. They will ack 
knowledge receipt of the material to be 
shipped in the space provided on the 
routing card before returning it to the 
the Production Planning Department. 

“Upon receipt of the routing card in 
the Production Planning Department, it 
will be verified with their copy of the 
sales order form. If the sale covers raw 
material, the transaction will be recorded 
on the material stock records before for- 

(Please turn to page 274) 
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DELIVERY 
NOW CURRENT 


Automatic feed, hand-operated 
Mimeograph brand duplicators 


MODEL 90—champion of the “short run” MODEL 91—versatile, all-purpose 
for copies of the highest quality at the lowest cost master of duplication to solve those troublesome 
consistent with quality. Easy to use. Popular price. paper work problems quickly, easily, economically. 


hy EW HIGH-VISIBILITY 
EASY-TO-USE 
CUSHION SHEET FOR USE WITH 
MIMEOTYPE (BLUE) STENCIL SHEETS 
High visibility, no glare—easier on the eyes when 
typing stencil and proofreading. 
High copy quality, sharp letter outlines, blacker 


reproduction—easier, quicker corrections. 


Ask your distributor about this new cushion 
sheet—a major advancement in Mimeograph 
brand products—a major improvement in stencil 
duplicating! 


<>The Mimeogra 


1S MADE - eon Geom ey -,  Gn On, mm Om Cae) 
MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U.S. Patent Office. 
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An Insurance 
Policy that — 
protects important) 
Business Records 
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NEW TYPE STEEL DESK TRAY 


Feature of Add-A-Tray desk file being 
introduced by Maso Steel Products, 418 
So. Clinton St., Chicago 7, Ill, is that 
the single units are designed to slip one 
over the other without nuts, bolts or 





screws, and yet form strong rigid tiers 
up to ten trays high. The trays are made 
of heavy gauge metal, and are available 
with walnut, green or gray finish. Each 
unit is 12” wide, 9” deep, and 3” high. 
he bottom tray has rubber grommet feet. 


, Ff F 


ASSURES SEALING-TAPE ADHESION 


New chemical product known = as 
Stick-Gum, which fixes water to activate 
all the glue on gummed sealing tape, and 
prevents foul odors, is announced by 
Service Industries, 2103 E. Somerset St., 
Philadelphia, Pa. It is claimed that 
Stick-Gum makes the tape grab quickly, 


and hold without slipping when pulled 


tight against spring tension of carton 
aps and outward pressure of contents 
It welds tape to the material, and makes 
for quicker and more effective sealing of 


packaging 
- ¢ ¥ 


STAPLING MACHINE 


Illustration shows chrome-plated Swing- 
line stapling machine being marketed | 





City 1, N. Y., with 5000 100% round 
wire staples. The tool is said to make for 
trouble-free stapling. 


Speed Products Co., Inc., Long Island 


+ ¢  # 


DECORATIVE MICARTA 


New brochure has been issued by 
United States Plywood Corp., 55 W. 
44th St., New York, N. Y., describing 
Decorative Micarta, plastic surface ma- 
terial manufactured by Westinghouse 
Electric Corporation. Varied uses of the 
material are described. 
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...and if’s there to stay! 


, 4 MANAGEMENT moved another chair up to the 
policy making table, during the war. 

Progressive management is leaving it there. 

For, sitting side by side with operating heads, the 
Director of Purchases has demonstrated how valuable 
he can be when made an active partner in over-all 
planning. 

Just as his purchasing know-how proved to be an 
important factor in expanding wartime production, 
many a company is finding that his specialized knowl- 
edge can mean a real competitive advantage, today. 

By “sitting in” with operating departments in dis- 
cussions of their plans and requirements, purchasing 
agents are in a position to help shape those plans 
realistically ... intelligently ...and frequently in a 
way that means the production of a better product 
at less cost. 

* * * 

We, at Standard Register, have found more and more 

purchasing agents thinking of their jobs as creative 





...as a dynamic force in business. Such purchasing 
agents have been quick to recognize the vital relation 
between record systems of control and the over-all 
objectives of management. 

We have developed certain practical data bearing 
directly on realization of this “new stature” for 
Purchasing. Write today for a free reprint of Mr. 
Clifton Mack’s challenging article, “Director of Pur 
chases— A New Partner of Top Management.” 





THE 


-STANDARD REGISTER 
° COMPANY 


© Manufacturer of Record Systems of Control 
° for Business and Industry 


S) 403 CAMPBELL STREET, DAYTON 1, OHIO 


©0000 0800 Oo 











Pacific Coast: Sunset McKee-Standard Register Sales Co., Oakland 6, Calif.; Canada: R. tL. Crain Ltd., Ottawa; London: W. H. Smith & Son, Ltd. 





kor better 
outgoing mail 
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| Try better paper. Yes, 
it could be just that 
simple. Go all the way — use 


Fox River Anniversary Bond, 100% 
cotton fibre, whose quality “crackles” 
in your fingers. See how white, ac- 
tually brilliant — writing is easier to 
read. Corrections are easy—erasures 
escape the eye. This sturdy paper 
withstands unlimited handling and 
is absolutely permanent (always used 
for insurance policies and legal doc- 
uments). Only a fraction of a cent 
more per letter —an_ infinitesimal 
factor in correspondence costs. Bet- 
ter mail—better business—buy Fox 
River. Ask your printer. Fox RIver 
PAPER CORPORATION, 403-C South 
Appleton St., Appleton, Wisconsin. 
Bond, Ledger and Onion Skin Papers 


OUR WATERMARK 
is your quality guarantee 


— 
Look through a 
the paper... = 


see all three! 








1 COTTON FIBRE 


PURCHASING 


(Forms Forum Continued From Page 270) 


warding routing card to the Industrial 
Sales Department. Other than raw ma- 
terial, the routing cards are immediately 
passed on to the Industrial Sales Depart- 
ment without any record made by the 
Planning Department. 

“The Industrial Sales Department will 
prepare the required shipping papers 
(can be prepared in advance from copy 
of sales order) and forward to the Ship- 
ping Department. Also, four copies of the 
invoice will be prepared, two copies for 
customer, and the other two copies for 


the Accounting Department. 


pared by the Production Planning De 
partment, it will be forwarded directly 
to the Industrial Sales Department, and 
not to the Household Shipping Depart- 


ment.” 


Return of Raw Materials 
And Containers 
Following is Standard Practice Bulle- 
Material 


. | 
previously re 


tin P-232-45, subject “Return 
Order 
ferred to. The forms mentioned therein 


Shipping Form”, 


are also reproduced, namely, the return 


form, and the Routing Card: 





Form Mo. G2 


THE PULLER BRUSH COMPANY 


PLANT SHIPPING REQUEST | 






































25-50-75 or 100% 
COTTON FIBRE CONTENT 


3 MADE “by FOX RIVER” 








Sl ieccninnitbesnaeniaatens -_ 
svar Parcel Post___ _ Express a 
Freight Truck = 
iy : Collect __ poets 
Iasure__ Amouat 


Teeue Purchase Order_ 


Charge - Dept. or Plast Order Mo. 





The Plant Shipping Request form is used by all departments to cover ship- 
ment of miscellaneous materials and supplies, except the return of raw materials 


and containers. (See page 269). 


“After the 


verified the 


\ccounting Department has 
invoice with their copy ot 
the sales order, they will prepare the 
necessary accounting records 

“An exception to the above custom is 
when a second-hand dealer in office fur- 
niture and insists on 


hxtures paying 


cash and taking whatever he purchases 


When the 


Department completes a sale under these 


along with him Purchasing 


conditions, approval must first be ob 
tained by Mr . and a re 
ecipt given for cash received. The rout- 
ing of preparing a sales Order Form can 
postponed temporarily, due to the time 


r 
t 


required in preparing the routing card 
and invoice. However, a form must be 
prepared even though it was a cash sale. 
The Sales Order Form will show the 
words “Cash Sale” in the space on the 
form marked “Explanation to Appear on 
Invoice 

‘The forms will be distributed as pre- 
viously mentioned, except that the cash 
received will be given to the Accounting 
Department with their copy of the form. 


\lso, after the routing card has been pre- 





‘The Return Material Shipping Orde 
Form is used whenever material 1s_ re 
turned to a supplier due to being damaged, 
over-shipment, inferior qualit r for 
any other purpose. Also, for any type 
of containers that can be returned to a 
vendor for full value su as drums, cal 
tons, boxes, etc 

“Five copies of the fort vill be pre 
pared by the storekeep« e Receiv 
ing Department, filling in the spaces as 
indicated. The fifth « retained 
by the storekeeper, forwarding the first 


four copies to the Purchasing department 

‘The Purchasing Department will ap- 
prove the order as written, inserting the 
additional information su is unit price, 


amount, our purchase order number, ven- 


dor’s invoice number, et I riginal 
copy will be held by the Purchasing De- 
partment and the second and third copies 


forwarded to the Producti Planning 


and Fourth copy to Industrial Sales. 
“In the 


ment a routing card will be prepared and 


Production Planning Depart- 


reflect order number, vendor's name and 
(Please turn to page 276) 
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Stocks of all Cesco loose leaf 
binders and business system forms 
are now complete and ready for 
speedy deliveries. 


There is no “ersatz” in any of 
these products—all are of the 
same high quality that has char- 
acterized our output for nearly 
half @ century — war or no war! 
You can use with confidence and 
assurance of complete satisfac- 
tion 


Consult us first concerning 
your needs for: 


Post Binders * Ring Books 
* Prong Binders * Visible 
Binders * Transfer Binders ° 
Catalog and Advertising 
Covers ® Loose Leaf Business 


System Forms 


Specialized catalogs on these 
lines are yours for the asking 


Write for details 


The C. E. SHEPPARD Co. 


44-25 Twenty-First Street 
Long Island City (1) New York 











PURCHASING 


(Forms Forum Continued From Page 274) 


address, quantity and description of ma 
terial and any special packing or ship 
ping instructions. The routing card 1s 
then sent to the Receiving Department 


with the third copy of the Returned Ma 


acknowledge receipt ot material on the 


Receiving Department's third copy of 


the order. 


“When the material is transferred to 


the warehouse for packing and shipping, 





A. B. Company 
456 Front St. 
Hartford, Conn. 


DESCRIPTION 


Bethanized Wire - Size #1C 


jreen entries made by 
‘ “ 


F e entries made by 





THE FULLER BRUSH COMPANY NO 
RETURNED MATERIAL SHIPPING ORDER 


Black entries wade by receiving 
Fed entries made by Pur chasing 
: Industrial 

Furpl y Productior 
EXPLANATION TO APPEAR ON DEBIT OR CREDIT MEMO: 


Ordered Bright Annealed Steel - Received ab 


5.29.5 
Date a E 





- te i 
Date Shipped "5-45 (green) 





ee : 
Ship Via heir truck (red) _ 
Purchase Order No. ‘> 712 ( red ss 
Vendor's Invoice No. _ 


Date__5 “21 745 


1 - PURCHASING DEPT 


vept. 
Dept. 


2ales 


P “red az 
‘Wanabt Agent) 


~aaceved er 


Returned Material Shipping Order covering return of materials or containers 
to suppliers, is prepared by Storekeeper in the Receiving Department, first four 
copies of form being sent to Purchasing Deoartment for approval and insertion 

of orice and other information. 


authority 

rial to the vendor 

The routing card and order will be 
verified with the Receiving Department's 
copy of The Returned Material Shipping 
Order before releasing the material. If 
they are not in agreement the material 
cannot be shipped until further verifica- 
tion is made with the Purchasing De 
partment. The quantity of material 
shipped is recorded on the routing card, 
signed by storekeeper and returned to 
the Production Planning Department. 

“The fifth copy of the Returned Mate- 
rial Shipping Order is the vendor’s copy 
and should accompany the material when 
shipped. The vendor representative will 


AUTOMATIC LETTER WRITER 


The Flexowriter, consisting vf an auto- 
matic perforator and automatic letter 
writer, which makes possible the produc- 
tion of several hundred individually type- 
written letters a day, is being marketed 
by the Justowriter Corporation, 1 Leigh- 
ton Avenue, Rochester 1, New York. The 
typist, using the automatic perforator first 
types a letter in the usual manner and 
at the same time perforates a paper tape 
automatically The prepared tape is 
placed in the automatic letter writer 
which automatically types the letter from 
the tape. This unit can be set to stop 
automatically for fill-ins. Addressee and 
salutation are first inserted on letterhead 


the routing card and order will accom 
pany the material. The warehouse will 
acknowledge receipt of material on rout- 
ing card and forward it to the Produc- 
tion Planning Department 

“On receipt of routing card in the Pro 
duction Planning Department, they will 
make their entry on the material records. 
The routing card will then be forwarded 
to the Industrial Sales who will vertfy 
same with their copy of original order. 

“Four copies of the invoice will be made 
in the Industrial Sales, two for submis- 
sion to the vendor and two for the Ac- 
counting department. 

“The recording in the books of account 
will be made by the Accounting Depart- 
ment.” 


q 


by typist, who then flicks switch for the 
electrically automatic typing of the body 
of the letter. The matching operation re- 
quired in other methods of duplicating a 
quantity of letters is eliminated. 


yr 
TENSION TIE ENVELOPES 


Line of tie envelopes, known as the 
Tension Tie Envelopes, is being marketed 
by Tension Envelopes Corp., of New 
York, Minneapolis, St. Louis, Des Moines, 
and Kansas City. It is available in wide 
range of popular stock sizes. Maker 
states “The String Will Not Pull Out.” 
Sizes range from 334” x 6” to 12” x 15%” 
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IMPORTANT MESSAGES 


sHOULD LOOK 


IMPORTANT 








FINE FLAX WRITING LINEN FLAX WRITING 





FINE FLAX AIR MAIL 
FLAX-OPAKE BIBLE AND PRINTING PAPERS 


BOXED TYPEWRITER PAPERS 





Ecusta “Paper Corporation 


PISGAH FOREST, NORTH CAROLINA 


FREE LITERATURE ON OFFICE 
EQUIPMENT AND SUPPLIES 


I ing { ( ent litera 
ire I ent ( i systems 
il s ¢ Various 
llal la 

Ire S\ instant 
! t \ duction 
ind pu st, sales analysis, 

tll n W heelde x 
trays, made 
\ la ict ing 4 


\f 1 
nage! | so nNegistet ( 
Wayton {) betore Office 


Manag nt ference of American 
Management Associatior in pamphlet 
f You nd this talk on forms 


()int é neg ic int 
ostine ur <« 
1 
tended t © WOT! 
i ‘ eration 
) hh] ene i 
Porta S . (1 tlar describes 
liffany ortal Stands for all types of 
hiusin ' , le | | 
yUSINess ' es, made by the Tiffany 
Stand ( mnpat 3579 Pers ng Ave St 
1? \1 
v- I I ipment may be had 
it r two d 
eave i A iu 
stable 
4 \f 
\ 9 | _omptome- 
+; \ ( \I 1 is ce 
ihe ’ I mm the 
Felt & 7 ( 1735 
No. Pa S f 
Visible 1 
1S Circula 
describes ( \ \ ble Recor 
pares e Records 
Divisi | ( \\ e { Nor 
ul. ( ‘a i 
Pat ~ ( Ss ibes 
‘ T 
S ( { Con 
a 1] dders I 
‘ o irtons ob 
Sole i izines et 
Sale () 


Lifetime Ink Pad—Small circular de 
scribes Liteti Ink Pad, distributed by 
Ten Eyck Industries, P. O. Box 426, 


Evanston, Illinois Feature is flexible, 


: : s , 
rubber-hbase pas t 138 ink wells that 
sca tle INK | tii pad and releases 
*4 + 4 1; rae f 

] a Ssiigntest ) a rubber 
stamp. Capillary attraction brings just 
enough ink to t surtace to give a clear, 

al I 


Package Tiers—Bulletin tells about 
Felins “Pak-Tyers” for tying small 
21,000 pieces tied in an 

uur—distributed by Paul L. Karstrom 
Co., 2620 S Indiana Ave., Chicago, 
Ill. Models are available for tying small, 
medium size and large bundles. Latte 
are used by mail order houses, laundries, 
nurseries, set-up box manufacturers, pub- 
lishers, and other industries 

Duplicator—The Autocopy, rotary 
electric duplicator, Model C-15, which 
makes “copies of anything” typewritten, 


Pleas turn to page 280) 
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Kimberly 
Clark 


RESEARCH 


Se eelcoal ° 


PRINTING PAPERS 





Distributed by 


ALABAMA NEBRASK 


Sloan Paper mpany Ll 


Carpenter Paper Company 


Carpenter Paper Company 


ARIZONA naha 
NEVADA 
R Zellerbach Paper Company 


ARKANSAS . 

Little Rock , aaere Arka F f npany NEW JERSEY 

CALIFORNIA Newark , cw eecece ede E. Linde Paper Company 
k NEW MEXICO 


r Paper Company 





NEW YORK 
Albany . on Valley Paper Company 
B kly A. Price & Son, Inc. 
Bulla Paper Service, Inc. 
Bufa € . Twine Co., Inc. 
r k Baldwin Paper apny, Inc 
ap hs k ; Th al Por er Co 
COLORADO ; rh ite ooh 
ver N k > Pape mpany 
CONNECTICUT cont vee ye et ee 
niyo sve : y r r ; ane 
DISTRICT OF COLUMBIA 
a oo oe Fie R NORTH CAROLINA 
FLORIDA « eso ; caf 
on = ae be NORTH DAKOTA 
K sht Br ine Paper mpany Farg ee v a per Union 
Knight Brothers Paper Company OHIO 
T Do k sht B thers Paper npany 3 Th 3 p c ’ 
GEORGIA nd . « the Poweqeia Caper Snes 
—_— an Pas ~~ =o _.- The Scioto Pap —_ 
IDA 
— — Zellerbach Paver Company OKLAHOMA 


ILLINOIS . Folon FF Btecsog oem \ Gua 
ph cwcees ray chet oe OREGON 
ReANA PENNSYLVANIA 
IOWA. * ‘ aoe hia EI IE | hear ng oa 
re alain srpenter Paper Compony RHODE ISLAND 

— en ee my SOUTH CAROLINA 
mmeeTUCKY TENNESSEE 
LOUSIANA . | set io ene 

re — = < 


MARYLAND 





MASSACHUSETTS " 
MICHIGAN os Aa 5 
ii UTAH 
on —— ‘ VIRGINIA 
3 geapnpetey WASHINGTON 
MISSOURI i , 
T WISCONSIN 
At lian The Bouer Paper Company 


EXPORT AGENTS 


e Addre APEXINC—New York 


If our distributors cannot supply your immediate needs, we solicit your patience. There will be ample 
Levelcoat Printing Papers for your requirements when our plans for increased production can be realized. 





KIMBERLY-CLARK CORPORATION + NEENAH, WISCONSIN 


122 East 42nd Street, NEW YORK 17 8 South Michigan Avenue, CHICAGO 3 
155 Sansome Street, SAN FRANCISCO 4 22 Marietta Street, N. W., ATLANTA 3 


* 
TRADEMARK 
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Test your word knowledge 


of Paper and Printing 











1. Caliper 


Machine for finishing paper 
Paper stock in the beater 


Thickness of a sheet of paper 


2. Advertising Mascot 








TM. Reg US. Par. Off 


[j A copy cub 
C] A trademark 


[] An advertising slogan 


of a series 


ne . 
sO , Fortune, 


colors 
United 


States New” 


“His Masters Voice” 





3. Feel 


4 method of hand tooling 


Way of detecting irregularities in plates 


Paper quality as determined by touch 








: (Ms — 
FO np np Reditmp 
Tt}, 1) 
Alena Mea mitt 


4. Typothetae 
| A species of coniferous pulpwood 
[] Ecclesiastical manuscripts 
Printers 








ANSWERS 





1 Caliper is the thickness of a 
* sheet of paper as measured under 
prescribed conditions. By careful 
control in manufacture, and by rigid 
laboratory testing, Kimberly-Clark 
maintains a close uniformity of cali- 
per for Levelcoat*—a factor which 
contributes greatly to printability. 


Advertising Mascot is a trade- 

* mark which identifies a product 

for the buyer’s protection. Such a 

trademark is Levelcoat—identifying a 
line of dependable printing papers. 


Feel is the quality of paper as 

* determined by touch. For printing 

paper with the feel of richness and 

high quality, many fine printers and 

important advertisers prefer smooth, 
lustrous Levelcoat Papers. 


4 Typothetae are printers. And to 

* all printers, advertisers, publish- 
ers, paper men—to everyone inter- 
ested in finer paper for finer printing 
results — Kimberly-Clark wishes a 
very Merry Christmas and a most 
prosperous New Year. 


Sfevelecat” 


PRINTING PAPERS 


If our distributors cannot sup- 
A PRODUCT OF 


Kimberly 
Clark 


RESEARCH 






ply vour immediate needs, we 
solicit your patience. There will 
be ample Levelcoat Printing 
Papers for your requirements 
when our plans for increased 
production can be realized 


KIMBERLY-CLARK CORPORATION 


NEENAH, WISCONSIN 


* TRADEMARK 
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the . (¢ ontinued from page 278) 
printed or pencilled in longhand, is sub- 
Sheppard ject of bulletin released by Autocopy, 
Inc., 466 W. Superior St., Chicago, III. 
lamb Record System Rol-Dex record sys- 
tem, which can be tailored to accom- 
now modate from 3,000 to 60,000 records in 
a single unit, and which is claimed to 
has make for accuracy, speed and convenience 
parts inventory and location, small 
wings card parts, reference records, payment 
records, etc.—is described in printed mat- 
ter available from the Rol-Dex Co., 433 
Shelby St., Detrdit 26, Mich. 

Keysort Records—The McBee Key- 
sort, termed the “fastest sorting system 
in the world—cards and equipment, are 
described in printed matter issued by 
the McBee Company, Athens, Ohio. 

Posture Chairs—The Comfortaire line 
of posture chairs made by the Shepherd 
Chair Co., 3100 Carroll Ave., Chicago, 
[ll., with Orthoform back support and 
airfoam cushions, are detailed and il- 
lustrated in new bulletin. 

\dding Machines——-Burroughs add- 
ing machines in several styles are de- 
tailed in new bulletin. Line includes add- 
ing-subtracting machines, hand _ oper- 
ated adding machines, large capacity add- 
ing-subtracting, two total adding ma- 
chines, and machines for handling frac- 
tions. Burroughs Adding Machine Co., 
6701 Second Blvd., Detroit, Mich 
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DESK INDUSTRY GOES MODERN 
EMPHASIS ON STYLE CHANGES 


The year 1947 will see one of the 
most conservative industries in the United 
States go modern, according to John J 
Reinecke, secretary of the Wood Office 
Furniture Institute, Washington, D. ( 
The famous Sheppard line Some of the manufacturers in this field 


have made the same type of goods with 
now Offers you another little change in style for half a century 


convenience for your busi- The wood desk and chair industry, 
2 d Y whose plants are located chiefly in small 
$ US ness correspon oman _ cities along the Atlantic seaboard and 
! may have this air mail in- in the Middle West, plans to scrap many 
:  * a : : of its traditional styles and introduce 
n ualit s Hs traditional st} 

signia imprinted free ° + y streamlined furniture that will have es- 
Sheppard envelopes. It’s good business thetic appeal to modern business men and 

to tell your customers that they can — a. ai | 
: . “The wood office desk and chair in- 
reach your home town quicker by ans dustry for more than half a century has 
mail. It’s good taste to use Sheppard clung to ‘utilitarian’ concepts of furni 
: re r sks and chairs were de 

: Seal flap. ture Office de ks am , 

envelopes with the Flavor P signed primarily as tools for office pro 
Let the Taste Test show you how this duction, with esthetic appeal secondary 
tangy mint flavor will add pleasure sut now, in keeping with the times when 


. washing machines, refrigerators and au 
to your business correspondence. tomobiles are streamlined both in line 
and color, the conservative wood desk 
and chair manufacturers during the com- 
ing year plan to introduce many new 
styles. 


rPPPLLIIIV 
PLP OOOO 


V 


¢ 


“It is realized that buying desires of 


the public have undergone great change 
during the past two decades. Merchan- 
dise is demanded which has distinctive 


color and line styling. Even such things 


r+) as hammers now have red handles to 
ENVELOFE = te stimulate sales. In this modern 


world 


automobiles are the outstanding example 
~ . ’ 9. y = . e 
One Envelope Terrace @ Phone 2-4674 of the public demand for style as well as 


WORCESTER + MASSACHUSETTS (Please turn to page 283) 








HowARD PAPER MILLS, J/ne. 


AETNA PAPER COMPANY 


1vistonN 


CAtr Dried ‘Bonds and Ledgers 


RAG CONTENT 


DAYTON 7, OHIO 


Name 

Firm 

Street 
City, State 


Dear Readers 


Since this letter appears in a magazine, we cannot 
address it personally to yous 


Nevertheless, it is addressed particularly to you 
-- if, through your high regard for business corre=- 
spondence, you know that only excellence in letter- 
heads will suffice. 


This being true, it is altogether likely that you 

are a user of Correct Bond. So, on the occasion of 
our company’s Golden Anniversary, I'd like to express 
our thanks <= and tender a promise€e 


Our thanks for the discriminating patronage that 
has fostered Correct Bond's progresse 


Our promise that, through evermore diligent applica- 
tion of the exacting skills perfected in 50 years of 
fine paper-making, your continued use of Correct 
Bond will be fully meritede 


Sincerely, 


HOWARD PAPER MILLS, INC. 
Aetna Paper Co. Division 


President 


Arolinas ve, lh Anniversary 
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CLASSIFIED » CHEMICAL * MECHANICAL DATA + TRADE NAMES « ADDRESSES 
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CONVENIENT BOOK 


ALL THE WHERE-TO-BUY-IT INFORMATION YOU NEED, 
RIGHT AT YOUR FINGER TIPS 














PLANT PuRCHASING DiREcTORY compiled especially for you, 
the industrial buyer, eliminates all non-essential classifications 
and gives you the information ... and only the information 
you need... for the purchase of industrial supplies and equip- 
ment. It’s all in one convenient, easy to handle 7-lb. book 


...and-you can keep it right on your desk where you need it. 


A CONOVER-MAST 





PUBLICATION 








Formerly PLANT PURCHASING DIRECTORY 


Plant-Production Directory 





333 No. Michigan Avenue, Chicago }, Illinois 
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(Continued from page 280) 
utility. For many years Henry Ford sold 
only utility in his model T. But he dis- 
covered that the public demands some- 
thing more than dependable transporta- 
tion in their cars. Ford scrapped reluc- 
tantly his “utility” idea in automobile 
production. The Ford plants were closed 
down for a year and the redesigned Ford 
cars were brought out to meet the mod- 
ern public demand for beauty in line and 
color, over and above utility. 

“Similarly the wood office furniture 
industry plans to place new emphasis on 
the styling of desks and chairs to achieve 
greater beauty and comfort in use. Grace- 
ful curves will be used whenever possible. 
Legs will be eliminated in many desks. 
New finishes and colors will be intro- 
duced. Drawer interiors of desks will 
be designed for neatness and efficiency. 
Chairs will be constructed for greater 
comfort. The heights of chairs and desks 
will be made adjustable so that workers 
can obtain proper working levels. 

“Colors of wood office furniture, it is 
expected, will be generally lighter in 
tone. Also, production of some manu- 
facturers will be concentrated on a limi 
ted number of items meeting with fav- 
orable public response. There probably 
will be a trend towards smaller sizes of 
clerical desks in urban centers because 
of high rents which make economy in 
utilization of floor space desirable.” 

“Introduction of the new styles in 
wood ofhce furniture will be gradual, 
says Mr. Reinecke. Although some new 
models are already in production, many 
manufacturers have been hampered by 
materials and manpower shortages and 
now have heavy backlogs of orders to 
produce before entering into extensive 
style changes,” he said. “At the present 
time there is a heavy demand for desks 
and chairs to meet the requirements of 
current business expansion. Unless there 
are unforseen changes in the economic 
picture, supplies of wood office furniture 
both modern and _ traditional—will be 
tight throughout 1947.” 


' = ¥ 


ANNOUNCE GOVERNMENT SPON- 
SORED SCIENTIFIC MAGAZINE 


Phe first issue of “Federal Science 
Progress,” a new monthly magazin 
covering the field of Government spon 
sored scientific and technological research, 
appeared today. Edited for businessmen 
rather than technically trained readers, 
the magazine is published by the Office 
ot Technical Services, Department of 
Commerce. The first issue is dated Feb- 
ruary, 1947 

The leading article in the first issue 
describes a method of making rapid sur- 
veys of the soil conditions on construc- 
tion sites by the use of aerial photo- 
graphs. This technique, which will be 
particularly useful to highway, railroad 
and other construction engineers, was 
developed jointly by the Civil ero- 
nautics Administration and Purdue Uni- 
versity 

A German process for synthesizing 


(Please turn to page 284) 
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NOW! 250 OUT OF EVERY 
1000 SOUNDSCRIBERS 
ARE GOING TO USERS WHO 
WANT MORE OF THEM! 





As fast as they're built, one out of every four SoundScribers goes 

to present users. The reason why is simple. They have learned 
how amazingly efficient and useful SoundScriber is in their business. 
They want more of them! 


2) You can decide for yourself how SoundScriber can help you 
mow down mountains of dictation in less time and keep your 
secretary happy, too. Let us give you the facts today. 


SoundScriber is the revolutionary new electronic dise dictation 
© system that records and reproduces your voice crystal clear on 
a flat, unbreakable plastic disc. Costs less to buy and less to operate 
than other types of dictating equipment. It’s a thoroughly engineered, 
fully perfected mechanism—rugged, fool-proof, easy to use. 


4) SoundScriber discs can be filed like a letter, mailed flat for regular 
postage. Seven-inch disc holds up to 30 minutes of natural voice 
dictation, costs a few pennies. 





These are reasons why there are nearly 50,000 SoundScribers in 
9 use today, doing thousands of important jobs for all kinds of BS 
businesses and professions—large and small. Get all the facts on 
SoundScriber today. Return this coupon now! 
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1 The SOUNDSCRIBER CORPORATION, Dept. PC-3 
| New Haven 4, Connecticut 
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COMMERCIAL FORMS 
AND SYSTEMS 


\ } 
+ Moder 

















An ally of modern management, 
Reynolds and Reynolds is one of 
the world's largest suppliers of 
printed or lithographed control 
and operational forms. 


@ CARBON INTERLEAVED SYSTEMS 
@ BUSINESS MACHINE FORMS 
@ PAYROLL CHECKS and SYSTEMS 


~ 


ive Advertising 
sneer Distincye es 
? Stationery and ar 
’ Forms of every kin 
’ 7 ie 


~ 4 


Ft 
| REYNOLDS 
Ce | 
REYNOLDS 


COMPANY ¢« DAYTON 7, OHIO 
Established 1866 


SALES OFFICES IN 
MANY PRINCIPAL CITIES 





(Continued from page 283) 
petroleum from coal and coke is 
described in a story by L. L. Newman 
of the Mines. Mr. Newman 


studied this process as a member of the 


fuels 
Bureau of 
Mission in 


Government's Technical Oil 


Germany last year. Two plants using 


this process are now under construction 
in this country 

Casper W. Ooms, U. S 
of Patents, in a 
Patent ( 


reached on the 


Commissioner 


story on the London 


onterence, tells ot the accord 
disposition of German- 
owned patents 
\ round-up of wartime developments 
in the field of “tropicalization” describes 
the various measures manufacturers and 
exporters must use to protect their prod- 
ucts from the effects of heat and humid 
ity 

The man who designed Boulder Dam 
John | 
Reclamation, is the sub- 
McLeod 


] ' 


the work 


and Grand Coulee, Savage of 
the Bureau of 
ject ola profile by Murdoch J 
The story 
that Mr 


projected 


includes details of 
Savage is now doing on the 
giant dam on the Yangtze 
River in China. 


Other subjects in the first issue in 


= Low § | eee 
clude solar heating ot lwuses, Weather 
and industry, a new 


speed the loading and 


cargo rane to 
unloading of ships, 
he use of models in technical training, 


the development of an agar industrv on 


the South Atlantic coast, a new mechan 
ical principle for the transforming of 


rotating into reciprocating motion, a 
simple and positive detector for poisonous 
arbon monoxide gas, and a number of 
lopments now 
available to industry in this country. 


The editorial staff of “Federal Science 


is headed by John Perry as 


editor. Other staff members are: Chris- 
topher Gerould, managaing editor: Doug 
iss Haves irt director and Croft 
Conklin issociate editor 

Physically the magazine is approxi- 

itely 9”’x1l” in size, 48 page long, 
and printed on a good grade of coate 
ook stock I xtensive use is made « f 

ttographs and other illustrations both 
black-and-white 1 tw 

Sing COMICS t mavazine in 
unnual subscriptions are available throug 
the Superintendent of Documents, Wash 
ington 25, 1). ( r) subscription price 
is $3 a year. s es 25c ($4 an 
st) i i 

y y y 

PAPER OUTLOOK ENCOURAGING 

The outlook for 1947 in the paper and 
illied fields is encouraging, according to 
1 re t survey of the industry made by 

e Howat ‘ublishit Company, 

Outstandi icturers and met 

ints thi na nverted a 

ts kK tri is we is trade associa 
t executives WW polled The ré 
sults are incorporated in a symposium, 


\\ ill the New Year 


January issue of the 


Bring ?” 


merican Paper Merchant. 
“On the 
“the picture for t 


article states, 
year is en- 
couraging. Supply will not equal demand, 


whole,” the 


he new 


PURCHASING 


but production is increasing and will be- 
come more noticeable when new produc 
tion facilities go into operation during the 
next two years. Prices will remain at a 
level because of increased 


fairly high 


production costs. No business depression 
is expected during 1947.” 
The fear of a depression is decried 


backk ig of 


accumulated 


because of the tremendous 


h have 


orders whi during 
the war years and the worldwide increas 
in demand for paper and related products 
Production fa 
cilities, taxed to capacity during the war. 


will have to be 


resulting from the wat 
order to 
balance supply and demand, in the 
ot the 


Industry 


increased in 
opinion 
industry 

however, 
that any forecast of 1947 activity 


leaders point out, 
would 
be, to a large extent, contingent upon a 
forecast of general business activitv and 
national income 


cS + ¢£ 


DEFINITE LENGTH TAPE 
DISPENSER 


\ “definite length” tape dispenser, for 


transparent or colored pressure-sensitive 
tape in all widths up to one inch, is 
being marketed by A-L-B-E 


Engineering 





takes either i oor y-11 tape <« c 
| the settit f ing ator on tl side of 
+ 
t ichine to desired lengt ul then 
] } ] } ¢ 1 
essing dow! tie lever! the tay 1s 
, , 
ecter t tt ind ea s¢ +B 
enot < t t , osu cs | é SPCTIS¢ 
1 7 + ] 
] j 
it ‘ re engeths | Y i ( S Sal 
11 1 P 
t perate ¢ live we V1 ‘ cellu 
« icetate ; bre il vit ikes 
trays 
ite 
7 5 y 


AMPLE LUMBER FOR MILLWORK 
ACCORDING TO CPA 


\n estimated 2,300 million board feet 
' ’ | “1 | “11 . 
f lumber will be available for millwork 
s vear, as against a minimun | 


ipproximately 2.200 million teet tor 


residential building and other constru 
tion, including that authorized under 
CPA’s Veterans’ Housing Program Or- 


j 


ler 1, the Civilian Production Adminis 


Both CPA and the industry 
that existing millwork facilities are more 
than sufficient to process the lumber to 
satisfactory 


become available, and that 


quantities of finished millwork will be 
turned out. 


. 
(Please turn to page 
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Loading 


Precision engineered, sturdy Swingline 
stapler... with its exclusive wide open channel for 
re lVila me -LoE Sam lolelellaleMolele MB igelt] +l(-thic-1-Melall lola 
SAVES TIME AND TEMPERS! 
Swingline stapler and staples make the 
speediest, smoothest-acting stapling team 


Tamclbakoliila- Mn iclaicle AML Mole tilele) b 


SWINGLINE STAPLES 


100% round wire for greater 
strength and penetration. Requires 
less glue, insuring perfect clog-free 


performance Look for them in the 


STAPLERS AND STAPLES d ond bie box ato 


IT STAPLES...1T TACKS...IT PINS 


SPEED PRODUCTS COMPANY, INC., LONG ISLAND CITY 1, N. Y. 
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... FOR A LIFETIME 


GOoD RECORDS are an importantelement 
in your business success. Be sure yours 
will give life-long service... guard vital 
statistics without dog-earing or splitting 
under constant handling...eliminate the 
need for costly re-copying. Ask your 
printer for his opinion before you choose 
any record paper. Because he knows all 
about the subject we know his recom- 


mendation will be 
dex 
e © No. i in 
Rising 
y 100% rag 


Uv 
¥ White and f° 









r colors 


KNOW . -- 9° 


Papers 


\ 
KNOWS POPeE 


When you “ = 
Rising 


he 
out printer -~ 
















Ask Y 





Rising Paper Company, Housatonic, Mass. 


















Pencil Carbon 


You don’t have to tussle with this 
pencil carbon. It yields at a touch. Use as sharp a pencil 


ViL-E age 


r 
; 


as you wish. Bear down as hard as you like. Then finger 
the carbon and see it come free—quickly, cleanly. 

Old Dutch PULL-FREE Pencil Carbon is specially 
processed to prevent clinging and sticking. . . . One 
more feature highlighting the better quality that has 
characterized Old Dutch products for nearly 50 years. 


ASK YOUR OLD DUTCH CUSTOMER ENGINEER 


WATERS & WATERS BRANCH, 511 Locust St., St. Louis 


BURLINGTON, N. J. SAN FRANCISCO, CALIF. 
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BURROUGHS ANNOUNCES 
NEW CALCULATOR LINE 


\s its first major product change since 
the war, Burroughs Adding Machine 
Company, Detroit, Mich., has completely 
re-styled its entire line of Calculators 

By producing the machines in a soft 
brown color and a non-reflecting finish, 
Burroughs has been able to give these 
post-war calculators a smart, modern 





Electric Duplex Calculator 


appearance and to eliminate all reflection 
ind glare. The new color treatment has 
been extended even to the machine key 
tops where the old black and white colors 
have been replaced with harmonizing 
tones of brown and ivory 

The Burroughs Electric Duplex Calcu 
lator (illustrated) offers a number ot 
operating advantages It registers the 
result of individual calculations in its 
front dials and automatically accumulates 
a grand total in the rear dials \nv 
amount registered in the front dials can 
be instantly subtracted from the grand 
total by means of the “Subtract” bar 
without the use of complements 
1 


Other outstanding features include: 


smooth, efficient, electric operation; a 
column lock that prevents depression ot 
more than one key at a time in the same 


] 


column; and chromium-plated hand grips 


that make the machine easy to lit 


Burroughs Calculators have wide a 
plication on wage calculation and analysis, 
invoice and purchase order extension, 
sales audit and analysis, prorating and 
percentage calculating, production analy 
sis and statistics, and many other high 
speed figuring jobs 

Models range from 6- to 14column 
accumulating capacity. Both hand and 
electric styles are available 

7, ¢ F 


EDUCATIONAL AND PUBLIC HEALTH 
INSTITUTIONS GET 95% WAA 
DISCOUNT 


Educational and public health institu- 
tions can receive a 95% discount on ten 
items suitable for their use. These, all 
in long supply are, object detection ap- 
paratus (Radar & Loran), field hospital 
food carts, field hospital laboratory incu- 


(Please turn to pege 288) 
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This new NATIONAL Loose Leaf Cover Catalog 


is a real handbook for purchasing men . . . to help pro- 


duce better catalogs, price lists, portfolios and manuals. 







FILL IN AND SEND THIS COUPON FOR YOUR COPY TODAY 


Yes, I want my files up-to-the-minute on Loose Leaf 
Catalog Covers. Send a catalog to. 








SS 


RIBBONS 


CARBONS 
Duplicating 
Supplies 


For those 
who prefer the best 


BROOKLYN eo 








Never before such 
FAST. EASY 


FILING 


portable file with 





a —— ——— 4 
| PENDAFLEX® 
| HANGING 


| FOLDERS 
te (for! 


This new post-war “Pendaflexer” brings 
you double filing convenience —a hand- 
some, sturdy steel filing cabinet on wheels, 
plus hanging Pendaflex* folders. 

toll the “Pendaflexer” anywhere you 
need it — that’s convenience number one. 
Then file and find papers instantly in 
modern hanging Pendaflex* folders—that’s 
convenience number two! 

It’s a combination that will break every 
filing and finding speed record wherever 
used. Get your “Pendaflexer” now—imme- 
diate delivery. mes te wee oP 

SEER SERESREERERERREe eee 


OXFORD FILING SUPPLY COMPANY, INC. 
322 Morgan Avenue, Brooklyn 6, N. Y. 


Send Coupon for Ulustrated Price List 
Nome 


Address 


mobile and water purification units, ther- 
mo-compression distillation units, carbon 
paper, typewriter ribbons (ink ribbons), 
child care equipment units and _ clinical 


and wu 
nercel 


C1y 


obtain 


tion 1 


\ 
hou 
(oa 
Mi 
C1S¢ 
ern 
the 
Ida 


and 





hators, 


the P 
s announced by the Mitchell Manu- 


(Continued 


ifirmary equipment units. The five 
it of the fixed prices that the WAA 


es approximately covers care and 


com: tete 


nearest regional 


Polaroid Desk Lamp 


or district WAA office 


from page 280 ) 


tracing pape! 


handling costs. Eligible institutions may 
information from thei 


S os 
POLAROID FLUORESCENT DESK 
ILLUMINATOR 
New type of desk illuminator based on 


olaroid principle 





, ' 
standard fluore 


source, the light being passed 
eh a concealed Polaroid filter which 
id to “comb” the light, eliminating 
rays which vibrate in a_ horizontal 
and reflect from a lighted surface 
ucing harsh, eye-straining — glare 
the “vertical” useful rays are per 
“| to rass through the filter. These 
ide soft, even, glareless illumination 
ew unit has been developed espe- 

or desk work 

y ’ #¢ 


onstruction 


HARTER ESTABLISHES WEST 
COAST BRANCH 


a 
wholesale 


1 
se has beet 


st by Harter 


| at 725 
o, Calif. A 


manager 


1 


he new branch will serve 


FRIDEN COMPANY BUILDS ADDI- 
TION TO SAN LEANDRO PLANT 


actly 


new addition which 


n will add more than 
30.800 square tect I space to the plant 
f the “riden Company at San Leandro, 
Calif. Overall, the new unit is expected 
t approximately $127,000. It wall 
he all-steel construction, a large por- 
tion of the wall surface being of glass ot 
a heat absorbing and light diffusing qual 
ty \ cold cathode system for neht 
ighting will be installed 
7 q 7 


brar 


established on the West 


Corporation, Sturgis, 


SECO! 


\ 


area embracing 


ho, 


Montana, N 


Washington. 


( Please 


furn 


(trans: arentized), 


of glare elimina- 


Ill. The unit uses 


P 





scent lamps as_ the 


ities are under way 


ich office and ware- 
id Street, San Fran- 
Liggett, Jr., is west- 


Arizona, California, 
evada, Oregon, Utah 
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THE MACHINE TO COUNT ON 





A HANDY CALCULATOR 


FIGURES FAST— 


When and Where You Need Them 


HERE’S THE ANSWER to 
management’s demand for a low 
priced, fast calculator. Entirely 
portable. Ready to go any place 

any time. Hundreds of auxil- 
iary uses in large organizations. 
Keep one on every desk, where 
quick calculations are necessary. 


SAVES TIME AND MONEY 
EFFORT AND ERRORS 


IVAN SORVALL 
210 Fifth Ave., New York 10, N. Y. 
Ask for Bulletin FP-33 
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Fidelity Onion Skin 
Clearcopy Onion Skin 


Superior Manifold 
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WHAT MAKES UNDERWOOD 


“ 


A research-minded organization that has never 
stopped improving its products. For more than fifty 
consecutive years Underwood has enjoyed unchal- 
lenged leadership, based on a long list of engineer- 
ing ‘‘firsts’’ in typewriter advantages. 


Setting the standard of performance by offer- 
ing typewriters with greater flexibility, speed, 
accuracy and durability than were elsewhere 


available . by always keeping a stride ahead. 


Volume of satisfied users . . . understanding 
the typewriting problems of business in gen- 
eral, and secretaries in particular. More than 

6,000,000 Underwoods, reaching all corners 
of the globe, have been helping to speed the 
world’s business. 


World-wide sales and services, conven- 
ient to everybody in the United States and 


ia 





in the principal cities of the world. Experience and 
time have taught the business world that an 
Underwood is always the happiest choice among 

typewriters. 


Underwood's post-war Standard . . . a master- 
piece of typewritiag engineering. It brings you 
Rhythm Touch ... a wonderful addition to the 
many Underwood features you've always en- 
joyed. Rhythm Touch is a new typing concept 

.. a delightful new experience in typewriter 
performance. Speed seems effortless. Fingers 
move easily over the new perfectly-balanced 
keyboard. 


These are the things that make Under- 
wood America’s first-choice typewriter . . . 
that make Underwood 
Leader of the World.” 


“Typewriter 
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Underwood Corporation 


Copyright 1917, Underwood Corporation 
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.. Adding Machines. . . 


Accounting Machines 
Carbon Paper . . . Ribbons and other Supplies 
One Park Avenue, New York 16, N. Y. 
Underwood Limited, 135 Victoria Street, Toronto 1, Canada 
Sales and Service Everywhere 
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| Best For You! 
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Withholding Tax Form 





Write today for 
sample on 
officially approved 
PINK paper 


CONSOLIDATED 
BUSINESS SYSTEMS, Inc. 


Dept. 006 
| 30 Vesey Street 


New York City, 7 











METAL CLASP ENVELOPE 
FOR MAILING, PACKAGING, FILING 


TENSION ENVELOPE CORP. 


FIVE FACTORIES 
SELLING DIRECT TO THE USER 


New York 14, N. Y. * Minneapolis 15, Minn. 
St. Louis 3, Mo. * Des Moines 14, lowa 
Kansas City 8, Mo. 
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UTILITY FIRST AID CABINET 


Brusan Products Co., 2318 North 30th 
St., Milwaukee, 10, Wis., has introduced 
the Utility First Aid Cabinet, avail- 
ible in two models, the Delux Unit 
containing 58 items and the Regular 
Unit, somewhat smaller and stocked with 
45 items. Both units are stocked accord- 
ing to the advice of industrial physicians, 


Regular Unit, First Aid Cabinet 
contains 45 items. 


nurses, health officials and casualty in 
surance companies. Units are useful for 
concerns not maintaining a physician or 
nurse, Or as auxiliary units in estab- 
lished dispensaries, or where first aid 
provisions are needed. Cabinets are all 
steel, finished in white. Locks are sup- 
plied for doors; either model is avail 
able without supplies. A simplified in 
ventory and _ replacement sheet, for 
checking and ordering new supplies, 1s 
sent to users each month 


4,477 
VEST POCKET LIGHTING FOOT- 
CANDLE SELECTOR 


A new vest pocket Footcandle Selector 
which indicates lighting recommenda- 
tions for more than 75 seeing tasks 
has been announced by General Electric 
Lamp Department at Nela Park, Cleve- 
land 

Listed on the Footcandle Selector are 
a variety of lighting applications for 
homes, stores, office, schools and indus- 
try. Select any one of these and move 
a tiny lever until an orange dot ap- 
pears. At that moment an arrow will 
be pointing to a number on a scale 
which is the amount of light recom- 
mended 

The Footcandle Selector i& designed 
to help create a_ better understanding 
and appreciation of quantity and quality 
of lighting with ease and comfort of 
seeing. Its recommendations are based 
on more than 30 years of lighting re- 
search by the Lamp Department of 
General Electric. 

Footcandle Selectors are 
at ten cents each through any of the 
Lamp Department’s 18 district sales 
offices. Provision is made for imprint- 
ing the containing envelope with any 
desired message or signature, at slight 


available 


cost 


(Please turn to page 293) 








Business moves—when Color 


Rarzroaps use the power of color to 
couple speed with safety. The same 
urgent appeal of color can be made 
to play an important role in business 
efficiency. Using the easy-to-identify 


colors of Howarp Bonp to identify 


HOWARD PAPER MILLS, 


INC. 


each page of multiple business forms 
greatly speeds recognition of the sep- 
arate units and facilitates distribu- 
tion and filing. 

In its broad range of clear, clean 


colors and in whitest white, Howarp 


COLOR PHOTOGRAPH BY HUGH HAZELRIGG 


clears the way 


Bonp is a quality bond—so good, in 
fact, that in addition to its wide usage 
in business forms, it is also a favorite 
letterhead paper. Thanks to a nation- 
wide list of distributors Howarp 


Bonp is available everywhere. 


* HOWARD PAPER COMPANY DIVISION, URBANA, OHIO 


Howard Bon 














BY LEJAREN A HILLER 


U N l FO RM l TY When you consider that a printer’s ability to deliver good printing 
on every job always rests with physical properties of paper, the demand 
for a uniform sheet is not strange. Maxwell Offset is such a sheet. 

To the dollar-wise advertiser, this very uniformity of Maxwell’s press 
performance often means that his printed advertising is a known quantity 
rather than an unknown one. Remember this qualification of Maxwell, 
America’s leading offset paper. 

HOWARD PAPER MILLS, INCORPORATED 
MAXWELL PAPER COMPANY DIVISION * FRANKLIN, OHIO 


axwell Offset 


For uniformity—in finish, in strength, in ink consumption, in whiteness or color conformity 
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OLD TOWN NAMES ARTHUR W. 
YOUNG VICE PRESIDENT 





Arthur W. Young, who for the last 
sixteen years has been general manager 
f Old Town Ribbon & Carbon Com- 
inv, Inc., has been made a director and 





Arthur W. Young 


in ire f sales, Josep 

S J esident, a ed recently 
| ¢ is just returned fron 
ere ( set Ip a new lis 

r tha irea ill continue 

Q lanager. | ining the 
1930, he was located in Chi 

e was president of his owt 


Illinois Paper Company 


Old 1 n Ribbon & Carbon Company, 
ganized by Mr. Eaton 30 
is family owned until last 

eel en three otf the principal stock 

ld part of their holdings to 


The | irst Bost m Corporation 


ugh an underwriting group 


PRINTING-DEVELOPER ANNOUNCED 
BY CHARLES BRUNING CO. 


itic Printer-Developer, which is 

ilitate speed and print produ 

tion, is announced by the Charles Bruning 
4754 Montrose Ave., Chicago, II] 





Volumatic Printer—Developer 


Requiring only one operator, the new 
Model 91BW, is intended for 

lume production of cut sheets. It ac- 
mmodates roll stock up to 42” wide 
prints and develops light, regular or 
ird-weight BW paper prints; black or 


jlored ones on white backgrounds: black 
r colored line paper prints on green 
tinted backgrounds; transparent paper 


prints; cloth or film prints. Prints are 
duced at speeds up to 30 ft. per min- 
ute. The new unit can be installed any- 
here in drafting room or engineering 


(Please turn to page 294) 
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FOR TIME-SAVING TYPING... 


Webster’s Micrometric Carbon Paper — the only carbon 


paper with the numbered scale will help every secretary in 
your offices turn out better spaced letters and reports faster. 


PLUS —"ON TIME” DELIVERIES... 


You’re assured of quick deliveries, because Webster's 
factory warehouses are located in key cities from coast to coast. 
And there are more than 1500 Webster dealers always ready to 
meet your complete office needs. That's a good thing to remember 
the next time you want carbon paper or typewriter ribbons; du- 
plicating carbon papers and accessories; carbon paper ribbons for 
photo-oftset work; ribbons and carbons for Elliott-Fisher, Address- 
ing, Adding and International Business Machines. Consult your 
nearest dealer or write to F. S. Webster Co., 7 Amherst Street, 


Cambridge 42, Massachusetts. 


Better buy... 


WEBSTER’S 


Micrometric Carbon Papers 
and Typewriter Ribbons 
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(Continued from page 293) 
lepartment. It does not require plumbing, 
and since there are no fumes to exhaust, 


venting is unnecessary 
— Ff F 


A LESSON FROM A BUREAUCRAT? 


Out of Washington comes a discus 
sion from whi EBA members may 
derive some very beneficial ideas on 


economy ol peratiol It 


s estimated that 
the umit cost la wusiness letter in a 


large organization today is about a dollar 


or a dollar and a half. We all realize 
how important the “little things” can 
become when we're trying to keep out 

lget low. When there 1s an oppor 
tunity to expand minate these small 
features. it is always amazing how great 
a part they actually play in our indivi 
dual et not Ss 

] imes | (a! ily \ 1e1 t the \W \A 
Correspondence Management Division on 
loan to the G ment i firm o 
priv ite en I nt s thata Size ible 
economy in b é vy by con 
fining itten ess " absolute 
necessit He advocate simplicity 0 
expression. | dy 1 eat believer in 
the eliminat stulte shirt” ex 
pression il | hive-a llar | rases and 
words. He has a term for such as, “Your 
letter was uly received We beg to ad 
Vis¢ that \ t evel ite ewith 
Your lette: f the 1l4t instant ultimo 
proximo—I beg to hand you herewith 
and s t | : é ills “hoop 


skirt” words and “horse and buggy” 
phrases. 

He constructively suggests for pur 
poses of economy the utilization of form 
and guide letters wherever practicable 
Grady took the entire output of all WAA 
offices for one day and analyzed the let- 
ters. The average person, if the letter 
gives him the information he desires and 
1s phrased courteously, does not object 
to a form reply. The saving in the dx 
tators’ and stenographers’ time is, of 
ourse, enormous. 

If you stopped to analyze the situation, 
you'd probably be surprised to discover 
the time you waste every day in saying 
the same phrases over and over again 
trying to answer the same questions and 
inquiries in individual ways so that your 
reader will be interested. If he really 
wants information, he’d just as soon have 
you say “yes” or “no” as to spend the 
time reading three or four sentences ex- 
plaining what “yes” means 

lake the foregoing w 
Public Relations salt, and you may save 
i dollar or two. Educational Business 


{ hi 


et. ¢ J 


PAPERBOARD SITUATION 
GETTING WORSE 


Never before have both the box a1 


paperboard manufacturers  experien 
such a state of contusion and uncertain 
ty as exists at the present time, report 


the National Paper Box Manufactur: 


PURCHASING 


\ssociation. In a sense, the situation is 
a paradox. Scarcity of box and other 
grades of board was understandable dur- 
ing the war when the government re- 
quirements ate into the visible supply, 
but that fabricators should have bart 
floors and practically no inventory, at 
this time, when war needs are extremely 
negligible, is simply not understandable 

Nevertheless, that’s the situation and 
buyers of board are searching the market 
from coast to coast; price, weight and 
trim no object. Apparently a number of 
industries that used little or no paper- 
board prior to the war are not reverting 
entirely to their original basic material. 
loy manufacturers consumed quantities of 
board during °43 and °44, and then re 
verted largely to wood but again art 
using board for some old items and es- 
pecially for new ones. Perhaps a con- 
siderable number of items created during 
the war, but which could not be made 


wecause of inability to get board, may 

mw be in production. This is largely 
surmise and cannot be substantiated by 
the mills. They (mills laim they do 
not take on new accounts and point out 
that wartime allotments to the respective 


customers are still in effect, admitting 


t are running behind on allocation 
deliveries, whereas during the war “‘ar 
inged for” weekly xr monthly ship- 
ments were carried out tairly well 
ot always, ot course but better than 


some users at times expected, all of 
which makes present shortages more ol 


1 conundrum. 








Walden Roe 


They Correct Mistakes 


in Any La nguage 


WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 





No. 399 TRI-PLY — for typists 
CENTER PLY — soft gray 
<<, ink and type eraser 
OUTER PLIES — red rubber, 
for all general erasing 
No. 235 CORAL — Versatile coral pink 


soft ink eraser; bias beveled for erasing 
details; broad flat surfaces for cleaning 


















Selections sent for inspection 
without obligation. | 


L.&.C. MAYERS CO. 
Dimond: MMerdharia dinae 19/2 
545 FIFTH AVENUE, NEW YORK DP, NY. 








Marcu, 1947 295 





























te cant hoard tt | 








... Vou Gam save tt 





Seconds, minutes, hours... time. It’s the most expensive element 
in any business. 

In every business, forms play a major role in either the con- 
servation or the waste of time. For fifty years, UARCO forms have 
been saving time for countless businesses, large and small. 

How? Simply by designing efficient forms to meet specific 
needs. By streamlining forms to permit the handling of routine 
orders and records with greater speed, accuracy, and a minimum 
of duplicated effort. 


So if it’s time you would save... take a critical look at your 





present business forms. It may well be that you are using too 
many forms... that they are poorly designed for your needs. 
Call your UARCO representative for suggestions for the im- 
provement of your present forms leading to impressive 
savings in time and its companion piece—money. UARCO 
INCORPORATED, Chicago, Cleveland, Oakland. 


Offices in All Principal Cities. 


For Tustauce... 


The UARCO Accu-rite Register—efficient, conven- 
ient, safe. Consecutive numbering of forms pro- 
vides complete and accurate control. One copy is 
automatically filed, safe from tampering or al- 
teration. 








< — — , : —\ 
SS \ = xX Ie = evcces 
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INCORPORATE DO 








CONTINUOUS-STRIP FORMS 


BUSINESS FORMS FOR TYPEWRITTEN AND BUSINESS MACHINE RECORDS 


AUTOGRAPHIC REGISTERS SINGLE SET 
AND REGISTER FORMS FORM 




















Kenneth T. Fawcett, Assistant General Harry L. Johnson has been named Pur 
P . \gent Dominion Brake hasing Agent for the newly created 
S} inv, Lt Canadian sub Standard Control Division, Westinghouss« 

\1 B Shoe Co.. Electric Corp., which will be located at 
nppoint \ ‘ president ol Beaver, Pa. 3) \. Riggs has been ap 
pointed assistant purchasing agent at the 
Kast Pittsburgh works, succeeding M1 
Johnson who held that position for the 

ist Iour years 

John J. Dixon is been named Supe 

VISOI City Purchases of Savannah, 
Ci Pla der the me t idministra 
on 

Leo |. Cashin has been appointed Gen 

ral Purchasing Agent for Rockwood 

ind Company, B klyn, New York 
a = George Z. Turadian has been appointed 

General Purchasing Agent for A. & M 

; see le Fawcett graduated Karagheusian, In manufacturers of 
—. hillips Andover Academy in 1930 Gulistan rugs and carpets, New York 
und Yale University 1 1934. He has City, N. Y. He has been associated witl 
beet iated with t \merican Brake the company since 1924 successively as an 
Shoe Co. since 1934 and has been As r tant, salesman in the Oriental divi 
sistant General P sing Agent sinc 
1944 

K. W. Green is bet ippointed Pur- 
chasing Agent fot e Electric Storag¢ 
Batt { Philade Pa succeed 

2 \ in B (; ised Mr 
Gree ined the mpa 1927 and 
St r five vears t Sales Staft 

t Pittsburgh bran re goin 

G. Z. Turadian 
sion, assistant production supervisor at 
Xoselle Park, N. J. hill, and as assistant 
purchasing agent. In his present capacity 
he will be in charge of all purchasing 
except certain raw materials, and will 
make his headquarters at the executive 
offices in New York City. 

K. W. Green : 

L. D. Acheson, Purchasing Agent, Romec 
to Philadelphia. In 1937 he became man- Pump Co., Elyria, Ohio, for the past 
ager of railway and engineering sales five years, has been appointed Purchas- 
and in 1946 he was appointed Assistant ing Agent for National Alloys Co., of 
Genes Purchasing Agent. Detroit, Mich. Raymond A. Renz, Jr., has 

become Purchasing Agent at Romec, suc- 

Harry W. Langworthy has resigned as ceeding Mr. Acheson. 

Purchasing Agent of the Munro Athletic 


Utica, N. Y. to accept a 
vith the State Education De- 
partment, Albany, N. Y. where he will 
supervise veteran programs in other than 
schools in conjunction with the 
Administration. 


Products Co., 
position 


public 
Veterans 
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Carl Borg, formerly assistant purchas- 
ing agent, Tuttle & Bailey, Inc., New 
Britain, Conn., has been appointed Pur- 
chasing Agent, succeeding R. C. Twitch 
ell who continues as treasurer of the 
company. 








Prescott H. Vose has been appointed Pur- 
Agent of University, 
Mass., Willian 
G. Morse who has retired after 23 


Mr. Vose has 


hasing Harvard 


Cambridge, succeeding 
vears 


with the University serve 











Prescott H. Vose 


as State Director of the OPA in Main 
since 1942. Previously he had been New 
Roeb- 


England Sales Manager, John A 
ling’s : 


Sons Co 


R. J. Newlon, \gent tor 
Dearborn Stove Company, Dall 


elec ted 


Purchasing 
as, Te 


has been a vice-president of the 


mpany 


; 


F. S. Austin, Manager, Purchases and 
Stores, New York Central System, New 
York, N. Y., has 


assumes 


P ’ 
1 ¢ 


e general 





F. S. Austin 


supervision of the Purchasing and Stores 
Department, succeeding W. C. Bower, 
formerly vice-president, Purchases and 
Stores, who resigned recently. Mr. Aus- 
tin was appointed Manager, Purchases 
and Stores September Ist, 1946. 


Forrest K. Gillman has been named Pur- 
chasing Agent for Manning’s Inc., 
Seattle, Wash., succeeding D. F. Divird 
who has become office manager. 


(Please turn to page 298) 
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G-E FLUORESCENT BALLASTS 


can help you win favor for your fixtures 


One good way to start and wind up a 
sales story on fluorescent fixtures is to 
say, * . the ballasts ave G-E.”’ 

There’s a reason for people's confidence 
in that name. With fluorescent lamp 
ballasts, it’s the everlastingly watchful 
testing of raw materials and control of 
manufacturing processes which G-E 
Maintains. 

More than 20 tests assure the uniform 
quality of all ballast components. Com- 
pleted ballasts are tested continually for 
voltage, heating and lighting character- 
istics. Finally, production line samples 
are subjected to sudependent tests by the 
Electrical Testing Laboratories*. 





' - 
an A ™ 
We realize you are not getting , | Cr 


all the G-E ballasts you need as 

quickly as you want them, but 

please remember that we are % ey CSman 
doing our utmost to increase 

production, despite continuing 

material shortages. 








BALLASTS LAMPS STARTERS The quiet operation of G-E ballasts can help a lot to keep your 
CABLE LAMPHOLDERS | fixtures sold. So will the assurance they give of rated light output 
ton and freedom from maintenance expense. Apparatus Department, 

DEPENDABILITY in fluorescent lighting 


General Electric Company, Schenectady 5, N. Y. 


* Also listed by Underwriter’s Laboratories, Inc 


GENERAL ¢3) ELECTRIC 


412-3-5205 






























































W. Collins has been appointed 


Purchases of the Norwich 


Edson 
Director t 
Pharmacal Co. and its subsidiaries, Nor- 
vich, N. Y. In this capacity he is re 


sponsibk to the president lor the com 





Edson W. Collins 


t it! npany s pure i 
ing tiol i »>M ( kato 
resident I ot i lat M ( 
lins ] ined the ( mpany itl 1936 as as 
sistant t \y Marst s vice-pres! 
lent and Purchasing Agent, and in 1940 
be iTrie Purcl isle \ gent when Mi 
\larsters assumed tin iuties ol sales 
manage f the eastern divisio1 Mi 
Marst S levot £ ull | tin 
the ¢ pany activilt n the ¢ t al 

nutactt S , 

George J. Edellstein has been appointed 
General Purchasing Agent for Willys 


Overland Motors, Detroit, Mich., accord 


ing to an announcement by W. E. Paris 


vice-president i! ire it perations 
Mr. Edellstei been associated wit 
the mmpan since 1923 and has beer 
ssistant is nt since 1934 


Harry S. Beetham een appoint 
Purchasin \gent Nort est Metal 
Products, Kent, YV gton. He Vas 
rmerly assistant put ising agent wit 
Podd Shipyards icoma, Was] 


Owen D. Davis beet 


Construction Seattle Wasl 
cceeding Jame B. Lewis who has 
rik tii \us ( seattle is an 
stimator ( 


J. S. Fair, Jr., Purchasing Agent, Penn 
vivania delivered an 


ting of the New 
Boston, Mass 


Railroad, recently 
3 { 
address ye TOTE tive mee 


Kkngland Railroad Club i 


regional director 
Seattle, Wash., 
establishment of a 
there. Th 


William 8B. thlanfeldt, 


Pe , ‘ leral 
bureau ot edera 


Supply, 


has announced the 


centralized purchasing centet 





igency is located in the wartime ware 
houses and offices of the U. S. Engin 
eers, 4t > ind Lander Streets. It is es 


1 run fron 


timated purchases there wi 


$100,000 to S200.000 n mnthly 


Purchas 
York, 


printing and allied 


George Shapiro, until recently 


ing Agent for the State of New 
in charge of paper, 
materials, has been appointed comptroller 


of the Paper Center Inc., New York 


Wilson Oelkers has been appointed Pur- 
chasing Agent of the Radio division and 
William Chaffee Purchasing Agent of the 
Refrigerator division of the Philco Cor- 
Philadelphia, Pa., according to 
William Mac Mur- 
Agent. Mr. Ocl 


kers joined Philco in 1934 and has been 


poration, 


an announcement by 


tie, General Purchasing 
depart 


associated with the purchasing 


ment for the past 12 years. During the 
var he acted as special coordinator ot 
radar production projects undertaken tot 


he Army and Navy. Mr 


purchasing department in 1934 and 


Chaffee joined 


as been connected with it ever since 
except for three vears during the wat 
when he served as an officer in the 
\ir Forces, Georg 

named assistant to the general purchas 


ing agent and louis H 


Norman C. Irion, torn Directo 
Purchases for American Type Founders 
In | et N. J is been named 


Laminate 


| , Davstrom, N. an ATF Ass 





\ 1 een associated wit 

11 ) * } 

the purchasing field tor 20) years and 
to joining ATF he was buyer and 
manage f the Printing division, Green 


vich Publishing Co. He joined ATF in 
Agent for the Mum 
becam« Director « 
Purchases in 1942. He als | 


tions division and 


served as 


memb« the faculty of the School o 
Business Administration, Rutgers Uni 
versity, where he taught a course in Pu 
hasing. Donald J. Gildea has become Pur- 
chasing Agent for the Manutacturing 


division of ATF and Everett Damon has 
issumed in addition to his other duties 
the responsibility for the purchasing ot 
ill mate iis Tor the \ | | Sale S ( orpora 


H. W. Ralston, Jr., has been appointed 
assistant purchasing agent, 
Division, Hajoca Corp., Philadelphia, 
Pa., C. J. Geier, Jr., has become assistant 


Plumbing and 


Industrial 


purchasing agent for the 
Heating division 


\gent and 
Superior Co.., 


Bert F. 
secretary-treasurer, 


Downey, Purchasing 
Yost 
Springfield, Ohio, has been named a direc- 
tor of the First National Bank, Spring- 
field, Ohio 


Ernest W. Mann, Purchasing Agent, Bird 
Machine Company, Walpole, Mass., has 
been elected to the board of directors. 


Howard Guerin has been appointed Pur 
chasing Agent for the Gabriel Company, 
Cleveland, Ohio, succeeding George E. 
McAllis who is now assistant to the 
Ward Products Co., a 
acquired division of the Gabriel 


president, of the 
me wly 
Co 


J. Gordon Hall, formerly assistant pur- 
chasing agent, has been appointed Pu 
chasing Agent of the Wollensak Optical 
Company, Rochester, N. Y. He succeeds 
\nthony P 


Hew 


Krieg who has retired afte1 


g with the company since 1906 and 
having served as purchasing agent sinc 
1920. Prior to becoming assistant put 
agent Mr. Hall 
ployment manager. 


served as em- 


hasing 





Charles S. Brown has been promoted from 
Ford Moto 
\gent for th 
according to 
Albert J 


ing, vice-president and Director of Pur 


issistant purchasing agent, 
Company to Purchasing 
Lincoln division of Ford, 


in announcement by Brown 


In his new capacity he will serve 
det (,ceore¢ \\ Walker. Director ol 
Purchasing for the Lincoln division. He 


is been with Ford for 


ising 


more than 27 
been in the purchasing 
A. E. Conn, formerly 
torgings succeeds Mr 


Brown as assistant purchasing agent 


ears and has 
livision since 192] 


1 
uve! oO! steel 


| 1 , 1 
He will now be in charge of purchasing 
items in the electrical, mechanical 


and iCCessory group 





Edward L. Keenan has been elected Vic« 
President and Purcl \gent of 
United Engineers & Constructors, In 


347 Madison Ave., New York, N. Y. 


asing 


W. H. Stewart has been named Director 


f Purchases for Textron, Inc., New 
York, N. 


months as Director of 


Ssery ed 15 
Penn 


Previously he 
Purchases, 
sylvania Rubber Co. Before the war h« 
Was associated witl the (,oodyear Dire 


ind Rubber Co... where he spent 16 





W. H. Stewart 


years in various purchasing capacities. 


During the war, while directing Good 
cotton and 


mechanical goods 


year’s purchasing of rayon 
tire fabric and yarns, 
butadiene, and acrylonitrile, he 
connected with the Textile 
Division of the War. Production Board, 
Washington, D. C 


fabric Ss, 


Was ¢ l sely 


(Please turn to page 300) 








PURCHASING 








T 





Marcu, 1947 


s, and the eyes of Grandma today... and wolves, too 
... are on America’s better packaged products. For better sales 
appeal it’s eye appeal that gets the consumer demands. Your 
product packaged in an Old Dominion set-up box means easier, 
safer shipping—economical, too. Your Old Dominion packaging 
expert can be reached by phone, or write today. He will shoulder 
your packaging problems and explain the superiority of Old 
Dominion’s complete line of containers which numbers set-up, 


corrugated, convolute, spiral wound, or folding boxes. 








Write to department 55, Old Dominion 
Box Company. Inc., Charlotte, North 
Carolina, for folder, “A Set-Up for Sales”. 


PLANTS LOCATED THROUGHOUT THE SOUTH Of ue 
NEW YORK REPRESENTATIVE 


228 EAST 45th ST., NEW YORK 17, N. Y. 


E 


$0 


Phone MUrray Hill 2.6492 CHARLOTTE -N. CAROLINA 


UTHERWN BOX MAKER WITH A NATIONAL REPUTATION 
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Now-MzzuzveDise 


The valve that saves time... 
trouble on maintenance 


The initials ‘‘N. M.D.” 


designate LUNKENHEIMER VALVES 


equipped with NON-METALLIC-DISCS. (One long-time user in- 
sists that the abbreviation means NONE MORE DEPENDABLE). 


The N. M.D. Valve's unique design and construction provides 
for easy replacement of discs and the assurance of maximum 


tightness under all conditions. 


No regrinding necessary. In 


handling steam, hot or cold water, air, gas, gasoline, oil and 
other fluids, N. M.D. Valves deliver uninterrupted service on a 


“lower cost per year” basis. 


THE LUNKENHEIMER CO., Cincinnati 14, Ohio, U. S. A. 


New York 


13, Chicago 6, Boston 10, Philadelphia 7. 


Export Dept.: 318-322 Hudson St., New York 13, N. Y. 


Ask your distributor for a demonstration. 
He will show you how the N. M.D. can be 


renewed P.D. Q. 


Phone him today. 


Circular 558 available 
from your Lunkenheimer 
Distributor or write for copy. 


LUNKENHEIMER VALVES 


BRONZE, IRON, STEEL, AND CORROSION RESISTANT ALLOY VALVES 
AIR DEVICES, LUBRICATORS, AIRCRAFT FITTINGS 
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Herbert S. Hargraves, Purchasing Agent 
i the Fall River Electric Light Com 
pany, Fall River, Mass., and Herbert L. 


Ogden purchasing assistant in the gener 
al purchasing department of t New 
England Power System, Boston, Mass 
have both retired after many years wit 
the electrical system. 
Mrs. Ruby Brand has been apy 
sistant County Auditor with direct charge 
of the county purchasing agent's office, 
Ke] Paso, Te Xas Mi s Bran | 
the duties of the (¢ ounty "ul ising 
\gent until a new act r 
position is passed by the state 
She succeeds | ©. Cone Q 
Faye Harrington has been nam Prat 
hasing Agent tor Timber Structures, 
Inc., Seattle, Wash., succeedi bls 


Lounsbury, resigned. 


T. L. Stubblefield has been app 


chasing Agent tor the lex 

Railway, Dallas, Texas. At 

is appointment he was servi 

sistant purchasing agent an general 
st rekeepet He has been Wit ! 

pany since 1910. C. F. McAulifi vice 
president in charge of purcl 


mpany 


Robert Meeker is now Purchasing ee! 
Master Rul Mig. Co ly ~ | 
ton Street Middletown, N \ 
Arthur G. Pearson, [Direct 
artment of Purchasi 

\merican Meat Institute. ( 
recently delivered three | 
purcasing practice. On Februa Ot it 
the University of Kansas, he discussed 


“Standards of Purchasing Peri 


before an audience consisting 5 
ing agents from Kansas City and vicinity 
On February 10 he spoke on “P 

Purchasing,” and February 14. on 
‘The Legal \spects of Purchasit eg” be 


' 


tore a group of hospital administrativ: 

othcers and purchasing agents 

attending a week's panel on hospit 

chasing, sponsored by the American 

Hospital Association, at the Drake Hotel 
Chicago, 





AMONG THE COMPANIES 
YOU BUY FROM 











North Wales, Pa.—Greene, Tweed & Co 
Howard C. 


general sales manager. 


Josephson has been named 


New York, N. Y.—Berger Mig. division. 


Republic Steel Corp., Canton, Ohio, has 
appointed D. Emerson George as man- 
ager for the New York City branch 


For the past 16 years he has been man 
ager of locker sales 


New York, N. Y¥.—United Stati 
Corp. of Delaware announces the ap- 
pointment of Bennett S. Chapple, Ir., as 
assistant vice-president-sales. 


(Please turn to page 302 
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HOWARD 


Your best source fer: 
ALUMINUM 
Castings 
MAGNESIUM 
€astings 
Castings 
SEMI- STEEL 
€astings 
WOcoD .- METAL 
Patlens 
MODELS ana TEMPLATES 


FOR BUYERS OF CASTINGS... 


ALUMINUM - MAGNESIUM - BRASS - BRONZE - SEMI-STEEL 


ALUMINUM 


sR One, 


— 
ee ee f 
»~ 7 en 7 $ Tr 
SF, OOS Ey 
Ee ee od 
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oe ee ee 
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Yotte COFUY, Of « Howard 06d (4 ° Letter Cas lings | 


Yes, “it's big news today.” Hundreds of casting users are writing 
for their copies of the new “Guide to Better Castings.” 


They're the men that realize the importance of proper castings 
to their finished product... for strength, weight, design and 
economy. 


To help them in their task of buying castings, this book presents 
a detailed study of the facilities, methods and engineering skills 
that enable Howard to produce the finest in Aluminum, Mag- 
nesium, Brass, Bronze and Semi-Steel castings. 


These facilities are at your disposal... skilled engineers are 
ready to assist with your design problems, plan and build the 
patterns, guide your castings through the foundries... deliver 
castings of highest quality ... on time. No job is too large or too 
small for this same careful attention. 


Write for your copy of the “Guide to Better Castings,” today! 


HOWARD FOUNDRY COMPANY 
1700 N. Kostner Ave., Chicago 39, Illinois 












Castings and Pal ‘oun & y 
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Cleveland, Ohio—Cleveland Cap and 


Screw Co. G. Rider Neff, general sales uhen you want Speed- 


manager, has been named vice-president 


in charge of sales. He has been in the 
if id ° company since 1944. Frank G. Kauf- when you want 
AG) AD MY man has been appointed vice-president 
in charge of product engineering 
FOR MORE TOOL MILEAGE 


San Francisco Calif.—\\ estinghous¢ . in your job of grind- 


tric Corp., Industrial division, S ing, polishing, buffing, 
Harrison has been appointed manag sanding, drilling, ream- 

ing, screw-driving or 
nut-setting, you want a 
Strand Flexible Shaft 
machine, because a 
Strand will do it faster, 
better, and stand up to 
it longer. 


Strand Flexible Shaft 
machines provide con- 
stant speeds with greater 
operator convenience. 
Hundreds of attach- 
ments easily inter- 
changed— 125 types 
and sizes—models in- 
clude vertical and hori- 
zontal type machines 
from 4 to 3 h.p. Dis- 
S. H. Harrison tributors in all princi- 
pal cities. 





of the Pacific Coast district. Since 1940 Send today for catalog 
showing complete line 


1 


he has been dis ric Had hine I e1ec Ca 
I listrict inery electrif 


tion manager. 


Des Plaines, Ill—The DoAll Company, 
Minneapolis, Minn., announces the con- 
solidation of all the company’s sales 


activities in new headquarters at 254 N. A. STRAND & CO. 


North Laurel Avenue 5005 NO. WOLCOTT AVE. CHICAGO 40, ILL. 





Denver, Col.—Joseph T. Ryerson & Son, 
Inc., Chicago, Ill, warehouse steel dis- 
tributors, announce the appointment of 
\lbert J. Bauer as sales representative 


pa A COMPLETE 
Be Na 7 -- LINE OF 
oa INDUSTRIAL 


ance .. fine workmanship .. 
long life... These are the PETROLEUM 
features that distinguish 
UTICA Pliers and Adjust- Albert J. Bauer 

“jae, Wrenches, and justi PRODUCTS 


5 i ee “For + " in the Rocky Mountain states with head- 
a ae We 1 


quarters in the Denver National Build- 
ing. He has been associated with the 
company since 1940 and has had ex A Pure Oil engineer will help 
perience in both steel procurement and 


solve your lubrication problems. 
work. 


Write nearest office, or Industrial 
| V0 0) a Corts (o) MD -) ) OE @4 sb Tor-Co (oN OIE 





. Denver, Colo.—Allis-Chalmers Mfg. Co | ‘ 
2 ‘yggye eco a teak The Pure Oil Company, U.S.A. 
DR OP Bow TOO L ~~ Pollo k ‘ay be cages poonl e ‘ : 
the Denver office, succeeding Henry f§ 
CORPORATION Roth ie “tay bec - ainied ae the ys PUNE oy 
Thales) 4, NEW YORK motor generator sales section, electrical URE with Pure 


department, at the main works in West 3 
ete 2, ¢ 
Allis, Wis. Sie: 


. 
(Please turn to page 304) 
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MANILA 


ASS €, 


5 MILLION 
POUNDS 
U.S. GOVERNMENT 
SURPLUS 
all types 
and sizes 
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High quality unused rope, made by leading rope 
manufacturers for our armed forces, has been de- 
clared surplus. This rope, in types, quantities, and 
sizes indicated below, is for sale by War Assets 
Administration at fixed prices and is available for 
immediate shipment from individual offices. 
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A 
TYPE, SIZE AND PRICE OF AVAILABLE ROPE +% Offers to purchase all or any part of the rope 
red : > established fixed prices below will be 
TYPE SIZE PRICE (per pound oGusd ot the ee , 
es accepted by the Regional Offices having the re- 
Sisal 1%" and larger 13¥e¢ spective inventories. All sales F.O.B. storage 
Ya" to 1Y2" 17¢ location. 
/," 17Vae 
ie 9/16"-Y2"-7/16" no —_——eeFTe3eener Seer ese Ss owe — ee SS ee ee 
! Ye"-5 /16"-Ya" 19 ! 
3/16" 20/2¢ , 
{ 
| Henequen 12" and larger 13Yae HOW TO PURCHASE | 
' and %" to 1Y2" 16¢ - F , . ! 
1 Mexicen 5/_" 16Ye¢ Five per cent of the material offered is reserved to fill i 
| Sisal 9/16"-Y2"-7/16" 17¢ orders received from Federal Agencies by Noon ou. t 
¥,_" 18Ye¢ April 2, 1947. The balance and any unsold portion 1 
' 5/16"-Ya" 19¢ of this reserve will be used to fill all other orders re- 
' 3/16 20¢ ceived by noon on this date in the following sequence: \ 
\ lute All clase are 11968 per peend 1) Certified Veterans of World War II; (2) Subse- | 
, ~- quent priority claimants; (3) Non-priority purchasers. 1 
i Manila Direct inquiries for manila rope prices and sizes to Orders received after this date will be filled without i 
; Regional Offices containng inventories as indicated. regard to priorities. Veterans of World War II should t 
apply to their nearest WAA Regional Office for cer- 
' TYPE, QUANTITY AND LOCATION >*¢ tification; the case number assigned and the location , 
, . . of the certifying office must be stated in a Veteran’s 
TYPE QUANTITY (pounds) | LOCATION (Regional Office) offer to purchase. 
i Sisal and Henequen 1,500,000 New York, N. Y.* ! 
i Sisal and Henequen 1,500,000 San Francisco, Calif.* ale = de t 
| Sisal and Henequen 1,500,000 Louisville, Ky. ‘i as ins , 
1 Manila, Sisal and Jute 100,000 St. Louis, Mo. , 
! Manila, Sisal and Jute 100,000 Chicago, Ill. Mark your envelope ‘‘Fixed Price Sale—Rope i 
a oanaae —- Nebr. Program A-61-2032,” and mail it to the Mate- ! 
| ooo a ew Orieons, Le. rials & Supplies Sales Division at any of the : 
| *Sisal and Henequen rope is available also in Boston, Philadelphia, War Assets Administration Regional Offices i 
j Richmond, Charlotte, Atlanta, Los Angeles, Seattle, and New Orleans. li em : : 
isted above as holding the inventories. i 
| | 
! 
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THE BETTER 





FASTENING METHOD 


Unseen Quality 


makes them stronger / 


Unretouched Photo Etched, Cutaway 
Holo-Krome Socket Heed Cap Screw 


It's the uninterrupted, unbroken and unsevered 
fibrous structure accomplished exclusively by 
the Holo-Krome patented method of Com- 
pletely Cold Forging . . . The results of this exc'u- 
sive Holo-Krome feature is giving thousands 
upon thousands of Socket Screw users guaran- 
teed unfailing performance in all types of ap- 
plications — Specify “Holo-Krome”. 


Holo-Krome Distributors are 
ready to serve you from 


. | 
their warehouse stock. 





— 
ROME screw 
T 


N 
HARTFORD £0, CONNECTICUT 































PURCHASING 


Chicago, Ill—United States Rubber Co., 
Rockefeller Center, N. Y., announces the 


appointment of Edwin D. Meade as man- 
ager of railway sales. for the Chicago 


Branch. L. Phil Haser who has handled 
the company’s railroad sales there since 
1903 will serve in a consulting capacity 


Pittsburgh, Pa.—Bemis Bro. Bag., Brook 
lvn, N. Y., sales division, announces 


opening of a new sales office at 





Ellis H. Dietrick 


6070-71 Jenkins \rcade llis HH 


Dietrick will be in charge 


Cleveland, Ohio—Kennametal | 
trobe, Pa., has named | 1. Conlar 
resentative in the Cleveland area of t 
central district, working 


at 860 Hanna Building 


North Charleston, S$. C.—Ravbestos Mar 
hattan, Inc., Passaic, N J \ I: Hein- 
sohn has been appointed general manager 
f the General Asbestos & Rubber div1 
1On, succeeding | H Jeffor ls, decease 


Waterbury, Conn.—Bristol Co. H. | 
Beane has been named general sales mat 
ive! 

New York, N. Y.—Visible Index ¢ 
Henry \ Gripekoven has been a M 





Henry A. Gripekoven 


Vit e-president in charge Oo! sales He 
has been with the company as Middl 
West distributor since 1943 


Linden, N. J. Alloy Steel Products C« 
Herbert V. Evans and H. C. Griem« 
have joined the sales department. Mr. 
Evans formerly represented Anticorro- 
sive Metal Products Co. in New Eng- 
land and Mr. Grieme was previously en 
gaged in purchasing work with Chemical 
Construction Corp. 


(Please turn to page 306 ) 
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36 TRUARC ( ight, eliminate part 
rings reduce weight, eliminate parts 
* * | 
In complex radar aircraft antenna! 
® Waldes Truarc Retaining Rings 
cut machining, assembly, maintenance time 
Tiny rings easily installed keep 
link pins in position, are easily 
removed for maintenance. 
- 
- 
- 
- 
-_ 
- 
—— 
-_ 
— 
- 
= 
' | 
Truarc snaps in place easily as Gears stay secure: Truarc saves Assembly in cramped space with 
a ball-bearing retainer, allows space in this gear and worm practically no clearance is sim- 
use of shorter bushing. application. plified with Truarc ring. 
“TRUARC NOT ONLY REDUCES WEIGHT IN They do not deteriorate under the most rigorous 
OUR APS-4 AIRCRAFT ANTENNA,” states Dalmo- operating conditions.” 
Victor, of San Carlos, California, ‘but also saves Wherever permanent maintenance of tolerance 
numerous machining, drilling and threading opera- is important, Truarc rings keep moving parts in 
tions and reduces assembly and maintenance time. accurate relationship. In all industries, designers 
Waldes Truarc Retaining Rings are easy to install find Truarc a better way of fastening machine parts; 
and remove, give equal pressure over a continuous production and maintenance men find Truarc cuts 
surface because of their perfect circularity, and costs. Send us your drawings; Waldes Truarc engi- 
eliminate large numbers of tools hitherto recuired. neers will be glad to show how Truarc can help you. 
@ Send for New Truvarc booklet, 
ven “New Development In Retaining Rings” 
Muon —— eee se =—————— SS Se es ——+ 
Waldes Kohinoor, Inc., 47-10 Austel Place 30-L 


WALDES 


=) TRUARL 


¥ 


Long Island City 1, N. Y. 


Please send booklet, 
taining Rings” to 


\ 


“New Development In Re- 


~J\ Name oseimniaemat siemens 
T 
ee ere — 
—— ee 
J S PATENT RE 48,144 AND OT Company — “ aie’ 


RETAINING RInas 


WALDES KOHINOOR, INC., Long island City 1, New York 


Business Address___ 


\\ 
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INDUSTRIAL 
70 cil your WIPING MATERIAL COSTS 


CUT THIS OUT AND MAIL =< 


Tear OUT AND MAIL this coupon today to 
KeEx National Service, 295 Fifth Avenue, 
New York 16, N. Y. 

Learn as fast as you can about KEx 
quality Wiping Towels. How every square 
inch of them is usable wiping space—right 
out to the very edge. They are the kind of 
soft Wiping Towels you can use without 
fear of marring the most delicate surfaces. 
They have no buttons, hooks, hard seams 
or possible ingrained grit that make non- 

descript rags and waste so hazafdous to use. In other words, KEx 
Industrial Wiping Towels are manufactured for the very purpose 
to which you will put them...and are not cast-offs that have 
served, and outlived, their purpose. 

KeEx Wiping Towels absorb up to six times their weight in 
grease and oil—and give you hundreds of more wipes per pound 
ehan make-shift rags or waste. 

They are uniform in size and fabric; over-edged to prevent 
fraying, and are delivered to your plant after they have been 
cleaned by a special high-heat process—in any quantity desired, as 
often as necessary. 

Get the facts today! There’s nothing to buy, no expensive 
inventory—just a low monthly rental. The very first month 
should show you considerable saving on wiping costs. 


REG. U.S. PAT OFF 
NATIONAL SERVICE 
A CALLAWAY MILLS PRODUCT 





PURCHASING 


Cincinnati, Ohio—Cleveland Automatic 
Machine Co., after more than 50 years 
of operation in Cleveland has moved 
to new headquarters at 4932 Beech Street. 
Sales offices have been opened by V. J. 
Hannon, district sales manager, at 1114 
N.B.C. Building, Cleveland 14, Ohio. 


Buchanan, Mich.—Clark Equipment Co., 
automotive and agricultural equipment. 
announces the appointment of FE. M 


. 
E. M. Schultheis 


Schultheis as manager of sales. He was 
formerly Detroit sales representative and 
in 1945 became manager of sales for the 
automotive division. 


Philadelphia, Pa.—American Chain & 
Cable Co., Inc., York, Pa. B. J. McLaugh 
lin has been named district sales manager 
of the company’s Wright Mfg. division, 
with headquarters at the company’s 
office at Second & Diamond streets 


Pennsylvania Kennametal Inc., La 


be, Pa., announces the appointment of 


tre 

R. T. Smith as representative to sell 
and service Kennametal mining tools in 
the state, with headquarters at 5 Orchard 
\ve., Glenshaw, Pa. 


Chicago, IIl._—Signode Steel Strapping 
Co. J. Milton Moon has been named 


sales manager. He has been associated 


J. M. Moon 


with the company since 1934 and has 


served as field engineer and manager 
of field engineering and research. 


Cincinnati, Ohio—B. F. Goodrich Com- 
pany, Akron, Ohio, has established a 
new district office in the Industrial Prod- 
ucts sales division. John S. Gulledge 
will be district manager. 


Passaic, N. J.—The Okonite Co. R. S. 
Keefer, formerly sales manager, has been 
appointed vice-president in charge of 
sales. 


(Please turn to page 308) 











Sirvene begins in the mind of an engineer... it grows 
from the need for a special pliable part to complete his 
mechanism. It is specially compounded from oil resist- 
ing elastomers in Chicago Rawhide Laboratories to 
achieve required physical characteristics, then molded 
to precise design specifications. The finished Sirvene 
part meets exactly the engineer’s demand for flexibility 
or hardness, resistance to temperature extremes, dry- 
ness, wear, age, oil, water, or other solvents. Sirvene 
parts deliver dependable performance under the most 
difficult operating conditions. For the solution to your 
pliable parts problem-—consider Sirvene first. 





oT 
Sirvene products include diaphragms, boots, gaskets, oil seals, ‘cago 22, Illin ois 
washers, packings, and other special molded mechaniccl pliables. 


IT WON’T BE TOO LONG NOW 


— 


coolness 


worth waiting for 


COOLERS 


CORDLEY & HAYES, 443 4th AVE.. NEW YORK 16 


Distributed in Canada by 
NORTHERN ELECTRIC CO., Ltd. we CRANE, Led. 


Now catching up with demand 


PURCHASING 


Middle West—Joseph T. Ryerson & Son, 
Inc., Chicago, Ill., has appointed Robert 
K. Larrabee as sales representative for 
Michigan and a portion of Indiana and 
Ohio. 


Chicago, Wll—Grinding Machine divi- 
sion, Norton Co., Worcester, Mass. 
Robert D. Lawson has been app 
district manager succeeding Os 
Nordstrom, retired. 


Schenectady, N. Y.—General Electr: 
Arthur W. Farmer has_ been 
general traffic manager according 
announcement by H. E. Erlicher 
vice-president in charge of Pur 
and Traffic. 


Detroit, Mich.—Electric Products 
Cleveland, Ohio announced the appo 
ment of The Udylite Corp., as n 
distributor of electrolytic motor-¢ 
tors and controls. 


Detroit, Mich.—Udylite Corp. | 
litzgerald and Harvey E. Zens, J]: 
joined the company’s sales organ 





J. E. Fitzgerald 


Detroiters 
ces during 


Milwaukee, Wis.—Carboloy 
Detroit, Mich 
hert Industrial Supply Co 


chigan St., as an authoriz 


Knoxville, Tenn.— Reliance 
gineering Co., Cleveland, 
pointed A. R. Hough as 
representative, succeeding 


Pr. lard. 


Chicago, Ill—American Brak 

w York, N. Y. Stephen S. 
has been named _ vice-president 
sales department of the Brake 
Castings division. He has been 
company since 1912 and with the 
department of the Brake Shoe 
ings division since 1929. Ralph L. 
inson, district sales manager, Brake 
& Castings division, has becon 
sistant vice-president under Mr. ( 


Minneapolis, Minn.—Minneapolis-Honey- 
well Regulator Co. Lynn H. Johnson 
is been appointed sales manag 
the gas controls division. He has 
with the company since 1933 and 
formerly assistant to the regional n 
ager assigned to the Cleveland office 


(Please turn to page 312) 








z <SUNOCO sun 


Something new under 


the SUN trade-mark! 





The Sun Oil Company invites immediate inquiries 
on two new, high quality microcrystalline waxes— 
SUNWAX 1290 Brown and SUNWAX 1290 Yellow. 

These new Sun waxes were developed for use in the 
paper-impregnation, packaging, electrical, electronic, 
paint and chemical industries ... wherever resiliency, 


high melting point, and high resistance to shock or 


-.~ 
— 


UNWAX 


shattering are required. They are tenacious and uni- 
form in physical characteristics. Approximate speci- 
fications for both types are: 
MELTING POINT (ASTM D127-30) —175°-185°F. 
PENETRATION (ASTM D5-25)—15 MAX. 


For full information call your nearest Sun office or 


write Dept. PU3, Sun Oil Company, Philadelphia 3, Pa. 


INDUSTRIAL PRODUCTS 





PURCHASING 





WAA solicits bids for approximately $1,000,000 worth of 


abrasives of the following types: grinding wheels, abrasive 


cloth, paper, belts, sticks, stones and hones—all sizes and 
specifications. The offering includes both new and used ma- 
terials; inspection may be made prior to bidding at any 
Regional Office holding the inventory. Priority claims have 


been satisfied and there will be no delay in delivery, 


Sales of Abrasives will be held at frequent intervals. To receive 
information on future sales, write to the Regional Offices listed 


below asking that your name be placed on their mailing lists. 


BOSTON - PHILADELPHIA - CHICAGO - CLEVELAND 
DETROIT + ST.LOUIS + LOS ANGELES 


) OFFICE 0 F GENERAL DISPOSAL 


WAR ASSETS ADMINISTRATION 







Offices located at: Atlanta « Birmingham «+ Boston + Charlotte « Chicago « Cincinnati + Cleveland «+ Dallas 
Denver «+ Detroit « Fort Worth - Helena « Houston «+ Jacksonville + Kansas City, Mo. «+ Little Rock « Los 
Angeles « Louisville « Minneapolis - Nashville « New Orleans - New York « Omaha «- Philadelphia « Port- 
land, Ore. « Richmond « St. Lovis + Salt Lake City « San Antonio + San Francisco «+ Seattle « Spokane + Tulsa 
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frow to bait a man trap 




















BAIT FOR a mantrap can be a luscious ice box cake, 
topped with frothy whipped cream, a crisp, fresh salad 
or a cold bottle of beer. Whatever suits a man’s fancy best is 
his. wife’s sure way to anything from a trip to the movies 
to a new fur coat. But she can’t set the snare by herself. 

















BUNDYWELD Tubing in condenser coils, compressor lines 
and connecting tubes helped bring new dependability 
to refrigerators. And Bundyweld’s hundreds of other uses 
include carrying fuel, oil, lubricants, vacuums and hydraulic 
fluids in motor vehicles and gas in modern ranges. 


5 SPECIFY BUNDYWELD! That’s the recommendation 

today from an army of engineers and product 
designers who recognize the advantages of this unique, 
superior tubing. Let Bundy Research and Engineering 
Departments illustrate the advantages of Bundy Tub- 
ing for your product. Available in steel, Monel and nickel. 
Write: Bundy Tubing Company, Detroit 14, Michigan. 


BUNDY TUBING DISTRIBUTORS AND REPRESENTATIVES: 


Pacific Metals Co., Ltd. 
3100 19th St 
San Francisco 10, Calif. 


Standard Tube Sales Corp. 
1 Admiral Ave. 
Maspeth, N.Y.C., N.Y. 





Lapham-Hickey Co. 
3333 W. 47th Place 404 Architects Bldg. 3628 E. Marginal Way 
Chicago 32, Illinois 
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MILADY’S silent helper is her modern refrigerator. With 
its temperature regulator, rapid ice cube maker, frozen 
food compartment and a dozen other gadgets, it gives free 
play to her culinary talents. But refrigerators weren't 
always as dependable as those that grace kitchens of today. 








PERFECT 


SOLID BOND 


DOUBLE WALL 


HELD TO CLOSE 
TOLERANCES 














4 BUNDYWELD is different from other tubing. A singie strip 
. . ° ° e 

of basic metal, coated with a bonding metal, is rolled 
continuously twice laterally into tubular form, then metal- 
lurgically bonded by intense heat—carefully controlled 
to form a solid, double wall tube, held to close dimensions. 











BUNDY . TUBING 


ENGINEERED TO YOUR EXPECTATIONS 











Rutan & Co. Alloy Metal Sales Ltd. 
861 Bay St. 


Toronto 5, Canada 


Eagle Metals Co. 


Phila. 3, Pa. Seattle 4, Wash. 











RUBBER SPLICING TAPES 
THAT 











































and SEAL! 


Tre high elongation and tensile 
strength of PANTHER and DRAGON Rubber Tapes are 
important qualities in making them wrap smoothly. And their 
excellent fusing characteristics bond successive layers into’a 


watertight splice. 


They have high dielectric strength—they’re made by a company 
that has specialized in electrical insulation for nearly 70 years. 
Friction Tapes also are available in PANTHER and DRAGON 


brands. All tapes meet A.S.T.M. and government specifications. 


All PANTHER and DRAGON Tapes are 


sold only through recognized wholesalers. 













PANTHER AND DRAGON 
friction & rubber TAPES 


Sold Through Recognized Independent Wholesalers 


+ HAZARD « 


INSULATED WIRE WORKS 


Division of The Okonite Co. 
Wilkes-Barre, Pennsylvania «¢ Offices in Principal Cities 





PURCHASING 


Philadelphia, Pa.—The Electric Storage 
Battery Co. has appointed W. B. Bowie 
as manager of Railway and Engineering 
sales. Since 1938 he had been manager 
of the company’s Pittsburgh branch. 


Chicago, Ill_—Tinnerman Products, Inc., 
Cleveland, Ohio, has licensed Shakeproof 
Inc., division of Illinois Tool Works, to 
manufacture and market SPEED NUTS 
and SPEED CLIPS on which Tinner 
man holds the patents. 


Texas—Carborundum Company, Ni 
agara Falls, N. Y., announces the as- 
signment of Fred L. Born as sales rep 
resentative in the Dallas district suc- 
ceeding William Crocker who has been 
transferred to the Houston area with 
headquarters in that city. James Daar, 
formerly representative in Houston has 
been transferred to St. Louis, Mo. 


Cincinnati, Ohio—Hagan Corporation, 
Pittsburgh, Pa. George H. Larkin, form 
er Washington representative, has taken 


over management of the Cincinnati of 


fice, succeeding | |. Snodgrass 
Ohio—General Electric Co., Schenec- 
tady, N. Y., announces the establishment 


of the Ohio Valley sales district of the 
lamp department with headquarters in 
Cincinnati. W. E. Davidson has been 
appointed manager 


Chicago, Ill—H. K. Porter Co., In 
Pittsburgh, Pa. Roland E. Nelson su 
ceeds George L. Green as manager oi 
the Chicago office at 332 S. Michigan 
Blvd 

St. Louis, Mo.—Monsanto Chemical Co 


John Wade Newcombe has been appoin 


ted chemicals sales manager, succeeding 


Robert B. Semple who has become dire« 
tor of the general development depart- 
ment 


Milwaukee, Wis.—Ampco Metal, In 
Oscar Frohman has been appointed gen 
eral sales engineer, and will also con 
tinue in his previous capacity as manager 
of market development 


Electric Auto-Lite Battery Corp., Toledo, 
Ohio, announces the appointment of two 
new district representatives to its sales 
staff. Opie B. Hartje will operate from 
Memphis, Tenn., and H. E. Mulholland 
will represent the company at Atlanta, 
(;a 


Shakeproof Inc., Division of Illinois Tool 
Works, Chicago, Ill. Eugene W. Fuller, 
Division Manager has relinquished his 
title as salesmanager to devote his time 
entirely to broader efforts of manage- 
ment for the entire division. B. F. Bales 
has been appointed sales manager and 
will coordinate the division’s sales, field 
engineering and advertising activities. 
Russel H. Maude has become Detroit 
district sales manager, and John B. O’- 
Connor, formerly Detroit district sales 
manager has become chief engineer. 
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Here, your Spring gets 





-Point Production Analysis 


an) 74 im @) in @) 13) 4 
for UNIFORMITY (if repeat order) 


| for PROPER TOOLING 


for SPECIALIZED MACHINERY 


| .-. Springs made by Wallace Barnes are job-engineered— 
appraised for those specifications which, if not properly 
anticipated, may result in extra operations which naturally 
means extra cost. By use of specialized departments, in- 
genious machines and toolmakers with experience and im- 





agination, operations are reduced toa minimum consistent 
with quality and quantity desired. Wallace Barnes job-en- 
gineering, working simultaneously with your design-engi- 
neering, should result in the greatest production economy 
and the best spring for your purpose. 


Lb bace Burnes SPRINGS 


SMALL STAMPINGS * WIRE FORMS * HAIRSPRINGS * COLD ROLLED SPRING STEEL 





WALLACE BARNES COMPANY 
BRISTOL, CONN 
] 








DIVISION OF THE ASSOCIATED SPRING CORP. 
AND IN CANADA, THE WALLACE BARNES CO., LTD., HAMILTON, ONTARIO 
































THIS HANDY 
GEAR TOOTH 
CALCULATOR 





The numbers on the outer edge of this device represent 






the diametral pitch of the gear. By turning the cut-out 
section to the desired number, the figures appearing in 
the space show circular pitch, circular thickness, adden- 
dum and the whole depth. @ These calculators are avail- 


able to gear buyers upon request— with our compliments. 


YOU FURNISH THE SPECIFICATIONS * WE'LL PRODUCE THE GEARS 


PERKINS Precision, Custom-Cut 


PERKINS MACHINE & GEAR CO., Springfield 2, Mass. (JF ARS 





PURCHASING 





INDUSTRIAL 
DEVELOPMENTS 

















Chicago, Ill._—Fairbanks, Morse & Co. 
John S. King has been appointed man- 
ager of the Chicago Branch House suc- 
ceeding Frank V. Roy. 


New Britain, Conn.—The Stanley \Vorks 
announces the appointment of H. C. Bris 
toll as general manager, steel strappin 
division. 


Cleveland, Ohio—\V. Miller Cook Asso- 
ciates, Inc., a new sales organization 
handling diversified rubber products, | 
been established with headquarters at 
1962 Union Commerce Building. W. 
Miller Cook, president of the m 
pany, was formerly vice-president in 
charge of general sales of The O 


Rubber Company. 
Acme Protection Equipment Co., Pitts- 


burgh, Pa., has sold its interests 1 
Gas Mask to a partnership head 





G. M. Glidden 


G. M. Glidden, formerly district 


ger of E. D. Bullard Co. Mr. G 
will supervise production and sales a 
general manager. New headquart 
be at 3035 W. Lake St., Chicag 

Noma Electric Corp., New York Cits 
has purchased manufacturing faci] 
inventories of Oxford Tartak Ra 
Corp., Chicago, makers of radio speal 
ers, and has formed the Oxford Rad 
Corp. as a wholly-owned subsidiary, wit! 


John A. Proctor as president.. 


Ford Motor Company, Dearborn, Mich., 
Johansson gage division of the Ford 
Motor Co., is scheduled to move into new 
quarters upon completion of a two-story 
annex at the company’s Waterford plant. 


Stanley Works, New Britain, Conn., has 
acquired business and plant of Nort! 
Bros. Mfg. Co., Philadelphia, makers of 
Yankee Tools. Management will be un- 
der M. A. Coe , general manage: 
Stanley. 


Dow Chemical Co., Midland, Mi an 
nounces the purchase from the WAA < 
the government styrene plant at Velas 
Texas, and a portion of the Velase 
magnesium plant, including the lime, 
chlorine, and power facilities. 


((Please turn to page 316) ) 
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WHY NOT /NCREASE PRODUCTION 
IN YOUR POLISHING ROOM AND 
GREATLY REDUCE YOUR COSTS? 










Udylite Double Conveyor Square Transfer 


‘ i Machine polishes parts both ways. 


Whether you are polishing auto door handles, watch 
cases, toaster bodies, or something else a Udylite 
Polishing Machine with one operator will give you 
more production in less floor space than a number of 


lathes each with its own operator. 





Pedestal Type Polishing Head which is 
Not only that but each piece will be polished evenly adjustable in all directions. 





over all surfaces and every piece will look like every 
other piece because they are all presented to the wheels 


in the same manner. 


Thus Udylite Polishing Machines permit you to econo- 
mize on floor space, machinery, machine maintenance 
and man power—also to do higher quality work with 
operators who need not be as highly skilled as 
lathe hands. 





A simple investigation will show you how quickly 


you could amortize an installation in your plant. Why 


Udylite Rotary Polishing Machine equip- 
ped with indexing mechanism. 


not ask a Udylite engineer to make such an investigation. 
CORPORATION 


F ne Udy lit 1651 EAST GRAND BOULEVARD 


DETROIT 11, MICHIGAN 





REPRESENTATIVES IN ALL PRINCIPAL CITIES 





PURCHASING 


Continental Can Co., New York, N. Y., 

announces the completion of arrange- 

ments under which the New York Life 

af Merz Solve Your Insurance Co., will play a major role 

_ in financing its expansion program which 

it is estimated will approximate $10,- 
000,000. 


NUSUAL PrODI@MS | rps co tec Misiurh, Pas a 


purchased a refinery unit and auxiliaries 
in Oil City, Pa., from the WAA for 
$1,230,125, which during the war was 
. . . ¢ 

operated by Penzoil Lo to produce 
() reCiSion ESIfN alkylate, a component of aviation gaso- 


line. The refinery will be used by Kop 























pers Co. for the production of organi 
| chemicals. 
If you're faced with the problem of de- — with piston-balanced crankshaft and ac- 
signing and building an unusual, high- cessories for testing aircraft cylinder | H. O. Canfield Co., Bridgeport, Conn., 
precision experimental engine or test head assemblies—plus testing and de- manutacturers of precision rubber parts, 
machine, look to MeERz for a sound veloping fuel and ignition systems for has completed the modernization and ex 
solution. MERZ is equipped with the | high-altitude flying. The extreme accu- 
best in men, machinery and methods racy and efficiency in-built in this ma- 
. plus the experience of building the chine is representative of the workman- 
most exacting machines for leading re- ship in other MERZ specialties—stand- 
search organizations. ard A.G.D. and special gages, tools, dies 
Pictured above is atypical example of and other precision products. Write for 
MERZ work in this specialized field—a __ the full facts on MeERz “four spheres of 
single-cylinder, high-precision engine  service’’ today! 
WATCH FOR SPECIAL ANNOUNCEMENT SOON ON NEW MERZ AIR GAGES! 
E *’ * Com : ae 
; f Charles A. Wyman 
pansion of its plant and 1s now agall 
in full scale production according to 






an announcement by Charles Wyman, 


executive vice-president of the company. 


Pittsburgh Plate Glass Co., Pittsburgh, 


THREAD MILLING 1," M- ‘“ 


COSTS CUT , Pa . abounces tl Cc ¢ nstruction of a new 
wl $1,000,000 factory at Long Branch, On 

iid : : “ : ; 
tario. The plant will produce paint. 


varnish and enamel products, and is an 


“M-11", Detroit Tap and yy) ARAER | 
Tool Company's exclusive 
chrome-cobalt high speed steel Mb hbtti 
enables us to offer you standard v | 
and — thread milling f bf Chicago, Il.—Tube Turns, Ine., forging 
Cutters Raving: ' division, Louisville, Ky. Donald A. Mac- 
Neil has joined the division's sales staff 
1. Higher impact strength. Less chipping or with headquarters in the Utilities build 

accidental breakage. Ing. 


addition to the present production fact] 
ities of the Murphy Paint Co., Ltd., 


which the Pittsburgh company holds a 


fo, 


substantial interest. 


2. Greater abrasion resistance—more life Rochester, Mich.—National Twist Drill 
between grinds. and Tool Co. announces the removal ot 

11 

3. Higher red hardness. Ability to run at nig 
higher speeds. 


manutacturing facilities to its new 
Rochester plant, which now houses opera- 
tions formerly performed at the com- 
4. Greater uniformity throughout the cutter. pany’s Detroit, Mich., plant. Stockroom 

Consistent performance, grind after grind. and office are still maintained in De- 
troit at East Grand Blvd. at Brush St 
What's more, “Detroit” thread milling cutters 


‘ : Boston, Mass.—Joseph 1 Ryerson & 

are easy to order. Most widely used types and sizes ee See” eae he niatied 
4 é 4 és On, a iNcaLoO, il., las ppo ted 

are carried in stock, ready for thread grinding to Park Sanderson as manager of the Bos- 
your specifications. You can order them by number. ton plant, succeeding Herbert C. Wills 
Ask for Catalog Sheet CB-45 Boston, Mass.—Monsanto Chemical Co., 


St. Louis, Mo. George O. Linberg has 
, | amed sales manager of the 
a D E T R { T een named ile manager of the com 
available exclusively pany’s textile chemical department with 
in taps, thread rolls headquarters in Boston. 


and plug gages made TAP & . TOOL C 0. | 
byDetroitTapandTool. 8432 BUTLER AVE. + DETROIT 11, U.S.A. 





(Please turn to page 318) 
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Alloy 





— 


a 


BETTER THAN ANY 


For gears, like those shown above used in draw- 
works for oil well drilling, or for any application 
where parts must resist severe wear, you just Cannot 
beat alloy steels. 

These fine steels respond better and more uniformly 
to heat treatment than any other material. Thus, 
parts made from them have hard wear-resisting 
surfaces that last longer than other materials—with- 
out any sacrifice of the tough, strong core. 


Alloy steels have other qualities, too, which make 
them the ideal material for vital machine parts— 
both from performance and cost viewpoints. They 
are exceptionally high in strength-to-weight ratio. 
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feels 


me 9 
, me 










sist Wear 


OTHER MATERIAL 


They resist shock, impact and vibration. They 
resist fatigue. In stainless grades, they resist corro- 
sion, oxidation and loss of strength at high temper- 
atures. They take hard use and abuse better than 
any other material. 

Republic—world’s foremost producer of alloy 
steels — is ready to help you in selecting the most 
efficient analysis for each use—and in fabricating 
and processing it to develop desired results. Write us. 


REPUBLIC STEEL CORPORATION 


Alloy Steel Division « Massillon, Ohio 
GENERAL OFFICES + CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


7 








¢ REPUBLIC 


STEEL 


1G US Pal OFF 


Woy Syggls 


Other Republic Products include Carbon and Stainless Steels—Sheets, Strip, Plates, Pipe, Bars, Wire, Pig Iron, Bolts and Nuts, Tubing 








oF 
vA 





point 
service 





* 


/ 





The use of straight oils for precision, production grinding is result- 
ing in spectacular improvements in finish, and making it possible 
to grind within tolerances never before thought practicable. If you 
want better grinding, it will pay you to investigate the Stuart line 
of grinding oils. 

To improve metal-working efficiency, take advantage of Stuart 
3-point service: 


The right oil for the job... every oil 

in the complete Stuart line is formulat- 4 G9 
ed for a specific purpose. Whatever the lhredfiu/ 
job, there is a Stuart oil to handle it best. --- fee grinding tough, stringy 


metals ... makes grinding 


; ; heels “act harder.” 
Sound engineering. . . Stuart en- pape sl aera ea 


gineers and laboratory technicians SUPE K 8| xX 
are neither text-book theorists nor R OOL 
self-taught handymen. They ore prac- 


. . for precision grinding on 
metals in middle range of 


tical oil men thoroughly schooled in grinding hardness. 


Speen rend inthens 


. or , for grinding hard steels 
Intelligent, specialized service . . . . ++ makes grinding wheels 
“act softer 


Stuart representatives have an intimate 
knowledge of metal-working oil requirements, 
ond of the advantages of each Stuart oil. They 
will study your oil problems and help you solve 
them. For further information, write for “Grinding 
With Oil,” a 12-page booklet. 


p.A. Gtuart [Jil co. 


2727-31 SOUTH TROY STREET, CHICAGO 23, ILL. 












STUART serucce goes with every barrel 





PURCHASING 


Monsanto Chemical Co., St. Louis, Mo. 
Formation of two new divisions of the 
company is announced with the estab- 
lishment of a Western Division in 
Seattle and a Texas Division with head- 
quarters in Texas City. The Western 
Division consists of four plants engaged 
in the manufacture of plywood glues, 
paint and wood preservatives. A $2,000,- 
QOO three-year construction program is 
scheduled to. start shortly at Seattle 
The 50,000 ton capacity styrene plant at 
Texas City, purchased last year from 
the WAA for $9,550,000 will form the 


ucleus of the Texas Divisior 


Revolvator Company, Nort Bergen, 
N. J., manufacturers of material handling 
equipment, announces the construction of 
i new office building at its North Bergen 
lant ; 


Pittsburgh Consolidation Coal Co., Pitts 
urgh, Pa., announces its wholly-owned 
sales organization, the Consolidation Coal 





E. C. Robertson 


Co., will market all coal produced by the 

mmpany’s operating subsidiaries. Earl 
C. Robertson is president of new com- 
pany, with headquarters in Koppers 
Bldg. 


American Mineral Spirits Company, West- 
ern, Los Angeles, Calif., has just been 


formed. The new corporation is jointly 


vyned by American Mineral Spirits Co 
Chicago and New York, and_ th 
Richfield Oil Corp. Products marketed 
by Amsco Western will be made in the 
Richfield refinery at Watson, Calit 


Celanese Corp. of America, New York, 
N. Y., announces the commencing ot 


field work on the site of the new Celanes¢ 


cellulose acetate yarn producing plant 
at Rock Hill, S. ¢ The plant is @Xx- 
pected to cost about $37 000,000 and 


will employ around 3.000 persons 


Cleveland Chain & Mfg. Co., Cleveland, 
Ohio, has purchased the Woodhouse 
Chain Works, Trenton, N. J., whicl 
will continue in full operation as a divi- 
sion of the Cleveland Company 


Bowser, Inc., Fort Wayne, Ind., has dis 
continued the manufacture of its force 
feed lubricators and sold its repair parts 
business on both Bowser and Torring- 
ton models to Manzel Brothers, Inc., 
Buffalo, N. Y. 


(Please turn to page 320) 
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fA. io 

This trio of standard Guardian Stepping Relays: (1) electrical reset, } . ee 
(2) continuous rotation, (3) add and subtract—will start you off with oT 
| ed! 





a minimum of design and keep your product operating indefinitely. 
The Guardian Steppers shown are adaptable to numerous applica- : 
tions: automatic circuit selection; automatic sequence selection of 


a 





circuits; automatic sequence cross-connection of circuits. They are Series 100 Snap-Action Relay ! Guardian Featherub Switch 
used in automatic business machines, production totalizers, con- mietutetetatatetetatatetate iatetetated ica _ 
veyor controls, animated displays, telephony, remote tuning, with er 

a host of additional uses you will soon discover. On each, the 7 

contact finger rotates counter-clockwise. All three Steppers follow 


10 pulses per second within the rated voltage range of the relay. 
Special construction prohibits skipping or improper indexing of the 
ratchet. Available in separate units or in combination with relays, 
contact switches, solenoids; completely assembled and wired to 
terminals; mounted on special bases or in enclosures. “Special” 
modifications are obtainable in production quantities. Write for 
Bulletin SR. 


GUARDIAN © ELECTRIC 


1635-C W. WALNUT STREET CHICAGO 12, ILLINOIS 
A COMPLETE LINE OF RELAYS SERVING AMERICAN INDUSTRY 





Series 500 Midget Relay 


Series 1-A Solenoid 








3720 


a) a 


OUTTE 2 2000 name in FASTENERS 





correct types and sizes 





highest quality 





OLIVER V.2,527747-4% BOTH! 


Industrial fasteners—bolts, nuts, rivets, screws—are so 





vital in modern fabrication processes that their selection 
is a very important matter. You need the types and 
sizes that fit your particular requirements—you insist 
on highest quality, accuracy and uniformity because 
there is no need to accept less. And when you specify 


OLIVER, you get what you want! 
See Your Industrial Distributor 












TRON AND STEEL 


, = 


South Tenth and Muriel Sts. - Pittsburgh 3, Pa. 





PURCHASING 


General Fireproofing Co., Youngstown, 
Ohio, manufacturers of metal office 
furniture and aluminum chairs, announces 
that plans have been drawn up = and 
bids are being taken from contractors 
for the erection of a new building to 
be added to the Youngstown plant. 


Essex Wire Corp., Fort Wayne, Ind., 
has secured a $7,000,000 loan from th« 
Metropolitan Life Insurance Co., to be 
used as additional working capital and 

retirement of short-term bank loans 


Lily-Tulip Cup Corp., New York, N. Y.., 
innounces plans for the immediate con 
struction of a new plant at Augusta, Ga 


J. M. Huber Corporation, New York, 
N. ¥., has been formed from the amal 
gamation of the Huber Co., Inc., the 
J. M. Huber Corp., and J. M. Huber, 


Inc., according to an announcement by 








eA fx 
|. ee 


Hans W. Huber 


if 


Hans W Huber. Combined activities of 
the three merged companies include the 
roduction of crude oil, natural gas, car- 
bon black, rubber chemicals, printing 


inks, the mining and refining of kaolin 


lay and the operation of Maine timbe: 


imas 


Hinde & Dauch Paper Co., Sandusky, 
Ohio, will put into effect a $400,000 plant 
expansion project at its Buffalo factory 


Farnham Mfg. Co., Buffalo, N. Y., has 
acquired the entire personnel and assets 
f Paragon Research, In Former 
Paragon offices in New York City and 
Los \ngeles now serve as branch offices 
of Farnham Mfg. Co 


Burndy Engineering Co., New York, 
N. Y., has opened a new factory and 
irehouse in Vernon, Calif 


Harry Ferguson, Inc., Jenkintown, Pa., has 
, Ohio, aircraft 
parts plant formerly operated by the 
Cleveland Pneumatic Aerol Co. from 
the WAA for $1,900,000. The Ferguson 
Co. expects to convert the facility to 
the production of tractors and other 
farm implements. 


purchased a Cleveland 


Rockwell Mfg. Co., Pittsburgh, Pa., an 
tiounces purchase of A. H. Ross Co., 
manufacturers of packaging machinery 
A. H. Ross, will be vice president and 
general manager of the packaging ma- 
chinery division of Rockwell. Subsidiary 
will be in Ludlow, Ky. 
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FOR POWER CONVERSION AC to DC 


Specify Federal’s Standard 
Rectifier Equipments 











WRITE FOR BOOKLET — this 12-page itiustrated 
booklet gives electrical data and prices on Federal's 
complete line of standard Selenium Rectifier Equip- 
ments. Whatever your D-C needs, you'll find a Federal 
rectifier that's designed for the job. This booklet is 
yours for the asking. Write for your copy of Bulletin E734. 


-— 


ue 
“per tone Service 


ond Unione, FEDERAL” 











HEN YOU NEED D-C from an A-C source, consider the time - and money- 
W saving advantages of Federal Selenium Rectifiers. They operate silently, 
without tubes or moving parts which require frequent replacement. They’re rug- 
gedly constructed to withstand shock and vibration. Service life is practically 
unlimited, with almost no attention or maintenance. And they run cooler, too 
—start instantly when the power is turned on. 


The Selenium Rectifier is an IT&T development, pioneered and perfected in NEW . 
this country by Federal. And Federal rectifiers have given years of outstanding ; 48-plate Federal Selenium 
service with all types of equipment in all branches of industry — every unit Rectifier provides more power out- 
backed by many years of experience in design and manufacture. put in less space than any previous 

sii , unit of its type. 
Made by America’s Largest and Oldest Manufacturer of Selenium Rectifiers! 


Federal Telephone and Radio Corporation 


In Canada:—Federal Electric Manufacturing Company, Ltd. Montreal. 
Export Distributors:—Iinternational Standard Electric Corp. 67 Broad St., N. Y. C. 

















COVER 


PIPES, 
TANKS, 


WALLS, 


etc. with 








| ne il INDUSTRIAL 


Pr nsD ub 


Anyone can brush, trowel or spray NoDrip on any clean, dry surface. 
Goes on like plaster, forms a seamless, protective coating which 
effectively stops condensation drip. 
NoDrip keeps equipment and floors safe and dry; prevents corrosion 
_ of metal and prolongs its life. Acid, alkali and 
brine resistant. Comes in 1, 5 and 55 gallon 
drums, ready for use. 

TRY NoDRIP 
Apply NoDrip to a small area, compare the 
results with uncovered portions. 


Send for Free NoDrip Handbook 
J. W. MORTELL CO. 547 Burch St, Kankakee, lil 


~ Bil ] 














s OF 

TO PURCHASER 
ACHINE TOOL 

cov’ SURPLUS MACHINE TODS" 


chines can be 


dernized to perform 
t with 


your ma 


rebuilt and mo 
like new at low cos 


BROS. 
be ase SERVICE 


Many war surplus ———— 
have been operated — 
grueling, 24-hour — = 
by improperly oa Px 
without being: overha ~ 
building service restores 

rm with the accu- 

ipment. 


’ 


sonnel 
Botwinik’s re 
chines to perfo 
racy of new equ 


a free estimate 


FREE: Write today “pt ur equipment. 


or rebuilding yo 


BOTWINIK BROS. 


Wel St New Haven 9, Conn. 
393 Welton >t- 








PURCHASING 


JOSEPH E. ROGERS NAMED 
JACK & HEINTZ DIRECTOR 

































Joseph E. Rogers, presi 
\ddressograph-Multigray | ( 
Cleveland, Ohio, has be 
rector and member of the 


mittee of Jack & Heint P n It 
dustries, Inc., of that cit H 
continue as a member of t \ddresso 
raph-Multigraph boar 

Reber C. Stupp of Dayt () 
manawvel { the three 1) t tw 
Cincinnati plants, Delco P ts Divi 
sion of General Motors ¢ 
} s been named Vice presid 
tor ot the Jack & Heint 

irge of productio1 

7 y 7 


HEADS STEELS DEPARTMENT 
RYERSON LOS ANGELES PLANT 


C. D. D'Amico has be 
1 the Speci ] “fT 


t 


he Los Angeles plant 


& Son, In 








Cc. D. D’Amico 


of alloy and _ stainless steels 
recent appointment with R son M 
D’Amico served as plant metallurgist 
Vulcan Steel Foundry Co.) Oal 
Calif., and later as chief metallurei- 
the Joshua Hendy Iron Works, Sunny 
vale, Calif. 
+ = y 


BITUMINOUS COAL 
EXTENSIVE RESEARCH 
PROGRAM FOR 1947 


The Board of Directors of Bituminous 


Coal Research, Inc., national resear 
agency of the bituminous coal industry, 
Pittsburgh, Pa., announces approval 
$447,200 budget for general program 
cooperative research and developments 
This is in addition to large expenditures 
planned in 1947 for coal-burning gas 
turbine locomotive research and develop 


ment by the BCR Locomotive Develop- 
ment Committee. The projects include 
six on railroad locomotive utilization of 
coal, 15 on residential uses, eight on in- 
dustrial steam and non-steam uses, and 
two on mining and preparation The in- 
lustrial uses, which will be carried on by 
Batelle Memorial Institute, Columbus, 





Ohio, include overfire air for fuel beds, 
stoker and boiler-furnace designs, and 
gasification of pulverized coal. Another 
project relates to the flow of mixtures 
of pulverized coal and air, including 
metering. Studies of the drying of coal 


fires will be continued. 
(Please turn to page 324 
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100/000 TIMES 








to prove its 
STURDINESS and 
LASTING ECONOMY 


4 200 |b. load was placed on this chair. 
with 
After 


this chair 


which was then rocked mechanically. 
a drop of “rock.” 
100.000 “rocks” and “drops” 


was solid and tight as new! It’s self-leveling, 


114” on each 


made of high yield strength, extruded alu- 


minum alloy. 


LONG-WEARING — The silvery Alumilite 
finish will not corrode, chip, crack, peel or 
show finger marks. Heat, cold, dryness or 
dampness cannot affect this chair. Wash- 
ing will not fade this tough upholstery 


fabric. 


BEAUTIFUL — Graceful, smart-looking. 
harmonizes anywhere. Formed seat and 
posture design make it really comfortable. 
Ornamented with black plastic finials: has 


non-marring lee clides. Choice of rich up- 


holstery colors: Red, Green, Blue, Ivory, 
Dark Green and Dark Brown. 

SEE THIS STURDY CHAIR at your supply 
house—or mail coupon to The Aluminum 
Cooking Utensil Co., Wear-Ever Building, 
New Kensington, Pa. 





Self-leveling 





WEAR-EVER 
T 
A 


Cc 
ALUMINUM 


TRADE MARK 












WEAR-EVER 


4 


\ 


0 


¥ 


~ 





See 
| : 
| Name.... 
: Firm..... 
| Address 
| Lv OCC ere eT es ae State 


AtG.us Pat OFF 








Also price on (quantity)... .... 


4103 


_ 


Saleaiineianaieatiaaiiaatanienitaniadtantaetintemtantentan 


We would like to see the new Wear-Ever Aluminum Chair: | 


“i 

















A “Best Teller’’ for men who sell, use and maintain cut- 
ting tools. 


e a complete catalog listing of Celfor high speed Twist 
Drills, Reamers and Carbide Inserts, 96 Pages 

* a 24-page Engineering Data section with valuable helps 
on assigning the right tools to the right job and practical 
ideas on tool maintenance—all aimed at more efficient 
tool performance and longer tool life. 


You'll find this catalog invaluable on your reference shelf. 


Request for this catalog should be on your business 
letterhead and state your position. 


CELFOR TOOLS 


ANY 
Division of CLARK EQUIPMENT COMP 


IGAN 
CHANAN,. MICH 
c JACKSON, BERRIEN SPRINGS, 






MICHIGAN 


OTHER PLANTS BATTLE CREEK, 





<I =— = 
mo 


! Products CLARK » TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES © AXLE HOUSINGS e BLIND RIVETS, 
INDUSTRIAL TRUCKS AND TRACTORS ¢ HIGH-SPEED DRILLS AND-REAMERS 
METAL SPOKE WHEELS e GEARS AND FORGINGS e RAILWAY TRUCKS 














Prices on CLARK products will not be advanced in excess of increased costs. 





PURCHASING 


PALLETIZING L.C.L. FREIGHT 


Palletizing, long thought of only in 
terms of carload quantities, was recently 
adapted to L.C.L. freight by Bemis Bro. 
Bag Co., St. Louis, Mo., in shipments 
made over the Great Northern Rail 
road. The shipments consisted of wire- 
bound bales of seamless bags strapped 
to the pallets with six bands of 34” .020 
steel strapping. The total weight of the 
load including pallet and strapping was 
1950 pounds. 

The returnable pallets’ were turnished 
by the Great Northern Railroad and 
were single-faced 40” by 48” wood pal- 
lets having two outside 4” by 4” and 
one center 2” by 4” stringers. The pallet 
loads were assembled and strapped witl 
the assistance of the Acme Steel Strap- 
ping Co. The completed units were 
tiered by a fork truck for temporary 
storage. When shipments were made the 
pallets were taken trom = storage and 





Steel-strapped bales palletized for 
L.C.L. freight 


loaded on a semi-trailer by a fork truck 


Ee rin 
ind a pallet transporter, hauled to the 
freight depot where the railroad did 
the unloading and re-loading into a 


merchandise car. 
[he bales arrived to their destination 
1 ~ . the ad + 
in excellent condition, proving the adapt 
ability of the unit load method for L.C.L 
ight. The Great Northern Railroad 
is conducting palletizing experiments at 


ire 
several of its major freight terminals 


7 ¢ F 


THE RUBBER SITUATION 


Today the war-born synthetic rubber 
industry in America stands as a real 
ompetitor to natural rubber and can 
serve to stabilize market prices in the 
future, according to Mr. P. W. Litchfield, 
chairman of the board, Goodyear Tire & 
Rubber Co., Akron, Ohio. He also stated 
that while natural rubber is still in short 
supply, it is coming out of the growing 
areas in the Far East in increasing quan- 
tities and the world output is expected 
soon to reach about 1,200,000 long tons. 
There is at least an equal capacity for 
the production of synthetic rubber. The 
supply of natural rubber will probably 
catch up with demand sometime during 
1947 so that the outlook is for lower 
prices on both natural and synthetic rub- 
ber later in the year. 

Meanwhile, he added, while natural 
rubber remains in short supply, it is im- 


(Please turn to page 326) 
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AWn OUNCING 


5 | a new bar contact tape service 
, by D. E. MAKEPEACE COMPANY 
under license arrangement with 
WESTERN ELECTRIC COMPANY, INC. 










ra Further broadening our outstanding position in the laminated 
precious metal field, we are proud to announce our appointment 
as a licensee under Western Electric patents for manufacturing bar 


ro x contact tape and attaching this tape to contact arms. 


i) ; os ee These bar contacts may be made in bi-metallic form of palladium, 


SAVED platinum or silver, pure or alloyed, on nickel or nickel silver... 


, | 7 or in solid form of any precious metal or alloy. We are now pre- 
~ 4 pared to — 


. - » supply bar contact tape for your own 













MIN. attaching 
“076 " 
| . » » attach bar contact tape to arms supplied 


by you 
a, a 
These new bar contacts result in a great saving of precious metals 
MIN..0095 with larger contact area and with marked economy in attaching. 
ie Let one of our sales engineers help you compare the cost of our 
attached tape contacts with conventional types. 


- » » provide complete assemblies of arms 
with tape attached 





“ — 
MIN. os 043 7) et MIN..043 _ 
+—> 


boa o 
Ls dm al UD 


ioe. ied | 
+ MIN..038 — 








sa 054¢-——> Lone ees 


) , ) 

laa SEF QUCE.. PRODUCTS 
KELEL 

SHEETS * WIRE * TUBING * SOLDERS * FABRICATED PARTS AND ASSEMBLIES 

OF SOLID AND LAMINATED PRECIOUS METALS 


* + 


BD. E. MAKEPEACE COMPANY 
Main Office and Plant, Attleboro, Massachusetts 


YORK OFFICE, 30 CHURCH ST. CHICAGO OFFICE, 55 EAST WASHINGTON ST. 
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(Continued from page 324) 


Ec | »,) Forged portant that the government temporarily 
1072 continue present controls and buying 

policies until the processes of transition 

EYE BOLTS from war to peace are completed in the 
basic material of this critical industry. 
The excellent results obtained for the 
country during the crucial war years 
through close cooperation between govern- 
ment and the industry should not be 
marred by any premature action at this 





time 


, ¥ 4 


SLUED-UNIT LOADING REDUCES 
RAIL SHIPPING LOSSES 


Further success in the reduction of 
freight-car shipping losses, by means of 
glued-unit loading to prevent damage en 
transit, is announced in a carefully de- 
tailed and illustrated report released by 
the Association of American Railroads 
Shippers are given specific instructions 

r applying the glue to “unitize’” the 
entire carload. Thus, the methods that 





They'll carry the Load 


ive proved most successtul in numerous 








per } 7 ommer<¢ ship = > 
Specify ARMSTRONG Drop Forged Eye experimental and commercial hipment 


Bolts for extra strength — _ correctly can be followed by anyone using this re 
engineered proportions, forged-in quality, sort as a guide "ag Bits 3 permit 


uniformity of design in all sizes and the best mild 



























steel, heat treated to increase tensile strength. Built to clean, safe shipping of canned goods, 
tool standards, not hammered out as “tonnage’’ forgings. light bulbs. china. bottled goods and all 
they always carry their load safely. 5 ’ ’ 2 
Stocked by Armstrong distributors with or without shoulders. ther fragile or crushable materials in 
ere - as blanks, in 13 sizes. (Openings from ', to cartons, boxes or paper and fabric bags 
With “unitized” loading, the contain 
ARMSTRONG BROS. TOOL co. ers are prevented from lateral or length 
303 N. FRANCISCO Peas Tool Holder People” CHICAGO 12. U. S.A wise movement and, particularly, from 
Eastern Whse. and Sales: 199 Lafayette St., New York 12, N. Y. rubbing or impacting against each othe 
Pacific Coast Whse. and Sales Office: 1275 Mission St., San Francisco 3, Calif r the car wall during transit. or being 
- — — — damaged by the opening or closing of the 
ir door. The key factor in the success 
of the “unitized” loading system is the 
NY STARS eee development of a special adhesive that 
MA sets in approximately five minutes, binds 
the containers together in the load witl 
its high shear strength—vet permits easy 
hut only ONE inloading because f its low tensile 
strength without disfiguring or tearing 
the fibre surfaces of the boxes or bags 
Only approximately one gallon of ad- 
hesive is necessary to “unitize” a carload 
4 approximately 1,500 cases 
Copies of the AAR report (G.LS. No. 
 —— Reg. U. S. Pat. Off 506) may be obtained without charge 


by writing National Adhesives, Dept. 

RR, 270 Madison Avenue, New York 

16, N. Y.,. manufacturers of Load-Lok, 
; : 


rst adhesive developed specifically 





~ for palletized and unitized loading 
SOCKET SET SCREW scalacoiyerighan 
with the knurled cup point NATIONAL PLASTICS EXPOSITION 
And that knurled cup point digs-in and holds fast—regardless CHICAGO—MAY 6-10 


of the most chattering vibration. But still,—it can be backed- Plans are being perfected for the 
National Plastic Exposition, sponsored by 
The Society of the Plastics Industry, Inc., 
to be held May 6 to 10 at the Coliseum 


Pat’d and 
Pats. Pend \ 


out and used over and over again! 


“Unbrako" and "Hallowell" Products are sold en- ia Chicago. William T. Cruse. the So- 
tirely through distributors. ciety’s executive Vice President, an- 
nounced that the Exposition will “drama- 





tize through new product exhibits, new 
Kaorling of Socket machinery developments and new fabri- 
Screws originated with 


OVER 43 YEARS IN BUSINESS “Unbrako” in 1934. cating techniques the progress and po- 


tentials of plastics to the nation’s in- 

dustries.” 

STAND RD PRESSE D Seaae of) “Wartime uses of plastics solved many 
6 Genie temealig yee . shortage dilemmas and the industry ex 


NDIANAPOL 

















AN FRAN 


ENKINT WN PENNA + ‘G + BRANCHES 8 tT 


(Please turn to page 328) 
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Fig. 512—150-pound 
Bronze Gate Valve with 
screwed-in bonnet, 
screwed ends and in- 
side screw, non-rising 
stem. 


dedicated itself to the making of valves—and 
valves only. Thus Powell pioneered in the field 
of specialization long before the ‘‘age of speciali- 
zation”’ arrived. 


The soundness of this policy, backed by continual 
scientific advancement and the ability to meet 
every new demand as it has arisen, is attested by 
the high quality of Powell Valves today. 


The Powell Line is so complete that there’s a 
Powell Valve—in Bronze, Iron, Steel, Pure 
Metals or Special Alloys—to satisfy every known 
flow control requirement in every branch of 
modern industry. 






Fig. 190—150-pound Iron Body Bronze 
Mounted ‘‘Irenew’ Globe Valve. Has 
screwed ends, union bonnet and regrind- 
able, renewable wear-resisting ‘‘Powelle 
ium” nickel-bronze seat and disc. 


Fig. 3003—Class 300-pound Cast Steel 






Gate Valve. Has flanged ends, outside 
screw rising stem, bolted flanged yoke 
and taper wedge solid disc. 
Fig. 1531—Class 150-pound Cast Steel 
Globe Valve. Has flanged ends, outside 
$s sing stem and bolted flanged ke. 
Fig. 480—All Iron ‘‘Pilot’’ Gate Valve with ae Trey eS , , ital 
screwed ends, outside screw rising stem, 
bolted flanged yoke and taper wedge solid 


one. Fig.1708—200-pound Bronze Globe 
Valve with screwed ends, union 
bonnet, renewable, specially heat- 


The Wm. Powell Co., Cincinnati 22, Ohio grindable renewable, wear resisting 


grindable renewable, wear resisting 


DISTRIBUTORS AND.STOCKS IN ALL PRINCIPAL CITIES eo ae ve 
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HUSSEY 


The Lifetime Metal... of Today 
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Copper is a metal with a future! For your new 
product designs, it offers many of the better 
characteristics acclaimed for the newer metals... 
plus all of the age-proved characteristics you 
know so well 

Hussey Copper is light 

readily conforms to intricate shapes 

is the accepted 

offers a bright or 


. corrosion resistant 


solders or brazes easily 


conductor of electricity 


Cc. G. HUSSEY 


. ideally adapts to weight- 
saving, streamlined designs. More important, 
Hussey Copper assures a degree of uniformity 
in quality, gauge and physical properties which 
recommends its permanent specification in your 


satiny lustrous finish 


most exacting designs. 

Nothing like copper where copper's 
characteristics are required. No finer material can 
serve your applications than HUSSEY COPPER. 


serves 


& COMPANY 


Divisien of Copper Rarge Co 


ROLLING MILLS AND GENERAL OFFICES: PITTSBURGH, PENNSYLVANIA 


shipment 


Hussey Worehouses carry stocks of Copper 





ond Brass Products for prompt 


PURCHASING 


page 326) 
panded tremendously,” said Mr. 
finds America using plastics 
and gigantic 


(Continucda from 
Cruse 
*Peacetime 
in industry home on a 
scale.” 

The Chicago show 
National Exposition 
Society, the first having been held last 
\pril, 1946, in New York City, at Grand 
Central Palace 

The Annual 
the Society will be 
the 
ences are scheduled for the 
More 150 

, 


been assigned space for the show 


will be the second 


sponst red by the 


National Convention of 
held 
Technical confer- 
Stevens Hotel 


' ; 
already have 





concurrently 


with Exposition 


than exhibitors 


eS < 
USES OF PLATINUM METALS 


turning t 


platinum metals industry. is. re 


» normal conditions under the 


irce of supply and demand operating 1 
1 market freed of 
\pril 29, according to ( 


hard, president of Baker & Co., In 


price control since 


haries 


metals 
1946 the 
onsuming 


dealers and refiners of platinum 
first mths of 
sales of platinum t 
19,775 troy 


Bureau of 





During the nine m«¢ 


ail 4 


\ be 
industries averaged ounces 
monthly, according to U Me 
the same period im 


15.000 


Mines reports. In 


rts averaged about ounces 
the 


Engelhard 


In reviewing roles of platinum 
metals, Mr that 
palladium has reached an important posi 

the 
sales of 


mentioned 


tion in industry, even to the point 


vhere palladium to all U. S 
1946 are ex 
cted to approximate or platinum 
Platinum and the 
two principal metals in the platinum 

oup, which 


ruthenium, iridium and osmium 


msuming industt ies dur ing 


excee d 
palladium are 


Sales 


ca Baal ’ 
also inciudes rhodium, 


He further stated that the increasing 
ise of palladium results from wider 
knowledge of the metal, and especially 


m. recognition of its merit and valu 
for adornments and _ for 
uurposes. U. S. 
for the 
lat the 
ng industries amounted t 
f which 40% 


jewelry, 18% 


industrial 
Bureau of Mines 


months of 1946 show 


reports 


lirst nine 


sales of pal ynsum- 


14 "1 
ladium to all ¢ 
152,983 ounces 

. , ' 
was tor electrical, 30% 


for dental and medical, 











ind the balance for chemical and miscel- 
neous uses. In the electrical field palla 
Wm i sed for small el i ntacts 
quired to operate frequently over long 
periods without failure 
Luthenium, the demar vhic i! 
reased rapidly during 194 sed in 
iT 1 i VS Tol s ed I vriting 
ens ind als i! son tions, t 
rden pallad t] during 
t Val as est ted t Cs as 
) iting sea wnt ind 
earing in the to dius 
r | elr in + 
! ind 1] 1946 | id i i le d the 
latinum demand for jewelry vhere a 
10°? iridium and 90° platinum alloy 1 
mmon_ us¢ Mi gelhard als 
mentioned osmium, pointing out that sup 
plies of the metal are so small that con 
sumption is confined to uses where the 
total requirements are ommensurate 
with the supply. 
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for men and material 


e of the reasons why 


on 
well-Parker Trucks 


industry prefers El 






When you own Elwell-Parkers, the maximum protection they provide is a Purchasing Agents: Show this adver- 
epee: Safety Engi 
great source of satisfaction. Elwell-Parker users appreciate these features: Keoment Se year Soy Sngew. 


POSITIVE ““ON-OFF”’ CONTROL—Truck cannot move unless operator stands on 
both pedals. Likewise it stops when he steps off the pedals, because brakes are 4 h 
applied and power is shut off. Here's why they buy 


SEPARATE OPERATION OF POWER AND BRAKE—This feature is invaluable when Elwell-Parkers 
starting heavy loads on ramps, since power is applied before brake is grad- Hes 
ually released. No fuses in power circuit but Elwell-Parker motors take the and keep on buying ‘em 
full electric current the battery supplies. 





SAFETY CONTROL—Drive controller turns to “off” the moment operator re- 
leases handle. Limit switches and electric brakes automatically control, and Longer Life 


overload slip clutches protect the other motors. Ample Power 


EASY HANDLING—By reducing operator fatigue, insures careful driving. Op- Greater Safety 
erators are always alert because Elwell-Parker Trucks have cushioned pedals, Easy Handling 
easy steering, controlled speed and smooth, quiet operation. Super Strength 


SUPER STRENGTH—Elwell-Parker Trucks are “tank-tough” in both fabrication 


. Ry : ; ao plus 
and materials. This strength is another assurance of safety in operation. ELWELL-PARKER’S 
LESS FIRE HAZARD— All trucks carry Underwriters’ Laboratories’ UL Seal. Elwell- unmatched experience 
Parker built Class B motors have more costly glass and asbestos insulation. in materials handling. 








Yes, Elwell-Parker advanced design and construction enable you to forget truck 
safety problems. For proper application of these trucks to your specific needs call in the 
nearest E-P man. The Elwell-Parker Electric Co., 4519 St. Clair Ave., Cleveland 14, O. 


ELWELL<¢ 
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“See the P. 


...18 Mr. Blanchard’s advice. 

“Our long experience in selling to a wide range of indus- 
trial plants has taught us the value of contacting Pur- 
chasing Agents FIRST. 

“The Purchasing Agent can thus appraise the prod- 
uct and its application to his company’s needs, and if 
he deems it advisable can refer the salesman to the 
person in the organization who will use the material. 
Requisitions are of little value to the salesman unless 
the P.A. is sold on the product in question.” 






THE NATIONAL MAGAZINE 





DAVID 


vi 


cAL 





BLANCHARP 


om pRESIDENT 







Co.,. 1N€ 










Mr. David Blanchard, (left) V.P. in Charge of Sales, Magnus 
Chemical Co., Inc., demonstrates hand cleaner dispenser to Mr. 
Frank J. Petura, Gen. Purch. Agent, Cities Service Organization. 


A. First...” 


And how right Mr. Blanchard is! Today the Purchas- 
ing Agent is a vital factor in every modern organization. 
You must sell him, either first or later. 

That’s why “Purchasing” belongs on every balanced 
advertising schedule. It’s the Purchasing Agent’s own 
magazine, the one he always reads. It’s the one place 
your advertising is sure to catch his eye. 

For complete information about “Purchasing” write 
to 205 East 42nd Street, New York 17, N. Y., Offices in 
Chicago, Cleveland, Los Angeles. 





A CONOVER-MAST 


\\\ PUBLICATION 


FOR PURCHASING EXECUTIVES 
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We want 
EVERYBODY 


to know 
how todays 
DP. A. functions 


Many successful Sales Engineers like Mr. 
Blanchard know that no piece of equipment 
is too technical or complex to discuss intelli- 


gently with the Modern Purchasing Executive. 


And we want every one of America’s Sales 
Executives to recognize this truth. That’s why 
month after month advertisements like the one 
on the left appear in magazines read by more 
than 40,000 men responsible for the sales and 
advertising of Industry’s leading manufac- 


turers. 


The publishers of your magazine ‘*Purchas- 
ing” will continue to conduct this campaign for 
a sound understanding of industrial distribu- 
tion and procurement. This is a service not 


only to the purchasing group but to all industry. 
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What type of 


STAINLESS 
FASTENER 


do you need? 





Prompt delivery from the 
largest stock in the nation! 


Screws... nuts... washers... 
pins... Allmetal carries the largest 
stock in the country of stainless 
steel fasteners and screw machine 
parts. We also have facilities for 
heading, tapping, drilling, ream- 
ing. slotting, turning, stamping, 
broaching and centerless grinding 
- «+ and we work not only with 
stainless and monel, but also with 
duralumin, aluminum, brass, 
bronze, or any other non-corrosive 
metal. All parts produced to close 
tolerances. Write for our catalog 
today. Allmetal Screw Products 
Co., Inc., 33 Greene St., New York, 13. 


Send for 
FREE CATALOG 


This new. 83-page 
catalog helps you se- 






= lect the cofrect size 
and type of non-cor- 

rosive fastening de- 

vice for any particular 

Lo job. Includes stock 

6.7 “ sizes, specials that 


can be made. engi- 
neering data, etc. 
Make request on com- 
\ pany letterhead. 
ee Write to 
ooo Department PG 


~S 
S 


crs co \ 


ALLMETAL 
SCREW PRODUCTS CO., INC. 
33 Greene Street, New York 13 


SPECIALISTS in 





STAINLESS FASTENERS 
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The Rubber Situation 


Controls on Importation and Allocation Should be 
Continued According to P. W. Litchfield 


P. W. Litehfield, Chairman of the 
Board of the Goodyear Tire and Rubber 
\kron, Ohio, has 


recommended that Congress continue gov 


Company, strongly 


ernment controls on the importation, 
specification ct the use 
order to 
\mericans 


controls 


allocation and 


for natural rubber in protect 


the national interests of all 
Emphasizing that stabilizing 
on rubber maintained by the government 


March 31, Mr 


declared that the importation 


ire scheduled to expire 
Litchfield 


allocation-specification powers were clos« 
ly inter-dependent 


“It is difficult to comprehend how any 


me of them might be relaxed without 
Ssacrifnce of the ove! all objectives,” he 
said in another of his series of notes or 
the American Rubber Industry 


disturbing to contemplate any 


yece-meal dismantling of the cont 
t ture which has so well served ot 
lationa needs ( ertainly, We ive ft 
it al prudence to preserve these « 
s t su time is they can be ‘ 
ixed wit s ance I satety 
e dea t the rubber industry sa 
side be given to t 
il ate tact s ! 
it i terest ire 
vols 
() | s | t an 
‘ tl a < 
* int t the end t it 
alw ivs be readily available. 
Pwo: Re s of natural rubl 
e Far East w be short t 
sumpt dur t least the first s1 
s of 1947 t w l 
ill na ¢ t s 
I é The W owe \ ‘ 
| . . ] 0 7 " 
Taine y\ t ¢ ve ( ‘ 
M 31, 1947, severa nths 
n the earliest late t ( \ 


can expect an adequate supply of na 
tural rubber.” 

Mr. Litchfield said that 
brought about the basic 
make the 
purchaser of natural rubber and fix upon 
attendant responsibili 


thes« 


iarsh necessity 
rubber controls, 
which government the sole 
Government the 


ties for allocating supplies to the 
processing industries 
“Government is able to keep importa 


added 


power to specify the 


tion and allocation in balance,” he 
“through tts uses 
to which both 
and the 


may be placed.” 


imports of natural rubber 
production of synthetic rubber 

Che best obtainable estimates tor 1947. 
Mr. Litchfield said, placed world natural 
United States at 


tons in the second quartet 


rubber arrivals in the 


110.000 long 
ind consumption at 125,000 long tons 
“Note especially that the 


msumption of natural rubbe 


rece ipts and 
during thx 


second quarter indicate a supply deficit,’ 





800 INDUSTRIAL INSTALLATIONS 
YET TO BE DISPOSED OF BY WAA 


\Var-surplus industrial real propert 


sting $2.559.501.115 


\ In i i» t i 
t is LD ( l 

1946. r nt ( eases 1 ( 

Salis sl WAA ited Ma 
25 1946 

There w e 790 sales and ises 1 

t i prope tle ( ta yp 1 r t 
50,000,000 sa. ft f floor space An es 
timated 250,000 jobs were provided by 
these disposals 

The majority of the dispositions wer 
relatively small. The average transactioi 
involved property costing less than $3 
000,000, having 60,000 <q. ft. of floor 
space and $300,000 worth of equipment 


providing 500 jobs 
Phe largest sale in dollar vi 


that in which the United States 


hased the Geneva, Utah 


ction by W il \sset 


lume was 


steel 


Mr. Litchfield said. “Here is an invita 
tion to speculative excesses costing the 
\merican consumer t rubber products 
llions of dollars 
Phe satista | ection W 
ive against suc] it } nd-bust perio 
1 the rubber 1 t gover 
! t to continue ts ( 
ise and importa 
: 
Mr. Litchfield de é 
( rt natura t 0 ts 
t ’ 1 | g ( a ( 
\ to 1 rt ' 
, 
en i Sma Vv it 4 
aye tlators 7 t vO g 
| 1cicie 
ro] 2 irt i 
ne” but highs ' 
ease the su | 
nterests ire 
te n ot the An ist 
Su exp tatior 
teel plant for 47 50000 
Steel pliant tor S4/ 300 000 
the viewp Int ¢ " RS thre big 
gest isposition the TT , 
»,000,000 sq. ft. D ( ] t j 
Chicago to the Tucker Corporation. 
transaction expect lt rovicde emp 
ment for 35,000 
Small concerns have recei i maj 
ot the disposals. Pur ses and leas 


by so-called “big business” 
or a | ) - - 
unted tor ony 24 percen ot all dis 
ositions, and this consisted largely 
5 | 


plants costing more than 


WAA 


$5. 000.000 


estimated that ay 


proximately 














800 industrial installations having a total 
reported cost of six billion dollars were ' 
still to be disposed oft. WAA said, how- ' 


ever, that this remaining inventory con 


tains many installations incapable of con 


version to peacetime dustrial 


These facilities include shipyards, ex 
plosives plants and special 
that 


civilian 


purpose plant 


have no apparent function for 


market 


uses 


4 




















\L[arcH, 1947 333 


MANUFACTURING 





assure unsurpassed 
oF performance of 


i & ™ BUCKEYE BEARINGS 


Bee 





ia 







a] 


2 of 


@ Use of selected metals, and our exacting control of charging 
ratios, and melting and pouring temperatures, assure the 
production of uniformly high quality bearings. Each piece, 


month after month, measures up fully to our rigid specifications. 


For easy assembly, and long, efficient, satisfactory service, 
specify Buckeye Bearings by brand name. Available in 1088 
fully finished ready-to-use stock sizes—in cored and solid 13” 
bars—in several graphited sty!es—also in any ID, OD and 
length; slotted, split, drilled or flanged exactly to your special 
blue-print requirements. No order is too big or too small for 


Buckeye. Let us quote on your requirements. 





BRASS AND MANUFACTURING COMPANY 


BRONZESMITHS £—==——==—&\ SINCE 1900 
6412 HAWTHORNE AVE. a CLEVELAND 3, OHIO 


BRONZE SLEEVE BEARINGS - STANDARD SIZES OR TO CUSTOMERS’ BLUEPRINT 


IN ANY RECOGNIZED BEARING METAL ANALYSIS 
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METALLURGICAL CONTROL 
FOR ALL THESE Assures highest quality of 


finished product. 


ADVANTAGES MACHINABILITY 


Uniform grain structure 
to assures easy machining. 


ACCURACY 


Experience and ‘‘know-how”’ 
assure uniform accuracy. 
CLEAN SURFACE 

Superior castings have clean, 


smooth finish. 
SUPERIOR 


SUPERIOR CASTINGS 


MEET THE MOST EXACTING SPECIFICATIONS 


GRAY IRON + ALLOY IRON + 


You can always depend upon Superior’s continu- 
ous “quality-control” for castings which meet the 
most exacting specifications. Consistent uniform- 
ity of grain structure and cross section density 
produce castings with no hard spots to dull high 
speed tools. Superior castings may be milled, 
drilled, turned and otherwise machined easily 
and economically. That’s why buyers of castings 


always say, “it pays to call Superior.” 


Orr 


‘OUNDRY iN, 
542 EAST 7Iist STREET 
CLEVELAND 5 





Michigan 3078 





PURCHASING 


The Time Factor 
In Purchasing 
(Continued from page 108) 


thoroughly workable one, since the 
definition of a rush order is pre- 
dicated on this purchasing depart- 
ment calculation. 


Using the Report 


It is obvious that this type of re- 
port is of immense value to the Di 
rector of Purchases in gauging the 
efficiency of the internal operation 
of the various purchasing divisions 
under his supervision, both as a 
matter of information and of con 
trol. One of its principle advantages 
is that it is composed of direct en 
tries from current purchase records, 
which do not have to be translated 
into any arbitrary or “synthetic” 
index figure. The data itself sets 
its own scale or. standard for 
measurement mm terms of actual 
operating figures, which is far more 
revealing and significant than an ab 
stract rating or generalization could 
possibly be. 

It has a correspondin 
general management and to 


company as a whole \ copy of the 
report goes regularly to manage 
ment. \ll policy executives ha 


an understanding of the im 
ot these measurements; tl 
ing of the figures is readily appar 
ent, and the trends and variations 
whether indicating favorable or w 
favorable performance, are instant] 
and dramatically brought to thei 
attention in the figures thems: 
l:mphasis should be placed on the 
act that this approach to the 
portant matter of efficient operation 


is not confined to the purchasi 
department, but 1s equally elective 
in measuring the performance: 
many other operations. This report 
form is not a purchasing department 
form; it is used in every division 
of the company and in every de 
partment of each division, by the 
insertion of appropriate factors ot 
operation for measurement. It is 
used, for example, as a report on 
the operation of the boiler room. If 
the consumption of coal for steam 
generation gets high, then the figure 
showing pounds of water evaporated 
per pound of coal shows up like a 
sore thumb, and management will 
raise the question: “Why?” Perhaps 
nothing can be done about it, but 
the power engineer and general 
management will know what has 
occurred and steps will be taken to 
correct the condition before it be 
comes too costly. 

Similarly, in respect to purchas 


(Please furn to page 336) 
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SACRIFICE SALE! 






AIRPLANE CHOCKS 


These beautiful machine tooled 

wood and metal reinforced chocks 

are the very finest obtainable. Orig- 
inally priced at $8.00 apiece they must 
be sacrificed at only $3.99 a pair. 


















es Shes 


RUBBER ABSORBERS 


218,000 RUBBER ABSORBERS OF ALL SIZES 
AND SHAPES. 








Rubberized canvas containers 
which come in three handy sizes 
and styles. May be used as protec- ‘ragga 

tive coverings, containers for carrying, etc. Will not deteriorate under the : es 
most unfavorable handling. 














HANDY WOOD CONTAINERS 


These small sturdy painted wooden boxes 

ore ideal for attachment to a work- 

bench or wall for use as a hand tool 

or spare part container. Inside di- 
mensions ore 1111/2 X 6/2 X 442 
Welded attaching brackets are 

on each box. 













LIFE 
RAFT 
BLADDERS 


Pure gum rubber 
bladders that could 
be used for floots or 

markers or cut up for use 
in fabrication of specialized 
products. 


"yg JM 








FLEXIBLE 
HOSE 
ASSEMBLIES 


Over 40,000 of thest 
available in all sizes 
ranging from 4°" X 6'' to 
1'' X 30°' with male and 
female threaded ends for 
connection. 


















Y 
Uy 
YY 


Y, 





tk) (1) (m) 
SHORT LENGTH HOSE 


Over 2,000,000 pieces of rubber 


th) (i) 
NEOPRENE HYDRAULIC 
PACKING RINGS 


(f) 


RUBBER GROMMETS 


5.000 AVAILABLE 


(a) (b) (c) 
150,000 feet of the finest obtain- 
able rubber weather stripping 
available in any amounts and in 


three patterns. 

(d) fe) (9) 
Rubber Bumpers of various sizes 
and descriptions. Over 4,000 on 


(i) 
RUBBER BUSHING OR WASHERS 


For either hydraulic or machine 


Enormous quantities in either 
“Vv or “O” shapes are avail- 
able. From Ye" to 2%" 1.D X %4" 


hose in all sizes including %’, 
%", Ya", _. i ee Wh", 1%", 
2” 2%", 2%" Inside Diameter. 
Length including 2, 24%”, 212”, 





hand. 


work. Various sizes 


to 3” O.D 2%", 3”, 2%", 34%", 4", 3”, 6". 





SUBJECT TO PRIOR SALE. ALL PRICES F.O.B. CHICAGO. 





SAMPLES OF ALL ITEMS AVAILABLE UPON REQUEST. 


SIEGEL LUMBER COMPANY 


4815 WEST GRAND AVENUE e® 


CHICAGO, 


PHONE: NATIONAL 2100 


ILLINOIS 
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nother: Use fer 
Don nelly- Ke elley 
Precision Glass Farts 


GLAREPROOF 
PZLPriismatic 


MIRROR 


@ This prismatic rear-view 





— 


mirror deflects 90% glare 
Made for the Guide Lamp 
Division of General Motors 
Corporation, this piece is 
an example of the finest 
quality mirror-surfacing and 
fabricating that is making 
Donnelly-Kelley famous for 
precision glass parts—in the 
industrial world of today 
May we help you, too, with 
your flat glass problems 
We invite you to send us 


your inquiry 





en Nolland, Mich. 











The Time Factor 
In Purchasing 
(Continued from page 334) 


ing, management as well as_ the 
Purchasing Director will be prompt- 
ly aware of the situation if the per- 
centage of orders overdue shows up 
as 65% or 75% as against an 
average of 35% or 50°%o, or if the 
percentage of rush orders shows up 

10%@ or 20%, etc. The purchas- 
ing department expects that man- 
agement will start asking questions 
if such a condition should develop, 
and will welcome these questions. 
It will be even easier when actual 
standards have been set for each 
operation, and performance which 
is better than the standard will also 
be more readily recognizable. 

So this type of report provides a 
workable index to purchasing effi- 
ciency without any elaborate form- 
ula or abstract numerical rating 
More important, it puts the finger 
on certain significant relationships 
that point the way toward bringing 
that performance to a higher degree 
of efficiency, more in line with the 
standards that may reasonably be 
expr cted 

Many may be astonished that 
the prices paid for materials have 
no place in this measurement. ‘The 
experienced purchasing man will 
recognize the force of the argument 
that the factor of time is a preré 
quisite to getting the right pric 
and may indeed be the determi 
ing factor. This system 1s pred 
cated on the assumption that 
adequate purchasing department 
will do a competent job of put 
chasing if given the necessary time 
in which to make a purchase. That 
concept is in itself a highly con 
structive contribution to the prob 
lem of measuring purchasing effi 
ciency. In applying this principle, 
one company has found it an ex- 
ceedingly practical, simple and valu- 
able means of satisfying itself as 
to where it stands in respect to the 
accomplishment of this important 
function. 

4,7 


THIN STEEL INSULATION 


“Ferro-Therm,” thin steel insulation 
measuring .006” in thickness, is again 
ivailable according to th \merican 

( 30 Rockefell 
Plaza, New York, N. Y. This steel in- 
sulation is crimped every four inches 
added stiffness and when stapled 
permanently in place it cannot settle o1 
pack down. It is protected by a coat 
ing of tin-alloy, is non-corrosive, and 
has been proved to withstand tempera- 
tures above 1000° F. Weight 0.25 Ib 
per square foot. 
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Better Wheel 
Pullers for 
Every Need 


STEELGRIP 
standard types with 
drop forged arms 
and special analysis 
steel screws in all 
sizes for pulling 
wheels, pulleys, 
sheaves, bearings. Special application pullers 
and universal CHAINGRIP Pullers that pull 
wheels, etc. even a considerable distance from 
end of shaft. Write for Catalog. 


ARMSTRONG-BRAY & CO. 


5378 Northwest Highway, Chicago 30, U. S. A. 


CHAINGRIP : 


Universal 
Geor and Wheel Pullers 






















BENDER 
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“DIE-LESS DUPLICATING”... 


a new industrial technique made 
possible by the accurac Y. ad ipta- 
bility and ease of operation of DI- 
ACRO Precision Machines— 
Shears, Brakes, Benders—espe- 
cially whe n ust d as a continuous, 
integrated production process. 
The DI-AC RO System of 
“Metal Dup slicat ing Without 
Dies” makes parts just as accu- 
rately as can be done with dies, to 
a tolerance of .001” in all dupli- 
cated work. The delay of waiting 
for dies is avoided, deliveries 
speeded up. 












Write me. DIE-Lese» 
P 

for Me “CATING 

Catalog mer ta ay Sites 





ONEIL-IRWIN MFG.CO. 


305 EIGHTH AVENUE, LAKE CITY, MINNESOTA 
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n your community a Bunting 


Distributor has invested money to 
make Bunting Bronze available 
from his stock. Buy Bunting Bronze 
Bars and Bunting Standard Stock 
Bearings from him. The Bunting 
Brass & Bronze Company, Toledo9, 


Ohio. Branches in Principal Cities. 
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PRECISION BRONZE BARS 
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TRADE MARK 


The Modern 
OIL AND GREASE 


ABSORBENT 
OW OILY, GREASY FLOORS 


a 5, 
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QUIK-SII 


sives Sal t ! t Approved by Un- 
rs and LiKe ! t derwriters Labo- 

‘ truck I ratories Inc 
leather belting f \ t which is spon- 
r sored by National 
Board of Fire 
Underwriters 


Make Your Own Test with 
FREE SAMPLE 


Just sprinkle QUIK-SILon an oily spot and 
note its quick-drying action. Then test 
the surface for surer footing. Write now! 


TROJAN PRODUCTS DEPARTMENT 


The Diversey Corporation 


53 W. tackson Blvd., Dept. P-3, Chicago 4, Ill. 


Mal 





Even Engineers Could Do 
Better 


(Continued from page 104) 


partment with the information by 
which to confirm and record the 
purchase, is just saving the depart- 
ment one more headache. But there 
will eventually come a time when 
the unauthorized purchase will again 
be a black market operation not to 
be condoned. 

To get back to my original charge, 
that too many engineers fail to ap- 
preciate the human values, where 
the equation is not reducible to a 
mathematical formula. Your typical 
engineer is constantly dealing in 
values which he fondly thinks are 
absolute: a foot is twelve inches, a 
piece of C finish lumber is the same 
the country over (?), an I-beam can 
be exactly specified, cross sectioned 
and detailed. But the engineer’s big 
mistake is in overlooking the impor- 
tance of Aunt Nellie’s happiness 
about an oak floor as against an 
asphalt tile floor, or a shop man’s 
deep and sincere convictions con- 
cerning the tools and materials fur- 
nished for him to work with—emo- 
tions which can not be calculated on 
a slipstick. 

\ doctor knows that he has to be 
two persons: one person goes to 
medical school to learn anatomy and 
biochemistry and physiology and 
pharmacology, and the other person 
goes to a less formal school to learn 
about human nature and perhaps 
about a Superhuman nature, about 
the unprescribable ingredient and 
about the unpredictable reaction. 
Too many engineers have only gone 
to engineering school. 

\nother sad story I have seen 
written too many times in my rela- 
tions with engineers stems from the 
tendency to overemphasize the proj- 
ect itself to the detriment of the 
human purpose for which the proj- 
ect was conceived. Suppose the 
project is a building. With some 
conception of the space needs, the 
job is jogged into the dimensions of 
a well proportioned and pleasing ex 
terior, the plans are drawn, the 
stresses are painstakingly computed, 
the utility lines are minutely de 
tailed, the material lists are labori- 
ously taken off and carefully priced 
for the estimate, labor costs builders’ 
insurance, supervisory and financing 
costs and all the sundry costs me- 
ticulously totaled. But the budget 
for equipment and_ furnishings, 
without which the building is un- 
usable for the purpose for which it 
was undertaken, is an off-hand guess 
pulled out of the air. If that guess 


(Please turn to page 340) 


PURCHASING 








Dear Reader of 


PURCHASING: 


Are you taking full advantage 
of your rights as a reader of 
PURCHASING? 

For example, are you putting 
PURCHASING to work obtaining 
free charts, manuals, catalogs, 
booklets, and bulletins describing 
the latest equipment and materials 
that will improve your plant's op- 
erations and product? 

For the best of the month’s of- 
ferings, see page 14 of this issue. 
Check off what you want on the 
business reply card at the bottom 
of the page, mail to us. 

When we asked a cross section 
of PURCHASING readers to rate 
the articles and features of a typi- 
cal issue in order of their impor- 
tance, the Free Informative Liter- 
ature Section proved to be well in 
the first division. 

Your catalog file will always be 
up to date if you cultivate the ex- 
cellent habit of looking over the 
free literature offerings each 
month, and letting PURCHASING 
obtain for you what you want. 

Your associates will marvel at 
your encyclopedic knowledge of 
new products if you check over the 
“New Products . . . Ideas” Section 
each month. See page 146. The 
time-saving, fact-packed thumbnail 
descriptions of new equipment and 
materials will guard you against 
loss through failure to be informed 
of a new product development of 
value to your company. 

A poll of readers places “New 
Products . . . Ideas’ among the six 
most popular features of PUR- 
CHASING. 


Have you any question to ad- 
dress to the purchasing profession 
as a whole? Any recommendations, 
suggestions, or gripes to put before 
the house? If so, use the purchas- 


ing executive’s forum — PURCHAS 
ING’S “Letters” section—page 354. 


Every time we ask readers to 
rate the editorial contents of 
PURCHASING, they insist on vot- 
ing the advertising as among 
PURCHASING’S most useful fea- 
tures. Which is probably the reason 
why the purchasing profession’s 
national authority is now among 
the country’s first six standard size 
monthly business papers in volume 
of advertising. 
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“Fiest with the Finest” Tt | 


ARKETEX wa. 
= ye 


Versatility combined with 
practicability . . . a combination that 
means the finest in ceramic glazed struc- 

tural tile . . . Arketex. 














Available in several sizes, textures, and more 
than a dozen permanent colors, Arketex needs 
only soap and water cleaning; the perma- 
nently glazed surface is impervious to oils, 
grease, moisture, acids, or alkalies . . . will 
not scor, mar, crack, or craze. 


When planning theaters, hospitals, schools, restaurants—public build- 
ings of all kinds—practical architects and builders choose Arketex 
for both interior and exterior walls. An ideal combination of rare 
beauty and modern utility, Arketex is a permanent wall and finish all 
in one... the first cost is the only cost! 
Always specify Arketex .°. . first with the 





“~ = ™ 





finest in ceramic glazed structural tile. 
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PATTERN,— CRATING LUMBER 


TIMBERS *« PLYWOOD 





Here's Lumber Service Made to Order 


Pattern Lumber — from old growth logs. Select 
quality, Mahogany, White Pine, Kiln-dried in our 


own plant. Cut to length. 


Crating Lumber — for safe, economical shipments. 


Lengths, thicknesses practical for your purpose. 


Timbers — from the tall fir country. Cut, trimmed 
to your needs. Teco Connectors, timber engineering 


data. 


Plywood — wide variety of sizes, kinds, laminations. 
For interior, exterior use. Ideal for patterns. Your 
one order gets the attention of all three of these big 


lumber suppliers. 














UNION 
WHOLESALE 


TOWN 8, OHIO 














D 

LEVELAN 
panes RANCH, CALIF, 
ne: Diamond 1200 | phone: 


PITTSBURGH 
HEmlock 





YOUNGS 








Phone? 4-4406 Pho 














\/ 
LUMBER COMPANY 






DOUGHERTY | yeysTONe 


5, oOHnI0 3, PA. 
0700 








ANNOUNCEMENT IS MADE 
OF THE FORMATION 
OF 
THE HOERNER CORPORATION 
DECEMBER 1ST, 1946 
A SERVICE ORGANIZATION 
TO EXPEDITE THE MANAGEMENT FUNCTIONS 
FOR 
THE FOLLOWING HOERNER BOX COMPANIES 
R. N. HOERNER, PRESIDENT 


IOWA FIBER BOX COMPANY SOUTH WEST BOX COMPANY 


Keokuk, lowa Sand Springs, Oklahoma 


A. B. C. CORRUGATED BOX COMPANY 


Minneapolis, Minnesota Fort Worth, Texas 


DES MOINES CONTAINER COMPANY ARKANSAS BOX COMPANY 


Des Moines, lowa Fort Smith, Arkansas 


and 
CAJAS Y EMPAQUES IMPERMEABLES, S. A., MEXICO, D. F 
Henry S. Dabdoub, President 


EXECUTIVE OFFICES 





SOUTHWEST CORRUGATED BOX COMPANY 


600 MORGAN STREET KEOKUK, IOWA 











PURCHASING 


Even Engineers Could 
Do Better 


(Continued from page 338) 


happens to be adequate, all well and 
good. If it happens to be inadequate 

as it so often does—the building 
becomes from the outside an impos- 
ing monument to some architect or 
engineer and on the inside a sad joke 
on those who have to try to use it. 
lhe purchasing department should 
not be blocked off from its legiti- 
mate function of building a budget 
for the furniture and equipment re- 
quirements from a detailed list of 
items prepared in consultation with 
those who are to use the facilities 
and priced after testing the market. 

Mr. Keefer’s engineer friend ad 
mitted, “Engineers don’t know 
everything about everything.” True 
enough. Neither do purchasing 
agents. What did he mean? If one 
of my engineer friends were to 
make that remark I should be tempt- 
ed to interpret his ‘real meaning 
about as follows: “Unless it involves 
engineering or one of the other 
physical sciences, it is hardly worth 
knowing. If, in addition, I don’t 
understand it, it definitely is not 
worth bothering about.” 


4 a 4 


The Buyer’s Aesop 


(Continued from page 118) 


vulnerable Valves. Seller was some 
what mystified by this, but he per 
ceived a gleam of light in the con 
versation. So, to play safe, he also 
called on the Production Manager, 
the Superintendent, the Mainten- 
ance Engineer, and other assorted 
plant personnel. All were friendly. 
All liked the valves and thought 
they were a good buy. All reacted 
favorably to the cigars. Once more 
Seller was hopeful. 

Three weeks passed. The status 
was still quo. Seller went down to 
the Loan-Plan Bank, and after their 
friendly service and the interest 
payments on his previous loans, he 


‘had just enough cash in his pockets 


to stop at a local bistro for a slug 
of whiskey. 

While he was dejectedly weeping 
into his bourbon, W. Starr, who 
figures in Seller’s melancholy reflec- 
tions a few paragraphs ago, came 
through the door, spotted Seller, 
rushes over, clapped him on the 
back, and shouted, “Have a drink 
on me old man! Have two drinks! 
I've just sold AAHE another ter- 
rific order!” 

Seller knew a needle when he 

(Please turn to page 342) 
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.. +» Way out in front in the boiler field 


@ Yes. a large majority of boiler manufacturers use tive estimate, over 80° of the world’s boiler business! 
Marsh pressure gauges, Marsh is out in front in every Here is a remarkable tribute to the lasting accuracy 
branch of this big industry—low pressure, high pres- of Marsh instruments by men who use gauges in large 
sure. cast iron. fire tube, self-contained, water tube— quantities—men who know pressure gauges forward and 
from the smallest up to the largest. backward. Yet it is only one example of the preference 
In current trade directories, more than 65°¢ of the shown in many fields by manufacturers of products in 
boiler manufacturers listed equip their product with which accurate pressure indication is vital.* 
Marsh Gauges: and while actual boiler production fig- Keep this in mind when you buy pressure gauges. 
ures are not available, this particular 65° of the boiler Use the instruments that are preferred by the most dis- 
manufacturers unquestionably do. by the most conserva- criminative users of pressure gauges ... Marsh. 


Jas. P. Marsh products include: 


ounce 


A full line and range of gauges in pressure, compound, altitude, hydraulic, sprinkler, ammonia, 
-eraduated retard, test, and diaphragm types. Dial thermometers in rigid stem and remote reading types. A broad 
line of steam and hot water heating specialties. Ask for literature. 





JAS. P. MARSH CORPORATION 
MARSH ALONE HAS THE "'RECAL- 2035 Southport Avenue, Chicago 14, Ilinois 


IBRATOR'' —quickest and best 
ee 
oe 


way to correct a gauge that has 
been knocked out of adjust- 
SS @& 
7 


ment by improper handling. mM aw a S a 
Kk 


“THE STAND: 
Re 











* Subsequent advertisements will cite 
additional examples of this. 









. it costs 
no more to 





NOW: 





USE the modern day 
AMAZING 


al 
SOAPS 


DEVELOPED BY 


ighttoot 


MAKERS OF QUALITY SOAPS 
FOR OVER FORTY YEARS 


A triumph of Lightfoot 
laboratory research! Scrubber and 
soap welded to form a single, 
integrated, indivisible unit... with 
each particle a complete cleanser 
in itself. This exclusive Lightfoot 
process has already gained acceptance 
as the greatest advance, in cleansing 
efficiency and economy, of the last decade! 


SLI r 
Gace? [ighttoot 
x. TREET 
A FINE GRIND SOAP FOR 


HEAVY DUTY 


Most popular industrial soap 
made! Efficient, safe, economical 
— the pertect cleanser for general 
plant use . ideal for women 
workers. 


e lightfoot 
= COMMODORE 


A COARSE GRIND SOAP 
FOR 


EXTRA HEAVY DUTY 


Same formula as Lightfoot TREET 
but ground coarser for removing 
extra heavy incrustations of dirt, 
grime, grease, oil, etc. 





as «. 


Write for samples to 


LIGHTFOOT SCHULTZ 
Y 


c oO M P A N 


663 Fifth Avenue, New York 22 
209 South State Street, Chicago 4 











The Buyer’s Aesop 


(Continued from page 340) 


saw it—and felt it. He didn’t want 
to ask this question, but he knew 
that his business life was at stake. 
So with icy intensity he inquired : 
“Just who sent you that order? 

“Who do you suppose fr said 
Starr. “Who else but I. M. Byers in 
person? I thought you knew he was 
the purchasing agent at AAHE. 
I’ve been calling on him for years.” 
He beamed smugly. 

Seller found a blue slip on his 
desk when he got back to the office. 
He pulled the old balance sheet of 
Assets and Liabilities out of ‘the 
top drawer, and started to cross out 
the first line he had written. Then 
he thought better of it. 
do know the rules now,” he told 
himself. 

Thereupon he left the valve in 
dustry flat and got a job selling 
springs. His first call was to make 
the acquaintance of Mr. Byers at 


‘l guess | 





PURCHASING 





AAHE. Mr. Byers expressed no 
surprise, for after all he had never 
had occasion to identify Seller with 
the valve business. He was very 
friendly, and seemed impressed with 
the exceptionally springy springs in 
Seller’s sample kit. He offered Sel- 
ler a cigar. A few days later he 
came through with a 
order. 

Last week Seller thumbed his 
nose at the manager of the Loan 
Plan Bank. Yesterday he bought a 
nice house out in the Heights, with 
oil heat and two servants’ rooms 
He has converted the wolf into a 
shaggy but servicable rug outside 
the front door. 

Voral: A straight line* is the 
shortest distance 
points.** 

To the buyer. 

*Point 1: the 
an order. 

\nd/or: Even a 
schizophrenia will get farther than 
one with backdooriasis 


handsome 


between two 


salesman. Point 2: 


salesman wit 





Distributor Cooperation 


( nt ted trom pa SY 


erner with a soft southern voice and 


a distaff spirit, is well able to take 


care of himself in either fight or 
frolic. The point is that the fighting 
must be fair and must be done 
out in the open. Treat a supply man 
kindly and he vol ‘Id | become suspi 


Treat him unfairly 
would never see him again. 

The distributors’ storv is well 
known but it bears repeating: 

l. He 
and a varied stock because he has 
outlets other than through one com 
pany. 

2. He has available for consul- 
lation a number of experienced tech 
nically trained salesmen. 

3. He expedites shipments from 
factories. 

+. He follows up local service ad- 
justments. 

5. He publishes a catalog. 

6. He Settee market engineer 
ing and price information. 

7. He absorbs many 


C1IOuUS. and vou 


carries both a complete 


overhead 
costs. 

8. He extends credit. 

9. He makes deliveries. 

10. He provides information on 
new products. 

11. He has substitutes which he 
knows to be usable. 

12. He reduces by 
number of salesmen it is necessary 
to see or deal with. 

13. He reduces accounting costs 
through group payments. 


dozens the 





In exchange for these helpful 
services, the distributor charges a 
handling profit on whatever he sells. 
He claims this profit margin is /ess 


than the cost of distribution would 
be to the manufacturer in direct sell- 
ing or the cost of procurement to 
company buying direct and stocking 
in company warehouse. He appar 
ently has proof of most of these 
things because he stays in the pic 
ture and serves both manufacturer 
and customer vear in and year out. 

He doesn't ask too much in the 
way of cooperation other than fair 
ness. He appreciates open-minded 
ness and frankness and he is willing 
to grant far more favors than he 
pects to receive. He loval to his 
customers but always willing to as 
sist anyone in real trouble 

What he does not like, of course, 
is to have a buyer deceive him or 
unnecessarily withhold information 
that would be helpful. He makes his 
living by serving many and he does 
not expect or desire 100% business 
from any one buyer. It would actu- 
ally defeat this purpose. But he can 
and should expect 100% coopera- 
tion from purchasing agents in the 
way of helpful information and 
courteous reception. 

The purchasing agent who builds 
friends among the distributors in no 
way weakens himself with manu- 
facturers but has only added a 
strong ally in his constant struggle 
to keep supplies and materials im- 
mediately and economically avail- 
able for his company’s use. 











_ RECOGNIZED BY REPUTATION... 
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NAVY TYPE SEALED BID SALE 


If you use or sell fittings to take electric cable through 

walls, ceilings, floors, decks, bulk-heads, housings, tanks, 

etc., here are items you can use. The component parts are 

made of Brass, Steel, Bronze or Aluminum and may be 

T E R M I N A L adapted to the production of a variety of industrial equip- 
ment. Best quality (used for battleships and submarines 

during the war) and ata price you set yourself. $1,200,000 

worth of these fittings will be placed on sealed bid sale in 

A N D March. Make sure you have an opportunity to bid. Write 
today to each of the WAA offices listed below and ask to 

have bid offering lists mailed to you. Each of the listed 


offices will be conducting its own sales. You have 12 
S T U F F ¥ N G chances of being low bidder. 


List of WAA offices conducting sales of Navy Type Ter- 
minal and Stuffing Tubes during March: 


Atlanta + Birmingham - Boston - Los Angeles - Minneapolis - New York 
T U g | > & Portland - Richmond - Philadelphia - San Francisco + Spokane « St. Lovis 
NO PRIORITIES NEEDED 


OFFICE 0 F GENERAL DISPOSAL 





nV 









WAR ASSETS ADMINISTRATION 


Offices located at: Atlanta + Birmingham + Boston - Charlotte +» Chicago ~- Cincinnati - Cleveland - Dallas Cr pt 
Denver + Detroit - Fort Worth «. Helena - Houston - Jacksonville « Kansas City, Mo. + Little Rock - Los 

Angeles «+ Louisville « Minneapolis . Nashville « New Orleans « New York - Omaha « Philadelphia - Port- 
and, Ore. « Richmond « St. Lovis « Salt Lake City + San Antonio + San Francisco « Seattle + Spokane + Tulsa 
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Purchasing For A 
Jobbing Shop 


(Continued from page 120) 
felt that the designers had fumbled 
since considerable expense had been 
incurred already; and it was also 
felt that the purchasing department 
had tumbled because of the supply 
situation, 

[t may be highly questionable as 
to who should take the responsibil 
ity, but it is clear that closer co 
operation between the manufacturer 
and the supplier would have pre 
vented a costly delay ; it is also 
clear that the purchasing depart 
ment either should have been given 
he responsibility of maintain: 


mo 
ii 


] - . ] : =a 
this cooperation or developing it. In 
a r ‘tag 


hese changing times it is good »ol 
le purchasing department to 


f " | 
( LOT Ul 9 
maintain strong connections with 
suppliers where production rises and 
falls, as it does in a jobbing shop 
or where the jobbing shop is fre 


quently called upon to produce new 


designs on short notice. In many in 


stances the jobbing shop’s business 
depends entirely on how well it can 


1 
] 


maintain deliveries on a product 
Teamwork with Other Departments 


Jobbing shop production men are 
probably familiar with more manu 
facturing problems than exist in any 

ther type of factory. The purchas 
ing department that is not fully 
aware of these complex problems is 

ing a bet in not equipping itself 
to do a better job in a specialized 
organization. 

Teamwork of the purchasing de 
partment with other departments of 
the business will permit each one t 
do its job better. It is the responsi- 
bility of the purchasing organization 
to promote cooperation within the 
organization, and to do the same 
thing with supplying organizations, 
so that services may be used to the 
full advantage. 


Point of Contact 


In all cases the purchasing de- 
partment is the point of contact (or 
should be) between those who sup- 
ply the materials from outside the 
organization and those who use 
them on the inside. In the jobbing 
shop this function is extremely im- 
portant. The people who do the pur- 
chasing are in better position to 
control inventory, actually, in a 
changing market, than those who 
are responsible for production. 
While the job of purchasing for a 
jobbing enterprise is not an easy 
one, it can be made to function 
smoothly by using the means that 
are available. 








says Maurer Supply Co. about 


CURTIS air Hoists 


bie Maurer Supply Co., 


St. Louis, uses Curtis Air 
Hoists to raise and lower parts 


in hot-dip galvanizing work. 





Among other advantages, 
they have found that the rigid 
rod in Curtis hoists eliminates 
swinging; that the positive 
control of loads is essential to 
such work and provides a 
maximum of safety to the 
operators. Working under 
severe conditions of acids and 
heat, these Curtis Air Hoists 
are giving “‘trouble-free serv- 
ice’? and enabling this com- 
pany “‘to perform an operation 
impossible without them.” 





Curtis Air Hoists have a 
proven record of saving time 
and labor in many lifting, pushing or pulling operations. They offer: 


Low first.cost; lowest operating expense. : 
Smooth, fast, accurate control of loads. 
Finger-tip control. 
Light weight; cannot be overloaded. 
Capacities up to 10 tons. 
For complete information on Curtis Air Hoists, Air Cylinders and Air 
Compressors, write for Bulletin C-7. 
CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1908 Kienlen Avenue St. Louis 20, Missouri 


Pes aes es ee eee 


H-530 
CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1908 Kienlen Avenue, St. Louis 20, Missouri 


Please send me Form C-7 on Curtis Air Hoists, Air Cylinders and Curtis Air Compressors. 





G2 Years of Successful Manufacturing 
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HAYDON TIMERS 
ARE BerieER!., 








This cross section of a Haydon timer illustrates a few of the many patented 


features that have made them the most accurate and efficient in the field. 


1 Shading coil construction gives high starting 
torque. 


2 Field structure gives balanced torque char- 
acteristics. 


3 Projection-welded core produces better mag- 
netic field and rugged construction. 


4 Uniform reluctance ring rotor for uniform 
torque characteristics, rigidly held by spun- 
over support. 

5 lubricant carried by capillary attraction to 
each gear assembly; irrespective of mount- 
ing position of unit. 

Coil sealed against moisture, tested for 
2000 VAC breakdown. 


7 Projection-welded field assures 
accurate air gap and 
rugged construction. 











TIMING ENGINEERING SERVICE 


Write for the new HAYDON 
catalog for details of this 
ond other HAYDON timers. 


MANUFACTURING COMPANY 
* INCORPORATED * 








PuRCHASING 


Take Inventory of 
Reciprocity 


(Continued from page 134) 


and that they must draw upon agri- 
cultural communities which will pro- 
duce crops of adequate quality, 
handle milk with adequate sanita- 
tion, 

The education of these communi- 
ties can be a high cost operation 
and can keep the returns from the 
newer small plants very small if 
carried on by the company alone. 
By very quiet, absolutely non-pub- 
licized, but nevertheless persistent 
buying from supply makers who are 
using advertising or their own sales 
outlets to educate the agricultural 
communities, the company can make 
its normal purchases of supplies help 
to reduce this cost to itself. 

The lack of publicity does not 
mean that these suppliers do not 
know why they are being awarded 
business nor that their competitors 
are not told. On the contrary, this 
purchasing department is very frank 
with its suppliers. Nothing is al- 
lowed to substitute for value. But 
when values are equal, actions likely 
to be beneficial to the company are 
construed as good will, and good 
will is rewarded by 
have cash value. 

Reciprocal purchasing, — then, 
probably will continue to win the 
annual prize as “‘the business tactic 
which evokes the most scurrility”. 
When the practice is hidden, or 
when business management is so 
hazy that nobody can prove what 
the real values are, this accusation 
will continue to be justified. The 
fear of accusation will continue to 
keep down open discussion of the 
subject with each company pro- 
claiming its practices in the public 
press, and this is unfortunate. But 
with all of its opportunities to be 
misused, reciprocal purchasing will 
continue to present the greatly 
needed opportunity to pay with cash 
for services which never get onto 
invoices. 


orders which 


7, Ft F 


SPECIAL STEELS IN MOTION 
PICTURES—FILMS AVAILABLE 


\ leaflet entitled “Special Steels in 
Motion Pictures,” describes seven tech 
nical films available for free showing 
before trade and lay audiences, from the 
Allegheny Ludlum Steel Corporation, 
Oliver Building, Pittsburgh, Pa. The 
pamphlet briefly outlines the films 
“Melting of Huron Die Steel”, “Stain- 
less Steel”, “Corrosion”, “Exploring with 
the Microtimer”, “Steel for the Ages”, 
“The Manufacture of Dies”, and “Arc 
Welding Stainless Steel”, and describes 
the booking service. 
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Furniture Builders 
are Sitting Pretty’ 


AND SO ARE THEIR CUSTOMERS... 4 

















. ++ when Costs are Cut — Appearance and Durability 
improved — by AMERICAN PHILLIPS SCREWS 


LIN THE FACTORY: pare most modern fastening for all types of furniture is the American 
Phillips Screw. Easy to handle .. . lightning-fast and automatically straight to drive... 
fumble-proof, slip-proof and damage-proof... American Phillips Screws deliver top savings 
on any fastening job in any type of plant from furniture to railroad cars. Put these 
engineered screws on your costs — and watch your time-savings shoot up as high as 50%! 


iN Ms ey V8) 201 Ee One of the hallmarks of fine furniture and other household 


appointments is the decorative, straight-set, unburred head of the American Phillips Screw. 
"yt SLIP OUT = More and more quality-minded buyers look for this distinctive feature—both for the sake of 
AD )wECESS appearance, and as a visible assurance of sturdy construction and long service—their money’s 
worth and then some! Your product should have this cost-cutting, sales-building advantage. 





he 
a 





INGED Ss 
"or Pal oo 








AMERICAN SCREW COMPANY, PROVIDENCE 1, RHODE ISLAND 
Chicago II: 589 E. Illinois St. Detroit 2: 502 Stephenson Bidg. 


MERICAN{{i7 
ILLIPS Scewes ES= 


















Monel, Everdur (sili- 
con bronze) 
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A TOUGH TEST 
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—and they can take it 





The front and side nose pieces of hand trucks take a 
continuous beating,—and on such sturdy trucks as 
those made by the American Pulley Company Na- 
tional forgings are chosen. 


On more and more different products forgings are 
being used because they provide maximum 
strength, unparalleled toughness and tremendous 
fatigue resistance. The fibre-like grain structure of 
National forgings are reinforced at areas of greatest 
impact and wear. 


Write us today for booklets describing our standard 
line of SAE yoke and rod ends, container handles 
and knife blades, etc.:—and send us your inquiries 
for custom drop forgings. 


The Trademark “N” is your guarantee of Fine Qual- 
ity Forgings. 


THE NATIONAL LOCK WASHER CO. 
DROP FORGING DIVISION 


UU? 
NEWARK 5 NEW JERSEY 








PURCHASING 





You may have learned by bitter experience 
that it is mistaken economy to regard springs 
as a mere incidental in product design. Fre- 
quently the failure of the spring alone means 
the failure of the whole mechanism. There are 
so many variables to take into account, that these factors 
can only be correlated by qualified spring experts. 





Why not save time, trouble, and expense involved in 
guessing and rule-of-thumb methods? Reliable can give you 
valuable assistance in accurately designing the spring to 
suit the working space and the function. By installing new 
equipment—four-slides, power benders, coiling and grinding 
machines—we have added 25% to our productive capacity, 
to serve you better and faster on all types of springs, wire 
forms, spring stampings. We have pleased so many exact- 
ing customers, that we ought to be able to please you too. 
When sending inquiry, describe springs as 
possible, sending sketch, samples, or blue print. Mention any 
special requirements known, such as working space, initial 
tension, and load. Show, if possible, on every spring drawing 
the spring itself, IN SOLID LINES, and the mating parts 


or surfaces, preferably in assembled position, IN DOTTED 
LINES. Bulletin on request. 
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THE RELIABLE SPRING & WIRE FORMS CO. 
3167 Fulton Road Cleveland 9, Ohio 


Representatives in Principal Cities. 


YOU CAN RELY ON WILT 


Reliable Springs 
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Pay (Ilustrated) 
Production ‘ Model 121 


or Chicago Automatic 
obligation, Rivet-Setter 


CHICAGO RIVET & MACHINE CO. 
9607 W. Jackson Bivd., Bellwood, Ill. (Chicago Suburb) 


Automatic Rivet-Setters ¢ Tubular and Split Rivets in all Rivet Metals _ . 



























Detecto Scale for 
d counting need. 
production, yet 
racy by making 

immediately 


recision-accurate 
a arte vs 
your specific weighing = 
The Detecto helps ——— 
assures you maximum @ — 
slightest weight discrep 


visible. 


There's a P 


GRAM 
No. 1800 DETECTO 
INDICATOR HEAD 


One more Detecto weighing 


urate weighing 
Indicator stops 
t correct weight. 


scales to acc 
equipmert. 
instantly @ 


W rite for circular. 


DETECTO-SCALES- inc. 


MAKERS or FINE SCALES SInce 1900 


403 MAIN STREET + BROOKLYN 1, W. Y. 


SCALE 




















ENGINEERS 'n ALL PRINCIPAL cirigs 
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hoth rely on FELT 
fo control vibration 


Fine felt, blended from pure wool and worked by master crafts- 
men, is essential to all fine pianos. Its job is far more than 
hammering the strings. A felt damper stops vibration of the 


singing wire after each note or chord is struck ... felt checks 
chattering between pins and bridge . . . felt supports, guides 


and cushions the piano action. Felt is the life-time bearing of 
every moving part. All this helps to produce perfect tone, not 
blurred by the slightest vibration. 

But that is an old story. The new story of felt begins in modern 
industry. 

More and more felt is now being used for vibration isolation 
in both precision and mass production machinery. Looms, grind- 
ers, shears. punch presses are effectively isolated with felt .. . 
and felt is used for the same purpose in agitators, centrifuges. 
suction pumps and similar equipment. In short. felt should be 
on the job whenever and wherever there is vibration that cuts 
down working efficiency. 

So if you should have any problem that involves vibration — 
under heavy equipment or in small machine parts — felt can 
help you solve that problem quickly. For complete technical 
details please write on your letterhead requesting Data Sheet 10 
“Vibration Isolation”, 





General Offices: Glenville, Connecticut 
PLANTS: Glenville, Conn.; Franklin, Mass.; Newburgh, N. Y.; Detroit, Mich. 
SALES OFFICES: New York, Boston, Philadelphia, Atlanta, Rochester, 
Chicago, Detroit, Cleveland, St. Louis, Dallas, San Francisco, Los Angeles, 
P-rtland, Seattle, Montreal. 
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SMALL MACHINE PARTS 


wuaT can S/GNODE vo For me! 


R) 
That's a fair question . . . answered in part by what Signode has done 
for other shippers. Through long experience, Signode has developed a 
system of PLANNED PROTECTION that is solving packaging problems. 
Application of principles using steel strapping to reinforce containers often 
results in lighter packing weight, elimination of pilferage and reduction in WIMrTVity iT 
damage claims. This adds up to lower delivery cost. 


Profit by Signode’s world-wide experience. Call the office nearest you 
or write direct to 


SIGNODE STEEL STRAPPING COMPANY 2602. Western Ave., Chicago 47, lilinois 
371 Furman St., Brooklyn 2, New York 


_ 454 Bryant St., Son Francisco 7 alifornia 
THE STEEL STRAPPING METHOD , 


Branches in 21 Principal Cities 


"Reg. U.S. Pat, Off. 


FOR ALL TYPES OF SHIPMENTS 








IF YOU ARE NOT NOW 

RECEIVING A PERSONAL 

COPY OF PURCHASING 
EACH MONTH -- - 





“HARD-TO-GET”’ ITEMS 


Only BURCOTT MILLS purchasing power and textile “know- 





how” could produce these scarce materials for you now. Im- 
mediate delivery, if you act fast, on these— 


weave 29” 8 oz.; 36” 10 oz. on. ° . 
40” 10 o2, 40” 11 oz. drop a line to Reader Service Department, 
SHEETING — Unbleached 
48” 


‘ 
i 
| 
i 
CHEESECLOTH — 36” 32 x 28 COTTON DUCK, — Unbleached : 
i 
i 

3.12 weight 48 x 40 ’ 

’ 


“ “a ‘ , 
- .. New York 17, 
36” 2.85 weisht 48 2 44 BATH TOWELS — 22” x 40 Purchasing, 205 East 42nd St., 
DRILL — Unbleached TICKING — 38” 61/5 ’ and we will enter your subscription promptly 
37” 2.75 weight 68 x 40 oz. p. sq. yd. Fy 
ie” . . 
rn) eee ow ae BURLAP — 45” 12 e:.: ’ — price $3 for one year. $5 for two years. 
CANTON FLANNEL — 34” 12 oz 30” 19.2 ox. 4 I fp H 
~ ‘ou wi RCHAS.- 
were, wire OR PHONE You will then get your copy of PURCHAS 








EVERY INDUSTRIAL FABRIC ING promptly and will be able to clip the 


mi ae Ww s = pia’ valuable articles in it for your personal refer- 
urcott Mills Iiliem 


305N. DESPLAINES ST., CHICAGO 6, ILL. 
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HUNDREDS...THOUSANDS...or MILLIONS AVAILABLE! 





Prompt Delivery is assured when you order those 
packings for your products from Fel-Pro. We've 
got the facilities to make ’em right and deliver 
‘em fast in our plants, equipped with the latest 
type machinery and employing the most modern 
methods. We’ve got the know-how and engi- 
neering experience, too, to suggest the right 
packings for your needs, to meet any heat range 
or resistance conditions—and the right mate- 
rials, regular type or new mineral, vegetable 
and synthetic substances. Feel free to use Our 
Non-Charge Consultation Service. ALSO GET FREE 
FOLIO containing 53 actual samples, latest devel- 
opments in Packings, Gaskets, Washers, Die 
Cuts, etc. Write wit 
INDUSTRIAL GASKETS AND PACKING DIVISION OF 


MFG.CO 1514 Carroll Av 


t 


TREATED YARNS 


Mp 


PLASTICS 


ASBESTOS 
SHEET 


FLEXIBLE 
METALLIC 


and many other 
materials 





ANOTHER 
SPECIAL BY 
PROGRESSIVE 



























In 1946 a new wing was added to our plant .. . 
new equipment was installed and our warehouse 
capacity greatly increased. In 1947, this expansion 
will mean more springs and small parts quicker with 
better quality control. Call on us for your spring 


requirements. No order too large or too small. 


7eU.5. STEEL WIRE SPRING2 


7800 FINNEY AVE. * Micuican 6318 
CLEVELAND 5, 0. 











o Excluding dirt, grit, dust 
e Retaining lubricants 
e Thermostatic insulation 
elsolating vibration. 

e Cushioning shock 

e Electrical insulation 

e Weight Reduction 

e Temperature control 


e Padding, packing, seals 
eAir and liquid filters WESTERN 
e Gaskets, channels, etc bt 


e Grinding, polishing, etc 
e|nstrument mounts 


—e 


Improved performance and 














greater functional dependa- 
bility are achieved by many 
types of cut parts— processed 
from Western Felt. It's an ex- 


tremely versatile material that 


© offers unusual characteristics 

ASA —including resili flexi 

mee g resiliency, flexi 
a“ 


bility and compressibility— 
plus high resistance to water. 
oil, age and heat. Western Felt, 
engineered to specific needs, 
cuts easily to any form...and 
does not ravel, fray or lose 


its shape. New applications 








are found daily. 


Acadia Synthetic 


Division, Processors 


Why not check Western 
of Synthetic Rubber Felt’s superior qualities 
and Plastics; Sheets, and possible uses? Write, 
Extrusions, and wire or phone today! 
Molded Parts. 








Largest tadapliiedt Menviecterers and Cutters of Wool, Hair and Jute Felts 





WESTERN FELT WORKS 


4035-4117 Ogden Avenue, Chicago 23, Illinois 
BRANCHES IN ALL PRINCIPAL CITIES 





PURCHASING 


Sepore you specify 


ANY MOTOR, ¢ecé 


eee WALLEY 


ADVANTAGES 


Wide Adaptability—sizes 12 to 75 h. p. 


yi More Flexibility in power planning. 


~ Takes Unusual Power 
Loads 


~ Drip-Proof . .. 


Splash-Proof 


~ Economical 


Operation 


~ Cool 


VY BALL BEARING 











ELECTRIC CORPORATION 


4221 Forest Park Blvd. « St. Louis 8, Mo. 
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Picture of a Peck 
customer “worrying” 
about springs for 
his new products! 


Facetious? Not at all. When bringing out 
new products or revamping old ones, many 
manufacturers leave the worry of spring 
selection largely to our engineers. To them, 
torsion, extension, compression, free length, 
solid height, deflection, space, etc., and the 
properties of the various metals and alloys, 
are all in the day’s work. 


So, if you are ever in any doubt about the springs you 
specify, we will, at your request, analyze your blue prints 


and fit the springs to the functions. 


PECK 


SPRINGS & SCREW MACHINE PRODUCTS P 


Sot, St 





whem af 





THE PECK SPRING COMPANY 


40 WELLS ST., 














Improved Stanley “Ace” 
Strapping Tool With 
Automatic Seal Feed 





oa 
855/ 


With this light, easy-to-use 


J 


Even beginners do a 
fast, expert job with the 
improved Stanley “Ace” 
Strapping Tool. Positive spring 
feed holds a 100-seal clip in maga- 
zine in any position. Strapping is 
tensioned, cut and sealed in only 
5 seconds. The improved “Ace” is 
available in 3 sizes for 3”, 1/2” 


improved Stanley “Ace Strapping Tool! 


and 54” strapping to handle ’most 
any job. Special accessories de- 
signed for special needs. Write for 
full details or demonstration of 
what the Stanley improved “Ace” 
Strapping Tool can do for you. 
The Stanley Works, Steel Strap- 
ping Division, 144 Lake St., New 
Britain, Conn. 














LETTERS. 





“UNFORGOTTEN VENDOR” 


Wouldn't it be a good idea for PUR- 
CHASING to bear down with some propa- 
ganda against the unscrupulous treatment 
vendors are dishing out to the P. A. in the 
form of “Prices in effect at time of ship- 
ment,” irresponsible shipping promises, sub- 
stitution without consulting buyer, and gen- 
eral disregard of all prewar business ethics? 

The worst offender is the one who ships 
material and invoices at a higher price, 
without consulting buyer, when a firm price 
was quoted without escalator clause, and 
apparently thinks it is good business. 

They won't be the “forgotten firm.” 

L.B.F., Arizona 


PURCHASE ORDER COST 


How much does it cost to place a purchase 
order? If such a study has been made it 
would prove valuable. 

Ernest V. Haines, 
Supply & Service Co., 
17 E. 42nd St., New York 17 

The cost usually runs from $1 to $2. 
1 special study of the subject is in 
process and will appear in an early 


issue of PURCHASING.—Ed. 





SALESMAN STIMULANT 


I have read with a great deal of interest 
the article reprinted from the May 1946 
issue, “If | Were a Salesman” by W. M 
Kerrick, Director of Purchases, The Mengel 
Company, Louisville 

| should like to obtain 25 copies for mem- 
bers of our district staff 

Mark O. Ward, District Manager 
B. F. Goodrich Company, 
Cincinnati, Ohio 


Demand for Mr. Kerrick’s article 
was so heavy that we reprinted it. 
Thousands of copies have been dis- 
tributed, Twenty-five copies are being 
sent you, no charge.—Ed. 


HOW MUCH HAVE PRICES RISEN? 


Have you any data available on price in- 
creases in materials used in heavy machin- 
ery manufacture since October 1, 1941? 

D. F. Mooney, Pur. Agt., 
R. Hoe & Co., Inc 
910 E. 138th St., New York 54 


Bureau of Labor Statistics’ price 
indexes for some materials and serv- 
ices used in heavy machinery-building 
are: 


Index: 1936=—100 
1941 Nov. 1946 Increase 
Iron and steel. 96.4 114.0 19% 


Structural steel 107.3 120.1 12% 
Von-ferrous 

metals .... 84.4 118.4 31% 
Bituminous 

coal ...... 104.3 137.4 32% 

(Sept.) Decrease 

Electricity ... 68.3 64.7 5% 


In 1941 average hourly pay rate for 
the machinery industry was 83.4¢. In 
October 1946 it was $1.265, an in- 
crease of 52%.—Ed. 


“FEDERAL PROCUREMENT” 


Where can we get the booklet, ‘Federal 
Procurement”, by Clifton E. Mack? 
—J. §. Bien, Buyer, 


Michigan State Purchasing Div., 
Lansing 13, Mich. 


Send 55¢ to the Superintendent of 
Documents, U. S. Printing Office, 
Washington, D. C.—Ed. 


PURCHASING HANDBOOK 


In a recent issue you mentioned a two- 
volume book on purchasing. What is its cost 
and where can | obtain it? 


—Warren E. Houghton, 
Ford Motor Co., 
Somerville, Mass. 


You probably refer to the “Hand- 
book of Purchasing Policies and Pro- 
cedures.” This is not sold. It is avail- 
able only to members of the National 
dssociation of Purchasing Agents. 
Write to headquarters at 11 Park 
Place. New York, or call Harry Gra- 
ham, secretary of the New England 
Purchasing Agents Association, 80 
Federal St., Boston.—Ed. 


RETURNED MATERIAL RECORD 


We are revising our material return system 
and are interested in finding a new system 
for keeping our records on material re- 
turned to vendors. Do you have any literature 
on this subject? 


G. J. Grams, Supervisor of Disbursement, 
American Airlines System, 


100 E. 42nd St., New York 17 


See “Purchasing Quality and Mate- 
rial Control.” page 126, January, 1947 
issue of PURCHASING, also page 245 
describing forms used by the P. R. 
Mallory Co., Indianapolis.—Ed. 


BACKPAT 


During the past twelve months the rapidly 
changing conditions under which we have 
been forced to operate have afforded PUR- 
CHASING magazine a unique opportunity to 
be of service to the Association members. 

‘ | feel impelled to congratulate you 
on the excellence of the job performed . . 

Wilson B. Wight, Secretary-Treasurer, 
Purchasing Agents Association of Rochester, 
Rochester, N. Y 


BOUQUET FOR PURCHASING — 
AND ADVERTISERS 


| am attaching my summary of the Janu- 
ary issue .. . | always make it a point to 
very closely check the Free Informative 
Literature in connection with the advertise- 
ments in the magazine, since these directly 
affect many of my purchases and give me 
a good lead on where | can find hard-to-get 
items. 

Incidently, | think the class of advertisers 


in PURCHASING is among the higher grade 
manufacturers and | have found that most 
of the contacts we have made have always 
turned out to be thoroughly reliable firms. 
The whole magazine is thoroughly devoted 
to the purchasing profession. | enjoy going 
through it. 
—F, B. Rhodes, Jr., Purchasing Agent 
Bostitch, Inc., Westerly, R. I. 


At intervals PURCHASING asks a cross 
section of its readers to act as a board of 
judges in rating the contents of a typical 
issue. Mr. Rhodes served on the “board” 
that judged the January issue. Highest 
number of “major interest’ votes went to 
the editorial, “How Much Duplication of 
Orders?” Of a total of 28 articles and 
features, the top twelve were: 


Page No. 

1. “How Much Duplication of Orders?” 83 
2. “Purchasing Quality and Control” 136 
3. “Purchasing for Production” 117 
4. “Purchasing Previews” 

(Washington) 67 
5. “Purchasing Policy” 104 
6. “New Products . . . Ideas” 148 
7. “Can We Measure Purchasing 

Efficiency?” 120 
8. “Purchasing and Sales 

Relationships” 123 
9. “Industrial Developments” 278 


10. “Highlights” ‘Abstract of issue 85 
11. “Pages from a Buyer's Notebook” 103 
12. “We Quote You C.I.F.” 92 

Tail-ender was “Purchasing for a Large 
University.” Runner-up for last place was 
“The Buyer's Aesop,” with “Women Pur- 
chasing Agents Aren't Sissies,’ third from 
the bottom. 


Typical comments: 


“Most interesting is, of course, ‘Women 
Purchasing Agents Aren’t Sissies,’ because 
1 am a woman P.A.”—(Mrs.) Bessie S. 
Price, Pur. Agt., Broad Brook Co., Broad 
Brook, Conn. 


“How about keeping articles and other 
reading matter together a little more, in- 
stead of starting on one page and con- 
tinuing on to a _ back page?’”—Charles 
Eisenberg, Secy., National Iron Co., Duluth, 
Minn. 

“One of the finest issues | have ever had 
the pleasure of reading.”—R. G. Crawford, 
Pur. Agt., Quick Way Truck Shovel Co., 
Denver. 


“Major physical handicap is large amount 
of advertising, which makes it difficult to 
look at every page.’—J. K. Conant, Asst 
Pur. Agt., American Viscose Corp., Wilming- 
ton, Del. 


“Advertisements are always interesting 
to me, and in my opinion should be consi- 
dered as an item of ‘major interest.’ J. W 
Knowlton’s ‘The Joker in the Deck’ (page 
95) is exceptionally pertinent.”—James 
Forsyth, Pur. Agt., Ebasco International 
Corp., 2 Rector St., New York. 

“| think the chemical industry should be 
given greater consideration than it has in 
the past since American natural resources 
are diminishing and the world is quickly 
turning to chemistry to manufacture substi- 
tutes for natural raw materials.”—Miles B. 
Hopkins, Pur. Agt., Pemco Corp., Balti- 
more, Maryland. 

“Why throw in our laps such a problem 
as judging PURCHASING? What purchasing 
agent could be without it?”’—G. R. Smith, 
Pur. Div., American Rock Wool Corp., 
Wabash, Ind. 
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WATER BILLS CUTas much as 90% 


BY GENERAL ELECTRIC REFRIGERATION 


mn 

















General Electric refrigeration and air conditioning is saving 
money, speeding production in all types of industries. Here's 
only one of the many examples in the free General Electric 
Booklet ‘New Industrial Dimensions.’ 


A manufacturer of metal products uses water to cool his quench 
oil. By installing a General Electric Evaporative Cooler, he 
obtains wniform cooling and avoids fluctuations in Brinnell 
hardness. 





“Paid for itself in two years” 


DOZENS OF PHOTOGRAPHS like this of an aluminum 





anodizing tank show you how and where General The General Electric Evaporative Cooler not only provides the 
Electric Refrigeration can be profitably app! necessary temperature control . . . #t haus cut water consumption 
- ee a to 10% of that used in straight water cooling. The savings paid for 
> sor 1e “aAn!) ' - . ! 

eer the Evaporative Cooler in two years! 

COOLED 





erncERATION sumone FREE BOOKLET outlines 
~ 


these other advantages: 
‘New Industrial Dimensions”’ tells you how General Electric 
Refrigeration and Air Conditioning has helped to: 

















Lower unit costs Reduce maintenance and machine 
Reduce spoilage and rejects outage time 
Aid mass production of precision Simplify development and testing 
products Facilitate interchangeability of parts 
; : . 9 . "¥ ; Increase tool life Utilize new techniques and processes 
DIAGRAMS |i ¢ this indicate seven basic refrigeration 
ce ¢ These pply tX ¢ 
( ( proce 


GENERAL @ ELECTRIC 









tien th hG Sastate valle ‘ Air Conditioning Department, Section 7293 | 

are benefiting through General Electric re rigeration General Electric Company 
Precision Assembly Operation Roller Hearth Furnace Roll Bearings BI id a ? | 
Powder Metal Manufacture Tool Gauge Rooms oomfield, N. J. 
Abrasives Manufacture Curing Concrete Samples a — a re — x | 
Sakesitiainen take manor Rosato Please send me FREE Copy of your new booklet 
Quality Control Laboratory Jacket Water Cooling New Industrial Dimensions. 
Quench Bath Brine Solution- Cooling Mobile Equipment | 
Annealing Aluminum Complete Plant Air Conditioning OR a eh ed eee 
Anodizing Aluminum Process Refrigeration | 
Precision Machining eres Pere eer ese 

| 
This FREE booklet tells you how Pe ee Te | 

City i én wane nce 
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You can’t go wrong when you get your bearings from the 
$23,000,000 stock now being sold by WAA. Friction and anti- 
friction bearings and components—all sizes and types—all 


unused and in top condition. Set your own price on what you 
need. Your nearest WAA Regional Office will give you all 
pertinent information on the sale and will assist you to make 
an inspection before submitting your bid. 


Sales of Bearings will be held at frequent intervals. To receive 
information on future sales, write to the Regional Offices listed 
below asking that your name be placed on their mailing lists. 


BOSTON - CINCINNATI - CHICAGO - CLEVELAND 
ST. LOUIS + LOS ANGELES 
x * * 


OFFICE 0 F GENERAL 





DISPOSAL BW 





WAR ASSETS ADMINISTRATION 


Offices located at: Atlanta e Birmingham e Boston e Charlotte « Chicago e« Cincinnati « Cleveland 
Dallas « Denver « Detroit « Fort Worth « Helena « Houston « Jacksonville « Kansas City, Mo. « Little Rock 
Los Angeles « Louisville « Minneapolis « Nashville « New Orleans « New York « Omaha « Philadelphia 
Portland, Ore. « Richmond « St. Louis « Salt Lake City e San Antonio « San Francisco e Seattle « Spokane « Tulsa 1021 
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Shakeproof, In« l 237 
Shenango-Penn Mold 24%) 
Shepard- Nile ( & H | oot 
Sheppard Co,., C. E., The zit 
Sheppard Envelope ¢ 280 
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Siegel Lumber Co 
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SoundScriber Corp 283 
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Speed Products Ce Ine 2s 
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Stronghold Screw Products, Inc 
Stuart Oil Co., Ltd., D. A 
Sun OU Ce 
Superior Foundry, i 
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Udylite Corp., The 
Underwood Corp 
Union Wholesale Lumber Co 
United States Gauge Div Amer. Ma 
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U. S. Steel Supply Co ' 
U. S. Steel Wire Spring Co., The 351 
Utica Drop Forge & Tool Corp 102 
Utica Radiator Corp 140 
Vv 
Valley Electric Corp 2 
Van Dorn Electric Tool Co 3 
Veeder-Root, In 2% 


Victor Saw Works, Ine 212 


Ww 
Waldes Kohinoor Im “ 
Walworth Co 257 
W Assets Corp 154, 194, 201, 22 ooh 
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Weatherhead Co., The 263 

Webster Co., FL. S 293 

Weirton Steel Co 443 

Weldon Roberts Rubber Co 294 

West Disinfecting Co 204 

Western Felt Works 352 

Westinghouse Electric Corp ird Co 

Weston Ce Byron 

Whitlock Cordage Co 

Willson Products, In 

Wolverine Bolt Co 164 

Worcester Wire Works 26 

Worthington Pump & Machinery Corp. 261 

Wrought Washer Mfg. Co lhe 
¥ 

Youngstown Sheet & Tube Co 14% 





CLASSIFIED ADVERTISEMENTS 





POSITION WANTED 


PURCHASING AGENT—47. Thirty years gen- 
eral construction experience; twenty-five years 
as field and central office Purchasing Agent 
(materials, rentals, subcontracts) including in- 
dustrial and architectural buildings, power 
plants, dams, bridges, highways, residential, 
etc., in northeastern section. Experience also 
includes construction field office management. 
Write Box 31099, PURCHASING, 205 East 
42nd Street, New York 17 N. Y. 





POSITION WANTED 
Office Equipment-Printing-Advertising Produc- 
tion Purchasing EXPERIENCE offered by young 
woman. 15 years experience in manufacturing, 
publishing and advertising fields. Administra- 
tive ability. Write Box #1102, PURCHASING, 
205 East 42nd Street, New York 17, N. Y. 





SHOP TIMERS REPAIRED 


If you employ time methods systems you need 
Watch Repair Service 

All makes Swiss & American timers repaired 

10th Year LOUIS A. TORELL 

23 Ketchum St 

Rochester 5, N.Y 

Member of Horological 


Chronograph 
Repair Service 


Institute of America 





POSITION WANTED 
PURCHASING AGENT—5 years in charge of 
large marine construction program. Organized 
stores and Material Handling Dept 
sales experience 


20 years 
Would like to continue suc 
cessful and diversified purchasing experience 
in western Connecticut or New York City area. 
Write Box #1098, PURCHASING, 205 East 
42 Street, New York 17, N. Y 


nw 
“sy 
F. 





_ * Fe 
Do You Realize Your Own 
Importance? 


YOU . .. and your fellow PUR- 
CHASING Magazine readers 
control 75% of the nation’s 
vast buying power! 

SO... If you want to dispose 
of excess equipment . 


If you need hard-to-get 


materials 

If you have a service to 
offer . 

If you have personnel 
problems 


DO it thru PURCHASING’s 
new classified section! Rates 
are reasonable — returns are 


tangible. 

Displayed $8.50 inch 
Want-ad style 90c line 
Positions Wanted 45c line 


10% discount for 12 consecutive dis- 
played insertions Classified set 
solid minimum charge 4 lines; 
average 6 words per line; 

allow one line for box-number address. 


Don't Delay... 
Send Your Order Now 











POSITION WANTED 
PURCHASING AGENT—lLong, varied expe 


rience in chemicals, cosmetic raw materials, 
laboratory supplies, mechanical and engineer- 
ing equipment. Resourceful, thorough exec- 
utive familiar with all details of purchasing 
organization, records, production, packaging 
and marketing. Write Box #1100, PURCHAS- 
ING, 205 East 42nd Street, New York 17, 
as. 





POSITION WANTED 


PURCHASING AGENT—Capoable 
and administrator, twenty-five 
rience industrial purchasing, 
production control, age 45, excellent refer- 
ences, available immediately. Write Box 
#1101, PURCHASING, 205 East 42nd Street, 
New York 17, N. Y. 


organizer 
years expe- 
inventory and 





POSITION WANTED 


PURCHASING EXECUTIVE desires position with 
sound, progressive organization. Thoroughly 
experienced in buying industrial manufactur 
ing requirements. Also experienced in inven- 
tory control, production control, and expe- 
diting. College degree in Engineering supple 
mented by fifteen years experience in pur- 
chasing, engineering and accounting with 
national organization. For complete informa- 
tion, references, etc. write Box +1103, PUR- 
CHASING, 205 East 42nd Street, New York 
17, N. Y. 





POSITION WANTED 


EXECUTIVE PURCHASING AGENT—College 
man 36, alert, adaptable. Fifteen years ex- 
perience—institution—steel mill shipbuilding 
including large expediting 
and warehousing. Familiar with manufacturing 
processes and have flair for all types of or 
ganization. Will 


supervision scale 


locate anywhere. Resume 
sent upon request. Write Box 31104, PUR- 
CHASING, 205 East 42nd Street, New York 
17, N. Y. 


PURCHASING 
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@ When you standardize on Pittsburgh you're sure of 
unvarying high quality from order to order—sure of 
brushes built for fine performance and long life. 

When you standardize on brushes by Pittsburgh 
you re sure of getting the same fine brushes— whether 
your order is placed and filled in New York or St. Louis, 


Chicago or New Orleans ... or any of the other 141 PRODUCTION AND MAINTENANCE BRUSHES, TOO 
Pittsburgh branches strategically located to give you @ “Pittsburgh” also manufacture a full line of Indus- 
prompt service. trial Brushes—including Floor Sweeps, Mill Dusters, 

There’s a Pittsburgh brush specifically designed for and Wire Scratch Brushes. Our engineers will be glad 
every painting job—every industrial use. Ask experts to work with you in developing “Even Trim” Spiral 
to help you select the right brushes for each of your Wound brushes of wire, horsehair or tampico to meet 
requirements. your own special finishing requirements, 


BRUSHES by PITTSBURGH A Complete Line for Every Industrial Use 




















Pittsburgh's 100°. Pure Bris- 
tle. 


No finer brush made today. 


AS S00N AS 
POSSIBLE 





Pittsburgh's original and er- 
clusive Bristle-Neoceta. Top 
quality performance. Costs 


about ‘5 les 


Pitnshburghs 100 Neoceta 

Costs about half as much as 
pure bristle, vet gives excellent 
performance and has special 
advantages, such as high resis- the supreme quality brush 


tance to water, for every painting need, 








PITTSBURGH | 
PLATE GLASS COMPANY B mF D: Sa 








PuURCILASING 


Designed as a self-contained unit, with races and rollers made from through-hardened 
high-carbon chrome steel, there are no loose parts to warp or break. The solidend 
shoulder construction and retaining lip, built integral with the outer race, hold the 
co) NCE MJ bbestbolotebele Motshmmeresc sto) ila ame) ME lel Mol lotstele MololestteleMejorotametrtatele mb berj(odlloitlosMeend 
operation. Rounded end, full length rollers give greater load carrying capacity, and 
close tolerance in construction, increases the overall efficiency. Where it is necessary 
to conserve radial space the bearing can be used without the inner race and the bear- 
ing mounted directly on the shaft. Provision for incidental thrust is provided along 
with adequate lubrication facilities. Write for 

Bulletin SM-42. If you have a special bearing 

problem McGill engineers will be glad to 

cooperate in working out a bearing to fit. 














FOR ALL TYPES OF 
INDUSTRIAL EQUIPMENT 


MSGILL manuracturine co., Inc. 


MANUFACTURERS OF BALL AND ROLLER BEARINGS VALPARAISO, INDIANA 











machined for 5%% 


GQ ...or brazed for ¢¢¢ ? 


Phos-Copper brazing brings savings in materials... time... 











9 
9 
t 











9 
9 
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machines ... man power .. . money—as compared to forging, 
upsetting, machining and other methods of fabrication. 

To fabricators of copper, brass or bronze, these savings are 
worth a thorough study. With Phos-Copper brazing, many advan- 
tages have been found both on tests and in production. Joints are 
stranger than the parent metal. Corrosion resistance equals that 
of the parent metal. Electrical conductivity is 98% as great. 
low frée-flowing temperature (750° C) permits the b g of 
light as weil as heavy sections. 

It’s possible“yqu may even utilize some ofg®@tir present equip- 
ment on brazing since A BY any of five methods—by 





gas, incandescent carbon, dipping, electronic heat and an electric 
furnace. It comes in rod, strip and special shapes. 

For further information on Phos-Copper brazing, ask your 
Westinghouse representative for book B-3201. Or write for it, to 
r Westinghouse Electric Corp., P. O. Box 868, Pittsburgh 30, Pa. 
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7 still sound, 






















J-90901 eo . sg | 
* 
Westin house A bronze cap was Phos-Copper brazed to a copper 


PLANTS IN 25 CITIES... OFFICES EVERY WHERE tube 1/16” thick. The tube burst at 2200 pounds 
hydrostatic pressure, but the brazed joints were 


For Valve Economy... 
this Formula makes 


OU'RE in line for worthwhile 
Fivian in costs when you 
apply these simple rules. 

Records show that wherever 
this formula has been used, and 
reasonable care given to valves, 
Jenkins Valves serve far beyond 
the normal life expectancy of 
valves, even under hard and con- 
stant usage and with min- 
imum maintenance costs. 

By choosing Jenkins Valves. 
you not only make sure of extra 


LOOK FOR THIS 











SINCE 


value that means lowest cost in 
the long run but you also get the 
advantage of experienced coun- 
sel on the selection and place- 
ment of valves from Jenkins 
valve specialists. Base vour buy- 
ing on the Jenkins ABC formula 
next time you need valves. 
* > 7 

Jenkins Bros., 80 White Street, New 
York 13; Bridgeport; Atlanta; Boston; 
Philadelphia; Chicago; San Francisco. 
Jenkins Bros., Ltd., Montreal, Canada. 
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DIAMOND MARK 





664 


JENKINS VALVES 


ery Industrial, Engineering, Marine, Plumbing- 


Heating Service . . 


In Bronze, fror Cast Steel and 


Corrosion-resisting Alloys . 125 to 600 lbs pressure 


Sold Through Reliable Industrial Distributors Everywhere 











Horse Sense 


400 Ibs. 
0.W.G. 


JENKINS Fig. 275 
Outside Screw and Yoke 
BRONZE GATE VALVE 


Made with extra stamina to with- 
stand effects of frequent operation 
and give long, trouble-free service. 
Rising spindle. with threads outside 
the valve where they are easily acces- 
sible for lubrication, serves as an 
indicator of wedge position. Spindle 
of manganese bronze. Yoke and 
bonnet cast as single unit for greater 
rigidity and strength. 


ONE OF OVER 600 EXTRA VALUE VALVES 
MADE BY JENKINS VALVE SPECIALISTS 











